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Short-term  sacrifices 


Office  Depot  endures 
app  dev  delays  to 
ensure  tech  future 

By  Thomas  Hoffman 
Delray  Beach,  Fla. 


CHIEF  INFORMATION  officers 

constantly  carp  about  the  so- 
called  80/20  rule:  Their  IS  orga¬ 
nizations  spend  80%  of  their 
time  fixing  crumbling  legacy 
systems  and  only  20%  develop¬ 
ing  business-focused  systems. 

In  a  risky  move  aimed  at  flip¬ 
flopping  those  percentages, 
Office  Depot,  Inc.  willingly  for¬ 
feited  short-term  business  gains 
by  delaying  most  of  its  new  ap¬ 
plication  development  for  14 
months.  During  that  time,  it  sta¬ 
bilized  its  application  portfolio. 

Although  the  strategy  contrib¬ 
uted  to  the  company’s  poor  fi¬ 


nancial  performance  in  early 
1996,  it  has  since  given  Office 
Depot’s  information  systems 
staff  greater  freedom  to  work  on 
business-oriented  systems.  The 
positive  results  are  showing  up 
on  the  company’s  bottom  line. 

For  example,  the  application 
overhaul  gave  the  $6.7  billion 
office  supplies  giant  more  time 
to  develop  inventory  control  and 
management  systems  begin¬ 
ning  in  mid-1996.  Those  sys¬ 
tems  helped  tighten  and  reduce 
inventory  levels  by  $160  million 
last  year,  said  Paul  Gaffney,  Of¬ 
fice  Depot’s  senior  vice  presi¬ 
dent  of  IS  and  applications  de¬ 
velopment. 

That’s  a  stunning  turn¬ 
around,  considering  Office  De¬ 
pot  added  42  stores  last  year  and 
still  managed  to  shrink  its  total 
inventory  levels.  Inventory  man¬ 
agement  is  a  key  cost-cutting 
Office  Depot,  page  97 


*3"  Five  years  ago, 

Scott  Schuster’s 

partner  ransacked  the 
music  studio  they  co- 
owned,  leaving  him  with 
$50,  two  toddlers  and  a  pregnant  wife. 

Dependent  at  one  point  on  the  charity  of  a  backup  singer 
and  a  convenience  store  clerk,  Schuster  now  runs  a  $15 
million  consultancy  and  was  nominated  for  President 
Clinton’s  year  2000  commission. 

Corporals  Strategies,  page  39 
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Big-bang  R/3  rollout 
forced  compromises 
with  business  goals 

By  Craig  Stedman 
Orlando,  Fla. 


nibco,  inc.’s  top  executives 
wanted  SAP  AG’s  R/3  applica¬ 
tions  so  bad,  they  were  willing  to 
put  the  company  through  the 
wringer  to  get  the  software  in 
place  fast. 

Nibco,  a  $500  million  maker 
of  products  such  as  valves  and 
pipe  fittings,  put  nine  key  busi¬ 
ness  managers  on  its  R/3  team 
full-time  for  more  than  a  year  to 
help  plan  a  bold  one-day  rollout 
across  its  U.S.  operations  in  late 
December. 

The  idea  behind  the  big-bang 
rollout  was  to  make  a  quick 

R/3  rollout,  page  97 


Outsourcing 
loses  stigma 

►  Confident  CIOs  sign 
money-making  deals 

By  Julia  King 


FORGET  ABOUT  Cutting  COStS. 
Today’s  outsourcing  deals  are 
built  around  a  far  more  strategic 
goal:  Making  money  instead  of 
saving  it. 

Also  on  the  way  out  are  long¬ 
term  megadeals.  Instead,  in¬ 
creasingly  savvy  and  selective 
users  are  signing  shorter-term, 
renewable  contracts  with  not 
one,  but  many  service  providers 
(see  chart,  page  16). 

But  perhaps  the  single  big- 
Outsourcing,  page  16 


BACKDOOR  SALES 

►  Vendors  target  non-IS  execs  to  close  the  deal 

By  Kim  S.  Nash 

when  florsheim  group,  inc.  chose  SAP  AG  as  the 
key  supplier  for  its  $10  million  manufacturing  systems 
overhaul,  the  big  decision  was  made  by  a  committee 
dominated  by  business  executives.  The  IS  representative 
had  only  one  of  six  votes,  said  Tom  Poggensee,  treasurer 
of  the  Chicago-based  shoe  company. 

Vendors  are  learning  that  if  they  don’t  aggressively 
work  channels  outside  the  information  systems  depart¬ 
ment,  they  lose  sales.  Guerrilla  sales  tactics,  page  28 


Handhelds  burden  help  desk 


By  Kim  Girard 


Corporate  help  desks 
aren’t  prepared  to  sup¬ 
port  the  onslaught  of  hand¬ 
held  devices  and  notebook- 
toting  road  warriors  con¬ 
necting  to  their  networks, 
users  and  observers  said  last 
week. 

Use  of  notebook  comput¬ 
ers  within  organizations  is  ex¬ 


pected  to  soar  from  35%  now 
to  about  50%  within  several 
years,  analysts  said.  But  sales 
of  handheld  devices  are  ex¬ 
pected  to  rise  almost  50% 
this  year  to  1.6  million  units, 
according  to  Dataquest  in 
San  Jose,  Calif. 

And  yet  those  devices  have 
failed  to  make  an  impact  on 
help  desk  radar  screens  at 
Handhelds,  page  96 


Managing  migration  eaoily. 


There  are  some  things  about  your  job  you’ll  never  be  able  to  change,  like  how  fast  everything  changes.  Our 

v  _ _ _ _ 

SuperStack"  II  switches  are  the  easiest  way  to  move  to  the  power  of  a  switched  10/100  network.  The  SuperStack  II 
Switch  3300  is  fully  stackable  to  100+  ports,  providing  high  performance  and  easy  management  for  the  entire  stack. 


-  *  # 


The  SuperStack  II  Switch  3900  comes  with  built-in  Gigabit  Ethernet  for 
unprecedented  performance.  Together  they  offer  complete  migration 


The  SufKrStack  II  Switch  3300.  flexibility.  For  your  free  “10/100  solutions”  CD-ROM  call  us  at  1-888-689- 
Fully  Stackable  10/ 100  switching 

from  $175  per  port.  3266,  ext.  7528  or  visit  our  website  at  www. 3com.com/  10-100solution. 


First  affordable 
migration  to  Gigabit 
Ethernet  offering 
wire- rate  9.8  million 
PPS  performance. 
The  SuperStack  II 
Switch  3900. 
10/100  switching 
with  built-in 
Gigabit  Ethernet. 


Copyright  C  1998  3Com  Corporation.  All  rights  reserved.  3Com,  the  3Com  logo,  and  SuperStack  are  registered  trademarks  of  the  3Com  Corporation. 
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The  PC  is  passe' 

With  Compaq  and  Intel  both  reporting  surprise  busi¬ 
ness  slowdowns  in  the  past  few  weeks,  the  same 
old  question  is  getting  asked  again:  Is  the  PC  mar¬ 
ket  stagnating? 

The  short  answer  is  yes.  The  longer 
answer  is,  so  what  else  is  new? 

The  PC  market  has  been  stagnant  as  a 
platform  for  innovation  for  at  least  three 
years.  What’s  kept  it  growing  is 
A)  a  rapid  and  unexpected  series  of  price 
drops  that  have  made  PCs  more  afford¬ 
able  to  people  who  don’t  want  to  do 
much  with  them,  and  B)  the  fact  that 
buying  a  PC  is  the  most  convenient  way 
to  connect  to  America  Online  or  the  Internet.  But  beyond 
that,  PC  sales  have  become  less  and  less  a  meaningful  indi¬ 
cator  of  the  computer  industry’s  health. 

If  you  were  focused  on  the  PC  market  last  year,  for  exam¬ 
ple,  you  would  have  missed  the  most  remarkable  PC  story  of 

1997:  the  success  of  jCom’s  little 

ThlS  market  SeQITient  PalmPilot  device.  The  PalmPilot 

.  now  has  more  than  a  million  rabid 

IS  abOUt  tO  explode.  users,  and  it  doesn’t  have  an  Intel 

chip  (see  our  page  1  story  for  an 
account  of  what  this  means  to  IS  support  lines). 

The  real  action  in  the  computer  industry  has  shifted  decid¬ 
edly  away  from  PCs  and  into  mobile  and  networked  devices. 
We  may  not  call  them  network  computers.  We  may  call  them 
cable  boxes,  pagers,  handheld  organizers,  thermostats  and 
telephones.  But  they  are  rapidly  acquiring  microprocessors 
and  links  to  the  Internet.  This  market  segment  is  about  to 
explode  just  as  PCs  become  cheap  commodities. 

That’s  why  Intel,  Motorola  and  Microsoft  are  clambering 
into  the  market  as  fast  as  they  can. 

The  PC  is  no  longer  a  barometer  of  the  computer  indus¬ 
try’s  health.  The  action  has  moved  to  other  platforms,  where 
it  will  stay  for  a  long  time  to  come. 

Paul  Gillin,  Editor 
Internet:  paul_gillin@civ.com 


BY  RICH  TENNANT 


"1  COULDN'T  SAV  /WWING-WV  'MERE  IN  WERE 
VM HU  1UAT  PROGRAM  VC  BOUGHT  TV0A  TWA1 
ENCOURAGES  ARTISTIC  EXPRESSION.” 


Going  global  forces  changes 


►  International  plans 
trigger  ripple  effect 
across  tech  functions 

By  Jaikumar  Vijayan 
and  Craig  Stedman 
Orlando,  Fla. 


THINKING  GLOBALLY  doesn’t  just 

change  the  business  side  of  a 
company. 

Almost  every  global  initiative 
developed  by  business  man¬ 
agers  also  requires  dramatic 
action  by  IS  to  implement  the 
business  plan,  senior  informa¬ 
tion  systems  executives  said  at 
an  IBM-sponsored  manufactur¬ 
ing  seminar  here  last  week. 

For  example,  global  business 
strategies  may  trigger  the  need 
for  electronic-mail  standards,  an 
international  help  desk,  a  huge 
data  warehouse,  a  multinational 
rollout  of  enterprise  resource 
planning  software  and  an  IS 
reorganization. 

Increasingly,  IT  organizations 
have  to  work  with  business 
units  on  international  projects, 
said  David  Drew,  vice  president 
of  IS  at  3M  in  St.  Paul,  Minn. 

GLOBAL  REORGANIZATION 

There  is  an  ongoing  effort  at 
the  S15  billion  company  to  give 
planners  a  better  view  of  global 
demand  for  each  of  the  com¬ 
pany’s  50,000  products.  That 
has  resulted  in  an  infusion  of 
new  tools,  data  warehouses, 
advanced  modeling  technolo¬ 
gies  and  management  practices. 

For  instance,  senior  IS  man¬ 
agers  from  different  groups 
now  report  to  the  chief  IS  exec¬ 
utive  and  to  their  business  unit 
chiefs.  And  huge  amounts  of 
historical  data  from  around  the 
world  is  being  “cleansed”  for 
reuse  in  new  planning  exer¬ 
cises,  Drew  said. 

Whirlpool  Corp.  in  Benton 
Harbor,  Mich.,  is  working  on  a 
similar  global  supply-chain  ini¬ 
tiative  to  reduce  working  capital 
costs  by  more  than  30%  in  the 
next  two  years. 

The  single  biggest  change  for 
IS  will  be  the  implementation 
of  a  huge  advanced  planning 
system  that  will  allow  Whirlpool 
to  plan  across  a  worldwide  port¬ 
folio  of  businesses,  divisions, 
plants,  product  families,  season¬ 
al  fluctuations  and  pricing 
changes,  said  Gil  Urban,  a  re¬ 
gional  IS  director  at  Whirlpool. 

A  global  task  force  of  18 
senior  company  executives,  in¬ 
cluding  two  IS  chiefs,  has  iden¬ 
tified  several  areas  that  will 
require  significant  changes,  Ur- 


THE  IMPACT  OF  GOING  GLOBAL 


Group  Schneider  (Paris) 

p  Global  technology  standards  are  being  set,  reducing 
business  unit  autonomy 

p  Infrastructure  management  duties  are  being 
concentrated  at  several  sites 

p  Regional  support  centers  are  being  set  up  for 
technologies  such  as  E-mail 

3M 

p  Data  centers  and  IS  resources  are  being  consolidated 
worldwide 

p  Technologies  are  being  standardized 

p  New  forecasting  and  planning  tools  are  being 
implemented 


ban  said.  The  list  includes  in¬ 
ventory  and  demand  manage¬ 
ment,  accounts  receivable  and 
planning  systems. 

“This  whole  thing  basically  is 
a  business  initiative,  but  you’ve 
got  to  invest  in  IT  to  implement 
it,”  Urban  said. 

An  ongoing  push  to  put 
some  global  glue  on  Groupe 
Schneider’s  far-flung  operations 
means  big  changes  for  its 
highly  autonomous  IS  staffs, 
said  Steve  Little,  vice  president 
of  information  services  at  the 
$7.5  billion  company’s  North 
American  subsidiary  in  Pala¬ 
tine,  Ill. 

Groupe  Schneider,  a  maker  of 
electrical  distribution  and  con¬ 
trol  products,  previously  left 


most  IS  decisions  up  to  its  busi¬ 
ness  units.  But  last  April,  execu¬ 
tives  decided  it  was  time  to  "fig¬ 
ure  out  how  to  be  a  global 
company,”  Little  said.  Working 
groups  were  set  up  to  devise 
corporate  standards  in  six  tech¬ 
nology  areas,  including  systems, 
E-mail  and  application  software. 

Little,  who  is  part  of  the 
E-mail  team,  said  picking  tech¬ 
nology  was  a  lot  easier  than  get¬ 
ting  everyone  to  agree  on  a  new 
IS  structure  for  managing 
E-mail  and  groupware  through¬ 
out  the  company. 

“The  biggest  issues  are  cul¬ 
tural  and  political  barriers,”  he 
said.  “We  argued  about  who 
wanted  to  call  who  [to  get  tech¬ 
nical  support].”  □ 


Compaq  trips  in  first  quarter 


COMPAQ  COMPUTER  CORP.  last 
week  said  its  first-quarter  finan¬ 
cial  results  will  fall  short  of 
expectations,  with  break-even 
earnings.  The  company  cited 
heavy  competition  in  the  North 
American  PC  market. 

Revenue  for  the  quarter  is 
expected  to  be  close  to  the  $4.8 
billion  the  company  posted  in 
the  same  period  last  year,  offi¬ 


cials  at  the  Houston  company 
said. 

Compaq  may  have  overloaded 
its  reseller  channels  to  meet 
sales  objectives  and  increase 
overall  market  share,  but  those 
practices  are  risky,  said  Aaron 
Goldberg,  executive  vice  presi¬ 
dent  at  Computer  Intelligence 
in  La  jolla,  Calif. 

—  April  Jacobs 
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What's  the  big 
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Citibank  invests 
big  in  reliability 

►  AT^T  to  merge  11  networks  into  one 


Running  school  networks  helps  Kentucky 
students  such  as  Charles  Ross  get  certified 
before  they  even  graduate. 

Corporate  Strategies,  page  39 


Ethical  issues  are  rarely  a  top  priority,  but  they’re  nev¬ 
er  far  below  the  surface  in  IS.  Linda  Reino  is  one  of 
two  CIOs  who  tell  how  they  would  handle  four  hypo¬ 
thetical  ethical  scenarios.  Managing,  page  64 


By  Matt  Hamblen 
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citibank  last  week  signed  a 
$750  million  deal  to  consolidate 
and  revamp  its  global  networks 
in  a  quest  to  build  reliable  and 
secure  electronic-commerce  and 
home  banking  ap¬ 
plications  in  98 
countries. 

The  nation’s 
second-largest 
bank  hired  AT&T 
Corp.  to  consoli¬ 
date  its  11  net¬ 
works  into  one 
frame-relay  wide- 
area  network. 

AT&T  will  manage  the  WAN 
under  a  five-year  pact  that  will 
save  New  York-based  Citibank 
an  estimated  $250  million  in 
operating  costs,  bank  officials 
said.  That  number  is  about  4% 
of  Citibank’s  1997  operating  ex¬ 
penses  that  weren’t  related  to 
employees  or  restructuring. 

But  the  cost  savings  are  sec¬ 
ondary  to  Citibank’s  desire  to 
improve  network  performance, 
reliability  and  security. 

“Our  return  on  investment  is 
certainly  the  $300  million  in 
operating  cost  savings.  But  on  a 
qualitative  basis,  what  this  new 
network  means  to  us  is  the  abil¬ 
ity  to  deliver  new  products”  to 
businesses  and  consumers,  said 
Stan  Welland,  Citibank’s  direc¬ 
tor  of  global  technology  infra¬ 
structure. 


In  1997,  Citibank  posted 
$6.48  billion  in  operating 
expenses  that  weren't 
related  to  employees  or 
restructuring. 


The  Citibank  announcement 
is  part  of  a  growing  outsourcing 
trend  in  financial  services,  ana¬ 
lysts  said.  Citibank  outsourced 
management  of  its  LAN  and 
desktop  computers  in  1996,  for 
example.  Additionally,  the  bank, 
which  has  $300  billion  in  as¬ 
sets,  won’t  rely  on  the  Internet 
as  a  backbone  for  its  global  net¬ 
work,  preferring  to  deal  with 
telecommunications  carriers. 


Corp.  in  Framingham,  Mass. 
“I’m  sure  the  service-level 
agreements  for  latency  in  the 
network  and  speed  are  very, 
very  tight.  If  AT&T  can  show 
this  works  quite  well,  you  can 
bet  that  a  lot  financial  service 
firms  will  look  at 
network  outsourc¬ 
ing  very  closely.” 

Citibank  offi¬ 
cials  were  vague 
about  their  prod¬ 
uct  plans  using 
the  new  network 
but  said  the  up¬ 
grade  would  make 

"What  this  new  network 
means  to  us  is  the  ability 
to  deliver  new  products" 
to  businesses  and  con¬ 
sumers. 

-  Stan  Welland,  Citibank 

fund  transfers  to  its  branches 
worldwide  more  reliable  and  se¬ 
cure.  Plus,  increased  network 
bandwidth  will  let  the  bank 
open  new  electronic-commerce 
and  home  banking  markets  in 
nations  where  it  has  none, 
Welland  said. 

The  largest  of  Citibank’s  11 
networks  is  a  slow  and  costly 
bandwidth-sapping  X.25  net¬ 
work,  officials  said.  Proposed 
applications  are  TCP/IP-based 
and  require  higher  speeds. 

Citibank  is  second  to  The 
Chase  Manhattan  Bank  Corp.  in 
assets  holding. 

The  network  will  be  based  on 
frame  relay  and  TCP/IP,  using 
routers  from  Cisco  Systems, 
Inc.  in  San  Jose,  Calif.  AT&T 
Solutions,  an  outsourcing  divi¬ 
sion  in  Basking  Ridge,  N.J.,  will 
manage  the  network  from 
Durham,  N.C.,  London  and  Sin¬ 
gapore  and  become  the  bank’s 
chief  negotiator  with  hundreds 
of  carriers  in  the  98  countries. 

Citibank  will  lay  off  400  in¬ 
formation  systems  workers 
worldwide  as  a  result  of  the 
deal,  but  AT&T  said  some  may 
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acs  interactive  multiuser  games. 
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was  looking  for  the  reliability 
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guarantees”  in  the  deal  with 

“thousands”  of  workers  in  com- 
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AT&T,  said  Paul  Johnston,  an 

ing  years,  even  as  the  larger 

Stock  Ticker 
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analyst  at  International  Data 

AT&T  cuts  staff.  □ 

“Hurley  Medical  Center  maintains  Us  competitive  edge  by 
using  Unicenter  TNG  to  ensure  our  networks  are  always 

available  ' 

—  Patrick  Milostan, 

Vice  President  and  CIO, 

Hurley  Medical  Center 
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After  years  of  struggling  to  manage  distributed 
networks,  network  managers  are  replacing 
their  hodgepodge  of  various  tools  and  piecemeal 
solutions  with  a  single,  integrated  network 
management  solution. 

One  that  can  manage  the  entire  enterprise 
and  all  your  networks,  including  TCP/IP,  DECnet, 
IPX/SPX  and  SNA. 


Only  Unicenler  TNG 
Offers  End-to-End 
Management. 


Unicenter®  TNG™  offers  automatic,  intelligent, 
object-oriented  network  management  that 
enables  you  to  manage  proactively.  So  you 
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can  anticipate  and  solve  problems  before 
they  happen. 

Unicenter  TNG  gives  you  a  single  point 
of  control  for  your  complex  and  heterogeneous 
global  network.  Its  dynamic  auto-discovery 
ensures  that  your  network  configuration  is 
current.  The  Real  World  Interface™  allows 
for  better  visualization  of  your  network.  And 
third-party  tools  such  as  element  managers 
integrate  with  Unicenter  TNG  through  its  open 
and  extensible  architecture. 

Unicenler  TNG  Is  The 
industry  Standard  For 
Enterprise  Management. 

Unicenter  TNG  is  an  integrated  solution  for 
end-to-end  enterprise  management.  With 
support  for  every  major  hardware  platform 


The  Real  World  Interface  uses  virtual  reality  to  create  a  3-D  environ¬ 
ment  that  represents  objects  just  as  they  appear  in  the  real  world. 


and  operating  system,  Unicenter  TNG  is  open, 
scalable,  extensible  and  always  vendor-neutral. 

The  Best  Feature  01  All: 

Unicenter  TNG 
Is  Shipping  Today. 

Unicenter  is  a  proven  software  solution  that’s 
available  today.  It’s  real,  mission-critical 
and  up  and  running  in  thousands  of 
sites  around  the  world  for 
some  of  the  smartest  users 
in  the  world.  Users  who  know  that 
working  smarter  always  beats  working  harder. 


For  More  Information  Call 

1-888-864-2368 

OrVisitwww.cai.com 
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Software  superior  by  design. 


UricenterTNG 
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More  put  credit  cards  online 


NETWORK  MANAGEMENT 

You've  got  the  tools, 
now  who  does  the  job? 


►  Comfort  zone  for 
Web  buying  expands 

By  Sharon  Machlis 

consumers  may  still  be  un¬ 
easy  about  using  credit  cards  on 
the  Internet,  but  fear  is  holding 
back  a  lot  fewer  surfers  than  it 
used  to. 

World  Wide  Web  merchants 
said  they  have  noticed  a  major 
shift  in  behavior  over  the  past 
year,  including  1997  holiday 
sales  that  some  estimates  peg  at 
$1  billion,  about  the  same  as  all 


By  Randy  Weston 


SOFTWARE  GOLIATH  SAP  AG 
is  taking  on  the  Davids  of  niche 
market  software  vendors  —  a 
move  many  customers  see  as  a 
mixed  blessing. 

The  maker  of  the  popular  R/3 
business  process  automation 
software  last  week  said  it  is  pre¬ 
paring  stand-alone  applications 
that  will  compete  directly  with 
specialty  or  niche  products  such 
as  data  warehousing  software. 

SAP’s  software  offerings  will 
include  sales  force  automation 
applications,  advanced  planning 
and  optimization  systems  and 
business-to-business  electronic- 
commerce  applications. 

Plans  are  also  in  the  works 
for  applications  for  the  manage¬ 
ment  of  product  data,  ware¬ 
houses  and  transportation,  com¬ 
pany  officials  said. 

ATTRACTIVE  OPTION 

Most  of  these  products  are  still 
being  developed  and  won’t  be 
released  until  late  this  year  (see 
chart).  But  for  users  who  don’t 
want  to  deal  with  the  costly  and 
difficult  process  of  trying  to  inte¬ 
grate  third-party  software  with 
R/3,  SAP’s  strategy  has  appeal. 

"Customers  want  fewer  soft¬ 
ware  suppliers.  This  is  a  natural 
extension  to  ERP  systems,”  said 
Bruce  Richardson,  an  analyst  at 
Advanced  Manufacturing  Re¬ 
search,  Inc.  in  Boston. 

Users  today  are  making  enter¬ 
prise  resource  planning  (ERP) 
systems  such  as  SAP’s  R/3  the 
backbone  of  their  corporate 
computing  environments. 

But  for  every  dollar  spent  on 
software  licenses,  companies 
typically  spend  $5  on  maintain¬ 
ing  the  application  Integration, 
Richardson  said.  SAP  is  still 
working  out  pricing,  but  the 


consumer  Internet  purchases 
the  year  before. 

"We  have  seen  a  dramatic  in¬ 
crease  in  the  number  of  people 
who  are  comfortable  putting 
their  cards  online,”  said  Cyndy 
Ainsworth,  director  of  market¬ 
ing  at  Virtual  Vineyards  (www. 
virtualvin.com)  in  Palo  Alto, 
Calif. 

At  ESPN  SportsZone  (http:// 
espn.com),  almost  85%  of  online 
sales  are  handled  on  the  Inter¬ 
net  rather  than  via  a  toll- 
free  telephone  number,  up  from 
about  60%  a  year  ago,  according 


software  licensing  fee  is  expect¬ 
ed  to  be  about  the  same  as  the 
price  of  the  niche  players’  prod¬ 
ucts  —  roughly  $250,000  for  an 
optimization  system. 

Most  of  the  ERP  vendors  are 
going  in  the  same  direction.  Or¬ 
acle  Corp.  and  The  Baan  Co. 
have  made  similar  announce¬ 
ments  in  recent  months,  and  a 
series  of  consolidations  and  ac¬ 
quisitions  of  third-party  players 
is  widely  expected. 

Niche  players  are  starting  to 
feel  the  pinch.  Robert  Hum¬ 
phries,  vice  president  of  market¬ 
ing  at  I2  Technologies,  Inc.  in 
Irving,  Texas,  said  SAP  is  stall¬ 
ing  the  market  for  advanced 
planning  software  as  customers 
wait  to  see  what  SAP  will  offer. 

"We  are  not  big  enough  to 
support  all  the  niche  vendors,” 
said  Jim  Maguire,  director  of  in¬ 
formation  systems  at  chemical 
maker  PQ  Corp.  in  Valley  Forge, 
Pa.,  which  has  been  running 
R/3  since  July  1996.  "We  are  a 
$500  million  company  and  have 
a  25-person  IS  shop.  Having  just 
one  vendor  means  I  have  one 
base  for  support.  That’s  very  im¬ 
portant  to  us.” 


to  Brian  Ratzlifs,  manager  of 
business  development  at  ESPN 
Internet  Ventures  in  New  York. 
The  Value  America  Web  store, 
meanwhile,  got  almost  50% 
of  its  orders  by  phone  a  year 
ago;  now  that  amount  is  down 
to  “far  less  than  5%,”  said  CEO 
Craig  Winn. 

At  Garden  Escape,  Inc. 
( www.garden.com ),  only  one  in 
10  orders  now  comes  in  by 
phone  or  fax,  compared  with 
15%  last  year.  “We  haven’t  seen 
a  dramatic  change  but  every 
Credit  cards,  page  96 


Maguire  said  if  SAP  can  deliv¬ 
er  on  its  promises  and  the  price 
is  right,  his  company  would 
consider  it  for  those  peripheral 
functions. 

Analysts  said  the  market  is  so 
huge  for  many  of  these  products 
that  there  will  continue  to  be 
plenty  of  room  for  the  major 
ERP  vendors  and  third-party 
players.  The  supply-chain  plan¬ 
ning  and  scheduling  market,  for 
example,  is  expected  to  grow  to 
$3  billion  by  2000  from  its 
1996  level  of  $350  million. 

Wayne  Corston,  director  of  in¬ 
formation  technology  at  plastics 
maker  Synergistics  Industries 
Ltd.,  said  in  order  for  his  compa¬ 
ny  to  bite  SAP’s  bait,  the  vendor 
must  deliver  products  that  are 
comparable  to  the  niche  prod¬ 
ucts  now  on  the  market.  But  he 
said  SAP’s  entry  into  third-party 
markets  was  indeed  putting  a 
hold  on  current  searches  for 
third-party  products. 

"We  are  very  interested  in 
one-stop  shopping  for  a  totally 
integrated  package,”  he  said, 
adding  that  he  is  most  interest¬ 
ed  in  the  optimization  tools  and 
the  data  warehouse.  □ 


By  Patrick  Dryden 


AFTER  SPENDING  MILLIONS 

on  networks,  distributed  sys¬ 
tems  and  client/server  migra¬ 
tions,  companies  are  turning  to 
monitoring  tools  that  can  pro¬ 
vide  a  high-level  view  of  overall 
performance. 

Now  the  practical  and  politi¬ 
cal  question  is:  Who  in  the  com¬ 
pany  should  get  that  informa¬ 
tion  and  take  responsibility  for 
fixing  problems?  So  far,  there  is 
no  standard  answer. 

“IS  organizations  must  de¬ 
cide  where  responsibility  lies  for 
solving  performance  problems 
that  affect  the  business,”  said 
Ray  Paquet,  a  management  ana¬ 
lyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.  Otherwise, 
“these  immature  tools  will  sit 
on  the  shelf,  and  the  finger¬ 
pointing  exercises  will  continue 
between  the  technology  silos,” 
he  said. 

A  COUPLE  OPTIONS 

One  option  is  to  create  a  new  po¬ 
sition  —  application  manager 
—  to  oversee  everything  that  af¬ 
fects  a  critical  business  process. 
Or  the  new  monitoring  duties 
could  fall  to  the  network  opera¬ 
tions  center,  the  help  desk  or 
other  established  watchdogs  in 
the  organization. 

The  decision  about  who  gets 
the  job  has  been  “very  much 
an  afterthought,”  said  Steven 
Foote,  a  research  vice  president 
at  Hurwitz  Group,  Inc.  in  Fra¬ 
mingham,  Mass. 

Application  managers  are  a 
sign  of  the  "new  diplomacy” 
between  those  groups,  Foote 
said.  Whether  located  in  infor¬ 
mation  systems  or  a  business 
unit,  the  application  managers 
own  the  problem  when  critical 
applications  crash  or  slow 
down. 

“They  fully  appreciate  the  val¬ 
ue  of  the  application  to  the  busi¬ 
ness,  so  they  can  make  the 
triage  decisions  about  what  pro¬ 
cess  requires  attention  first,” 
Foote  said.  Then  the  application 
managers  get  after  the  systems 
administrators,  network  manag¬ 
ers,  database  administrators  and 
other  specialists. 

A  "quality  assurance”  posi¬ 
tion  is  evolving  at  ABM  AMRO 
Bank  in  Chicago  because  IS 
groups  have  decided  that  they 
should  delegate  performance  re¬ 


sponsibility,  said  John  Pittas,  a 
systems  officer  at  the  bank. 

“It  started  when  we  rolled  out 
some  applications  that  overbur¬ 
dened  the  network,  and  we 
struggled  to  fix  the  problems,” 
he  said.  During  the  past  year, 
Pittas  said,  he  has  taken  on  the 
duty  because  he  had  the  capacity 
planning  tools  and  expertise. 

THE  BEST  CANDIDATE 

The  “war  rooms”  in  network 
operation  centers  for  large  orga¬ 
nizations  are  logical  places  to 
add  performance  monitors, 
Foote  said.  “They  are  already 
geared  to  prioritize  problems 
and  point  to  specialists,  so  they 
can  start  checking  on  servers 
and  applications,  too,”  he  said. 

The  help  desk  that  supports 
the  trading  floor  at  Bank  of 
America  Corp.  eventually  will 
take  over  the  monitoring  tools, 
said  Dennis  Mitchell,  a  vice 

"IS  organizations 
must  decide  where 
responsibility  lies 
for  solving  perfor¬ 
mance  problems 
that  affect  the 
business." 

-  Ray  Paquet, 

Gartner  Group 

president  responsible  for  the 
trading  group’s  network  and 
systems  in  San  Francisco. 

Likely  candidates  are  help 
desk  staff  who  “understand  how 
the  pieces  fit  together”  and  are 
“adept  at  monitoring  and  start¬ 
ing  the  troubleshooting  pro¬ 
cess,"  he  said. 

Intuit,  Inc.  tries  to  make  per¬ 
formance  information  available 
to  all,  said  Rick  Parkinson,  di¬ 
rector  of  planning  and  delivery 
at  the  software  developer  in 
Mountain  View,  Calif. 

But  that  can  be  dangerous. 
“Utilization  data  without  an  ex¬ 
planation  wrapped  around  it  can 
be  misleading,”  causing  unnec¬ 
essary  alarm  or  a  false  sense  of 
security,  Parkinson  said.  □ 


SAP  eyes  niche  markets 

SAP  invades  third-party  market 


Application 

Function 

Delivery  date 

Supply-chain 
optimization, 
planning  and 
execution 

Plans  plant  use 
and  forecasts 
demand 

Year’s  end 

Business 

Information 

Warehouse 

Data  warehousing 

July 

Sales  force 
automation 

Manages  sales 
clients  (includes 
pricing  and  config¬ 
uration  engines) 

Year's  end 

Oracle  and 

satisfying  customers  worldwide. 

A  corporation  that  wants  to  grow  needs  a  healthy  diet. 
And  a  key  ingredient  for  Kellogg  Company  is  a  flexible 
Oracle  solution,  one  that  realigns  and  consolidates  its 
global  information  system.  Using  a  robust,  integrated  set 
of  Oracle  Financial  and  Manufacturing  Applications, 
Kellogg  is  streamlining  its  operations  worldwide,  and 
thereby  approaching  $7  billion  in  sales.  In  addition  to 
keeping  a  worldwide  staff  on  top  of  all  the  latest 
information,  Oracle  decision  support  and  data  analysis 
tools  give  management  a  greater  ability  to  make 
strategic  decisions.  And  with  the  powerful  Oracle  data¬ 
base  as  its  information  management  backbone, 

Kellogg  can  be  assured  that  its  systems  will  always  be 
reliable,  available  and  scalable.  Kellogg  is  using 
Oracle’s  global  solutions  to  seamlessly  and  synergistically 
work  with  suppliers,  partners  and  customers  in  over 
160  countries.  Now  the  supply  chain,  manufacturing 
and  financial  processes  are  organized  under  strict  control, 
positioning  Kellogg  at  the  forefront  of  the  Consumer 
Packaged  Goods  Industry.  With  its  best-of-breed  partners, 
Oracle  is  providing  superior  consumer  packaged 
goods  solutions,  helping  companies  grow  locally  and 
globally.  Find  out  more  about  how  Oracle 
can  help  your  business  grow,  by  visiting 
www.oracle.com/products/applications/  or  calling 
1-800-633-0750,  ext.  12960  for  a  free  CD. 
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Microsoft's  Java  detour  irks  users 


►  Visual  J++  update  wreaks  cross-platform  havoc 


By  Sharon  Gaudin 


users  were  largeiy  exasper¬ 
ated  last  week  by  the  latest  at¬ 
tack  in  the  Java  war  between 
Microsoft  Corp.  and  Sun  Micro¬ 
systems,  Inc. 

“This  is  not  good,”  sighed 
Terry  Light,  an  engi¬ 
neering  manager  at 
Xerox  Corp.  in  Roch¬ 
ester,  N.Y. 

Microsoft  released 
the  beta  of  Visual  J++ 

Version  6.0,  an  ap-  ; 
plication  develop-  ° 
ment  tool  that  strips  » 
away  Java’s  cross-  " 
platform  capabilities. 

The  industry’s  most  popular 
Java  tool,  Visual  J++  is  now  opti¬ 
mized  to  build  robust  Java  appli¬ 
cations  for  Windows,  tying  de¬ 
velopers  more  tightly  to 
Microsoft’s  platform. 


“If  this  is  what  Microsoft  is 
giving  us,  we  might  as  well 
use  Visual  Basic,”  Light  said. 
“It’s  not  making  cross-platform 
[development]  easy,  and  it  de¬ 
feats  the  purpose  of  what  we’re 
trying  to  do.” 

Frank  Wood,  a  software  engi¬ 


neer  on  The  Spock  Team  at 
NASA’s  Missions  Operations 
Directorate  in  Houston,  said  he 
will  probably  back  away  from 
using  Microsoft’s  tool  if  it  isn’t 
easily  cross-platform. 


“It’s  a  minefield,”  Wood  said. 
“We  are  concerned  with  cross¬ 
platform  capabilities.  If  we  can’t 
do  that  with  [Visual]  J-H-,  we’re  go¬ 
ing  to  have  to  use  another  tool.” 

In  a  recent  study  by  Interna¬ 
tional  Data  Corp.  (IDC)  in  Fra¬ 
mingham,  Mass.,  70%  of  483 
large  U.S.  companies  develop¬ 
ing  applications  with  Java  said 
they  chose  Java  for  its 
platform  indepen¬ 
dence.  In  another 
IDC  survey  of  396 
U.S.  companies  that 
use  Java,  39%  were 
using  Visual  J++, 
while  21%  were  us¬ 
ing  Symantec  Corp.’s 
Visual  Cafe  for  Java. 
“Our  focus  is  on 
Windows,”  said  Bill  Dunlap,  Mi¬ 
crosoft’s  Visual  J++  technical 
product  manager.  “Developers 
want  to  build  robust  and  power¬ 
ful  applications  for  Windows,  and 
that’s  what  we’re  giving  them.” 


This  latest  version  of  Visual 
J++  adds  Windows  Foundation 
Classes  (WFC),  an  object-orient¬ 
ed  framework  of  class  libraries 
designed  for  Windows.  Develop¬ 
ers  using  WFC  won’t  be  able  to 
build  cross-platform  applications. 

Dunlap  said  Visual  J++  still 
can  build  cross-platform  appli¬ 
cations,  although  it  won’t  be 
Java  code  moving  from  one  plat¬ 
form  to  another. 

He  said  the  tool  has  been  re¬ 
built  so  the  Windows-specific 
Java  application  can  generate 
dynamic  Hypertext  Markup 
Language  (HTML)  code,  which 
can  go  out  over  a  World  Wide 
Web  browser. 

But  dynamic  HTML  isn’t  an 
industry  standard,  and  Netscape 
Communications  Corp.’s  Navi¬ 
gator  browser  (versions  2.0  and 
3.0)  doesn’t  support  it.  A  Net¬ 
scape  spokesman  said  he  isn’t 
sure  if  Navigator  4.0  will  sup¬ 
port  the  dynamic  HTML  writ¬ 


"If  this  is  what 
Microsoft  is  giving  us, 
we  might  as  well  use 
Visual  Basic." 

-  Terry  Light,  Xerox 


ten  in  Microsoft’s  tool. 

John  Kannegaard,  vice  presi¬ 
dent  of  software  products  at 
Sun’s  JavaSoft  unit,  said  the 
company  will  be  examining 
Visual  J++  to  see  if  it  breaks 
Sun’s  license  with  Microsoft.  “I 
have  no  reason  to  believe  what 
they’ve  done  is  illegal,”  he  said. 
“I  do  have  reason  to  believe  that 
what  they’ve  done  is  stupid.” 

BOYCOTT  POTENTIAL 

Microsoft’s  move  led  Rick  Ross, 
president  of  the  13,000-member 
Java  Lobby,  to  call  last  week  for 
legal  action,  and  he  hinted  at  a 
groupwide  boycott.  The  Java 
Lobby  is  an  independent  group 
of  developers  and  programmers 
from  Fortune  500  companies. 

“This  is  all  part  of  Microsoft’s 
calculated  effort  to  neutralize 
Java,”  said  Ross.  He  said  the 
group  is  declaring  war  on  Mi¬ 
crosoft  after  months  of  holding 
out  hope  on  its  Java  intentions. 
“If  they  can’t  own  it,  they  want 
to  destroy  it,”  he  said. 

Other  users  noted  that  HTML 
can’t  replace  a  full-blown  devel¬ 
opment  language.  □ 


Businesses  welcome  Cisco  plan 
to  better  control  net  traffic  flow 


►  Software  to  help 
firms  prioritize  data 
in  stock  trades,  key  uses 

By  Bob  Wallace 


although  the  phrase  “policy- 
based  networking”  may  not 
mean  much  to  the  average  user, 
technology  managers  at  finan¬ 
cial  institutions  are  clamoring 
for  it.  They  say  it  will  change  the 
way  they  do  business. 


A  chart  in  the  March  9  Data 
Warehousing  section  con¬ 
tained  incorrect  pricing  in¬ 
formation  for  Datawatch 
Corp.’s  Monarch/ES  report¬ 
ing  software.  The  product 
costs  $20,000  for  10  concur¬ 
rent  users. 

Due  to  a  typographical  error, 
the  March  2  story  “Power 
Payback”  inadvertently  stat¬ 
ed  that  Enron  Corp.  would  re¬ 
ceive  a  500%  payback  on  its 
million  technology  invest¬ 
ment.  When  calculated 


Under  a  plan  ■  hatched  by 
Cisco  Systems,  Inc.  last  week, 
Cisco’s  users  for  the  first  time 
will  be  able  to  create  policies  or 
special  instructions  to  the  net¬ 
work.  A  policy  could  specify,  for 
example,  that  only  the  engineer¬ 
ing  department  use  the  network 
after-hours.  Or  it  could  give  SAP 
AG  applications  top  priority  for 
bandwidth. 

“Instead  of  working  on  a  doz¬ 
en  routers  to  make  one  change, 
we’ll  be  able  to  use  policy  net- 


against  revenue  from  a  $500 
million  contract  Enron  won 
in  California,  the  return  on 
investment  is  actually 
50,000%,  or  a  five-hundred¬ 
fold  return. 

In  the  article  “Agency  com¬ 
bines  databases  to  revamp 
vital  forecasts”  in  the  Jan.  19 
issue,  the  job  cuts  mentioned 
are  in  the  Idaho  National  En¬ 
gineering  and  Environmental 
Laboratory,  which  is  under 
the  umbrella  of  the  Depart¬ 
ment  of  Energy. 


working  to  make  that  change 
and  propagate  it  throughout 
the  network,”  said  Cesar  Valle¬ 
jos,  manager  of  global  networks 
at  The  Pinnacle  Alliance,  a 
New  York-based  outsourcing 
unit  that  services  J.  P.  Morgan 
&  Co.  “There’s  a  screaming 
need  for  policy  networking  on 
Wall  Street.” 

USER  DEMAND 

Financial  firms  are  especially 
good  candidates  for  policy  net¬ 
working  because  of  the  value 
associated  with  the  data  traffic 
in  stock  trades  that  flow  across 
their  networks. 

“We’d  like  to  be  able  to  send  a 
trade  worth  $100  million  ahead 
of  one  worth  $1  million,  but  we 
don’t  have  the  tools  to  do  that  to¬ 
day,”  Vallejos  said. 

With  its  Cisco  Assure  Policy 
Networking,  the  San  Jose,  Calif., 
vendor  will  begin  providing  the 
tools  needed  to  create  and  dis¬ 
tribute  policies  in  the  second 
half  of  the  year.  Tools  for  securi¬ 
ty  policies  will  follow  next  year. 

“The  bottom-line  benefit  for 
users  is  centralized  manage¬ 
ment,  where  managers  only 
set  policies  once  for  the  net¬ 
work.  [That’s]  a  big  change  from 
manually  setting  and  resetting 


Corrections 


CISCO'S  POLICY  NETWORKING  PLAN 

Component 

Function 

Graphical  user  interface 

Lets  users  automate 
creation  of  policies 

Switch,  router  software 
add-ons 

Let  device  recognize 
applications 

DNS/DHCP  Manager 
program* 

Lets  managers  tie  names 
to  IP  addresses 

Policy  servers 

Repository  for  policies  in 
the  network 

Enhanced  policy  servers 

Can  handle  policies  for 
security 

*  Enhanced  version 

Note:  All  but  the  enhanced  policy  servers  (1999)  will  ship  in  the  second 
half  of  this  year. 


Source:  Cisco  Systems,  Inc.,  San  Jose,  Calif. 

parameters  for  each  network  de¬ 
vice  at  each  site  throughout  an 
organization,  as  is  done  today,” 
said  John  Morency,  a  princi¬ 
pal  at  Renaissance  Worldwide, 
Inc.,  a  consulting  firm  in  New¬ 
ton,  Mass. 

PERCEIVED  BENEFITS 

Joel  Me  Knight  also  sees  benefits 
to  policy-based  networking. 

“Currendy,  many  network 
management  organizations  get 
tied  up  dealing  with  individual 
devices,  be  they  routers  or 
switches,”  said  McKnight,  trad¬ 
ing  floor  project  manager  at 
William  Energy  Service  Co.  in 
Tulsa,  Okla.  “Tools  that  would 
allow  us  to  step  one  level  high¬ 
er  and  manage  the  aggregate 
infrastructure  as  one  entity 


would  be  very  attractive.” 

Starting  in  the  second  half  of 
the  year,  Cisco  will  deliver  soft¬ 
ware  add-ons,  a  graphical  user 
interface,  policy  servers  and  an 
enhanced  management  pro¬ 
gram,  which  is  needed  to  take 
full  advantages  of  Cisco  Assure 
Policy  Networking. 

The  vendor  wouldn’t  divulge 
pricing  for  the  components. 

Cisco  hopes  to  steal  thunder 
from  rival  3Com  Corp.  in  Santa 
Clara,  Calif.,  which  announced 
its  TranscendWare  policy-based 
networking  blueprint  earlier 
this  year.  The  Cisco  scheme  is 
broader  in  scope,  according  to 
Morency,  because  it  includes  IP 
address  management  and  secu¬ 
rity,  whereas  3Com’s  focuses  on 
traffic  prioritization.  □ 
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Scrutiny  of  software  licenses  pays  off 


By  April  Jacobs 


good  software  license  management 
can  save  a  company  big  bucks,  such  as 
by  eliminating  payments  for  unused 
software  packages.  Sony  Pictures  Enter¬ 
tainment  Corp.,  for  example,  saved 
$800,000  last  year  from  a  software 
audit. 

But  surprisingly,  most  companies 
don’t  bother  to  scrutinize  their  licenses 
for  cost-cutting  opportunities,  said 
Priscilla  Tate,  director  of  the  Technology 
Managers  Forum  in  New  York. 

Tate  and  other  observers  said  the  rea¬ 
sons  include  poor  record  keeping,  em¬ 
ployee  turnover  and  a  lack  of  expertise 
and  resources.  It  doesn’t  help  that  soft¬ 
ware  vendors  have  different  licensing 
schemes  that  are  hard  to  figure  out,  Tate 
added. 

NOT  JUST  IN  THE  MOVIES 

But  the  payoff  from  a  tightly  run  soft¬ 
ware  licensing  program  was  clear  at 
Sony  Pictures,  a  movie  studio  in  Culver 
City,  Calif.  The  program  was  run  by 
Sphinx  Group,  Inc.,  an  Arouga  Hills, 
Calif. -based  consultancy  that  specializes 
in  auditing  software  licenses. 

Most  of  Sony’s  savings  came  from  cut¬ 
ting  excess  licenses  for  products  such  as 
Microsoft  Corp.’s  Office  suite  and  getting 
credits  for  unused  portions  of  its  Novell, 
Inc.  NetWare  licenses,  said  Suma  Fong- 
Henry,  a  senior  research  consultant  at 
Sphinx  Group. 

Monitoring  those  details  can  save 
companies  10%  to  15%  off  their  total 
bill,  according  to  Sphinx  Group  con¬ 
sultants. 

Some  ways  to  reduce 
software  licensing  costs: 

■  Keep  an  accurate  tally  of  users, 
and  make  sure  they  need  what 
is  on  their  desktops 

■  Examine  licensing  agreements 
to  make  sure  that  what  you  pay 
for  is  needed  and  used 


“Unless  a  company  has  someone 
guarding  the  castle,  their  records  proba¬ 
bly  aren’t  organized  very  well,  and  they 
could  be  throwing  away  a  lot  of  money 
on  licensing  they  don’t  need,”  Fong- 
Henry  said.  “The  companies  most  at  risk 
for  overpayment  are  those  with  1,000  or 
more  desktops.  That’s  because  they  have 
the  most  to  leverage.” 

Wes  Scruggs,  vice  president  of  infor¬ 
mation  technology  at  Salick  Health  Care, 
Inc.  in  Los  Angeles,  is  carefully  review¬ 
ing  licenses.  He  said  he  hopes  the  review 
will  save  a  significant  amount  of  money 
for  the  company,  which  runs  cancer  cen¬ 
ters  in  several  states. 

For  example,  Scruggs  has  eliminated 
all  automatic  renewals  for  software 
maintenance  contracts  so  the  deals  can 


be  reviewed  annually. 

At  his  previous  employer,  Health  Net 
Corp.  in  Woodland  Hills,  Calif.,  Scruggs 
said  he  achieved  six-figure  savings  by 
carefully  managing  licenses. 

“We  found  we  were  in  some  cases 


paying  for  licenses  we  didn’t  need  or  that 
we  were  paying  for  maintenance  on 
equipment  where  the  failure  rate  was  so 
low  that  it  didn’t  need  it,”  he  said. 

Companies  lacking  expertise  can  hire 
third-party  auditors.  But  large  compa¬ 


nies,  such  as  NationsBank  Corp.  in 
Charlotte,  N.C.,  often  have  a  dedicated 
contract-management  department  devot¬ 
ed  to  making  sure  software  licenses 
comply  with  company  requirements. 

The  department  also  takes  advantage 
of  volume  discounts  and  licensing  op¬ 
tions  that  allow  different  departments 
to  share  seldom-used  applications,  said 
Tim  Everhart,  senior  vice  president  at 
NationsBank.  □ 
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Non-disruptive  Instant  Point  in  Time  Storage  Backup 

TIMEFINDER*  AND  FDR*  INSTANTBACKUP'  WORKING  TOGETHER... 

EMC  TimeFinder  BCV  option  allows  you  to  create  exact  duplicates  of  your  existing  DASD  volumes. 

FDR  Instantbackup  allows  you  to  back  up  the  BCV  volume,  which  contains  an  image  of  the  primary 
volume  that  was  frozen  at  any  point  in  time  that  you  choose.  Backup  of  the  split  BCV  volume  will 
take  place  while  the  original  disk  volume  remains  on-line,  available  for  normal  use  and  update. 


WITHOUT  FDR  INSTANTBACKUP 

WITH  FDR  INSTANTBACKUP 

■  Split  BCV  from  Primary  Volume  A 

■  Split  BCV  from  Primary  Volume  A 

■  Relabel  Off-line  BCV  as  Volume  B 

•  NOT  REQUIRED 

•  Vary  Relabeled  Volume  B  On-line 

■  NOT  REQUIRED 

■  Backup  Volume  B 

■  Backup  Volume  A  (the  BCV  Volume) 

■  During  Restore,  User  Must  Be  Aware 

■  No  Special  Restore  Considerations 

That  Backup  of  Volume  B  is  f 

Really  Volume  A 

Relabeling  volumes  is  an  administrative  nightmare.  It  may  be  difficult  to  identify  the  backup  of 
relabeled  BCV  Volume  B  as  a  backup  of  Volume  A.  While  Volume  B  is  online,  having  a  WDS  with 
a  name  that  does  not  match  the  volume  serial  may  cause  problems  with  SMS  and  VSAM,  and 
reporting  and  capacity  analysis  tools  will  report  that  data  sets  on  the  BCV  volumes  are  uncataloged. 


^nSn-disruptive  full-volume  backup 

Example  of  how  to  perform  a  non-disruptive  full- volume  backup: 
//FDR  EXEC  PGM=FDR,REGI0N=0M 

//DISKI  I 


// 


UNIT=3390,VOL=SER=MVS001,DISP=OLD 


1  Tells  FDR  to  backup  offline  BCV 
rather  than  the  primary  volume. 


DUMP  TYPE=FDR 


During  this  FDR  backup  of  the  BCV  volume  data  sets  can  be  allocated, 
scratched  or  go  into  extents  on  the  primary  volume  without  any  effect  on 
the  backup  of  the  BCV  volume! 


Call  now  for  a  FREE 
90-Day  No-Obligation  Trial! 


•I  DATA  PROCESSING 


Available  for  all  MVS  and 
OS/39!)  Operating  Systems 


CORPORATE  HEADQUARTERS:  275  Paterson  Ave,  Little  Falls,  NJ  07424  •  (973)  890-7300  •  Fax:  (973)  S90-7147 

E-mail:  support@fdrinnovation.com  •  sales@fdrinnovation.com  •  http://www.innovationdp.fdr.com 

NORDIC  COUNTRIES 
+31-36-534-1660 


EUROPEAN 

FRANCE 

GERMANY 

I  NETHERLANDS 

I  UNITED  KINGDOM 

OFFICES: 

|  01-47-69-15-15 

1  089-489-0210 

1  036-534-1660 

0181-905-1266 
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Toe  many  IT  duties?  Hire  a  second  CIO 


By  Thomas  Hoffman 

it’s  a  common  problem  for  CIOs:  They 
dream  of  creating  innovative  business 
applications  to  help  the  company  gain 
competitive  advantage  but  end  up  stuck 
spending  most  of  their  time  putting  out 


fires  and  grappling  with  legacy  system 
maintenance. 

Companies  such  as  Fingerhut  Corp. 
and  The  Chase  Manhattan  Bank  Corp. 
say  they  have  found  a  solution  for  chief 
information  officers  who  are  being 
pulled  in  too  many  directions  —  appoint 


a  second  CIO. 

Chase  split  the  CIO  duties  after  for¬ 
mer  CIO  Denis  O’Leary  got  bumped  up¬ 
stairs  and  recognized  that  it  made  sense 
to  have  separate  technology  officers  for 
its  respective  retail  and  wholesale  bank¬ 
ing  operations. 


Planning  Guide 


To  connect  with  the  nearest 
Source  office  to  discuss  your 
career  options  please  call: 


Get  your  FREE, 


up-to-date 


Salary  Survey 


and  Career 


www.experienceondemand.com 


It's  the  most  powerful  tool  you  can  use 
to  maximize  your  potential.  Knowing 
where  you  stand  is  critical,  whether 
you're  searching  for  a  job  or  preparing 
for  a  review.  You'll  find  up-to-date 
statistics  on  salaries  throughout 
the  country  and  essential  advice  on 
assessing  your  career.  Source  also  offers  free 
technical  skills  training  to  qualified  consultants. 

1  -888-ON-DEMAND 


®  SourceConsulting' 

Consulting  and  Staffing  Specialists 
A  Division  of  Source  Services  Corporation* 


SourceEclp 

IT  Recruiting  and  Staffing  Specialists 
A  Division  of  Source  Services  Corporation* 


“Denis  worked  full-time  on  gover¬ 
nance  and  vendor  procurement  and 
wasn’t  able  to  spend  much  time  on  busi¬ 
ness  architecture  or  technology  in  the 
business  areas,”  said  Rick  Mangogna, 
58,  the  recently  named  CIO  of  Chase’s 
wholesale  banking  group.  “We  needed  to 
change  that.” 

As  for  Fingerhut,  management  decid¬ 
ed  that  one  executive  simply  couldn’t 
shoulder  the  burden  of  IT  strategy  and 
infrastructure  as  the  company  seeks  to 
explore  new  growth  opportunities.  So 
earlier  this  month,  Fingerhut  split  the 
top  technologist 
position. 

The  $1.8  billion 
Minnetonka, 

Minn.-based  data¬ 
base  marketing 
company  named 
five-year  veteran 
Tom  Bozlinski  to 
oversee  the  com¬ 
pany’s  IT  infra¬ 
structure.  Mean¬ 
while,  American 
Express  Financial 
Advisors’  Alan  F. 

Bignall  jumped 
ship  to  direct  Fingerhut’s  technology- 
based  strategic  initiatives  and  growth  op¬ 
portunities. 

The  split  responsibilities  at  Fingerhut 
and  Chase  aren’t  a  new  phenomenon. 
For  years,  companies  such  as  New  York- 
based  Merrill  Lynch  &  Co.,  Detroit-based 
General  Motors  Corp.  and  GE  Capital 
Corp.  in  Stamford,  Conn.,  have  had 
CIOs  set  and  align  business  goals  and 
strategies. 

Chief  technology  officers,  on  the  oth¬ 
er  hand,  typically  handled  day-to-day  op¬ 
erations,  said  Vaughn  Merlyn,  a  vice 
president  at  The  Concours  Group,  a 
Kingwood,  Texas-based  consultancy. 

The  time  and  resource  constraints  that 
weigh  on  CIOs  are  just  what  led  Finger¬ 
hut  to  split  the  duties,  said  Bozlinski, 
who  had  been  the  acting  CIO  since 
Glenn  Habern  left  in  1995  to  become 
CIO  at  HEB  Grocery  Co.  in  San  Antonio. 

Bignall,  46,  will  try  to  help  Fingerhut 
leverage  new  business  opportunities, 
such  as  more  effective  use  of  the  ter¬ 
abytes  of  data 
Fingerhut  has 
on  31  million 
households.  He 
also  will  try  to 
expand  the 
company’s  base 
of  catalog  cus¬ 
tomers  beyond 
existing  ac¬ 
counts  such 
Finqerhut  CIO  Alan  as  Fashion  Bug 
F.  Bignall  will  try  to  and  Firestone, 
expand  the  firm's  Bignall  said, 
catalog  customers  Fingerhut  al¬ 
so  is  in  the  ear¬ 
ly  stages  of  bolstering  Fingerhut  Online 
(www.fingerhut.com)  with  more  products 
and  services  for  sale. 

The  company  is  considered  a  technol¬ 
ogy  leader  because  of  its  innovative  use 
of  database  marketing  and  data  mining 
capabilities,  analysts  said.  □ 


Fingerhut  CIO  Tom 
Bozlinski  carried 
the  IT  burden  alone 
since  1995 


Please  join  us  for  an  informative  seminar  at  a  location  near 

you: 

These  wilt  be  IT  Managers  and  Specialists  Briefings. 
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To  keep  your  eyes  on  MQSeries  performance,  you  need 
Performance  Works’™  The  Monitor®  for  MQSeries. 
TM0N  for  MQSeries  helps  you  detect  performance 
problems  quickly  to  keep  applications  running  at 
their  peak. 

TMON  for  MQSeries  provides  complete  performance 
monitoring  for  IBM’s  MQSeries  messaging  middle¬ 
ware.  It  makes  managing  MQSeries  performance 
easier  by: 


•  providing  the  real-time,  recent-past,  and 
historical  performance  information  necessary 
fortuning  performance  and  identify  problems; 

•  collecting  and  analyzing  MQ  performance  data 
from  a  single  point  across  multiple  platforms; 


•  monitoring  all  aspects  of  your  MQSeries 
environment  and  immediately  informing  you 
when  problems  occur. 

, 

When  you’re  intent  on  solving  the  MQSeries 
performance  challenges  facing  your  business,  only 
one  solution  comes  into  focus  -  PerformanceWorks 
The  Monitor  for  MQSeries. 

Read  what  IDC  analyst  Paul  Mason 
has  to  say  about  System  Management 
Software.  Contact  Landmark  for  your 


copy. 
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IT’s  ups  and  downs 


FRANK  HAYES 


Up  and  down.  That's  how  things 
go  in  the  information  systems 
business.  The  cost  of  finding  the 
skilled  IS  people  you  need  is  going  up, 
and  so  is  the  bill  for  your  year  2000 
fix.  On  their  way 
down  are  the  list 
price  of  a  PC  and  the 
amount  of  unused 
capacity  on  your  net¬ 
work  —  thanks  to 
push  technology, 
streaming  video  and 
other  Internet  band- 
width-busters. 

But  these  are  just  momentary  blips. 
The  real  big-league  ups  and  downs  are 
the  ones  defining  how  you’ll  be  doing 
your  job  well  into  the  next  century. 

So,  whassup?  And  what’s  goin’  down? 
Hardware  costs  are  low,  software 
costs  are  high.  Once,  hardware  was  so 
expensive  that  to  save  space,  we  left  out 
two  digits  of  the  year  and  used  cryptic 
codes  for  everything  else.  Now  memory 
and  MIPS  are  cheap  —  it’s  program¬ 
mers  that  are  worth  their  weight  in 
platinum. 


You  wouldn’t  know  it  from  the  way 
too  many  systems  are  still  built,  though. 
We  still  waste  time  making  tricky 
tweaks  to  boost  application  perfor¬ 
mance.  We  ought  to  be  spending  that 
time  testing  to  make  sure 
applications  are  reliable  and 
easier  to  adjust  when  business 
needs  change. 


Focus  on  system 
flexibility,  business 
understanding  and 
your  users. 

Forget  the  tricks.  Get  your  perfor¬ 
mance  from  cheap  hardware  and  your 
business  value  from  clean,  maintainable 
code. 

Replacement  cycles  are  shrinking 
while  support  costs  are  exploding. 

Think  there’s  no  connection?  Questions 
about  how  to  use  applications  are  by  far 
the  biggest  drain  on  help  desk  re¬ 


sources,  according  to  a  survey  conduct¬ 
ed  last  year  by  Forrester  Research. 

These  days,  software  changes  so  fast 
that  users  simply  never  get  the  chance 
to  know  what  they’re  doing. 

And  inside  IS,  managing  the  con¬ 
stant  thrash  of  new  applications,  new 
back-end  systems  and  new  networks  — 
all  subtly  incompatible  with  earlier  ver¬ 
sions  —  eats  up  resources  that  ought  to 
be  used  solving  business  problems. 

The  drag  of  legacy  systems  is  increas¬ 
ing,  and  their  value  is  decreasing.  It’s 
not  just  year  2000  problems.  Legacy 
systems  were  built  to  support  business 
practices  we  may  have  abandoned  years 
ago.  That  means  today,  legacy  systems 
actually  work  against  the  way  we  should 
be  doing  business.  That’s  not 
just  an  inconvenience  —  it’s 
an  obstruction. 

Packaged  software  may 
mean  changing  the  software 
less  and  changing  the  business 
more.  Packaged  systems  from 
SAP  and  PeopleSoft  or  other 
vendors  sound  like  perfect  re¬ 
placements  for  aging  legacies. 
But  do  you  spend  a  huge  chunk  of  your 
IS  budget  modifying  the  software  to 
match  the  way  your  users  work  now? 

Or  do  you  leave  the  software  alone  and 
change  the  way  your  business  runs? 

That’s  not  just  a  technical  choice.  It’s 
a  business  decision  with  consequences 
that  could  last  for  years.  But  too  few  IS 
people  see  it  that  way  or  understand 


that  they  need  to  get  top  management 
involved  to  sign  off  on  those  major 
business/technical  decisions. 

Business  dependence  on  IT  is  on  the 
rise,  but  users’  ability  to  specify  what 
they  need  is  dropping  dramatically. 
That’s  because  business  needs  are 
changing  almost  constantly.  By  the  time 
an  application  is  specified,  much  less 
completed,  it’s  already  out  of  date. 

Until  you  can  tailor  applications  for 
users  on  the  fly,  you’ll  be  behind  the 
curve  —  and  keeping  the  business 
there,  too. 

The  visibility  of  IT  is  way  up,  but  re¬ 
spect  for  IS  people  is  falling.  Some  of 
that  is  politics  as  the  Web  and  electron¬ 
ic  commerce  make  IT  sexy.  But  too 
much  is  based  on  a  legitimate  beef: 

Your  non- IS  peers  dis  you  because  their 
eyes  are  solidly  on  the  business  and  too 
often  yours  aren’t. 

See  the  pattern?  In  the  past,  IS  fo¬ 
cused  on  tightly  built  systems,  technolo¬ 
gy  expertise  and  a  solid  knowledge  of 
the  computing  infrastructure. 

In  the  future,  you  will  need  to  focus 
on  system  flexibility,  business  under¬ 
standing  and  a  solid  knowledge  of  your 
users. 

And  that  future  had  better  start  right 
now,  while  IS  is  up.  Otherwise,  it  could 
be  a  long  way  down.  □ 


Hayes  is  Computerworld’s  staff  colum¬ 
nist.  His  Internet  address  is  frank_hayes 
@  cw.com. 


Qwest,  LCI  in  $4B  merger 

Qwest  Communications  International,  Inc.  in  Denver 
and  LCI  International,  Inc.  in  McLean,  Va.,  last  week 
announced  a  $4.4  billion  merger  that  will  create  the 
fourth-largest  long-distance  telephone  company  in  the 
U.S.  The  combined  companies  have  $2.3  billion  in  rev¬ 
enue  and  serve  more  than  2  million  business  and  resi¬ 
dential  customers.  Both  are  aggressively  building  fiber¬ 
optic  networks. 

Fed  Y2K  bill:  $4.7B  and  rising 

The  federal  government’s  bill  to  fix  year  2000  prob¬ 
lems  has  risen  at  least  $800  million,  bringing  the 
current  total  estimate  to  $4.7  billion  for  24  major  agen¬ 
cies.  The  revised  estimate  by  the  U.S.  Office  of  Man¬ 
agement  and  Budget  was  a  steep  increase  from  the 
$3.9  billion  estimate  issued  just  three  months  ago.  But 
the  government’s  new  year  2000  czar,  John  Koskinen 
said  “costs  are  under  control.”  He  said  the  eventual 
price  tag  will  exceed  $4.7  billion  —  but  not  by  much. 

HP  sets  E-commerce  road  map 

Hewlett-Packard  Co.  last  week  rolled  out  its  so-called 
Electronic  World  strategy  under  which  it  will  deliver 
products  and  services  targeted  at  various  segments  of 
the  electronic-commerce  market.  Products  and  services 
will  rail  into  four  categories:  E-Business,  E-Commerce, 
E-Consumer  and  Extended  Enterprise.  E-Business  en¬ 
compasses  enterprise  software  integration  services  for 
corporations  that  are  building  electronic-commerce 
sites  E-Commerce  focuses  on  aspects  such  as  secure 
electronic  payments.  Extended  Enterprise  covers  the 


software  and  hardware  needed  by  companies  and 
Internet  service  providers  to  run  networks  that  use 
Internet  protocols. 

Cisco  to  buy  DSL  maker 

Cisco  Systems,  Inc.  last  week  announced  that  it  will  ac¬ 
quire  Digital  Subscriber  Line  (DSL)  product  maker  Net- 
Speed,  Inc.  in  Austin,  Texas,  for  $236  million  in  stock. 
The  move  bolsters  San  Jose,  Calif.-based  Cisco’s 
presence  in  the  fast-emerging  DSL  industry.  Net- 
Speed  makes  modems  for  user  sites  and  equipment 
for  telephone  company  switching  centers.  DSL  tech¬ 
nology  offers  high-speed  transmission  over  existing 
telephones  lines. 

Calif,  bill  would  fine  spammers 

Two  California  assemblymen  last  week  introduced  an 
antispam  bill  that  would  allow  Internet  service 
providers  to  sue  spammers  up  to  $15,000  per  day. 
The  bill  would  give  Internet  domain  name  owners  the 
power  to  enforce  policies  for  unsolicited  messages  sent 
over  their  networks  without  their  permission.  The  As¬ 
sembly  bill  calls  for  providers  to  publish  their  policy  on 
accepting  unsolicited  commercial  electronic  mail  either 
on  their  World  Wide  Web  page  or  in  response  to  a  writ¬ 
ten  request  (see  editorial,  page  34). 

Analysis  tools  on  tap 

Data  analysis  announcements  will  fly  fast  and  furious 
at  the  DC  I  Data  Warehouse  World  conference  this 
week  in  Orlando,  Fla.  AlphaBlox  Corp.,  a  Mountain 
View,  Calif.,  start-up,  will  announce  software  for  build¬ 


ing  Java-based  analysis  applications,  and  San  Mateo, 
Calif.-based  InfoSpace,  Inc.  is  beta-testing  an  upgrade 
of  its  Java-based  SpaceOLAP  analysis  server.  Mean¬ 
while,  Platinum  Technology,  Inc.  in  Oakbrook  Terrace, 
III.,  plans  to  introduce  data  transformation  and  move¬ 
ment  software  for  building  data  warehouses. 

Lotus  sued  over  search  engine 

Verity,  Inc.  in  Sunnyvale,  Calif.,  last  week  filed  a  law¬ 
suit  against  IBM’s  Lotus  Development  Corp.  for  copy¬ 
right  infringement  of  Verity’s  search  software  and  is 
terminating  its  licensing  agreement  with  Lotus.  Verity 
said  Cambridge,  Mass.-based  Lotus  is  going  beyond 
the  scope  of  its  1992  agreement  with  Verity  by  adding 
new  search  features  to  Notes  5.0,  due  in  the  second 
half  of  the  year. 

SHORT  TAKES  Despite  a  published  report  to  the 
contrary,  a  U.S.  Department  of  Justice  official  last 
week  insisted  that  no  decision  has  been  made  about 
whether  or  not  to  take  further  action  against  Mi¬ 
crosoft  Corp.  A  Wall  Street  Journal  report  had  spec¬ 
ulated  that  the  department  might  not  move  to  block 
the  release  of  Microsoft’s  Windows  98,  which  fea¬ 
tures  an  integrated  Internet  Explorer. . . .  Sanford  Wal¬ 
lace,  dubbed  the  Spam  King  by  his  detractors,  and  his 
company  Cyber  Promotions,  Inc.  in  Dresher,  Pa., 
have  agreed  to  an  injunction  prohibiting  them  from 
sending  unsolicited  bulk  electronic  mail  to  users  of  a 
free  E-mail  service  from  Bigfoot  Partners  LP  in  New 
York. . . .  Microsoft  last  week  said  it  will  give  away  its 
Outlook  98  E-mail  and  collaboration  client,  which 
costs  $109,  for  the  first  90  days  when  the  software 
ships  at  the  end  of  this  month. 
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Sometimes  you  need  someone 
who  works  as  hard  as  you  do  in  order 
to  keep  up  with  client/server  demands. 
That’s  the  idea  behind  Intel  LANDesk® 
solutions  software. 

The  Intel  LANDesk  family  helps 
you  manage  your  evolving  network. 
With  products  like  LANDesk  Config¬ 
uration  Manager  that  help  decrease  the 
cost  of  deploying  operating  systems 
and  applications  to  the  desktops. 

And  LANDesk  Management  Suite, 


delivering  single-point  management 
of  all  your  PCs  on  Windows  NT*  or 
Novell  NetWare*  Or  LANDesk  Server 
Manager  Software  for  maximizing  your 
business-critical  server  uptime.  And  for 
true  multi-layer,  client/server  data  pro¬ 
tection,  there’s  LANDesk  Virus  Protect. 


Plus,  the  entire  Intel  LANDesk 
family  works  across  multiple  network 
operating  systems  for  flexible,  standards- 
based  solutions. 

For  more  information  and  free 
demo  software,  visit  our  Web  site.  And 
put  LANDesk  software  to  work  today. 
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.  www.intel.corn/nelwcrk/landesk  ‘ 
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How  the  intranet  was  won: 

US  West  pioneers  push  change 

►  Business  opportunities,  cost  savings  drive  growth  of  Global  Village 


Challenge  of  a  lifetime 


By  Carol  Sliwa 
Denver 

THE  SHOESTRING  BUDGET 

and  companywide  skepticism 
didn’t  matter  to  the  four  hardy 
souls  who  launched  US  West 
Communications,  Inc.’s  intra¬ 
net  four  years  ago. 

Convinced  that  real  business 
benefits  could  come  from  Inter¬ 
net  technologies,  they  scraped 
together  $100,000  for  the  Glob¬ 
al  Village  project  and  set  out  to 
change  the  company’s  culture. 

“I  recognized  what  the  value 
could  be  to  the  business.  I  just 
didn’t  have  a  lot  of  money  to 


everything  from  internal  job 
postings  to  programs  that  cater 
to  external  business  partners 
and  customers. 

Company  officials  estimate  a 
return  on  investment  of  more 
than  1,000%,  with  millions 
saved  on  everything  from  pub¬ 
lishing  costs  to  employee  hours 
worked  (see  chart  below). 

STRONG  TECH  TIES 

US  West’s  information  technol¬ 
ogy  staff  got  involved  in  the 
spring  of  1995,  when  David 
Laube  took  over  as  chief  infor¬ 
mation  officer.  Supportive  of  the 
new  technology,  Laube  supplied 


give,”  said  Peggy  Tumey,  who 
was  a  vice  president  of  financial 
operations  when  she  funded  the 
four-person  team. 

The  dreams  were  large  but 
the  initial  plan  was  modest:  Post 
some  company  information, 
foster  a  community  of  interest 
and  convince  people  that  US 
West’s  network  could  essentially 
become  an  internal  Internet. 

It  worked  beyond  everyone’s 
wildest  imagination. 

Today,  US  West’s  Global  Vil¬ 
lage  intranet  receives  6.5  mil¬ 
lion  hits  per  month,  and  more 
than  28,000  employees  visit  the 
site.  More  than  300,000  World 
Wide  Web  pages  are  stored  on 
the  company’s  servers. 

“Now  people  talk  about  the 
Global  Village  as  an  integral  part 
of  running  our  business,”  said 
Tumey,  now  a  vice  president  of 
retail  marketing.  “We  built  it, 
and  they  came.” 

The  intranet  is  far  more  than 
a  companywide  communication 
tool.  Every  department  has  its 
own  page,  and  there  are  more 
than  60  applications  used  for 


the  equipment,  management 
and  “a  very  strong  IT  tether.” 

Like  most  large  companies, 
US  West  tended  to  make  major 
changes  cautiously.  Early  con¬ 
cerns  from  the  IT  side  centered 
on  its  wariness  of  untested  soft¬ 
ware  that  didn’t  adhere  to  US 
West’s  standards. 

Later  into  the  project,  the  in¬ 
tranet’s  potential  to  pose  securi¬ 
ty  hazards  or  clog  the  company 
network  was  a  concern. 

But  the  business  opportuni¬ 
ties  outweighed  those  worries, 
Laube  said. 

Software  products  from  Net¬ 
scape  Communications  Corp. 
are  now  the  company  standard. 
The  Global  Village  Labs  employ 
55  programmers,  but  the  intra¬ 
net’s  $5  million  budget  still  rep¬ 
resents  only  a  small  fraction  of 
the  $900  million  budget  allot¬ 
ted  to  the  5,000-person  IT  staff. 
The  modest  budget  is  by  design; 
managers  want  intranet  applica¬ 
tions  to  be  demand-driven. 

Intranet  programmers  find 
ways  to  generate  business  value 
for  the  various  divisions  of  the 


company  and  those  “clients” 
provide  partial  funding  for  the 
applications  they  will  deliver, 
Laube  said.  But  the  applications 
often  don’t  require  more  than 
three  months  to  develop  and 
don’t  cost  more  than  $100,000. 

“It  is  changing  the  way  we 
develop  our  software,”  he  said. 
“This  is  worth  just  a  fortune.” 

But  long  before  the  potential 
savings  of  the  Global  Village  in¬ 
tranet  were  obvious,  a  lot  of 
work  went  into  changing  em¬ 
ployee  attitudes  about  unknown 
technologies. 

“I  had  to  convince  people 
there  was  a  point  to  chaotic 
growth,”  said  Sherman  Woo, 
director  of  Global  Village  Infor¬ 
mation  Tools,  who  led 
the  original  four  mem¬ 
bers  of  the  intranet  team. 
He  encouraged  grass¬ 
roots  acceptance  of  Inter¬ 
net  technologies  wher¬ 
ever  he  could.  He  ad¬ 
vertised  the  company’s  uniform 
resource  locator;  staged  theater 
presentations  three  times  a  day 
for  a  year;  and  urged  people  to 
put  up  Web  sites. 

One  of  the  most  popular  in¬ 
tranet  sites  is  the  Rumor  Mill, 
which  encourages  employees  to 
submit  questions,  anonymously 
if  they  wish. 

But  the  real  “killer  applica¬ 
tion”  that  boosted  the  intranet’s 
acceptance  was  Facility  Check. 
The  application  gives  US  West 
employees  accurate  estimates  of 
when  phone  service  will  be  in¬ 
stalled  —  a  welcome  and  valu¬ 
able  piece  of  information  to  the 
customers  when  they  call.  □ 


Suzanne  Mullison  didn’t  think  she’d  be  a  secretary  for  the  rest 
of  her  life,  but  she  never  imagined  she’d  be  running  a  major 
Web  site,  either. 

Four  years  ago,  one  of  the  chief  instigators  of  US  West  Com¬ 
munications’  Global  Village  intranet  project,  Sherman  Woo, 
challenged  Mullison  to  create  a  World  Wide  Web  page  filled 
with  all  the  useful  tidbits  of  information  an  executive  secretary 
knows. 

Her  life  hasn’t  been  the  same  since. 

Mullison,  45,  has  gone  on  to  become  the  webmaster  of  US 
West  Communications’  Global  Village  home  page. 

“Now  she  can’t  be  stopped,"  Woo  said,  noting  that  Mullison 
had  been  “totally  underutilized.” 


Suzanne  Mullison 
has  gone  from  being 
a  secretary  to  web¬ 
master  of  US  West 
Communications' 
Global  Village 


Using  a  training  manual,  Mullison  taught  herself  Hypertext 
Markup  Language  and  launched  the  Virtual  Secretary  Web  site. 
She  later  changed  the  site’s  name  to  Info  Genie  when  some 
users  complained  about  the  word  “secretary.” 

The  title  wasn’t  offensive  to  Mullison. 

At  age  17,  she  joined  US  West  as  a  telephone  operator,  skip¬ 
ping  her  high  school  graduation  ceremony  because  she  had  to 
get  to  work.  She  moved  on  to  clerical  support  in  the  finance  or¬ 
ganization,  gained  increasing  levels  of  responsibility  and  finally 
became  the  executive  secretary  to  Peggy  Tumey,  executive 
director  of  revenue  and  treasury  operations  at  the  time. 

A  few  years  later,  Tumey  funded  the  project  that  became  the 
Global  Village. 

“Here  I  am,  the  editor,  publisher  and  webmaster,”  Mullison 
laughed.  “And  before,  I  could  hardly  find  the  switch  to  turn  the 
computer  on  or  off.” 

Mullison  didn’t  stop  at  the  Web.  She  is  working  toward  her 
bachelor’s  degree  in  business  at  Regis  University  in  Denver. 

“She’s  transformed  as  a  person,”  Tumey  said.  “She’s  always 
been  delightful,  but  she  was  kind  of  private  and  reserved.  Now 
she’s  down  there  inventing  stuff  like  mad.  It’s  just  wonderful 
to  see.  She  has  certainly  served  as  an  example  for  a  lot  of  the 
regular  folks.” 

—  Carol  Sliwa 


KEY  US  WEST  INTRANET  APPLICATIONS 


APPLICATION 

DESCRIPTION 

COST/ESTIMATED  SAVING 

Facility  Check 

Lets  service  representatives  tell  customers  when  they 
can  expect  to  receive  phone  service. 

Less  than 
$50,000/$10M* 

Password  Reset 

Lets  employees  who  have  lost  their  passwords  reset 
them  for  more  than  35  business  systems. 

$53,000/$400,000 

Meet  Me  Bridge 

Applet  used  to  schedule  audio  conference  calls; 
accessible  to  employees  on  intranet. 

$30, 000/Not  available 

Centrex  21 
Assistant 

Applet  that  helps  customer  service  representatives 
input  information  for  Centrex  21  business  orders.  Centrex 

21  is  a  US  West  service  for  business  customers. 

$50,000/$1M 

E-mail  orderinq 
system 

Captures  electronic  order  information  and  provides 
ongoing  acknowledgement  and  status  information 
between  US  West  and  competitor  McLeod  USA. 

$110,000/$500,000 

Metric 

Dashboard 

Collects  metric  information  about  billing  systems  and 
presents  it  in  online  trend  reports. 

$50, 000/Not  available 

'Reduction  in  fines  and  improvements  to  customer  service 
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Could  Be  The  End 


The  end  of  your  career,  that  is.  Y2K  is  one  deadline 
you  cant  shuck  Either  your  IS  systems  work,  or 
your  career  becomes ...  a  headline.  If  you  have  to 
do  an  application  rewrite  —  not  a  bunch  of  patches  —  only 
one  company  stands  between  you  and  Y2K  doom.  That 
company  is  Forte.  Just  ask  Bass  Taverns,  Sun  Life  Insurance, 
Longs  Drugs  and  others.  Call  today,  or  visit  our  Web  site 
and  get  additional  revellation  from  Gartner  Group,  Meta 
Group,  Patricia  Sevbold  Group  or  Standish  Group.  Before 
you  get  shucked. 

F0RTE 

www. forte,  com/cwend 

Call  800-622-5076  (or  510-869-3400 from  outside  the  US.) 
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Outsourcing  loses  its  stigma 


CONTINUED  FROM  PAGE  1 


gest  change  on  the  information 
technology  outsourcing  front  is 
its  overwhelming  acceptance  by 
once-wary  IT  executives  who 
used  to  envision  their  careers  in 
a  nosedive  at  the  mere  mention 
of  companies  such  as  Computer 
Sciences  Corp.  or  Electronic 
Data  Systems  Corp.  Many  were 
reluctant  even  within  the  past 
few  years  to  farm  out  a  sliver  of 


(see  related  story  below). 

“I  get  paid  to  provide  and 
manage  information  technology 
resources.  Some  are  internal, 
and  some  are  external,”  said 
Bob  Rubin,  CIO  at  Elf  Atochem 
in  Philadelphia,  which  has  out¬ 
sourced  desktop  support  and 
legacy  application  maintenance 
to  three  vendors.  “The  last  time 
I  looked,  I  didn’t  get  paid  for  the 


Farmland's  Dick  Weaver: 
Huge  SAP  R/3  project  was 
genesis  of  outsourcing 
joint  venture  between  '• 
Farmland  and  Ernst  & 
Young 


m 


their  processing  kingdoms. 

But  all  that  is  changing  — 
fast.  Today’s  worldwide  IT  out¬ 
sourcing  market  is  growing  at  a 
rate  of  20%  per  year  and  will 
reach  nearly  $77  billion  by  2000 
—  up  from  $55  bil¬ 
lion  this  year,  ac¬ 
cording  to  Data- 
quest  in  San  Jose, 

Calif. 

The  big  drivers 
are  the  skills  short¬ 
age  and  year  2000 
projects.  But  chief 
information  offi¬ 
cers  also  realize 
that  outsourcing 
systems  and  staff 
doesn’t  automati¬ 
cally  eliminate 
their  jobs.  It  chang¬ 
es  them  instead. 

Another  key  driver  is  the 
boom  in  enterprise  software  im¬ 
plementations  at  midsize  and 
large  companies.  For  example,  it 
was  a  huge,  multimillion  SAP 
AC.  R/3  project  that  was  the  gen¬ 
esis  for  an  outsourcing  joint 
venture  at  $10  billion  Farmland 
Industries,  Inc.,  according  to 
Farmland  manager  Dick  Weaver 


number  of  people  reporting  to 
me.  It’s  just  not  part  of  the  equa¬ 
tion,”  he  said. 

Bill  Stapleton,  CIO  at  $1.2  bil¬ 
lion  Handleman  Co.,  said  that 
by  outsourcing  applications 
maintenance 
and  support,  he 
has  been  able  to 
concentrate 
more  on  strate¬ 
gic  planning  at 
the  Troy,  Mich., 
distribution 
company. 

“I  used  to 
spend  40%  of 
my  time  worry¬ 
ing  about  the  da¬ 
ta  center.  Now  I 
spend  10%, ” 
Stapleton  said. 
Like  many  other 
CIOs  he  knows,  Stapleton  said, 
he  is  far  more  willing  to  out¬ 
source  nonvalue-added  tasks, 
such  as  payroll  processing. 

“Before,  A  DP  [a  payroll  pro¬ 
cessor]  would  come  in,  and 
you’d  say,  ‘Get  lost,  we’ve  got 
payroll  knocked.  We  don’t  need 
you,’  ”  Stapleton  said.  “But  to¬ 
day,  it’s,  ‘What?  You’re  still  do¬ 


Today’s  need  is  less 
for  cost  savings  and 
more  for  rapid 
access  to  new 
technologies  and  IT 
skills.  These  are  best 
met  by  multiple 
outsourcers  rather 
than  a  single  source 
of  services, 
according  to  Gopi 
Bala,  an  analyst  at 
The  Yankee  Group  in 
Boston. 


ing  payroll?  What  are  you,  stu¬ 
pid?’  Today,  companies  are 
more  open  to  outsourcing.” 

Users  also  are  calling  the 
shots  more  than  ever  before, 
fashioning  one-of-a-kind  out¬ 
sourcing  deals  that  suit  their 
business  needs  rather  than  sign¬ 
ing  boilerplate  contracts. 

ANEW  GAME 

“It  doesn’t  matter  what  the  ven¬ 
dors  are  doing  anymore  because 
the  companies  who  purchase  IT 
services  are  finally  dictating  the 
terms,”  said  Susan  Scrupski, 
who  writes  an  outsourcing 
newsletter  and  is  a  partner  at 
Arc  Consulting  in  Tinton  Falls, 
N.J.  “The  balance  has  definitely 
changed.” 

For  example,  Oakland  Com¬ 
munity  College  outside  of  De¬ 
troit  recently  crafted  a  five-year 
deal  under  which  SCT  Corp.,  a 
Malvern,  Pa.,  outsourcer  that 
specializes  in  education,  as¬ 
sumes  all  planning  and  project 
management  responsibilities 
for  the  college’s  new  academic 
computing  environment.  But 
the  college  has  retained  owner¬ 
ship  of  its  hardware  and  soft¬ 
ware,  and  the  right  to  imple¬ 
ment  and  run  the  new 
environment.  The  reason: 
“Their  cost  structure  is  higher 
than  ours,”  said  John  Valentine, 
the  college's  executive  informa¬ 
tion  systems  director. 

Additionally,  the  college  built 
in  to  the  agreement  a  six-month 
"phase-back”  period  during 
which  SCT  will  transfer  plan¬ 
ning  and  project  management 


Sample  multivendor  outsourcing  deals 

Companies  are  mixing  and  matching  multiple  vendors  to  provide 
different  services,  such  as  desktop  management 
and  application  development 

User:  Du  Pont  Co. 

Vendors:  Computer  Sciences  Corp.:  infrastructure  and  select 
applications,  including  SAP  R/3;  Andersen  Consulting: 
application  development  and  maintenance 

Contract  value:  $4  billion 

User:  BellSouth  Telecommunications 

Vendors:  Andersen  Consulting:  application  development 

and  maintenance;  EDS:  all  IT  operations 

Contract  value:  Not  available 

User:  J.  R  Morgan  &  Co. 

Vendors:  CSC:  prime  contractor  and  project  mangement, 
all  data  centers  plus  LAN/desktop,  Europe;  Andersen 
Consulting:  subcontractor  in  application  development  and 
maintenance;  Befi  Atlantic  Network  Integration: 
subcontractor  in  LAN/desktop,  U.S.;  AT&T  Solutions: 
subcontractor  in  WAN  voice,  data  and  video 
Contract  value:  $2  billion 

User:  Citibank 

Vendors:  Digital  Equipment  Corp.:  desktop/LANs;  EDS: 
desktop/LANs;  AT&T  Solutions:  global  network 

Contract  value:  Not  available 

User:  Elf  Atochem 

Vendors:  Keane:  application  maintenance;  Nynex/Nortel: 
network  services;  Western  New  York  Computing  Systems: 
desktops 

Contract  value:  Not  available 


Source:  The  Yankee  Group,  Boston,  and  company  reports 

knowledge  and  methodologies 
to  Oakland’s  internal  IT  staff. 

Users  are  now  more  savvy 
about  negotiating  financial 
terms.  So-called  risk/rewardar- 
rangements,  under  which  a  ven¬ 
dor’s  payment  depends  on  at¬ 
taining  certain  business  results, 
are  becoming  more  popular. 

Sears  Canada  Ltd.’s  payments 
to  Andersen  Consulting,  which 


provides  logistics  services  to 
Sears,  are  tied  to  how  well  An¬ 
dersen  reduces  Sears’  inventory. 

“More  and  more,  the  chal¬ 
lenge  is  to  get  savings  outside  of 
the  IT  arena  into  business  areas. 
In  the  past,  the  justification  for 
outsourcing  was  based  on  cut¬ 
ting  IT  budgets,”  said  Doug 
Sewell,  a  managing  partner  at 
Andersen.  □ 


Companies  team  up  for  equity  outsourcing 


By  Julia  King 


RELATIVELY  NEW  but  On  the 
rise  are  “equity  outsourcing 
deals”  in  which  customers  and 
vendors  form  joint  ventures. 

Some  of  those  partnership 
companies  then  go  to  market 
with  a  new  combined  service, 
typically  in  an  IT-intensive  verti¬ 
cal  market  such  as  financial  ser¬ 
vices  or  airlines.  In  other  cases, 
the  prize  for  either  or  both  part¬ 
ners  is  access  to  a  previously  un¬ 
tapped  market. 

Late  last  year,  for  example, 
Commonwealth  Bank  of  Austra¬ 
lia  signed  a  $180  million  deal 
for  a  35%  stake  in  EDS  Austra¬ 
lia,  thus  gaining  a  share  of  EDS’ 
profits  in  Australia.  In  ex¬ 
change,  EDS  won  a  10-year,  $3.8 
billion  contract  for  information 


technology  services  at  the  bank, 
plus  access  to  the  Australian  IT 
financial  services  market. 

In  the  U.S.,  OneSystem 
Group  LLC,  a  year-old  joint  ven¬ 
ture  between  Ernst  &  Young 
LLP  and  $10  billion  Farmland 
Industries,  Inc.,  now  provides 
IT  services  exclusively  to  Farm¬ 
land’s  business  units.  But  two 
years  from  now  the  joint  ven¬ 
ture  will  be  free  to  offer  its  ser¬ 
vices  —  a  combination  of  skills 
in  SAP  AG’s  R/3  software  and 
best  practices  in  the  process  in¬ 
dustry  —  on  the  outside  market. 

“What  this  does  is  allow  us  to 
deliver  a  turnkey  solution  to 
Farmland,”  which  has  invested 
tens  of  millions  of  dollars  in  an 
enterprisewide  SAP  implemen¬ 
tation,  said  Dick  Weaver,  busi¬ 
ness  area  manager  at  the  joint 


venture.  Farmland  gains  Ernst 
&  Young’s  expertise  in  rolling 
out  complex  SAP  software  to  its 
many  locations. 

“We’re  also  hoping  for  cross¬ 
pollination,  so  that  after  three  to 
five  years,  Farmland  people  go 
to  Ernst  &  Young,”  Weaver  said. 

For  now,  the  joint  venture 
also  eliminates  “we  vs.  them” 
problems,  Weaver  said.  “The 
consulting  business  has  been 
one  of  getting  the  client,  then 
hanging  on  to  the  client.  And 
the  whole  time  the  consultant  is 
pursuing,  the  client  is  trying  to 
figure  out  how  to  reduce  the 
consultant’s  time  and  get  out  on 
his  own,”  he  said.  What  One- 
System  does  is  “take  the  con¬ 
sulting  firm  out  of  the  business 
of  pursuing  Farmland,”  Weaver 
said.  □ 
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Businesses  go  back  to  school  to  shrink  labor  shortage 


r 


By  Tim  Ouellette 


businesses  are  starting  to  dig  deeper 
into  the  student  ranks  to  attract  future  IT 
workers. 

In  the  process,  they  are  helping  to 
shake  the  nerdy  image  of  information 
technology  workers  that  has  hindered 
their  recruiting  efforts. 

The  latest  technique  is  to  bring  in  col¬ 
lege  freshmen  and  high  school  students 
as  interns  or  job  shadowers,  help  them 
see  the  ungeeky  parts  of  IT  and  hope  they 
come  back  as  employees. 

"This  is  a  response  to  the  global  [IT] 
skills  shortage,”  said  Margaret  Schweer, 
vice  president  of  human  resources  at 
Kraft  Foods,  Inc.  in  Northfield,  Ill.  “We 
want  students  to  make  career  choices 
with  accurate  information.” 

Traditional  intern  programs  typically 
focus  on  college 
juniors  and  se¬ 
niors.  But  Kraft 
regularly  dips 
into  the  fresh¬ 
men  ranks  to  fill 
its  40  informa¬ 
tion  systems  in¬ 
tern  positions 
and  even  has 
placed  a  few  lo¬ 
cal  high  school 
students,  said 
Kraft  Chief  In¬ 
formation  Offi¬ 
cer  Jim  Kinney. 

The  interns 
work  on  real- 
world  projects,  not  just  make-work  duties 
to  fill  their  time,  Schweer  said. 

“Companies  have  to  dig  deeper  and 
lower  into  the  [job]  experience  spectrum 
to  even  begin  to  meet  the  needs  we  have 
now,”  said  Harvey  Daniels,  president  of 
the  500-member  Technical  Recruiters 
Network  and  a  recruiter  at  the  American 
Medical  Association  in  Chicago. 

The  experiences  can  help  dispel  myths 
about  IT  careers.  For  example,  one  stu¬ 
dent  said  his  biggest  surprise  during 
last  month’s  National  Groundhog  Job 
Shadow  Day  was  that  a  computer  job  in¬ 
volves  more  than  coding  at  a  keyboard. 

“I  was  surprised  about  how  much  con¬ 
tact  you  have  with  people  on  the  other 
side  of  the  computers,”  said  David  Lu- 
kach,  a  junior  at  Dobyns-Bennett  High 
School  in  Kingsport,  Tenn. 

He  shadowed  business  and  systems 
analysts  at  Eastman  Chemical  Co.,  which 
is  preparing  to  roll  out  SAP  AG’s  R/3. 

The  shadowing  program,  an  invest¬ 
ment  in  the  future  for  both  students  and 
businesses,  shows  students  the  skills 
they  will  need  to  be  successful  in  an  IS 
position,  said  Phillip  Shupe,  a  systems 
associate  at  Eastman  Chemical. 

High-tech  vendors  also  are  getting  into 
the  picture,  although  they  played  a  small 
part  in  Shadow  Day  events  [CW,  Feb.  2]. 

IBM  recently  sponsored  a  world¬ 
wide  collegiate  programming  contest  in 
Atlanta.  Also,  Candle  Corp.  in  Santa 


Monica,  Calif.,  hires  inner-city  high 
school  students  as  paid  interns.  Last 
week,  Mylex  Corp.  in  Fremont,  Calif.,  let 
junior  high  school  students  shadow  IT 
workers  at  the  disk  storage  firm. 

And  Cisco  Systems,  Inc.  has  setup  194 
Cisco  “academies”  in  18  states  that  pro- 


When  the  Philippines  Social 
Security  System  (SSS)  decided  it 
needed  a  strong  tool  to  manage 
the  distributed  Oracle  databases 
and  Unix  servers  across  its  nine  fully 
functional  data  centers,  it  chose  the 
PATROL  product  from  BMC  Software. 

“Our  aim  was  to  stop  the  IT  department 
from  getting  trapped  in  a  cycle  of  systems 
failures  which  commonly  occurred  due  to 
database  errors  and  crashes.  In  addition,  our 
huge  database  of  applications,  systems 
resources  and  files  needed  automated 
enteprise-wide  monitoring  and  coordination 
along  with  proactive  systems  management 
to  analyze  and  control  the  performance  of 
our  distributed  computing  environment,” 
says  Tony  Maralit,  manager,  database 
administration  group,  SSS. 

The  SSS  evaluated  various  products  and 
found,  with  the  exception  of  PATROL,  they 
did  not  support  all  multiple  platforms  in  the 
organization.  In  particular,  PATROL  was 
the  only  evaluated  product  that  could  sup¬ 
port  SSS  machines  running  on  DEC  Ultrix. 

“With  PATROL’S  multi-vendor  support, 
its  ability  to  improve  management  efficiency 
and  speed  up  system  maintenance,  through 
the  automation  of  many  routine  tasks,  it  was 
the  natural  choice,”  Maralit  explains.  The 
SSS  also  took  into  account  the  strong  local 
support  and  the  technical  expertise  that 
would  be  provided  by  BMC  Software’s  dis¬ 
tributor  Leverage  Systems  Technologies; 
and  that  with  PATROL’S  product-specific 
modules,  time  and  effort  required  to  train 
staff  would  be  substantially  reduced. 

The  16  million  members  of  the 
government-owned  SSS  access  a  range  of 
financial  services,  such  as  housing,  salary, 
and  stock  share  loans,  through  54  branches 
across  the  country.  Of  these,  nine  branches 
serve  as  fully-functional  data  centers. 

The  results  with  PATROL  implemented 
were  immediate.  Reduced  downtime  led  to 
improved  customer  service  and  heightened 
staff  productivity.  Costs  relating  to  technical 
support  were  reduced  too  as  the  SSS  no 
longer  had  to  rush  support  personnel  to  var¬ 
ious  branches  to  correct  system  errors  and 
restart  crashed  systems. 

PATROL  product-specific  expertise  for 
monitoring  and  automating  processes,  also 
leveraged  the  technical  skills  of  the 
administrative  staff  and  helped  reduce 
training  requirements,  as  well  as 
administrative  overheads.  Reporting  also 
became  more  efficient  as  PATROL  kept 
automatic  and  regular  track  of  network  and 
database  activity.  PATROL  easily 
addressed  the  issue  of  central  monitoring  of 


vide  four-semester  technical  programs 
for  high  school  and  community  college 
students.  The  San  Jose,  Calif.,  firm  pro¬ 
vides  the  instructors  and  equipment. 

Will  the  efforts  pay  off?  Yes,  if  there  are 
strong  recruiting  and  benefits  programs 
to  get  interns  to  return  full-time  after 


remote  Oracle  databases  as  it  automated 
and  centralized  the  control  of  critical 
elements. 

Currently,  PATROL  consoles  are  running 
on  the  organization’s  SCO  Unix, 
DEC/OSF1  and  IBM  RS/6000  machines.  Its 
agents  are  running  on  SCO  Unix, 
DEC/OSF1,  IBM  RS/6000,  Sun  Server  and 
DEC  Ultrix  machines.  All  databases  and 
Unix  machines  in  the  remote  offices  are 
monitored  centrally  from  the  head  office 
using  PATROL.  With  proactive  systems 
provided  by  the  product,  only  two  database 
administrators  and  two  systems  administra¬ 
tors  are  needed  at  the  head  office  to  monitor 
and  control  the  databases  and  Unix 
machines  in  all  nine  offices. 

The  SSS  is  now  planning  to  establish  a 


they  graduate,  observers  said. 

“The  next  step  is  to  examine  the  de¬ 
gree  that  we  are  able  to  convert  these  in¬ 
terns  to  employees,”  Kinney  said.  The 
company  has  had  a  successful  conver¬ 
sion  rate  so  far,  he  said,  although  he 
didn’t  have  exact  numbers.  □ 


back-up  and  recovery  center  with  an 
additional  license  of  PATROL.  “To  be 
successful  in  a  changing  global  marketplace, 
an  organization  must  be  flexible  and  able  to 
address  new  business  opportunities,” 
explains  Maralit.  “Hence,  each  SSS  data 
center  has  its  own  database  to  help  it 
respond  quickly  to  the  local  environment. 

“PATROL  is  event  driven  and  can 
manage  virtually  any  application  providing  a 
pragmatic  alternative  to  centralized 
corporate  databases.  As  a  result,  we  now 
have  PATROL-based  management  control 
from  the  head  office,”  says  Maralit.  “We 
would  like  to  have  the  same  flexibility  and 
support  for  the  back-up  and  recovery  center, 
which  is  why  we  have  requested  another 
license.” 
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DIGITAL 


TROL 


is  supplying  PATROL 
software  with  every 
AlphaServer  system  we 
ship  worldwide,  as 
well  as  reselling 

PATROL.  We  do  this  for  a  reason. 
PATROL  supports  the  applica¬ 
tions,  databases,  and  platforms  our 
customers  rely  on,  and  it  integrates  seam¬ 
lessly  with  the  DIGITAL  ServerWORKS 
management  solution  our  customers  are 
already  using. 

Jesse  Lipcon,  Vice  President  AlphaServer  Business  Segment. 
DIGITAL  Equipment  Corporation 


Top  industry  leaders  are  relying  on 
PATROL  for  a  reason. 

To  find  out  why  visit  us  on  the  Web 
at:  www.bmc.com/info 
Or  call  today:  800  811  6766 


SOFTWARE 

www.bmc.com/info 


BMC  Software,  the  BMC  Software  logos  and  all  other  product  or  service  names  are  registered  trademarks  or  trademarks  of  BMC  Software,  ho  .n  the  USA  arv 
other  select  countnes.  ®  and  "*  indicate  USA  registration  or  USA  trademark  Other  logos  and  product/trade  names  mentioned  are  registered  trademarks  or  •  jj- 
marks  of  their  respective  companies  ©1997.  BMC  Software,  Inc.  All  nghts  reserved 
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Reliance  for  Security  and  Flexibility 

Philippines  Social  Security  System  relies  on  the  strength  of  PATROL 
to  manage  its  distributed  computing  system 
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$1,219  Desk  -  )■  2000  •  Compaq  V50  color 
monitor  •  166MHz  Pentium  processor  with  MMX 
technology  •  2.1GB  hard  drive  •  16MB  SDRAM 
Intelligent  Manageability 


AT  THESE  PRICES,  WHY  GO  FOR 

MORE  EXPENSIVE  CHEAPER  BRANDS? 


Bod  enough  others  make  you  give  up  the  best  features,  performance  and  support.  But  to  then  pay  more  for  it?  Instead,  call 
Compaq  now.  We  not  only  provide  more  computers  than  any  other  company  on  earth,  nobody  offers  all  we  do  for 
less.  Case  in  point:  the  new  great  values  on  our  high-performance  Compaq  Armada  7000  series  notebook 
computers.  Or  our  Compaq  Deskpro  2000,  with  a  V50  monitor  included.  Whichever  you 
choose,  you'll  also  get  the  support  of  65,000  sales  and  service  professionals.  Find 
more  details  (not  to  mention  a  better  deal)  at  www.compaq.com/promos/ 
or  call  1-800-315-7772  for  a  Compaq  reseller. 


COMPAQ. 


Computerworld 


March  16,  1998  (www.computerworld.com) 


ties  units  with  IBM  NCr  Java 


Travel  agency 

By  April  Jacobs 


one  of  Canada’s  largest  travel  agencies 
is  booking  a  rollout  of  500  IBM  Network 
Stations  and  a  Java-based  electronic- 
commerce  application  in  a  $5  million 
project  that  will  link  its  218  offices 


across  the  country. 

For  Saskatoon,  Saskatchewan-based 
TravelPlus,  Inc.,  the  third-largest  travel 
agency  in  Canada,  the  decision  to  go 
with  network  computers  was  simple  and 
economical,  said  Glen  Kerby,  CEO  of 
Points  North  Digital  Technologies,  Inc., 


the  parent  company  of  TravelPlus. 

“The  base  business  case  is  dramatic  in 
terms  of  operating  efficiencies,”  Kerby 
said  of  the  deal  with  IBM  Canada  Ltd. 
He  noted  that  Network  Station  users  will 
have  access  to  real-time  browser-based 
data  they  couldn’t  get  before.  But  even 


No  half- 

baked 

ideas. 

You  can't  depend  on  "quick-fix" 

IT  recipes  and  rehashed  answers 
to  tackle  the  technology  challenges 
your  company  faces. 

To  create  a  definitive  IT  advantage, 
you  need  answers  that  will  work 
today  and  address  your  company's 
goals  for  tomorrow.  Answers 
reached  through  on-going  dialog 
with  your  IT  professionals  and  a 
thorough  understanding  of  your 
business.  META  Group  is  the  only 
IT  advisory  and  research  company 
providing  that  kind  of  fresh 
thinking  and  one-on-one  advice. 

Sound  appealing?  More  than  1,400 
META  Group  clients  around  the 
world  think  so.  To  learn  more,  call 
us  at  1-800-945-META  or  visit  us  at 
www.metagroup.com/cw. 

Satisfy  your  craving  for  fresh 
thinking  at  META  Group. 


Fresh  Thinking. 
Relevant  Answers. 
Clear  Direction. 


META  Group 


more  important,  it  will  cost  $1,200  per 
year  to  maintain  each  network  comput¬ 
er,  compared  with  an  estimated  $6,000 
per  PC,  he  added. 

The  agency  also  plans  to  build  a  Notes 
application  with  a  Java  front  end,  which 
IBM  will  then  market  worldwide  as  an 
electronic-commerce  package. 

Notes  would  be  a  good  basis  for  such 
an  application  because  it  is  scalable  and 
robust  enough  for  real-time  workgroup 
environments,  said  John  Dunkle,  presi¬ 
dent  of  Workgroup  Strategic  Services, 
Inc.  in  Portsmouth,  N.H. 

TravelPlus’  new  network,  dubbed  the 
Online-4  Travel  system,  will  consist  of 
125  AS/400  midrange  server  systems 
and  up  to  500  Series  1000  IBM  Network 
Stations.  The  rollout  will  begin  in  May 
and  is  expected  to  be  complete  by  Au¬ 
gust,  Kerby  said. 


What  TravelPlus  will  gain  from 
network  computers  and  Java: 

I  Simple,  easy-to-deploy  hardware 

I  Write-once,  run-many  Java-based 
applications 

I  Centralized  management  of 
desktops 

IBM  officials  said  they  hope  the  im¬ 
plementation  shows  potential  customers 
that  its  network  computer  platform  can 
provide  quick  implementation  as  well  as 
lower  cost  of  ownership. 

TravelPlus  sees  Java-based  applications 
as  a  way  to  link  PC  users  who  need  Win¬ 
dows  access  transparently  with  network 
computer  users  on  its  travel  reservation 
system. 

Kerby  said  the  company  looked  closely 
at  adding  to  its  current  PC-  and  termi¬ 
nal-based  system,  which  would  have 
eliminated  the  need  to  develop  applica¬ 
tions.  But  it  would  have  been  left  with 
too  many  ongoing  support  and  integra¬ 
tion  issues.  “The  opportunity  for  prob¬ 
lems  are  too  scary  in  an  environment 
like  this,”  he  said. 

CONTAGION 

TravelPlus  isn’t  the  only  company  turn¬ 
ing  to  network  computers  as  a  way  to 
ease  administration  woes  and  reduce 
ownership  costs. 

Sears,  Roebuck  and  Co.  in  Hoffman 
Estates,  Ill.,  for  example,  plans  to  install 
between  700  and  1,000  Network  Sta¬ 
tions  to  run  its  delivery  and  customer- 
service  applications. 

Analysts  said  the  best  candidates  for 
network  computers  are  customer-service 
and  point-of-sale  (POS)  applications. 
That’s  because  they  tend  to  work  in  en¬ 
vironments  where  the  CPU  and  storage 
power  can  be  optimized  on  a  server, 
which  is  easier  to  maintain  and  trou¬ 
bleshoot  from  a  central  location. 

A  survey  of  more  than  50  of  the 
world’s  largest  firms  by  Meta  Group, 
Inc.  in  Stamford,  Conn.,  found  that 
installing  network  computers  for 
customer-service  and  POS  applications 
could  save  at  least  25%  of  the  cost  of  a 
PC  environment.  □ 
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Category.  Data  Warehousing 


So  much  business  data.  Scattered  in  so  many 
places  throughout  your  company  Is  it  any  wonder 
you  find  it  difficult  to  provide  access  to  consistent, 
reliable,  and  timely  information  to  fuel  effective 
decisions?  The  SAS  Data  Warehousing  Solution — 
from  the  world’s  leading  decision  support 
provider — helps  you  meet  the  challenge. 

The  SAS  Data  Warehousing  Solution  lets  you 
provide  a  single  version  of  the  truth  to  your  entire 
business  community  ..as  you  make  optimal  use  of 
your  existing  hardware,  software,  and  data. 

What’s  more,  we’ll  guide  you  every  step  of  the 
way — from  getting  started  to  managing  your 
data  warehouse.  One  solution  brings  you  the 
approach,  technology,  and  resources  you  need. 
We’ll  provide  the  entire  solution,  or  integrate  easily 
with  your  existing  technologies. 

The  Data  Warehousing  Product  of  the  Year 

See  for  yourself  why  200,000  IT  managers  named 
the  SAS  solution  their  Data  Warehousing  Product 
of  the  Year... for  two  years  running.  Visit  us  at 
www.sas.com/dw  for  more  information  and  to 
request  a  free  SAS  Data  Warehousing  mouse  pad. 
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lower  forms  of  workstations.  Because  they’re  the  first  full-fledged  Sun  workstations  (with  up  to  a 


300MHz  processor,  no  less)  that’ll  let  you  run  all  your  favorite  PC  apps.  All  while  delivering  the 


power,  scalability,  networkability,  and  proven  robust  UltraSPARC7Solaris™  performance  you’ve 


HOW  THE  ULTRA  5  STACKS  UP 

IN  PRICE 

Sun  Ultra  5 

UltraSPARC  Hi  270MHz 
64MB/4GB  system 

Compaq*  PW6000 

Pentium*  II  266MHz 
64MB/4GB  system 

s3,895* 

. 

*4,47 7* 

*with  17"  monitor 


HOW  THEY  STACK  UP 
IN  ADVANTAGES 


270/300MHZ  UltraSPARC  Hi  processor 

Breakthrough  Blte30  (Ultra  10) 
high-performance  graphics 

Up  to  1GB  ECC  memory 

Industry  standard  dual  PCI  busses 

Robust  multtthreaded 
Solaris  operating  environment 

Runs  PC  productivity 

applications  seamlessly  (including  Doom*) 
Internet  ready  (Netscape! 

Java"  technology-enabled 


HOW  THE  ULTRA  10  STACKS  UP 

IN  GRAPHICS 

CORS  Graphics  Benchmark 

Sun  Ultra  10 

Silicon  Graphics* 

Elite3D  M3 

Octane"  MXE 

UltraSPARC  III  300MHz 

R1 0000  250MHz 

128MB/4GB  system 

1 28MB/4GB  system 

$12,495 

$47995 

74.0 

55.5 

come  to  expect  from  Sun.  And  all,  believe  it  or  not,  starting  at  just  $3,895.  (Roughly  13%  less  than 


a  comparably  equipped  Compaq®  system!)  With  these  workstations,  you  can  run  heavy-duty 


applications  one  moment,  then  craft  presentations  using  Microsoft®  Office®  the  next.  What’s  more, 


the  Ultra  10  with  its  new  EliteSD  graphics  will  blow  away  a  similar  SGI  machine.  And 


at  less  than  a  third  of  the  cost.  And  since  both  Sun  models  are  binary  compatible, 


i 


they’re  perfect  entry  points  to  our  full  line  of  Sun  systems  (which,  with  up  to  64 


processors,  can  expand  to  meet  anyone’s  needs).  Both  ready  to  run  over  12,000  applications 


Sun  Ultra  5 
*3,895 

Monitor  indudad 


available  for  Sun.  (And  now  every  PC  application  beneath  it.)  All  of  which  just  may  make  them  the 


missing  links  you’ve  been  looking  for.  For  more  information,  call  800-SUN-FIND  for  a  Sun  reseller  or 


microsystems 


representative  near  you.  Or  visit  our  Web  site  at  sun.com/ult/cpw.  THE  NETWORK  IS  THE  COMPUTER™ 
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Cabletron  to  switch  on  E-commerce  site 


By  Boh  Wallace 

cabietron  systems,  inc.  last  week  became 
the  third  of  the  Big  Four  internet¬ 
working  vendors  to  launch  an  electronic- 
commerce  system  that  lets  customers 
configure,  price  and  order  products  online. 


Beta  users  said  CabletronCommerce, 
which  debuts  next  month  for  the  compa¬ 
ny’s  largest  600  customers,  streamlines 
the  buying  process  and  is  a  welcome  al¬ 
ternative  to  relying  on  middleman  sales 
representatives. 

But  Cabletron  has  a  long  way  to  go  to 


catch  networking  colossus  Cisco  Sys¬ 
tems,  Inc.,  whose  online  system  generat¬ 
ed  revenue  of  $2  billion  last  year  alone. 
3Com  Corp.  has  had  a  system  up  for  six 
months,  but  officials  didn’t  give  revenue 
figures.  Bay  Networks,  Inc.  plans  to  roll 
out  an  electronic-commerce  system  in 
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Global  Innovators 


What’s  one  way  to  make 
a  multinational  company 
more  cohesive,  cost-efficient 
and  strategic?  For  many 
global  firms,  the  answer 
is  standardized  worldwide 
software.  But  when  it  comes 
to  rolling  out  a  standard 
human  resources,  financial 
or  enterprise  resource  plan¬ 
ning  application  around  the 
globe,  only  some  are  willing 
to  talk  about  the  glitches 
experienced  along  the  way. 


Our  April  6  Global 
Innovators  will  highlight 
companies  that  are  endur¬ 
ing  global  rollouts  —  and 
living  to  tell  about  it. 

Additional  copies  may  be 
obtained  through  Michelle 
Oik,  Reprint  Services, 
(800)  217-7874 

www.computerworld.com 
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the  fourth  quarter. 

Nonetheless,  Cabletron’s  system  is  en¬ 
abling  the  Rochester,  N.H.-based  net¬ 
working  vendor  to  improve  its  internal 
business  processes. 

The  system’s  configuration  tool  en¬ 
sures,  for  example,  that  a  customer  has 
the  right  modules  for  the  right  switch 
and  that  all  parts  needed  to  complete  a 
system  are  provided. 

“We  were  having  millions  of  dollars  of 
misconfigured  or  incompletely  config¬ 
ured  products  returned  to  us  each  year," 
said  Joel  Whitman,  Cabletron’s  director 
of  electronic  marketing.  “By  cutting 
down  errors,  we  expect  that  the  system 
will  enable  us  to  virtually  eliminate  that 
problem.”  The  system  also  is  expected  to 
speed  the  sales  cycle  and  decrease  the 
cost  of  the  configuration  and  ordering 
processes,  he  said. 

A  feature  that  lets  users  get  price 
quotes  has  a  direct  interface  to  Ca¬ 
bletron’s  SAP  AG  order-entry  system, 
Whitman  said.  Customers  can  also  use 
the  online  system  to  track  orders. 

REVENUE  BOOSTER 

“There’s  no  reason  this  system  won’t 
generate  tens  or  hundreds  of  millions  of 
dollars  in  revenues  in  the  near  future,” 
said  John  Morency,  a  principal  at  Renais¬ 
sance  Worldwide,  Inc.,  a  Newton,  Mass.- 
based  consultancy.  Electronic-commerce 
systems  can  cut  transaction  processing 
time  by  up  to  40%,  he  said. 

Early  users  of  CabletronCommerce 
said  they  like  the  faster  configuration 
and  price  quotes.  “It  has  reduced  the 
time  needed  to  get  a  price  quote  from  a 
day  or  day  and  a  half  to  15  to  30  minutes, 
which  is  very  impressive  and  helpful,” 
said  Dave  Perpignon,  who  handles 
equipment  purchasing  and  inventory 
management  at  Merrill  Lynch  &  Co.  in 
New  York.  “With  the  new  system,  I  don’t 
have  to  spend  precious  time  chasing 
down  my  sales  [representatives].  There’s 
also  much  less  paperwork  and  no  errors 
to  worry  about.” 

Beta  user  Monsanto  Corp.  also  has 
benefited  from  getting  price  quotes 
faster.  “It  can  take  up  to  two  days  to  get 
system  price  quotes,  depending  on  how 
busy  our  sales  representatives  are.  But 
now  we  can  get  quotes  in  under  a  half- 
hour,”  said  Terry  Nifong,  network  design 
analyst  at  Monsanto  in  St.  Louis. 

The  system  sends  the  price  quote  via 
E-mail  to  the  user  and  the  user’s  Ca¬ 
bletron  sales  representative.  Nifong  said 
the  E-mail  is  helpful  because  “it  keeps  us 
all  on  the  same  page,  project-wise.”  □ 
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.WORK  THE  WEB 


LET’S  FACE  IT,  MANAGING  YOUR 
INFORMATIONJSN’T  A  MATTER 

OF  LIFE  OR  DEATH  ►  IT’S  FAR 


MORE  IMPORTANT  THAN  THAT 


fky' 

[fTHE  DAYS  OF  “I’LL  GET  BACK  TO  YOU”  ARE  OVER.  Dead.  Gone,  finished.  Goodbye.  Your 
I  customers  don’t  have  the  time.  Your  colleagues  don’t  have  the  patience.  Your  bosses  don’t 
have  the  bandwidth.  So  how  can  you  be  certain  you’re  putting  the  most  up-to-the-minute 
information  into  people’s  hands,  when  your  company  is  churning  it  out  faster  than  you  can  say 
the  word  “helpdesk”?  You  bring  in  Lotus  Notes? 

INFORMATION  IS  NOW  EASIER  TO  FIND  AND  EASIER  TO  USE.  This  latest  release,  Notes  4.6, 
makes  it  even  easier  for  everyone  to  find  and  work  with  the  information  they  need;  e-mail, 
appointments,  stock  prices  straight  from  the  internet,  customer  addresses,  team  discussions, 
presentations.  You  name  it,  if  your  users  want  it,  they  can  get  ahold  of  it  right  from  Notes. 

And  when  it  comes  to  sharing  work  across  departments  and  offices,  users  can  quickly  forward 
web  pages  to  colleagues,  turn  e-mail  into  meeting  invitations  and  even  use  their  favorite  word 
processor  as  their  e-mail  editor. 

^ g )  Designed  to  help  you  profit  from  the  Web  more  effectively  than  ever,  Lotus 
e-business  Notes  4.6  will  remove  the  barriers  that  separate  your  colleagues,  suppliers  and 
customers  from  what  they  need.  It’s  time  to  conquer  that  mountain  of  information,  instead 
of  getting  buried  underneath  it  -  visit  www.lotus.com/worktheweb  for  a  free  trial.  Or  call 
us  at  1  800  872-3387,  ext.  D731,  and  we'll  send  you  more  details. 
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Over  15,000  Lotus  Business  Partners  can  deliver  Notes  solutions  for  you  today.  In  Canada,  call  1  800  GO  LOTUS.  ©1997  lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus,  Lotus  Notes,  Lotus  SmartSuite  and  Working  Together  are  registered  trademarks  and 
Work  the  Web  is  a  trademark  of  Lotus  Development  Corp.  The  e-business  logo  is  a  trademark  of  International  Business  Machines  Corporation. ’All  other  company  and/or  product  names  are  registered  trademarks  or  trademarks  of  their  respective  companies. 
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Vendors  use  guerrilla  tactics  to  capture  non-IS  sales 


CONXJNUXD  FROM  PAGE  1 


Two-thirds  of  technology 
spending  occurs  outside  central 
IS,  according  to  an  in-depth 
study  by  Gartner  Group,  Inc.  in 
Stamford,  Conn. 

That  is  a  big  jump  from  Gart¬ 
ner’s  rough  estimate  of  28%  in 
1996. 

As  part  of  the  Florsheim  woo¬ 
ing,  for  example,  SAP  flew  Pog- 
gensee  and  a  colleague  to  a  user 
conference  in  Orlando,  Fla.,  to 
talk  technology  with  SAP  pro¬ 
grammers. 

The  trip  didn’t  seal  the  deal, 
Poggensee  said,  but  he  did  ap¬ 
preciate  the  special  attention. 
SAP  “adapted  the  demo  to  our 
specific  business  [and]  tended  to 
respect  our  needs”  more  than 
contenders  Oracle  Corp.  and 
PeopleSoft,  Inc.,  he  said. 


ted  line.  Guerrilla  tactics  include 
signing  sweetheart  deals  with 
the  CEO  and  scoping  out  pock¬ 
ets  of  end-user  discontent  with 
the  incumbent  vendor. 

“It’s  insidious.  And  it  works,” 
said  Wendy  Lea,  a  vice  president 
at  The  Sales  Consultancy,  Inc., 
a  sales  training  company  in 
Dallas. 

One  sales  tactic  that  avoids  IS 
entanglements  is  to  have  a 
“sniper”  salesman  pick  off  se¬ 
lected  business  projects. 

Here  is  how  a  sniper  sales¬ 
man  works:  He  first  figures  the 
market  share  of  the  major  sup¬ 
pliers  within  his  target  user 
company.  He  then  sniffs  out  de¬ 
partment  managers  who  have 
buying  power  and  pet  projects 
that  are  going  undone.  The 


I  Walk  around  customer  offices  and  find  pockets  of  end 
users  dissatisfied  with  the  incumbent  vendor 


I  Leap  over  IS  and  sell  to  senior  executives 

I  Sell  to  business  managers  with  buying  power 

I  Create  a  "script"  of  business  problems,  then  go  to  CIO 
with  answers 


8  Comb  the  Internet  for  E-mail  addresses  of  influential 
company  insiders,  pitch  them  via  E-mail 


Ruben  Melendez,  president 
of  The  Glomark  Group,  Inc.,  a 
sales  training  company  in 
Columbus,  Ohio,  noted  how  a 
petrochemical  company  recent¬ 
ly  gave  a  $14  million  intranet 
project  to  a  large  software  com¬ 
pany  that  visited  the  user’s 
plants,  human  resources  group 
and  iS  The  competing  vendor 
talked  only  with  IS,  Melendez 
raid. 

SMOOTH  SELLING 
The  industry  is  using  cunning 
v  rcths  to  get  non-IS  buyers 
the  finance,  market- 
u and  Human  resources  de- 
'•at'tr.v  o  —  to  sign  on  the  dot¬ 


salesman  makes  a  pitch,  wins  a 
contract  and  gradually  raises  his 
company’s  profile  at  the  site. 

Dell  Computer  Corp.  won  a 
10,000-seat  deal  at  Ford  Motor 
Co.  that  way,  analysts  said.  Ford 
and  Dell  officials  declined  to 
comment. 

“You  win  smaller  deals,  with 
people  who  might  not  be  getting 
the  attention  they  want  from  the 
chosen  supplier,”  Lea  said.  The 
Sales  Consultancy  trains  sales 
units  at  Compaq  Computer 
Corp.,  Digital  Equipment  Corp. 
and  Oracle,  among  others. 

A  PC  vendor,  for  example, 
might  hear  about  a  pack  of  Win¬ 
dows  NT  wizards  at  a  company 


who  are  tired  of  Unix  “and  go  in 
on  the  back  of  that,”  she  said. 

Dell,  for  instance,  has  an  elite 
group  of  salespeople  called 
hunters  who  are  assigned  to 
probe  Fortune  1,000  companies 
for  weak  spots  where  the  incum¬ 
bent  vendor  isn’t  keeping  every¬ 
one  happy.  And  rivals  have 
“Dell  killer  forces”  that  try  to 
steal  chunks  of  Dell  accounts, 
said  Roger  Kay,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

Good,  strong  products  still 
matter.  “But  building  a  [busi¬ 
ness]  relationship  is  a  new  art 
form,”  said  Aaron  Goldberg,  an 
analyst  at  Computer  Intelli¬ 
gence  in  La  Jolla,  Calif.  “It’s 
trench  warfare,  where  every 
trench  is  another  account.” 

Likewise,  Microsoft  Corp. 
salespeople  persistently  call  on 
managers  at  Indianapolis-based 
Eli  Lilly  and  Co.,  a  well-known 
loyalist  to  Netscape  Communi¬ 
cations  Corp. 

Doctors  and  scientists  at 
M.  D.  Anderson  Cancer  Center 
in  Houston  routinely  log  on  to 
find  electronic-mail  pitches 
from  competitors  of  Compaq, 
which  is  the  facility’s  chosen  PC 
vendor. 

Dealing  with  vendor  pitches 
from  all  sides  "has  become  a 
natural  way  of  life,”  sighed  Ron 
Favargue,  IS  director  at  M.  D. 
Anderson. 

EXECUTIVE  ALLIES 

When  The  Boeing  Co.  needed  a 
new  E-mail  system  a  few  years 
ago,  Boeing’s  IS  staff  expected 
Lotus  Development  Corp.’s 
Notes  to  win  the  account.  Notes 
had  an  official  recommendation 
from  IS,  sources  inside  Boeing 
said,  and  a  deal  seemed  immi¬ 
nent. 

Then  came  Microsoft,  which 
buddied  up  to  Boeing’s  top  busi¬ 
ness  executives  responsible  for 
the  final  decision.  A  few  months 
earlier,  the  two  companies  had 
signed  an  “executive  alliance,” 
a  document  saying  they  intend 
to  work  closely  together,  one 
source  said. 

The  executive  alliance  may 
have  swayed  Boeing’s  top  brass 
to  ignore  the  IS  department’s 
vote  for  Notes,  according  to  Boe¬ 
ing  insiders. 

Soon  after  Microsoft  Ex¬ 
change  shipped  in  April  1996, 
Boeing  issued  a  press  release 
saying  it  would  deploy  the  new 
product  to  100,000  end  users. 

A  Microsoft  spokesperson 
said  Exchange  was  selected  for 
its  technical  merits. 

Boeing  officials  didn’t  return 


dards.  Central  IS  risks  losing 
control,  Gartner  Group  warned. 
Economies  of  scale  could  be 
lost,  for  instance,  if  various  busi¬ 
ness  units  buy  technology  on 
their  own  without  consulting  IS. 

“A  free-for-all  on  [IS]  gives 
rise  to  many  different  systems 
coexisting  in  chaos,”  according 
to  the  report. 

OUNCE  OF  PREVENTION 

Some  users  have  learned  to 
brace  against  those  attacks  with 
hard-nosed  technology  stan¬ 
dards  and  policies.  But  that  isn’t 
easy  because  vendors  can  find 
non-IS  entry  points  so  easily. 

The  Dow  Chemical  Co.  has 
cemented  product  standards 
down  to  the  release  level.  They 
include  IBM  PCs  and  laptops, 
Microsoft’s  Internet  Explorer 
World  Wide  Web  browser  and 
Digital  Equipment  Corp.  net¬ 
working  gear. 

And  no  matter  whom  they 
contact  inside  Dow,  vendors 
peddling  new  products  get 
shunted  to  the  purchasing  de¬ 
partment,  which  most  likely 
turns  them  away. 

“If  they’re  sending  an  army  of 
salespeople  to  take  up  our  exec¬ 
utives’  time,  we  don’t  like  that,” 
said  Kevin  McCarron,  a  global 
project  manager  at  Dow  in  Mid¬ 
land,  Mich.  “There  isn’t  much 
of  an  opportunity  to  come  in 
here.  I’m  very  thankful  for 
this.”  □ 

Senior  editor  Barb  Cole-Gomol- 
ski  contributed  to  this  report. 

Accountwrestling 

For  vendors  in  the  fiercest  markets,  winning  business  often  means 
taking  it  away  from  someone  else.  Sometimes  that  means  stealing 
a  whole  corporate  account;  more  often  it  means  persistently  chip¬ 
ping  away  at  parts  of  that  account. 

Microsoft,  for  example,  has  wrested  some  significant  business 
from  one  of  archrival  Novell,  !nc.’s  most  revered  accounts:  the 
Mormon  Church. 

In  the  past  18  months,  Microsoft’s  Salt  Lake  City  sales  force  has 
not  only  sold  the  Church  of  Jesus  Christ  of  Latter-day  Saints  about 
two  dozen  BackOffice  licenses,  but  it  also  has  coaxed  the  church 
to  increase  its  initial  complement  of  four  Windows  NT  Servers  to 
28.  “We  never  thought  we’d  buy  Windows  NT.  We  considered  NT 
too  cumbersome  and  expensive,’’  said  a  systems  administrator  at 
the  church  who  requested  anonymity.  “But  Microsoft  came  in  and 
sold  us  on  the  price/performance  advantages”  compared  with 
Novell  products. 

Novell  still  dominates  the  site,  with  48  NetWare  servers  at 
church  headquarters.  And  the  church  did  renew  its  Master  Licens¬ 
ing  Agreement  with  Novell  in  January.  But  church  CIO  Darwin 
John  conceded  that  NT  Server  may  usurp  NetWare  as  the  church’s 
dominant  operating  system. 

“We  have  a  basic  belief  that  Windows  NT  is  the  future,”  he  said. 

The  issue  is  so  sensitive  that  Eric  Schmidt,  Novell’s  CEO,  has 
extracted  a  promise  from  the  church  that  if  it  considers  switching 
to  NT  completely,  it  will  notify  him  first,  a  spokeswoman  said. 

—  Laura  DiDio 


Tenet  Healthcare  Corp.'s 
Carolyn  Schneider, 
director  of  recruiting, 
insisted  during  her  job 
negotiations  that  she  be 
allowed  to  make  the 
technology  decisions  for 
her  department. 

telephone  calls. 

Tag  teams  are  another  combat 
technique. 

While  one  or  two  salespeople 
call  on  midlevel  IS  managers, 
partners  pump  senior  execu¬ 
tives  for  details  on  the  target’s 
critical  business  problems.  They 
then  use  this  intelligence  to  de¬ 
vise  a  script  to  get  a  meeting 
with  senior  managers,  even  the 
chief  financial  officer. 

Over  time,  all  the  salesman¬ 
ship  and  politicking  could  dis¬ 
rupt  IS  plans  for  companywide 
hardware  and  software  stan- 


Professional  Opportunities  In  Technology 


Can  you  be  ingenious  on  a  regular  basis? 


You’ve  always  had  that  rare  talent. 
While  your  friends  scratched  their 
heads,  your  mind  grabbed  the  pieces. 
Assembled  them.  And  out  came  the 
brilliant  solution.  Today,  your  technology 
insights  could  help  shape  the  future  of 
major  corporations. 

As  a  leading  management  and  tech¬ 
nology  consulting  organization,  Andersen 
Consulting  works  with  clients  who  are 
constantly  seeking  ways  to  operate  and 


compete  more  successfully.  Exercising 
your  technical  fluency  and  creativity,  you'll 
build  the  technological  foundations  that 
help  companies  align  strategy  with  people, 
processes  and  technology— a  holistic 
approach  that  turns  visionary  ideas  into 
successful,  working  realities. 

It’s  an  environment  where  you  can 
learn,  grow  and  push  the  envelope. 
There’s  a  wide  range  of  opportunities, 
from  deepening  your  skills  in  tools  like 


JAVA  and  SAP  to  taking  on  leadership 
responsibilities.  To  explore  opportunities, 
visit  us  at  www.ac.com/careers/explore. 

Bring  your  technology*  talents  to  us. 

Andersen 

Consulting 


All  trademarks  are  the  property  of  their  respective  owners.  Andersen  Consulting  is  an  Equal  Opportunity  Employer.  ©  1998  Andersen  Consulting. 
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SAVE  UP  TO  1 8%*  ON  COMPAQ  DESKTOPS 
DESKPRO  2000, 4000, 6000 

Save  up  to  1  8%*  on  selected  models. 

Prices  now  starting  at  $1,219* 
including  Compaq  V50  monitor. 


COMPAQ  NOTEBOOKS 
ARMADA  1500  FAMILY 

Free  additional  16MB  memory* 

on  select  models.  Prices  starting  at  $1/4991 

ARMADA  4000  FAMILY 

Prices  starting  at  $1,4991  Free  additional 

32MB  memory*  on  Armada  4220T. 

ARMADA  7000  FAMILY 

Prices  starting  at  $1,4991 

50%*  off  ArmadaStation  Expansion  Base 

on  Intel  Pentium®  processor  with  MMX™ 

technology  233/266MHz  models.  Free 

CD-ROM  and  modem  with  select  models. 


Call  us  by  April  30,  1998.  Visit  us  online 


AND  YES,  IT'S  ABOUT  ACQUISITIONS. 


HALF  OFF  MONITOR  WITH  THE  PURCHASE  OF 
COMPAQ  PROFESSIONAL  WORKSTATIONS 
5100, 6000,  8000 

Half  off  an  award-winning  V90  monitor  (shown) 
with  select  2D  workstations  or  P110  monitor 
with  select  3D  workstations. 

Compaq  Professional  Workstation  5000  prices 
now  starting  at  $  1,999* 

Lease**  payments  starting  at  $66  per  month 
for  a  36-month  lease. 

DOUBLE  YOUR  MEMORY  ON  SELECT  COMPAQ  SERVERS 

PROSIGNIA  200,  PROLIANT  800, 850R,  1600, 2500,  3000 

Double  the  base  memory. 

NEW  SERVER  PRICES 

ProSignia  200  now  starting  at  $1,450.* 

ProLiant  1600  now  starting  at  $3,640* 

ProLiant  3000  now  starting  at  $4,430* 

ProLiant  5500  now  starting  at  $8,010* 

Couple  this  with  great  new  prices  on  4.3GB 
and  9.1GB  hard  drives  for  even  greater  value. 


t  www.compaq.com/promos/  or  for  your  local  reseller  call 


1-800-553-3619 


COMPAQ 
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Public-key  encryption 


DEFINITION:  Public-key  encryption  sends  secure  data  over  unsecured  net¬ 
works  such  as  the  Internet.  It  makes  data  unreadable  to  prying  eyes  that  might 
intercept  the  transmission.  Each  user  gets  two  keys,  one  public  and  one  private. 
The  public  key  is  kept  in  a  directory.  Anyone  can  access  it  to  encrypt  a  message 
to  the  person  who  possesses  the  corresponding  private  key.  The  private  key  is 
accessible  only  by  the  recipient,  who  uses  it  to  decrypt  the  message. 


Internet  boosts  cryptography 


By  Laura  DiDio 


public-key  encryption  is  a  20- 
year-old  technology  that’s  just 
now  catching  on  as  one  of  the 
most  expedient  and  inexpensive 
ways  for  businesses  to  secure 
their  data  transmissions. 

Public-key  encryp¬ 
tion  or  cryptography 
owes  its  newfound 
popularity  to  three 
things:  Internet  and 
extranet  growth,  an 
emerging  electronic-commerce 
market  and  an  increasingly  mo¬ 
bile  and  remote  workforce. 

“What’s  driving  [public-key 
encryption]  is  that  corporations 
are  telling  their  IS  departments 
that  they  must  change  their 
business  models  to  send  pur¬ 
chase  orders  or  spreadsheets  via 
E-mail,”  notes  John  Pescatore, 
a  partner  at  Trusted  Informa¬ 
tion  Systems,  Inc.,  a  Rockland, 
Md. -based  security  consulting 


and  software  company. 

But  behind  that  mandate  is  a 
big  problem:  the  security  of  the 
data  being  sent  around  elec¬ 
tronically.  In  a  recent  survey  of 
1,000  large  corporations  con¬ 
ducted  by  Big  Six  accounting 
firm  KPMG  Peat  Marwick  LLP 
in  New  York,  41% 
of  the  respondents 
said  security  concerns 
were  the  most  signifi¬ 
cant  barrier  to  their 
ability  to  do  World 
Wide  Web-based  electronic 
commerce. 

Public-key  encryption  is  one 
answer,  and  it  can  also  save 
a  company  money  and  show 
a  near-immediate  return  on 
investment. 

For  example,  companies  that 
don’t  use  public-key  encryption 
ship  data  the  old-fashioned  way 
via  Federal  Express-type  services 
and  floppy  disks. 

“That  can  add  up  to  quite  a 


chunk  of  change  for  a  govern¬ 
ment  agency,  a  bank,  a  broker¬ 
age  or  a  savings  and  loan  insti¬ 
tution  that  needs  to  transfer 
their  data  to  a  customer  or  busi¬ 
ness  partner  fast  and  safe,” 
Pescatore  says. 

On  the  other  hand,  large 
companies  that  use  public-key 
encryption  can  save  $5  million 
annually  “due  to  lower  network¬ 
ing  and  help  desk  costs,”  says 
Forrester  Research,  Inc.  analyst 
Carl  Howe. 

Howe  co-wrote  a  report  by 
the  Cambridge,  Mass.,  consult¬ 
ing  firm  that  includes  a  survey 
of  50  Fortune  1,000  companies. 

But,  Howe  says,  getting  set 
up  initially  isn’t  cheap:  A 
20,000-employee  company  will 
pay  more  than  $14  million  the 
first  year  to  deploy  a  compre¬ 
hensive  security  plan  that  in¬ 
cludes  public-key  encryption. 

Michael  Baum,  chairman  of 
the  Information  Security  Com¬ 
mittee  of  Chicago-based  Ameri¬ 
can  Bar  Association,  Inc., 
agrees  that  the  time  is  right  for 
public-key  encryption.  He  calls 
it  an  enabling  technology  that 
provides  companies,  their  busi¬ 
ness  partners,  customers  and 
end  users  with  the  ability  to  get 
the  information  and  service 
they  need  much  faster  and 
more  securely. 

“Companies  can  steer  cus¬ 
tomers  to  online  catalogs  where 
they  can  comparison-shop, 
place  their  orders  online,  get  ex¬ 
pedited  delivery  and  be  confi¬ 
dent  that  their  personal  infor¬ 
mation  and  credit-card  data  are 
secure,”  Baum  says. 

“The  bottom  line  is  that 
public-key  encryption  creates 
trusted  commerce  for  all  parties 
doing  business,”  Baum  adds. 
“You  wouldn’t  send  personal  in¬ 
formation  through  regular  mail 
in  an  unsealed  envelope  or 
postcard,  so  why  wouldn’t  you 
secure  your  electronic  data 
transmissions?”  □ 


HOW  IT  WORKS:  Think  of  public-key  encryption  as  a  series 
of  public  and  private  keys  that  lock  data  when  it's  transmitted 
and  unlock  it  when  it's  received. 

Sue  wants  to  send  a  message  to 
Sam,  so  she  finds  his  public  key 
in  a  directory. 

Sue  uses  the  public  key  to 
encrypt  the  message  and 
send  it  to  Sam. 

When  the  encrypted  message 
arrives,  Sam  uses  his  private 
key  to  decrypt  the  data  and 
read  Sue's  message. 


| AN  E l L  GENOVESE 


AT  ISSUE 


Security, 
speed 
and  cost 


Governing  public-key 
encryption 

the  biggest  issue  with  public-key  encryption  is  the  de¬ 
bate  between  Congress  and  privacy  advocates  over  the 
right  of  U.S.  businesses  to  export  high-end,  128-bit 
encryption. 

The  government  wants  businesses  to  give  it  “back-door 
access,"  and  it  wants  to  hold  all  public  and  private  keys. 
The  government’s  fear:  Too  much  secrecy,  in  the  form  of 
cryptography  that  it  can’t  decode,  could  aid  terrorists. 

Privacy  advocates,  such  as  the  Center  for  Democracy 
and  Technology  in  Washington,  contend  that’s  nonsense 
and  could  actually  hinder  U.S.  businesses. 

“If  corporations  can’t  guarantee  privacy,  they’ll  have 
problems  maintaining  their 
customers’  confidence.  The 
bottom-line  impact  on  U.S. 
businesses  could  be  immea¬ 
surable,”  says  the  center’s 
director,  Jerry  Berman. 

Last  fall,  the  U.S.  House 
voted  down  an  amendment 
to  a  proposed  bill  called 
Safety  and  Freedom 
Through  Encryption.  SAFE 
would  have  made  business¬ 
es  give  their  encryption 
keys  to  a  third-party  “es¬ 
crow”  agency  that  the  gov¬ 
ernment  could  access. 

Just  last  month,  Hewlett- 
Packard  Co.  in  Palo  Alto, 

Calif.,  received  government 
approval  to  export  its  VerSecure  to  customers  in  five 
countries. 

But  the  Center  for  Democracy  and  Technology,  opposes 
VerSecure.  “HP  has  built  public-key  recovery  into  Ver¬ 
Secure  that  can  be  turned  on  or  off,  not  by  the  user,  but  by 
government,"  says  Jack  Dempsey,  senior  staff  counsel  at 
the  center. 

One  thing  to  keep  in  mind  is  there  are  no  absolutes,  ac¬ 
cording  to  Dorothy  Denning,  a  professor  at  Georgetown 
University’s  Department  of  Computer  Science  in  Wash¬ 
ington.  “The  encryption  debate  is  a  really  tough,  gray 
issue.  Before  jumping  to  any  conclusions  or  snap  judg¬ 
ments,  we  must  know  specifically  what  encryption  controls 
will  go  through.  Any  control  will  have  an  impact,  but  you 
have  to  know  what  the  controls  are,  first.”  —  Laura  DiDio 


Georgetown  University's 
Dorothy  Denning  says  the 
encryption  debate  is  "a 
really  tough,  gray  issue" 
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Is  your  high-availability  network  suffering 
from  a  low-availability  legacy? 


Introducing  New  Symmetra"  Power  Array™  from  APC. 


If  you’ve  ever  installed  a 
6-20kVA,  non-redundant,  legacy 
UPS  system  in  a  datacenter,  you 
know  the  challenges:  installation 
is  a  struggle,  maintenance  is  a 
challenge,  power  upgrades  are  unheard  of,  and 
hardware  tends  to  be  unreliable.  In  fact,  most 
legacy  UPSs  were  designed  for  electrical  and 
manufacturing  applications  and  not  with  the 
needs  of  today’s  sensitive  datacenters  in  mind. 
Worst  of  all,  with  a  single  point  of  failure,  the 
legacy  system  is  all  too  interruptible. 

With  power  problems  causing  nearly  half  of  all 
network  downtime,  the  fastest  and  easiest  way 
to  increase  network  availability  is  to  increase 
power  availability.  Now,  APC’s  Symmetra” 
Power  Array”,  a  revolutionary  power  protection 
system,  provides  the  high  availability,  flexibili¬ 
ty,  reliability,  ease  of  installation  and  simple 
upkeep  you  need  -  all  without  breaking  your 
back  or  the  bank.  And  with  budgets  in  the  black, 
MIS  managers  quickly  migrate  to  comer  offices. 
Best  of  all.  Power  Array  redundancy  and  man¬ 
ageability  deliver  uninterruptible  peace  of  mind. 


N+l  Redundancy:  Symmetra  Power  Modules 
share  the  attached  load  evenly.  If  one  module  is 
removed  or  fails,  the  other  modules  seamlessly 
and  instantaneously  pick  up  the  rest  of  the  load. 
N+l  redundancy  is  used  today  in  disk  arrays 
(RAID),  in  processor  power  supplies,  and  in 
processors  themselves.  Symmetra  Power  Array 
brings  redundancy  to  server  power  protection 
for  the  first  time. 

Scalable  Power:  Symmetra  Power  Array  can  be 
configured  for  4-16kVA,  enough  for  mid-sized 
computer  rooms.  Incremental  4kVA  Power 
Modules  expand  UPS  voltage  load  capacity  to 
match  datacenter  demands. 

Scalable  Runtime:  Additional  Batteiy  Modules, 
which  may  be  shifted  from  one  Power  Array  to 
another,  or  added  in  Extended-run  Battery 
Frames,  can  provide  virtually  unlimited  runtime. 
If  you  need  to  solve  the  problem  of  network 
downtime  once  and  for  all,  install  a  Power  Array 
with  redundancy  and  fault-tolerance  to  match 
your  server  and  storage.  Call  APC  today  for  your 
FREE  Enterprise  Solutions  Kit. 


Installing  or  reconfiguring  your  modular  Power  Array  couldn't  be  any  simpler. 


Add  Redundancy  and  Fault-tolerance 

True  N+l  Redundancy  ensures  maxi¬ 
mum  uptime  and  high  systems 
availability.  In  a  Power  Array,  battery, 
power  and  intelligence  modules  are  all 
redundant,  providing  total  power 
reliability  for  your  network. 

Add  Capacity/Runtime 

Protect  your  investment  with  redundant,  modular  power  mod¬ 
ules:  Scalable  kVA  and  runtime  ensure  that  Symmetra  will 
meet  your  power  needs  now  and  in  the  future. 

Simplify  Maintenance 

Symmetra's  service-friendly  design  cuts  the  cost  and  complexi¬ 
ty  of  maintenance.  Batteries,  intelligence  modules  and  power 
modules  are  user-replaceable  and  hot-swappable. 


Integrate  Advanced  Management 

Symmetra  power  array  provides 
the  ability  to  manage  your 
network  or  datacenter  power 
from  anywhere  in  the  world 
with  PowerChute *  plus  man¬ 
agement  software.  Whether  you 
use  a  Web-based  or 
LAN/SNMP-based 
management  platform, 

APC  software  and  accessories  integrate  with 
your  existing  management  solution 


CQCC  |  Enterprise 
rVlLLS  Solutions  Kit! 

an  invaluable  set  of  tools  to  help 
plan  your  datacenter  power  protection,  including  the  Gartner 
Group  report,  “ Uninterrupted  Power  Supply  Systems  in  a 
Distributed  Computing  Environment".  Just  go  to 


http://promo.apcc.com 


KEY  CODE  C751Z 


ir  E-mail  datacenter@apcc.com 

rare  /x-;+  4-^rlni.i 


!  (888)  288-APCC  X72S2*  FAX:  (401 )  788-2797 

i _ i 
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spammers  The  day  I  accidentally  for¬ 
warded  an  E-mail  with  a  pornographic  Web  site  link 
to  one  of  my  male  colleagues  was  the  day  I  stopped 
thinking  "spam”  was  a  harmless  annoyance. 

I  had  glanced  at  the  message  briefly,  noting  noth¬ 
ing  beyond  a  reference  to  an  “intriguing  word  associ¬ 
ation  game.”  No  off-color  language  leapt  out  at  me. 
No  triple  Xs  clued  me  in.  But  a  few  seconds  after  I 
sent  it  along,  I  had  the  belated  urge  to  check  it  out. 

Imagine  my  chagrin  when  the  link  popped  up  with 
a  huge  picture  of  a  vibrator  and  a  rather  specific  word 
association  that  I  didn’t  find  the  least  bit  “intriguing.” 
My  colleague  is  still  laughing  about  it.  I’m  still  con¬ 
sidering  having  my  head  examined  for  being  such  a 
trusting  twit. 

So  count  me  among  the  supporters  of  San  Francis¬ 
co  attorney  David  Kramer’s  plan  to  drop  the  financial 
hammer  on  spammers. 
Kramer  is  the  driving  force 
behind  a  proposed  California 
state  law  that  would  make  it 
much  easier  for  Internet  ser¬ 
vice  providers  to  charge 
spammers  for  the  unwel¬ 
come  and  costly  abuse  of 
their  networks.  He’s  suggesting  a  $50  fine  per  junk 
message,  with  a  maximum  $15,000  fine,  on  self- 
styled  cyberentrepreneurs  who  use  Internet  service 
providers  for  bulk  E-mailing  without  their  permission. 

America  Online,  Inc.,  the  nation’s  largest  gateway 
to  the  Internet,  is  endorsing  the  30-year-old  lawyer’s 
plan,  which  sidesteps  the  spectre  of  government  reg¬ 
ulation  of  content  and  follows  the  money  instead.  It 
has  the  additional  appeal  of  leaving  bulk  E-mail  poli¬ 
cies  up  to  the  Internet  service  providers  themselves. 

There  have  been  a  few  recent  and  heartwarming 
court  cases  punishing  junk  E-mailers  —  including  last 
week’s  victory  by  E-mail  provider  Bigfoot  Partners  LP 
against  bulk  mailer  Cyber  Promotions,  Inc.  But  the  In¬ 
ternet  service  providers  are  understandably  leery  of 
antispam  legislation  and  case  law  that  could  trip  up 
their  own  future  revenue  from  commercial  E-mailing. 

If  David  Kramer  succeeds  in  making  his  antispam 
rule  a  law  in  cybersavvy  California,  I  hope  it  keeps 
right  on  rolling  into  other  states,  as  well.  I’d  like  the 
next  “intriguing  word  association”  I  come  across  at 
work  to  read:  “Spammer  driven  out  of  business  by 
$10,000  fine.” 


Maryfran  Johnson,  executive  editor 
Internet:  marYfran_Johnson@cw.com 
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Worker  quality  matters,  too 

The  shortage  of  software 
talent  is  finally  making  head¬ 
lines  as  the  government  recog¬ 
nizes  the  economic  importance  of 
the  systems  these  folks  build  and 
the  consequences  of  not  having 
enough  people  to  build  them.  The 
problem  isn’t  the  reported 
340,000  current  job  openings.  It’s 
the  last  100,000  software  develop¬ 
ers  who  got  hired  as  firms  became 
increasingly  desperate  to  fill  posts. 

Current  proposals  to  address 
the  nation’s  shortage  of  IT  talent 
include  measures  to  transition 
people  from  other  fields,  retrain 
people  with  obsolete  skills  and 
even  train  the  hard-core  unem¬ 
ployed  to  do  programming.  In 
Malaysia,  where  the  shortage  of 
talent  is  recognized  as  a  major 
barrier  to  that  country’s  high-tech 
future,  programs  have  been  pro¬ 
posed  to  “reskill”  ex-convicts  and 
drug  addicts. 

Our  businesses  and  our  lives 
have  become  dependent  on  mil¬ 
lions  of  programs  working  correct¬ 
ly  almost  all  the  time.  Software  is 
serious,  professional  work  —  well- 
paid  work  —  but  software  profes¬ 
sionals  are  not  licensed,  often  not 
formally  trained  beyond  the  lan¬ 
guage  level  of  software  engineer¬ 
ing  and  still  not  respected  for  the 
value  they’ve  collectively  created. 
As  the  most  talented  migrate  to 
jobs  at  companies  already  aware  of 
the  strategic  importance  of  their 
software  —  like  Microsoft,  Mo¬ 
torola  and  Citibank  —  who’s  re¬ 
placing  them?  And  what  will  the 
consequences  be  for  the  economy 
and  for  our  lives? 

Avron  Barr  and  Shirley  Tessler 
Stanford  University 
Palo  Alto,  Calif. 
scip@cs.stanford.edu 


Thanks  for  cutting  hype 

Thanks  to  Computerworld 
columnist  Bill  Laberis  for  cut¬ 
ting  through  all  the  hype  [“One 
big  pile,”  CW,  Feb.  2].  I  have  the 
article  thumbtacked  to  our  canteen 
bulletin  board. 

Dale  Pippert 
Principal  engineer 
Taratec  Development  Corp. 

Newark,  Del. 
dpippert@taratec.com 

NT  can  be  the  right  tool 

The  people  who  are  complain¬ 
ing  about  Windows  NT  must 
either  not  understand  it  or  have 
used  third-party  software  before 
testing  it.  We  have  converted 
our  technology  staff  to  Win¬ 
dows  NT  from  Windows  95  for  ap¬ 
plication  develop¬ 
ment  because 
Windows  95 
caused  too  many 
problems.  Since 
they  have  been  on 
NT,  they  haven't 
experienced  any 
problems.  People 
should  recognize 
what  NT  is  good 
for:  file  and  print 
services  and  workgroup  applica¬ 
tion  servers. 

The  issue  of  NT  and  Unix  is  not 
an  either/or  proposition.  An  intel¬ 
ligent  IT  person  will  look  at  what 
needs  to  be  accomplished  and  use 
the  appropriate  tool.  The  real  key 
to  IT  is  solving  the  business  prob¬ 
lems  and  helping  your  company 
make  money,  not  making  a  holy 
war  between  NT  and  Unix. 

Sean  Blake 
Sphinx  Pharmaceuticals 
Durham,  N.C. 
blake_sean_k  @  lilly.com 


No  more  supermodels? 

After  reading  Computer- 
world’s  Jan.  26  article  on  the 
IT  workforce  [“The  numbers 
game”],  I  did  some  research  on 
your  Web  site  regarding  H-iB 
visas  for  foreign  temporary  work¬ 
ers.  I  found  an  article  [“Visa  ceil¬ 
ing  bars  foreign  programmers”] 
that  says  that  “About  2,500  of  the 
55,000  H-iB  visas  granted  last 
year  were  for  computer  specialists, 
mostly  programmers.” 

That  makes  me  think  the  im¬ 
pact  of  the  H-iB  visas  awarded  is 
negligible  when  compared  with  a 
2,184,000-strong  IT  workforce. 
And  given  that  most  H-iB  visas 
are  granted  to  foreign  fashion 
models  who  obtain  one  visa  for 
each  fashion  company  they  work 
for  —  sometimes  for  very  short  as¬ 
signments  —  maybe  the 
Information  Technology 
Association  of  America 
should  lobby  for  a  new 
category,  “H-i  C,”  where 
the  “C”  stands  for  com¬ 
puter  professional.  We 
can  leave  H-i  “B”  for  the 
“beautiful”  people. 

Pedro  Esteban 
Miami 

pedroesteban@usa.net 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framing¬ 
ham,  Mass.  01701.  Fax  num¬ 
ber:  (508)  875-8931;  Internet: 
letters@cw.com.  Please  in¬ 
clude  an  address  and  phone 
number  for  verification. 


The  key  to  IT 
is  solving  busi¬ 
ness  problems, 
not  an  NT/Unix 
holy  war. 
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All  hail  the  chief  ignorance  officer 

Thornton  May 


Curmudgeon  and  eminent  grise  though  I  be,  I 
admit  to  having  been  seduced  by  the  hysteria 
around  knowledge  management.  I  further  con¬ 
fess  to  having  gone  so  far  as  to  invest  the  scarcest  re¬ 
source  of  all  —  time  —  conducting  groundbreaking  re¬ 
search  on  the  topic. 


The  future  belongs  to 
organizations  that 
aggressively  manage  what 
they  aren't  aware  of. 


What  did  I  find? 

The  strategic  resource  that  must  be 
managed  is  ignorance! 

Business  scholars 
(is  that  an  oxy¬ 
moron?)  envision  a 
day  when  the  CIO 
retitles  himself  chief 
knowledge  officer,  or 
CKO.  That  would  be 
a  terrible  mistake. 

CIOs  are  only  now 
recovering  from  the 
handicap  of  their  title;  never  has  a  more 
misleading  one  been  foisted  on  organi¬ 
zations.  The  CIO  isn’t  in  charge  of  any¬ 
thing.  High-priced  machines,  not  infor¬ 
mation,  are  the  things  being  managed. 
And  in  most  cases,  the  CIO  isn’t  an  offi¬ 
cer  of  the  company. 


Visionary  CIOs  ought  to  assume  a 
title  that  truly  connotes  their  role 
and  value  in  the  organization:  chief 
ignorance  officer. 

“Ignorance”  is  a  misunderstood  word. 
It’s  not  a  synonym  for  stupid;  it  simply 
denotes  lack  of  awareness. 

We  live  in  a  world  that  is  unknowable. 
Did  we  know  when  Windows  95  would 
finally  ship?  Did  we  know  when  Win¬ 


dows  95  would  finally  work?  Do  we 
know  when  the  Internet  will  be  secure? 
Do  we  know  how  much  information  our 
customers  provide  about  themselves? 

No,  no,  a  thousand  times  no.  But  we 
must  go  about  doing  business. 

The  future  belongs  to  individuals  and 
organizations  who  aggressively  manage 
what  they  aren’t  aware  of.  The  processes 
associated  with  identifying  what  you  are 
ignorant  of  and  what  you  should  do 
about  that  ignorance  will 
soon  become  critical  dif¬ 
ferentials.  The  ability  to  ac¬ 
cept  ignorance  not  as  a 
weakness  but  as  a  defining 
reality  of  the  chaotic  world 
we  live  in  is  the  first  step 
toward  world-class  corpo¬ 
rate  performance  and  the 
world-class  systems  that 
such  corporate  perfor¬ 
mance  is  predicated  on. 

CIOs  should  start  embracing  igno¬ 
rance  on  the  front  end  of  the  technology 
life  cycle.  That  is,  how  and  when  tech¬ 
nology  enters  the  organization.  The  re¬ 
quest  for  proposals  process  that  prevails 
in  most  organizations  is  too  stupid. 
Technology  organizations  deny  their  ig¬ 
norance,  saying  that  the  bunch  of  lists 
they  send  to  ethically  constrained  but 


word-processor-powered  vendors  consti¬ 
tutes  a  legitimate  problem  statement. 

If  you  really  know  what  the  problem 
is,  put  it  on  your  Web  site  —  along  with 
how  much  money  and  time  you  are  will¬ 
ing  to  spend  to  solve  it.  Then  let  the  so¬ 
lution  providers  bid  for  the  right  to  solve 
it  under  the  fiscal  and  temporal  terms 
you  have  dictated. 

If  you’re  ignorant  of  your  problem 
(and  who  among  us  isn’t?),  bring  in  as 
many  fresh  perspectives  and  unique 
voices  as  possible.  Moshe  Rubenstein, 
founder  of  the  Center  of  Business  Re¬ 
newal  at  UCLA,  says,  “The  more  mis¬ 
takes  at  the  beginning,  the  more  chaos 
and  uncertainty  in  the  initial  stages  of 
your  collaboration,  the  better  off  you  are. 
Because  if  you  don’t  have  it  at  the  begin¬ 
ning,  you  are  most  likely  to  have  it 
where?  At  the  end.” 

Industry  analysts  posit  that  knowledge 
management  is  the  natural  next  step  in 
the  evolution  of  information  manage¬ 
ment.  Knowledge  management  may  be 
the  next  step,  but  it’s  not  the  final  step. 

The  final  step  will  be  ignorance  man¬ 
agement.  □ 

May  is  vice  president  of  research  and  edu¬ 
cation  at  Cambridge  Technology  Partners, 
Inc.  in  Cambridge,  Mass. 


Cautions  on  clustering 

John  Gantz 

About  10  years  ago,  the  idea  of  RAID  —  redun¬ 
dant  arrays  of  inexpensive  disks  —  came  into 
the  storage  lexicon.  Now  a  similar  idea  is  com¬ 
ing  into  the  processing  lexicon:  clustering.  This  is  the 
use  of  interconnected  computer  systems,  each  running 
its  own  operating  system,  as  a  single  unified  comput¬ 
ing  resource. 


The  concept  is  as  old  as  the  hills. 
We’ve  been  clustering  mainframes  for 
years  to  increase  processing  scalability 
and  share  peripherals  economically. 
What  refreshes  the  concept  is  that  peo¬ 
ple  are  talking  about  doing  it  with  Intel- 
based  processors.  Microsoft  has  an  NT 
initiative,  as  do  Novell  and  IBM.  Disk 
drive  companies  such  as  EMC  and  Hi¬ 
tachi,  as  well  as  software  suppliers  such 
as  Oracle,  Teradata  and  Veritas  are  push¬ 
ing  the  concept. 

At  a  recent  briefing  for  clients,  my  In¬ 
ternational  Data  Corp.  colleague  David 
Floyer  predicted  that  by  2001,  about  a 
third  of  Intel  servers  shipped  will  go  into 
clustered  environments,  most  running 


NT,  compared  with  only  a  negligible 
amount  used  in  this  setting  today. 

I  guess  that  as  with  RAID,  users  will 
expect  to  use  clusters  of  inexpensive 
Intel  processors  to  replace  midrange 
computers  or  mainframes.  Floyer  looks 
for  a  handful  of  cluster  types  to  emerge, 
some  designed  to  provide  high  avail¬ 
ability,  some  for  resource  sharing, 
some  to  host  dedicated  applications 
such  as  SAP  R3  and  some  to  pro¬ 
vide  scalability  of  system  functions. 

I  don’t  doubt  Floyer’s  forecast; 
lots  of  us  will  deploy  Intel  server 
clusters  in  the  future.  But  I  worry  if 
we’ll  do  it  wisely.  Or  if  we’ll  be  able 
to  predict  the  shifting  needs  of  our 


user  bases,  which  could  suddenly  make 
clustering  uneconomical. 

Floyer  points  out  that  the  vaunted  seal- 
ability  of  server  clusters  will  apply  only 
to  simple  and  read-only  applications,  that 
continuous  availability  will  really  mean 
simple  fail-over  and  come  at  a  high  cost 
and  that  there  will  be  lots  of  hidden 
costs  in  deploying  clusters.  I  expect  a  lot 
of  trial  and  error  with  server  clusters  un¬ 
til  IS  discovers  how  to  best  use  them. 

What  would  worry  me  most  as  an  IS 
professional  is  the  possibility  of  untram¬ 
meled  expansion. 

The  more  servers  in 
a  cluster,  the  more 
chance  for  commu¬ 
nications  and  inter¬ 
process  overhead. 

This  white  noise 
grows  logarithmical¬ 


Lashing  small  servers 
together  to  replace 
complex  systems  is 
appealing,  but  perilous. 


ly.  It’s  all  too  easy  for  the  processors  to 
spend  99%  of  their  computing  cycles  on 
coordination  and  housekeeping  and  1% 
on  processing. 

My  advice  is  to  not  rush.  It  took  sever¬ 
al  generations  of  RAID  disk  systems  be¬ 
fore  the  technology  became  robust 
enough  to  depend  on.  The  same  is 
bound  to  be  true  for  server  clustering.  It 
also  will  take  several  generations  for 
enough  field  experience  to  accumulate 
for  us  to  know  the  real  limits  to  and 
sweet-spot  applications  for  clustering. 
The  last  thing  you  want  to  do  is 
spend  two  years  in  development  and 
rollout  of  a  major  cluster-based  ap¬ 
plication  only  to  discover  when  you 
get  to  full  operational  load  that  you 
really  do  need  a  bigger  computer. 

Intellectually,  I  find  the  clustering 
concept  appealing  —  lashing  small¬ 
er,  inexpensive  servers  together  to 
do  tlie  work  of  large,  complex  sys¬ 
tems  —  but  somehow  I  don’t  think 
it's  going  to  be  easy.  Don't  be  a 
guinea  pig.  □ 


Gantz  is  senior  vice  president  at  Inter¬ 
national  Data  Corp.  in  Framingham, 
Mass.  Flis  Internet  address  is 
jgantz@  idcresearch.com. 
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_ COMMENTARY _ 

The  missing  buzzword:  Appropriate 

Allan  E.  Alter 


I  hate  buzzwords.  They’re  misleading,  they’re  tire¬ 
some,  they  make  something  big  out  of  nothing 
much.  But  there  is  one  word  that  I’d  like  to  hear 
much  more  of:  Appropriate. 


I  hear  earfuls  about  leading  bleeding- 
edge,  value-added,  value-driven  total 
business  solutions.  But  no  one  talks 
about  appropriate  technology. 

Appropriate  —  now  that’s  a  word  we 
can  use.  It  means  remembering  that  in¬ 
formation  technology  is  only  a  tool,  not  a 
solution.  Appropriate  technology  is  the 
right  tool  for  the  job  —  it  gets  the  job 
done,  does  it  simply  and  doesn’t  waste 
time,  money,  resources  or  effort. 

It  means  not  being  a  slave  to  technol¬ 
ogy  fashion  and  saying  no  to  solutions 
looking  for  problems.  It  means  using 
older  technologies  that  are  sound  and 
sufficient  and  avoiding  technical  solu¬ 
tions  when  simplifying  a  business 
process  will  do.  It  means  being  alert  to 
the  nasty  side  effects  technology  can 
have  —  and  dodging  them. 

The  people  at  USAA  understand 
appropriate.  The  San  Antonio  financial 


company  doesn’t  have  a  public  World 
Wide  Web  site.  That’s  not  reactionary  — 
that’s  smart.  The  com¬ 
pany  sells  insurance 
only  to  military  officers 
and  their  families,  and 
it  already  knows  how 
to  reach  its  market. 

Why  build  a  site  that 
would  only  frustrate 
most  surfers,  telling 
them  they  can’t  buy  in¬ 
surance  from  USAA? 

So  USAA  passed  up 
the  first  wave  of  Web 
sites.  But  now  that 
tools  have  evolved,  the  company  is  build¬ 
ing  a  site  that  will  provide  service  for  ex¬ 
isting  customers.  USAA  held  off  on 
Web-based  commerce  until  it  could  do 
some  real  good  for  its  customers. 

That’s  using  technology  appropriately. 


Williams  Technologies,  a  company 
that  remanufactures  car  transmissions, 
understood  appropriate  when  it  built  a 
simple  MS-DOS-based  system  that  helps 
factory  workers  assemble  transmissions 
more  quickly  and  accurately.  Computers 
on  the  assembly  line  show  workers  how 
to  assemble  parts  with  step-by-step  in¬ 
structions  and  pictures.  The  system 
helped  quadruple  sales  and  is  so  simple, 
a  lone  IS  professional 
and  a  few  factory 
workers  built  the  pilot 
in  seven  months  for 
$27,000. 

I  wish  the  airlines 
understood  appropri¬ 
ate.  Their  voice-mail 
menus  are  long  and 
confusing;  it  takes  for¬ 
ever  to  get  someone 
on  the  telephone. 

And  imagine  if  a 
resort  forced  you  to 
check  in  electronically  at  the  front  desk 
or  use  the  TV  clicker  to  order  room  ser¬ 
vice  or  make  an  appointment  for  a  back 
rub.  That  hotel  would  close  down  fast. 
Guests  at  fancy  hotels  want  to  be  pam¬ 
pered  by  people,  not  machinery.  But  giv¬ 


ing  check-in  clerks  and  masseurs  a  sys¬ 
tem  that  tells  them  about  the  likes  and 
dislikes  of  guests  is  appropriate.  That 
way  they  can  pamper  guests  even  more. 

“Appropriate  technology”  would  make 
a  great  buzzword. 

I  heard  it  first  when  I  visited  Toyota 
headquarters  in  Japan.  For  Toyota,  ap¬ 
propriate  means  investing  in  a  global 
network,  developing  its  own  computer- 
aided  design  and  manufacturing  soft¬ 
ware  and  creating  the  Lexus  customer 
service  database.  But  when  it  comes  to 
manufacturing,  Toyota  almost  always 
chooses  simple  processes  over  technical 
complexity.  Since  my  visit  three  years 
ago,  the  company  has  turned  away  from 
“mass  customization”  and  returned  to 
building  simpler,  less  costly  cars  with 
fewer  parts.  That  has  helped  Toyota  re¬ 
duce  the  price  of  its  best-selling  Canary. 

So  brush  off  those  tired  buzzwords 
and  brush  up  on  appropriate  technology. 
You  might  tick  off  a  few  rabid  tech- 
nophiles  but  your  customers,  manage¬ 
ment  and  shareholders  will  thank  you.  □ 

Alter  is  Computerworld ’s  department 
editor,  Managing.  His  Internet  address  is 
allan_alter@cw.com. 


Intel’s  pain  is  your  gain 

David  Moschella 


impact  of  cheap  Asian  currencies.  But 
occasionally  there  are  deeper  explana¬ 
tions  that  are  worth  understanding. 

This  is  one  of  those  times. 

For  file  past  18  months.  I’ve  been  say¬ 
ing  that  until  at  least  the  turn  of  the  cen¬ 
tury,  network  computers  will  be  much 
more  of  a  metaphor  than  a  market.  This 
has  never  been  more  true  than  it  is  right 
now.  While  network  computers  from 
IBM.  Sun  and  Oracle  continue  to  have 
just  about  zero  market  impact,  the  power 
of  network-centric  computing  is  chang¬ 
ing  the  very  nature  of  the  PC  business. 

You  have  a  good  sense  by  now  of  what 
network  computers  are  all  about.  Desk¬ 
top  computers  are  more  like  network  ac¬ 
cess  vehicles  than  separate  computing 
platforms,  and  IT  investments  have 
shifted  toward  the  enterprise  network  in¬ 


frastructure.  The  logi¬ 
cal  consequence  is  that 
the  overall  pace  of  PC 
upgrades  should  slow, 
and  when  you  do  buy 
additional  PCs,  you 
will  likely  trade  lower 
performance  for  lower 
prices.  Those  lower 
prices  will  further  the 
long-term  goal  of  de¬ 
vice  ubiquity,  despite 
today’s  apparent  unit  demand  blip. 

From  Intel’s  perspective,  that  is  a 
mixed  blessing.  Since  the  company  is 
the  world’s  only  high-volume,  Microsoft- 
compatible  chip  manufacturer,  the  more 
PCs  the  better.  On  the  other  hand,  Intel 
has  always  benefited  enormously  from 
customers’  willingness  to  adopt  its  latest 


and  fastest  microprocessors.  That  mutu¬ 
al  commitment  is  fading  away. 

Remember  how  employees  used  to 
beg,  battle  and  barter  for  advanced  286-, 
386-  and  486-based  systems?  That 
meant  customers  and  Intel  were  on  the 
same  upgrade  cycle  —  a  concept  consis¬ 
tent  with  a  PC-centric  view  of  comput¬ 
ing.  But  in  a  network-centric  world,  the 
gap  between  what  Intel 
can  provide  and  what 
customers  need  will 
steadily  widen  unless  a 
whole  new  range  of 
desktop  applications 
emerges.  That’s  why 
Intel  is  emphasizing 
audio,  video  and  3-D 
technology. 

But  that  strategy 
isn’t  working  yet.  Intel 
made  a  big  deal  about 
its  MMX  multimedia  technology,  but 
what  has  been  the  real  customer  impact? 
Now  it  is  rolling  out  a  low-end  brand 
called  Celeron.  This  will  be  tricky.  Andy 
Grove  and  company  have  spent  the  past 
few  years  telling  us  we  are  nowhere  if  we 
don’t  have  a  Pentium.  Now  that  the  low 
end  is  by  far  the  fastest-growing  PC  seg¬ 


ment,  that  message  apparently  will 
change  fundamentally. 

Competition  is  critical  to  this  whole 
process.  As  a  customer,  you  may  not 
think  much  nor  often  about  AMD  and 
Cyrix.  They  remain  minor  players  that 
have  often  found  it  hard  to  keep  their 
promises.  But  if  it  weren’t  for  their  per¬ 
severance,  imagine  what  Intel’s  prices 
would  be  like  today.  Root  for  them.  Like 
Amdahl,  they  are  probably  destined  to 
save  customers  far  more  money  than 
they  ever  earn  for  themselves. 

Don’t  get  me  wrong:  Intel’s  future  is 
still  incredible.  Once  its  64-bit  Merced 
chip  is  available,  it  will  take  over  the 
server  market  for  Windows  NT  and 
Unix- type  systems  —  an  unprecedented 
achievement.  And  someday,  we  will  al¬ 
most  surely  want  our  computers  to 
speak,  hear  and  see.  But  in  the  mean¬ 
time,  PCs  are  looking  more  and  more 
like  network  appendages.  And  as  long  as 
that  is  the  case,  falling  prices  will  be  the 
spirit  of  the  times.  □ 


Moschella  is  an  author,  independent  con¬ 
sultant  and  weekly  columnist  for  Com¬ 
puterworld.  His  Internet  address  is  david_ 
moschella@cw.com. 


Bntel’s  stock  has  soared  so  high  for  so  long,  it  may 
seem  like  no  big  deal  that  it  has  come  down  a  bit. 
As  a  customer,  you  certainly  don’t  care  whether  the 
company’s  disappointing  quarter  was  because  of  slow¬ 
ing  PC  demand,  channel  inventory  adjustments  or  the 


Thinking  outside-the-box. 

ViewSonic®  The  Display  Technology 
Company™,  has  once  again  delivered  the 
future. This  time,  with  ViewPanel®,  a  line 
of  displays  that  completely  redefine  the 
concept  of  flexibility.  Using  up  to  75% 
less  desktop  space  than  a  standard  CRT, 
they  can  rotate  to  display  images  in 
both  portrait  and  landscape  modes. 

Outstanding  design. 

Standout  performance. 

Made  possible  by  ViewSonic’s  new  LCD 
ViewPanel  technology,  these  ergonomically 
designed,  next  generation  color  displays 
elevate  form  and  function  to  a  new  level. 
And  they’re  equally  capable  of  elevating 
the  status  of  those  who  own  them. 

Pith  eye-opening  1,024  x  768 
resolution, ViewPanel  displays 
are  an  idea  as  bright  and  filled 
with  promise  as  the  21st  Century. 
And  they’re  here  today. 


For  the  ViewSonic  dealer  nearest 
you,  call  (800)  888-8583  and  ask 
for  agent  code  81146,  or  visit  us  at: 
www.viewsonic.com . 


Features 

VPA138 

VP140 

VPA145 

Actual  Viewable 

13.8’ 

14.0“ 

14.5' 

15.0- 

Panel  Type 

Active  Matrix 
TFT  w/LuCiD" 
Technology 

Active  Matrix 
TFT  w/LuCiD- 
Technology 

Active  Matrix 
TFT  wAuCiO" 
Technology 

Active  Matrix 

TFT  w/luCrO' 
Technology 

Contrast  Ratio 

150:1 

120:1 

100:1 

150:1 

True  Resolution 

1,024x768 

(XGA) 

1,024x768 

(XGA) 

1,024  x768 
(XGA) 

1.024x768 

(XGA) 

Landscape/Portrait  Modes 

Yes" 

Landscape 

Yes* 

Yes' 

OnView'  Controls 

Yes 

Yes 

Yes 

Yes 

ViewMatch*  Color 

Yes 

Yes 

Yes 

Yes 

Low  Emissions 

Yes 

Yes 

Yes 

Yes 

Built-in  Audio 

1.0  Watt  x  2 

No 

1.0  Watt  x  2 

1.0  Watt  x  2 

•Utilizing  supplied  Pelted  Portrait  software-  May  not  be  compatible  with  an  sobiare 


ViewSonic* 

The  Display  Technolog}'  Company" 


(909)  869-7976  Fax:  (909)  869-7958  •  Internet:  www.viewsonic.com  •  Specifications  subject  to  change  without  notice  •  Copyright  ©  1998,  ViewSonic  Corporation  •  All  rights  reserved  •  Corporate  names  and  trademarks  are  the  property  of  their  respective  companies. 


WE'D  RATHER  TALK  ABOUT 


COBOL  COPYLIB 


COBOL  for  Logic  Correction 
COBOL  for  Date  Expansion 
File/Transaction  Converter 
BAL  for  Logic  Correction 
BAL  for  Date  Expansion 
PL/I  for  Date  Expansion 
USE  PL/I,  BAL,  Scanner 
Universal  Text  Scanner 
Universal  Converter 
JCL/Proc  Analyzer 
Impact  Analysis 
AS/400  COBOL 


Whatever  your  Year  2000  problems 


are,  Peritus  has  the  most  comprehen- 
sive  set  of  tools  to  solve  them.  That's 
because  nobody  offers  a  wider  range  of 
Year  2000  solutions  to  support  more 
computer  platforms  and  programming 
languages  than  Peritus.  Repeat,  nobody. 
Plus,  with  more  than  200  clients  and  nearly 


AS/400  RPG 
IMS  Bridge 
APS  COBOL 
USE  COBOL 
Inventory 
Warper 
Natural 
TELON 


four  billion  lines  of  code  successfully 
‘  m  renovated,  (and  billions  more  to  come), 
m  Peritus  has  more  proven  experience 
m  than  any  other  company  in  the  world. 
m  Which  means  there  are  few  Year  2000 
■  problems  we  can't  solve.  Let's  talk.  Call 
I  Peritus  at  1-888-85EV0LVE,  ext.  114,  or 
visit  our  web  site  at  www.peritus.com. 


Peritu / 


Creative  Excellence  In  Software  Evolution 
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Briefs 

E-payments  at  the  Fed 

The  Federal  Reserve  System 
has  announced  plans  to  dis¬ 
tribute  financial  electronic 
data  interchange  translation 
software  to  12,000  institu¬ 
tions  connected  to  Fed  Line, 
the  Fed’s  electronic  payment 
transaction  connection.  The 
Fed  acquired  the  software 
from  Bottomline  Technolo¬ 
gies,  Inc.  in  Portsmouth, 
N.H.  The  rollout  is  part  of 
an  initiative  to  convert  all 
federal  payments  to  electronic 
funds  transfers  by  jan.  1, 
1999. 


Houston-based  Vanstar  Corp., 
a  $2.2  billion  PC  network  in¬ 
tegrator,  has  selected  Skyway 
Freight  Systems,  Inc.  in  Wat¬ 
sonville,  Calif.,  to  be  its  pri¬ 
mary  logistics  and  transporta¬ 
tion  services  provider.  Skyway 
will  manage  logistics  and 
transportation  operations  for 
Vanstar’s  distribution  centers 
in  Livermore,  Calif.,  and  Indi¬ 
anapolis. 

Consumer  bank  service 

Republic  National  Bank  of 
New  York  has  signed  a  letter 
of  intent  to  license  Atlanta- 
based  Securities  First  Tech¬ 
nologies’  Internet  banking 
software  to  allow  the  New 
York  bank’s  customers  to  pay 
their  credit-card  bills  online. 

E-commerce  boom _ 

A  survey  by  Zona  Research, 
Inc.  found  that  44%  of  112 
companies  with  more  than 
500  workers  are  likely  to  im¬ 
plement  Internet-based  sell¬ 
ing  within  two  years. 

Worldwide  telecommuni¬ 
cations  year  2000 
challenges 

Lines  of  code  in 
switching  devices:  4.7B 

Vendors  with  products  in 
infrastructure:  1,200 

Products  used  in  infra¬ 
structure:  25,000 

Total  year  2000  cost: 

$16.5B 

Source:  Computer  Economics.  Inc.,  Carlsbad,  Calif. 


Corporate  Strategies 


Integrator  choice: 
a  matter  of  taste 

►  Wine  dealer  makes  it  online  after  errors 


By  Julia  King 


two  years  and  five  Web  devel¬ 
opment  firms  later,  Jim  Wein- 
rott  finally  got  what 
he  wanted. 

The  wine  im-  INTEGRATORS 


lm- 


could  easily  share  information 
that  is  hard  to  come  by  given 
the  industry’s  multitier  distrib¬ 
ution  structure. 

Producers,  for 

SYSTEMS -  example,  don’t 

know  who  ulti- 


porter  and  distributor  from  Nar- 
berth,  Pa.,  wanted  to  create  a 
virtual  marketplace  where  dis¬ 
tributors,  retailers  and  con¬ 
sumers  could  exchange  infor¬ 
mation. 

Weinrott’s  idea  was  to  build  a 
World  Wide  Web  site  and  get  its 
address  printed  on  wine  labels. 
That  way,  buyers  and  sellers 


mately  consumes  their  products 
or  where  they  obtain  them.  If 
they  had  that  knowledge,  the 
producers  could  improve  their 
own  planning  and  give  con¬ 
sumers  more  of  what  they  like. 

In  late  1995,  Weinrott  set  off 
on  what  became  a  high-tech  ser¬ 
vices  odyssey.  The  journey  be¬ 
gan  with  a  visit  to  an  indepen¬ 


wine  consumer  and 
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dent  Web  designer,  who  told 
Weinrott  it  would  cost  $6,800 
and  take  three  weeks  to  build 
the  site  he  described. 

But  no  work  was  ever  done. 

The  lesson  learned:  If  it 
sounds  too  good  to  be  true,  it 
probably  is,  Weinrott  said. 

He  then  turned  to  a  Web  de¬ 
velopment  firm  he  found  on  the 


Web  itself.  During  many  tele¬ 
phone  calls  and  in  dozens  of 
electronic  messages,  the  sys¬ 
tems  requirements  were  laid 
out.  The  company  took  on  the 
project  and  sent  Weinrott  a  con¬ 
tract. 

But  he  was  outraged  by  a 
clause  that  gave  the  company 
Wine,  page  40 


Charles  Ross,  a  senior  at 
East  Jessamine  High 
School,  was  hired  to  help 
with  his  school's  network 
maintenance  and  support 


Schools  promote  IT 
talent  in  students 


►  Teens  hired  to  maintain 

By  Tim  Ouellette 


KENTUCKY’S  PUBLIC  SCHOOLS 
have  tapped  a  new  source  of  IT 
talent  to  build  and  maintain 
many  of  its  systems:  the  stu¬ 
dents  themselves. 

In  what  observers  call  an  in¬ 
novative  program,  groups  of  se¬ 
lect  students  are  hired  to  main¬ 
tain  districtwide  networks  that 
house  school  World  Wide  Web 
sites,  electronic-mail  systems 
and  basic  office  applications. 

The  students  will  soon  get 
training  that  will  make  them 
Certified  Novell  Engineers  or 


districtwide  networks 

Certified  Network  Administra¬ 
tors  before  they  even  get  their 
high  school  diplomas. 

Each  day  after  school,  for  ex¬ 
ample,  18-year-old  Charles  Ross, 
a  senior  at  East  Jessamine  High 
School,  checks  the  Jessamine 
County  network’s  problem  re¬ 
port  and  gets  to  work.  Issues 
can  range  from  fixing  an  E-mail 
bottleneck  to  training  a  teacher 
on  how  to  use  a  specific  appli¬ 
cation. 

"Most  school  districts  [in  Ken¬ 
tucky]  recognize  that  the  wealth 
of  technical  knowledge  lies  with 
Schools,  page  41 


Down  and  up  in  Atlanta: 
Tech  business  saves 
failed  music  producer 


By  Thomas  Hoffman 


scott  schuster  has  seen  more 
than  his  share  of  career  set¬ 
backs  and  rebounds.  The  latest 
chapter,  though,  could  be  his 
highest  profile  yet:  a  possible 
seat  on  President  Clinton’s  year 
2000  commission. 

Five  years  ago,  one  of  Schus¬ 
ter’s  business  partners  ran¬ 
sacked  the  Atlanta  recording 
studio  they  co-owned  and  took 
off  with  everything,  from  the 
synthesizers  to  the  toilet  paper 
rolls. 

It  was  a  tough  turn  for 
Schuster,  whose  studio  had 
nurtured  the  careers  of 
recording  artists  such  as  the 
rockabilly  Cigar  Store  Indians 
and  the  rock/folk  band  Vigi¬ 
lantes  of  Love.  Left  with  no  vi¬ 
able  means  of  recovering  his 
losses,  Schuster  had  $50  to  his 
name,  a  pregnant  wife,  two 
hungry  toddlers  and  nowhere 
to  go. 

Thanks  to  the  generosity  of 
some  friends,  who  took  in  the 
family,  Schuster  emerged  from 


bankruptcy  within  a  few 
months.  He  returned  to  a  previ¬ 
ous  career  as  a  contract  pro¬ 
grammer  and  began  an  incredi¬ 
ble  rebound. 

BACK  ON  TRACK 

After  several  successful  consult¬ 
ing  gigs,  including  a  six- week 
rush  job  to  fix  an  inventory 
management  system  used 
by  The  Southern  Co.  at  the 
Olympic  Summer  Games  in  At¬ 
lanta,  Schuster,  34,  went  on  to 
build  a  42-person,  $15  million 
information  technology  consul- 
Dowri  and  up,  page  40 


ITC  President  Scott  Schus 
ter's  never-say-die  spirit 
helped  salvage  his  career 
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COMPUTER 

PRINTERS 

WE  INVENTED  the 
FIRST  LINE  MATRIX 
PRINTER  in  1970... 


NOW  WE'RE  the 
FIRST  to  PROVIDE 


LINE  MATRIX  PRINTERS: 
For  high  volume- 
unattended  print  runs 
to  318,000  pages  per 
month/ 1800  lines  per 
minute,  no  other  tech- 
oology  more  reliable 
or  cost  effective... 


from  450  to 


1 800  lines  per  minute 


Made  in  the  USA 
ISO  9001  Certified 

check  out  our  web  site  at 

www.tally.com 

for  more  info  or  call 

1.800.843.1347  ext.  49 

Tally 

printers 

creating  industrial  output 
dev  ices  since  1948 

*  1 990  Tally.  Tally  is  a  registered  trade¬ 
mark  ot  Tally  Printer  Corporation. 


Down  and  up  in  Atlanta 
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tancy.  He  now  drives  a  big  Mercedes 
when  he  isn’t  splashing  around  in  his 
twin-engine,  27-foot  cabin  cruiser  on  At¬ 
lanta’s  Lake  Lanier. 

Schuster’s  never-say-die  spirit  and  en¬ 
trepreneurial  savvy  have  helped  the  pub¬ 
licity-hungry,  Michigan  native  salvage  his 
career. 

“Everything  in  life  comes  back  around 
to  you,”  Schuster  said. 

The  recording  studio  debacle  wasn’t 
Schuster’s  only  unexpected  setback. 

In  the  late  1980s,  Schuster  said,  he 
was  doing  “low-level”  LAN/ WAN  net¬ 
working  jobs  for  customers  such  as 
Suntrust  Banks  and  Hewlett-Packard 
Co.  when  his  father  suffered  a  heart  at¬ 
tack.  That  forced  Schuster  to  return  to 
Detroit  to  run  his  father’s  medical 
practice. 

Schuster  ran  the  family  business  for  a 
year  before  his  father  fully  recovered. 
Then  he  developed  and  sold  medical 
billing  systems  after  he  learned  how  to 
program  Basic  from  a  textbook.  He  land¬ 
ed  several  big  billing  systems  contracts, 
then  Schuster,  a  classical  pianist  who 
plays  several  musical  instruments,  put 


his  programming  aside  and  sank 
$250,000  from  his  billing  system  sales 
into  the  recording  studio. 

After  the  studio  collapsed,  Schuster 
and  his  family  moved  into  the  home  of 
the  owner  of  a  nearby  Quik  Trip  conve¬ 
nience  store  Schuster  frequented.  The 
store  owner’s  wife  was  a  Vigilantes  back¬ 
up  singer. 

The  Schusters  crammed  themselves 
into  a  spare  room  their  good  Samaritans 
offered  them.  “It  was  tight,”  Schuster 
said,  “but  we  didn’t  have  much  choice  at 
the  time.” 

TURNING  THE  TIDE 

Having  now  built  a  consulting  business, 
Schuster  has  a  little  more  legroom  these 
days.  He  is  currently  president  and  CEO 
of  Intuitive  Technology  Consultants,  Inc. 
(ITC)  in  Atlanta,  where  he  has  just  bid 
on  a  9,ooo-sq.-ft.  house. 

ITC,  formed  in  August  1996,  was  sold 
last  June  to  Phoenix  International  Indus¬ 
tries  in  Palm  Beach,  Fla.  It  is  now  a 
wholly  owned  subsidiary  of  Phoenix  In¬ 
ternational. 

ITC  has  three  divisions:  staffing. 


Wine  dealer  makes  it  online 

CON 


ownership  of  all  code  produced  in  the 
course  of  development. 

“That’s  like  an  artist  who  you  pay  to 
paint  a  picture  of  your  kid  taking  the  pic¬ 
ture  back  whenever  he  wants  because  he 
used  his  own  paint,”  Weinrott  said. 

He  refused  to  sign  the  contract.  But 
the  company  still  went  ahead  with  the 
project  and  charged  the  wine  importer 
$35,000  to  develop  the  first  iteration  of 
WineAccess  (uwtv.wineflccess.com). 

CODE  WORLD 

Weinrott  also  got  to  keep  the  code,  which 
is  something  all  clients  should  demand 
in  writing,  said  Marlene  Bauer,  a  senior 
consultant  at  International  Computer 
Negotiations,  Inc.,  a  consultancy  in  Win¬ 
ter  Park,  Fla.  “If  there’s  any  type  of  un¬ 
derlying  code  that  would  belong  to  the 
supplier,  clients  need  to  get  in  the  con¬ 
tract  a  perpetual  and  irrevocable  license 
to  that  code,”  she  said. 

When  it  came  time  last  year  for  Wein¬ 
rott  to  enhance  and  update  the  site,  he 
interviewed  three  local  development 
firms  and  selected  Omicron  Consulting 
Group  in  Philadelphia.  That  was  the  one 
firm  that  agreed  to  a  fixed  price. 

“I  had  learned  that  you  really  need  to 
sit  down  in  a  room  with  the  technical 
people,  rather  than  E-mailing  and  tele¬ 
phoning,  to  get  what  you  want,” 
Weinrott  said.  His  advice  for  other  busi¬ 
nesspeople  is  to  closely  consider  the 
skills  and  talents  of  individual  team 
members  assigned  to  their  projects. 


“For  instance,  I  know  that  the  real 
key  to  the  success  of  our  site  was  one 
26-year-old  developer  at  Omicron,"  he 
said. 

That  developer,  Kevin  Durr,  now 
runs  his  own  company,  Not  Sold 
Separately.Com  in  Collingswood,  N.J.  He 
recommends  casting  a  close  eye  on  the 
Web  developers,  namely  their  motivation 
and  enthusiasm,  rather  than  the  firm 
itself. 

Web  search _ 

“One  company  brought  two  sales 
people,  one  designer,  one  designer 
manager  and  a  software  person  — 
all  billing  out  at  $125  an  hour  —  to 
the  kick-off  meeting.  And  I  already 
knew  what  I  wanted.” 

—  Jim  Weinrott,  president, 
WineAccess 


“All  of  the  stuff  we’re  doing  is  new,  so 
you  can’t  go  out  and  find  people  who  can 
say,  ‘We’ve  been  doing  this  for  five 
years,’  because  no  one  has  been  doing  it 
for  five  years,”  Durr  said. 

As  for  Weinrott,  his  late  nights  and 
learning  finally  paid  off.  Last  May,  four 
months  after  enhancing  the  WineAccess 
site,  his  company,  WineAccess,  Inc.  in 
Narberth,  Pa.,  received  its  first  $2  mil¬ 
lion  in  venture  capital.  Earlier  this 
month,  the  company  received  another  $5 
million.  □ 


which  provides  contract  programmers  to 
Fortune  500  companies  such  as  AT&T 
Corp.  and  Georgia-Pacific  Corp.;  out¬ 
sourcing  and  business  process  re-engi¬ 
neering  consulting;  and  cradle-to-grave 
year  2000  services. 

One  ITC  customer  said  Schuster's 
biggest  asset  is  his  ability  to  communi¬ 
cate  in  easy-to-understand  terms  how 
long  an  application  development  process 
will  take  and  what  the  consultants  do  to 
make  it  work. 

“We  could  have  picked  any  [vendor]  to 
do  this  job,”  said  Don  Wharff,  director  of 
operations  at  Medac,  an  Augusta,  Ga.- 
based  medical  billing  services  company. 
Wharff  said  Schuster’s  company  also  has 
“some  really  capable  people  behind  the 
scenes.” 

Medac,  which  generates  about  $54 
million  in  annual  revenue,  hired  ITC  last 
summer  to  rewire  an  old  warehouse  and 
set  up  a  Windows  NT  network  and  NT- 
based  billing  system  for  anesthesia  ser¬ 
vices.  The  privately  held  company  is  slat¬ 
ed  to  replace  its  DOS  system  this 
summer. 

To  recruit  and  retain  people,  Schuster 
offers  “above-market-rate”  salaries:  from 
$35,000  for  an  entry-level  Hypertext 
Markup  Language  programmer  to 
$200,000  for  full-blown  client/server  ar¬ 
chitects.  He  said  he  also  uses  other  re¬ 
tention  tools,  such  as  401  (k)  plans  and, 
for  prized  programmers,  equity  stock  po¬ 
sitions. 

Schuster  said  would-be  entrepreneurs 
need  to  make  sure  ventures  aren’t  un¬ 
derfunded  and  must  make  their  compa¬ 
ny  visible. 

“I  spend  99%  of  my  day  doing  mar¬ 
keting  and  PR  stuff.  It’s  really  a  net¬ 
working  business,”  said  Schuster,  who 
regularly  speaks  at  user  group  confer¬ 
ences  in  Adanta. 

BRIGHT  FUTURE 

Looking  ahead,  Schuster  is  waiting  for 
word  on  his  nomination  by  former  Flori¬ 
da  Gov.  Claude  Kirk  to  President  Clin¬ 
ton’s  soon-to-be  established  year  2000 
commission,  which  should  be  an¬ 
nounced  within  the  next  few  weeks.  Be¬ 
ing  named  to  such  a  prestigious  panel  of 
high-tech  dignitaries  “would  be  some¬ 
thing,  wouldn’t  it?”  Schuster  said. 

Kirk,  who  was  governor  from  1967  to 
1971,  is  now  an  adviser  to  young  entre¬ 
preneurs  in  West  Palm  Beach.  He  said 
he  met  Schuster  six  months  ago  through 
mutual  acquaintances. 

Kirk  called  Schuster  “a  bright  young 
man  who’s  got  a  real  feel  for  his  indus¬ 
try,"  an  assessment  that  Kirk  said  led 
him  to  nominate  Schuster  for  the  year 
2000  commission. 

One  business  executive  who  hires  con¬ 
tract  programmers  said  Schuster’s  story 
was  “intriguing,”  but  hiring  ITC  would 
require  a  thorough  background  check, 
especially  the  consultant's  financial  foot¬ 
ing. 

“If  this  guy  came  from  nowhere  and 
has  innovative  solutions  for  the  industry, 
that’s  a  positive,”  said  Tommy  Block, 
global  business  vice  president  of  the 
emulsions  polymers  unit  at  The  Dow 
Chemical  Co.  in  Midland,  Mich.  □ 
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Schools  hire  students  for  IT 
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the  students,”  said  Larry  Allen,  superin¬ 
tendent  of  schools  in  Jessamine  County, 
a  6,300-student  district  in  eastern  Ken¬ 
tucky. 

And  with  the  shortage  of  skilled  infor¬ 
mation  technology  workers,  “we  couldn’t 
afford  to  operate  this  network  right  now 
without  the  students,”  he  said. 

Also,  the  state,  which  has  invested 
millions  of  dollars  to  outfit  schools  with 
computers,  Internet  connections  and 
network  access,  gains  a  well-trained 
workforce  and  immediate  help  maintain¬ 
ing  those  networks  in  the  bargain.  About 
500  schools  statewide  are  involved  in  the 
program. 

For  example,  16  students  in  Jessamine 
support  a  i,ooo-node  Novell,  Inc.  Net¬ 
Ware  4.11  network,  along  with  Windows 
NT  Servers  that  run  Microsoft  Corp.’s 
Exchange  E-mail  system.  The  district 
has  only  one  part-time  professional 
network  manager  to  handle  other  prob¬ 
lems. 

"We  couldn't  afford  to  operate 
this  network  right  now  without 

the  students." 

-  Larry  Allen, 
superintendent  of  schools, 
Jessamine  County 

In  Anderson  County,  students  de¬ 
signed  and  managed  the  county  intranet, 
which  includes  chat  areas  for  teachers, 
administrators  and  students. 

By  growing  up  with  computers,  educa¬ 
tion  officials  said,  today’s  students  adapt 
much  faster  than  adults  to  changes  in 
computer  technology  and  solving  net¬ 
work  and  Internet  problems.  “I’ve  found 
with  technology  that  most  of  it  is  the 
same  with  different  jargon,”  Ross  said. 
For  example,  he  said  he  finds  little  prob¬ 
lem  working  on  Novell  and  Microsoft 
servers  and  while  monitoring  the  coun¬ 
ty’s  telecommunications  bridge. 

At  the  Kentucky  Education  Technology 
Conference  earlier  this  month,  Ross  and 
other  students  also  helped  build  the 
wide-area  network  that  ran  the  confer¬ 
ence  and  demonstrated  software  prod¬ 
ucts  to  attendees. 
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Kentucky  is  just  one  state  starting  to 
bring  this  level  of  technology  training  to 
students.  Wyoming  is  training  students 
to  be  Microsoft  engineers  with  the  help 
of  the  Redmond,  Wash.,  company,  said 
Alan  November,  a  principal  at  Educa¬ 


tional  Resource  Planners,  a  Chicago  con¬ 
sultancy. 

And  West  Virginia  has  wired  all  of  its 
815  schools  for  Internet  access  and  ex¬ 
pects  soon  to  take  Kentucky’s  approach 
to  support  those  networks  with  student 
technical  managers. 

"I  think  this  will  be  a  national  trend 
just  from  a  standpoint  of  the  funding  is¬ 
sue  and  resources  available,”  said  Bill 
Burrall,  coordinator  of  instructional  tech¬ 


nology  programs  for  Marshall  County 
Schools  in  Moundsville,  W.Va. 

Burrall  and  Kentucky  officials  agreed 
that  there  is  still  a  need  to  segment  their 
networks  to  keep  sensitive  information, 
such  as  students’  grades,  separate  from 
student  administration.  But  the  new 
LANs  and  intranets  that  host  Web  pages, 
E-mail  and  local  applications  are  excel¬ 
lent  candidates  for  student  support,  Bur¬ 
rall  said.  □ 
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Powered  Network 


THERE  ARE  LOTS  OF  WAYS 
FOR  YOUR  BUSINESS 
TO  ENTER  THE  INTERNET. 


The  promise  of  networked  commerce.  Stronger 
customer  relationships.  The  abiiity  to  rapidly 
respond  to  a  constantly  changing  marketplace. 

Where  there’s  a  reason  to  put  your  business 
on  the  Internet,  there’s  a  reason  to  rely  on 
the  expertise,  strength  and  security  of  Cisco 
Systems  -  the  company  that  brought  the 
Internet  to  business. 

Look  for  the  Cisco  Powered  Network™ 
mark.  It  means  your  network  service  provider 
uses  Cisco  equipment  -  the  common  platform 
that  lets  your  network  work  with  any  other 
network  on  the  planet. 

Which  is  why  Cisco  Powered  Network 
service  providers  are  uniquely  equipped 
to  make  the  Internet  work  for  you,  whether 
it’s  Internet  access,  ATM,  frame  relay  or  other 
data  services. 

To  find  out  more,  visit  our  website  at 
www.cisco.com.  And  let  a  Cisco  Powered 
Network  service  provider  open  up  the  Internet 
for  your  business. 


©1 998  Cisco  Systems.  Inc.  All  rights  reserved. 


Cisco  Systems 


Empowering  the 
Internet  Generation5*1 
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Briefs 


Despite  the  lower  cost  of  sell¬ 
ing  online,  prices  aren’t  any 
lower  on  the  World  Wide  Web 
than  elsewhere,  according  to 
a  study  by  the  Organisation 
for  Economic  Co-operation 
and  Development  (OECD). 
The  study,  available  at  www. 
oecd.org/dsti/sti/it/ec/prod/ 
ie98-4.htm,  speculated  that 
the  relative  affluence  of  early 
Internet  shoppers  could  ex¬ 
plain  why  Web-based  busi¬ 
nesses  still  charge  store 
prices.  The  OECD  is  an  inter¬ 
national  organization  with 
member  nations  from  North 
America,  Europe  and  Asia. 

Netscape  source  code 

In  anticipation  of  the  release 
of  its  free  Communicator  5.0 
client  source  code,  Netscape 
Communications  Corp.  has 
posted  a  draft  version  of  the 
licensing  terms.  The  draft  can 
be  viewed  at  www.mozilla.org. 

Oracle  does  E-mmerce 

Oracle  Corp.  has  begun  ship¬ 
ping  Payment  Server  1.0  soft¬ 
ware  for  electronic  com¬ 
merce,  a  java  add-on  to  the 
company’s  Application  Server 
3.0.  It  is  bundled  with  third- 
party  payment  software  to 
handle  both  credit  cards  and 
electronic  cash.  Pricing  starts 
at  $10,000. 

Microsoft  support _ 

Microsoft  Corp.  has  an¬ 
nounced  a  support  program 
for  Internet  service  providers 
that  have  licensed  its  Internet 
Explorer  browser.  Microsoft 
will  provide  Internet  Explorer 
Administration  Kit  4.01a  to 
help  service  providers  distrib¬ 
ute  the  software,  a  deploy¬ 
ment  guide,  an  instructional 
training  video  and  a  Web  site. 


E-MAIL  IN  AN  INSTANT 


People  using  instant 
messaging  to  send  E-mail 

90.7  M* 


1997  2002 

*  Projected 

Source:  Jupiter  Communications.  Inc..  New  York 


The  Internet 


Electronic  Commerce  ♦  The  World  Wide  Web  *  Intranets 

Games  serious  at  Sony 

►  Entertainment  giant  injects  multimedia  into  electronic-commerce  site 
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By  Sharon  Gaudin 


SONY  ONLINE  VENTURES  isn’t 
playing  around  with  its  popular 
online  games  and  electronic- 
commerce  site. 

The  New  York-based  unit  of 
Sony  Corp.,  a  giant  in  electron¬ 


ics,  movies  and  videos,  is  using 
Java  to  rev  up  and  differentiate 
its  World  Wide  Web  site.  Sony 
is  taking  its  successful  game 
sites  into  a  new  realm  by  turn¬ 
ing  its  fairly  static  single-user 
games  into  interactive,  multi- 
media  ventures  with  fast-paced 


animation  and  graphics. 

And  so  far  it  is  working.  Sony 
was  the  most  popular  entertain¬ 
ment  Web  site  of  1997  among 
all  sites  accessed  from  home 
PCs,  according  to  Media  Metrix, 
a  media  research  firm. 

“The  Web  is  being  viewed 


more  and 
more  as  an 
entertain¬ 
ment  plat¬ 
form,  and 
consumers  demand  very  differ¬ 
ent  things  from  their  entertain¬ 
ment  than  from  buying  a  book 
online,”  said  Lisa  Simpson,  a 
Sony,  page  47 


Sony’s  Mark 
Benerofe 


Willing  to  take 
his  falls  with 
Java 


GeoCities  to  host  online  shops 

►  Web  sites  will  handle  credit-card  transactions 


By  Sharon  Machlis 


top-10  web  destination  Geo- 
Cities  will  roll  out  a  major  elec¬ 
tronic-commerce  initiative  April 
i,  allowing  any  business  to  set 
up  a  World  Wide  Web  site  and 
sell  goods  there. 

GeoCities  officials  predicted 
that  they  will  host  100,000 
commercial  sites  within  12 
months,  with  10,000  of  those 
set  up  to  handle  credit-card 
transactions.  They  projected 
that  GeoCities  will  pull  in  $10 
million  in  new  revenue  this 
year  from  the  venture. 

“This  is  one  of  the  initiatives 
that  we  are  building  on  and 
planning  on  for  profitability  by 
the  end  of  the  year,"  said  David 
Bohnett,  CEO  of  the  Santa 
Monica,  Calif.,  company. 

Under  the  GeoShops  pro¬ 
gram,  on  the  Web  at  www. 
geocities.com/join/geoshops/,  mer¬ 
chants  will  pay  $24.95  Per 


month  for  listings  in  GeoCities 
neighborhoods  and  a  $120  one¬ 
time  fee  if  they  want  credit-card 
processing  on  their  Web  sites. 
That  processing  will  be  handled 
by  Internet  Commerce  Services 
Corp.,  an  Internet  transaction 
company  in  Nashua,  N.H.  It 
will  use  electronic-commerce 
software  from  Open  Market, 
Inc.  in  Burlington,  Mass. 

There  is  also  a  monthly 
charge  of  $40  plus  5%  of  trans¬ 
actions,  or  $80,  whichever  is 
greater.  Another  $100  fee  goes 
to  the  InterNIC  to  register  a 
merchant’s  domain  name. 
Shop  owners  register  their 
sites,  request  domain  names 
and  build  Web  pages.  They  also 
decide  how  to  fulfill  orders. 

Scott  Smith,  an  analyst  at 
Current  Analysis,  Inc.  in  Ster¬ 
ling,  Va„  said  GeoCities’  targets 
are  optimistic.  “GeoCities 
seems  to  be  building  layer  up- 
GeoCities,  page  44 
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Nu  Skin  distributors  plugged  in 


World  Wide  Wait 

The  average  time,  in  seconds,  to  download  a  home  page 
from  one  of  40  business-related  Web  sites  during 
business  hours  the  week  of  March  2 
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By  Carol  Sliwa 


WHEN  NU  SKIN  INTERNATIONAL, 

Inc.  launched  its  password- 
protected  Web  site  in  October 
1996,  company  officials  were 
merely  trying  to  offer  a  supple¬ 
mental  support  tool  to  Nu 
Skin’s  home-based  sales  force. 

But  now  that  the  extranet  has 
been  in  place  for  16  months, 
the  company  is  starting  to  real¬ 
ize  the  site’s  potential. 


Last  year,  distributors  used 
the  extranet  to  file  $1.2  million 
in  orders. 

“We  initially  invested  a  cer¬ 
tain  amount  to  have  this  site, 
and  we’ll  probably  have  it  paid 
for  in  the  next  year  or  two,”  said 
Brent  Ririe,  vice  president  of  in¬ 
formation  technology  at  Nu 
Skin  in  Provo,  Utah.  “We  knew 
we  were  sinking  money  into 
something  that  we  wouldn’t  see 
Nu  Skin,  page  44 
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Nu  Skin  distributors  get  plugged  in 


an  immediate  payback  for,  but  we  knew 
we  needed  a  presence  on  the  Internet.” 

“I  think  the  eventual  expectation  is  to 
significantly  reduce  operating  costs  — 


the  printing,  postage  and  staffing  that 
currently  are  required  to  provide  the 
same  type  of  distributor  support  that 
we’re  now  able  to  provide  on  the  Web,” 


are  project  and  risk  management  specialists, 
and  the  answer  to  your  project’s  prayers.  We  know 
what  works  —  and  what  doesn't  —  with  a  track 
record  of  elegant  solutions  that  proves  it. 


no-waste  solutions  and  measurable  results  from  our 
years  of  experience.  From  visible  hard  dollar  cost 
avoidance  to  ensuring  you  achieve  CMM  Level  III, 
simplifying  complexity  is  our  mission. 


doesn't  matter  how  tough  the  project.  We  handle 
it  all  -  processes  and  controls,  planning,  estimating 
and  preparation  for  audits  and  reviews. 

It  isn't  Rocket  Science.  It's  Project  Management. 


on  time,  done  under  budget  and  done  right  the  first 
time.  We  provide  meaningful  information, 
not  just  data;  applied  education  and  training;  not 
just  "what-to",  but  "how-to".  Done  is  processes 
established,  estimates  validated  and  risk 
management  plans  that  work. 

Call  an  angel. 

We  get  it  done. 


PHONE  800.705.8801 
salesOangalgroup.com 
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said  Monique  Fraser,  Nu  Skin’s  manag¬ 
er  of  global  World  Wide  Web  services. 

More  than  11,000  of  the  company’s 
600,000  active  distributors,  scattered 
among  24  countries,  use  Nu  Skin’s  ex¬ 
tranet  to  get  information  about  the  cos¬ 
metics,  nutrition  and  other  personal-care 
products  the  company  offers.  They  also 
place  orders  online,  arrange  for 
product  shipments,  track  orders, 
check  personal  sales  volume, 
sponsor  new  distributors  and 
monitor  their  monthly  pay- 
checks. 

The  paycheck  monitoring  is 
particularly  compelling  to  dis¬ 
tributors,  who  receive  commis¬ 
sions  not  only  from  the  prod¬ 
ucts  they  sell  but  also  from  the 
revenue  generated  by  anyone 
they  bring  into  the  company. 

Through  the  password- 
protected  Web  site,  they  can  log 
in  and  get  the  current  status  of 
their  own  sales  and  those  of  dis¬ 
tributors  they  sponsor. 

Nu  Skin  hopes  round-the-clock,  Web- 
based  support  services  will  give  it  a  com¬ 
petitive  edge  when  trying  to  attract  new 
distributors  and  retain  its  existing  sales 
force,  Fraser  said. 

“It  enables  me  to  work  when  I  want  to 
work  and  get  information  that  I  want 
when  I  want  it.  I  have  a  lot  more  flexibil¬ 
ity,”  said  Kathy  Havel,  a  Raleigh,  N.C.- 
based  distributor. 

U.S. -based  distributors  pay  $70  per 
year  for  the  service.  They  get  a  Nu  Skin- 
hosted  electronic-mail  account,  a  dynam¬ 
ically  assembled  personal  Web  site  and 
access  to  Nu  Skin  corporate  databases. 
Although  the  company  eventually  will 
have  to  decide  whether  distributors 
should  pay  for  Web-based  support,  cur¬ 
rently  the  fee  creates  a  greater  sense  of 


value,  Fraser  said.  “If  they  pay  for  it, 
they’ll  probably  use  it  more,”  she  said. 

Currently,  users  outside  the  U.S., 
who  don’t  pay  the  fee,  must  access  the 
English-language  site.  But  plans  are  un¬ 
der  way  to  translate  the  site  into  other 
languages. 

The  company  also  is  redesigning  the 
extranet  so  that  distributors  can  take  or¬ 
ders  online  and  use  additional  business 
management  tools,  Fraser  said. 

Nu  Skin  hired  an  outside  consultant, 
Synapse  Group,  Inc.  in  Dallas,  to  build 
its  extranet  site,  which  uses  Web  servers 
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Introducing  a  new  way  to 

"Drive  Your  Business’ 


Nu  Skin  distributors  used  the  company's  ex¬ 
tranet  last  year  to  file  $1.2  million  In  orders 


from  Netscape  Communications  Corp. 
and  Sun  Microsystems,  Inc.  Because  the 
main  applications  use  server-side  Java, 
which  processes  data  on  the  back  end 
and  delivers  it  to  browsers  in  Hypertext 
Markup  Language,  it  doesn’t  matter  what 
kind  of  clients  the  sales  force  has. 

A  company  survey  showed  that  about 
70%  of  the  U.S.-based  distributors  own 
PCs,  and  about  half  of  those  have  Inter¬ 
net  access,  Fraser  said. 

“This  is  ideal  with  that  kind  of  [busi¬ 
ness]  model,”  said  Allen  Bonde,  an  ana¬ 
lyst  at  the  Extraprise  Group  in  Boston. 
“This  is  a  virtual  organization,  and  using 
the  Web  as  an  extranet  is  probably  the 
most  cost-effective,  efficient  way  for 
them  to  interact  with  and  be  part  of  the 
organization  without  having  to  develop 
their  own  infrastructure.”  □ 


GeoCities  to  host  World  Wide  Web  shops 


CONTINUED  FROM  PAGE  43 


on  layer  into  good  content,  but  it’s  going 
to  take  a  lot  to  get  that  many  merchants 
online,”  he  said. 

GeoCities  has  been  extraordinarily 
successful  in  drawing  traffic  to  its  site, 
thanks  to  its  “communities”  approach  of 
matching  people  with  similar  interests. 

Members  can  set  up  free  Web  pages 
in  various  interest  areas  and  take  advan¬ 
tage  of  chat  rooms  and  bulletin  boards. 
The  company  claims  more  than  1.4  mil¬ 
lion  homesteaders,  as  members  are  called, 
and  652  million  page  views  per  month. 

RelevantKnowledge,  Inc.  in  Atlanta 
ranked  GeoCities  the  No.  7  Web  destina¬ 
tion  last  month,  with  more  than  12.5  mil¬ 
lion  unique  visitors  age  12  and  over.  It 
also  said  GeoCities  was  the  second- 
fastest-growing  site  last  year. 

But  popularity  and  profitability  can  be 
separate  things  in  the  Internet  industry. 


Many  players  are  still  honing  their  busi¬ 
ness  models  so  they  can  get  in  the  black. 

GeoCities  has  already  started  cashing 
in  on  its  Web  traffic  via  advertising  on  its 
site,  partnership  deals  with  major  Web 
merchants  and  $4.95  premium  mem¬ 
berships  that  give  homesteaders  more 
storage  space  and  a  personal  uniform  re¬ 
source  locator.  Now  the  company  hopes 
small  and  midsize  merchants  will  join 
its  site  for  the  high  numbers  of  Web 
surfers  who  come  to  GeoCities.  “The  vi¬ 
sion  from  the  beginning  was  to  create  a 
community  of  interest  on  the  Web  that 
combines  both  commercial  and  con¬ 
sumer  activities,”  Bohnett  said. 

“Retailers  want  to  get  in  front  of  [a 
large]  audience,”  said  Patrick  Keane,  an 
analyst  at  Jupiter  Communications,  Inc. 
in  New  York.  “I  think  you’re  going  to  see 
others  doing  this.”0 


SAS  Institute 
Introduces 
the  First  Integrated 
Data  Warehousing 
and  OLAP  Solution 

Featuring  a 
Powerful 
Data  Server  and 
Easy-to-Use 
Data  Browser 


With  SAS  Institute  s  new  client  server  OLAP 
solution,  you  can  reach  through  your  massive 
data  stores  to  visualize  detail  data  on  any 
aspect  of  your  business.  It’s  never  been  easier 
to  spot  trends,  generate  forecasts,  and  gain 
a  greater  understanding  of  your  customers, 
competitors,  or  current  business  direction. 

Our  new  multidimensional  database  includes 
an  integrated  data  server  and  browser- 
plus  a  viewer  for  surfacing  that  data  right  on  your 
desktop.  And  it’s  at  the  core  of  SAS  Institute  s 
OLAP  solution  —  which  is  fully  integrated  with 
the  award-winning  SAS®  Data  Warehouse  for 
managing,  organizing,  and  exploiting  your  data... 
a  client  server  environment. ..and  a  web  enabler. 


Explore  All  the  Possibilities  in 
Our  Free  OLAP  Guide. 

Be  a  part  of  the  future  of  data  discovery 
right  now  through  our  free  OLAP  Guide. 
Just  give  us  a  call  at  919.677.8200  or 
send  us  E-mail  at  cw@sas.com 


SAS  Institute 


The  Business  of  Better  Decision  Making 


Phone  919.677.8200 
In  Canada  1.800.363.8397 


Visit  us  on  the  World  Wide  Web  at  http://www.sas.com/olap/ 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©1998  by  SAS  Institute  Inc. 
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RECOGNIZING  EXCELLENCE 

IN  CUSTOM  APPLICATIONS 


COMMUNICATIONS 


GOVERNMENT/JUSTICE  and  PUBLIC  SAFETY/EDUCATION  _ RETAIL  SERVICES/DISTRIBUTION 


ARCADIA  S.R.L.  •  Santa  Fe,  Argentina 
LTBS  -  LT  Broadcast  System 

DigitaIXpress  •  Redmond,  WA 
DigitaIXpress  Broadcast  and  Receive  Studio 

Southern  New  England  Telecommunications 
Corporation  •  New  Haven,  CT 
RAPS  (Repair  Answer  Point  System) 

ENERGY/UTILITIES 

Chevron  U.S.A.  Production  Company  •  Houston,  TX 
VISA  -  Your  Passport  to  Data 

Transneft  •  Moscow,  Russia 

Russian  Oil  Pipeline  Supervisory  Dispatch  and  Control  System 

Tennessee  Valley  Authority  •  Chattanooga,  TN 
Fossil  Unit  Monitoring  and  Evaluation  System 

FINANCIAL/INSURANCE  SERVICES 


Farm  Services  Agency,  United  States  Department 
of  Agriculture  •  Kansas  City,  MO 
Electronic  Bid  Entry  System  (EBES) 

National  Reference  Library  •  Singapore 
MIDAS 

U.S.  Navy,  Commander,  Airborne  Early  Warning  Wing, 

Pacific  Fleet  •  San  Diego,  CA 

JTIDS  Moving  Map  Tactical  Information  Display  System  (JMMTIDS) 

_ HEALTHCARE _ 

New  York  Department  of  Veterans  Affairs  Medical  Center 
(630/151)  •  New  York,  NY 
VA  Pedorthic  CAD/CAM  System 

Quantitative  Medical  Systems  •  Emeryville,  CA 
Focus  2000™ 

Trinity  Hospital  Emergency  Physician  Group  •  Mount  Prospect,  IL 
“ED-WEB-WRITE” 


Acenet,  Inc.  •  Alpharetta,  GA 
AceNet 

ICET  Arte  Murano,  C.A.  •  Caracas,  D.F.,  Venezuela 
ARENA 

Someday  Isle,  Inc.  •  Brattleboro,  VT 
Somedaylsle.Com  Internet  Toy  Store  Manager 

_ BUSINESS  ADMINISTRATION 

BankBoston  Corporation  •  Boston,  MA 
Electronic  Customer  File 

Electronic  Data  Systems  •  Plano,  TX 
TechLore 

RR  Systems,  Inc.  •  Brookfield,  Wl 

Corporate  Project,  Time  and  Billing  Management  System 

CUSTOMER  MANAGEMENT/CUSTOMER 
SERVICE/SALES  FORCE  AUTOMATION 


insure  One  •  Bedford  Park,  IL 

L.E.A.D  S.  (Lead  Electronic  Automated  Distribution  System) 

MetLife  •  Clarks  Summit,  PA 
MetLife  Corporate  Billing  System  (CBS) 

Prudential  investments  •  Newark,  NJ 
Prudential  Investments  Common  Front  End  (CFE) 


_ MANUFACTURING/ENGINEERING 

Hunter  Engineering  Company  •  Bridgeton,  MO 
PicEdit 

Packard  Bell  NEC,  Inc.  •  Sacramento,  CA 
Manufacturing  Control  System  (MCS) 


Experimental  Aircraft  Association  •  Oshkosh,  Wl 
Event  Management  and  Support  System 

First  Chlcago/Mercantile  Services,  LLC  •  Chicago,  IL 
EFTPS  Customer  Service 

Hughes  Supply  Inc.  •  Orlando,  FL 
QuotelT! 


TERMO  •  Skofja  Loka,  Slovenia 

Mineral  Wool  Production  Supervisory  Computer  Vision  System 


For  more  contest  information:  e-mail  wwo@jcai.com  or  call  1-800-829-4143. 


Visit  the  contest  Web  site  to  learn 
more  about  this  year’s  finalists. 
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Sony  games 

CONTINUED  FROM  PAGE  43 

senior  vice  president  at  Sony  Online. 
“People  expect  something  more  just  be¬ 
cause  it’s  Sony,  so  we’ve  got  to  give  it  to 
them.  We  can  do  that  with  Java.”  Sony  is 
building  server-side  Java  applications 
that  manage  the  multimillion-page  site. 
The  media  company  also  is  installing  Ja¬ 
va  Web  servers  that  shoot  information  in 
dynamic  pages  from  databases  to  users. 

But  Sony’s  popular  game  sites,  with 
6o%  growth  in  their  audience  and  a  to¬ 
tal  of  2.9  million  users,  will  get  the  most 
attention.  Sony  is  souping  up  its  online 
Jeopardy  site,  which  has  become  one  of 
the  most  popular  games  on  the  Internet. 
By  midyear,  the  site  is  slated  for  an  up¬ 
date  that  will  turn  it  from  a  fairly  static 
game  into  a  dynamic,  multiplayer  expe¬ 
rience  in  which  players  have  animated 
representations  and  are  able  to  see  four 
or  five  different  camera  angles.  That 
gives  them  views  from  around  the  “stu¬ 
dio”  depending  on  who  is  asking  or  an¬ 
swering  questions. 

The  online  version  of  the  most  popu¬ 
lar  game  show  in  the  world.  Wheel  of 
Fortune,  will  undergo  a  similar  Java- 
based  overhaul. 

“We  had  to  make  the  site  Sony  quali¬ 
ty,”  said  Bob  Mason,  a  developer  at  Art 
Technology  Group,  Inc.,  a  Java  develop¬ 
ment  house  in  Boston  that  is  working  on 
Sony’s  site.  “We  couldn’t  do  that  with 
HTML  [Hypertext  Markup  Language]  or 
dynamic  HTML.  We  needed  Java  to 
make  it  dynamic. 

But  Mark  Benerofe,  vice  president  of 
programming  and  platform  development 
at  Sony  Online,  noted  that  working  with 
a  relatively  new  and  immature  technolo¬ 
gy  such  as  Java  has  presented  some  ob¬ 
stacles. 


PRODUCT 


QUALCOMM,  INC.  has  announced  Eu- 
dora  WorldMail  Server  2.0,  an  In¬ 
ternet  and  intranet  electronic-mail 
server. 

According  to  the  San  Diego 
company,  the  server  software  has 
browser-based  management  tools 
and  remote  console  capabilities.  It 
is  based  on  open  Internet  standard 
messaging,  so  users  don’t  need 
gateways.  A  Group  Account  Man¬ 
ager  lets  managers  add,  modify  or 
use  and  distribute  lists  from  any 
Java-enabled  browser.  Check  boxes 
for  disabling  accounts,  setting  fu¬ 
ture  account  expiration  dates  and 
specifying  log-in  restriction  also 
are  included. 

A  io-mailbox  system  costs  $159. 
A  io-mailbox  add-on  pack  is  $99. 

Qualcomm 
(800)  238-3672 
www.qualcomm.com 


“We  definitely  have  skinned  our 
knees,  but  we  haven’t  broken  anything 
yet,”  he  said.  Some  of  those  skinned 
knees  have  been  the  result  of  poor  mem¬ 
ory  management  and  garbage  collection. 
Memory  management  and  garbage  col¬ 
lection  functions  give  memory  to  appli¬ 
cations  as  needed,  then  collect  it  when  a 
function  is  complete.  Inefficient  man¬ 
agement  slows  performance,  even  more 
so  with  a  large,  multiuser  application. 


“If  you  have  a  party  with  10  people 
and  each  one  drops  a  piece  of  paper,  it’s 
no  big  deal,”  Benerofe  said.  “But  if  you 
have  10  million  people  at  your  party,  that 
is  a  big  deal.” 

Tim  Lindholm,  senior  staff  engineer  at 
Sun  Microsystems,  Inc.’s  JavaSoft  divi¬ 
sion,  said  a  new  version  of  the  Java  De¬ 
velopment  Kit,  which  is  due  next  sum¬ 
mer,  offers  much  better  garbage 
collection  and  memory  management. 


Benerofe  said  JavaSoft  had  better  de¬ 
liver  on  those  promises.  But  for  now, 
Java  has  advanced  enough  that  he  is  will¬ 
ing  to  take  his  falls  with  it. 

“I  thought  it  would  be  fun  to  walk  on 
the  tightrope,”  Benerofe  said.  “A  lot  of 
other  people  at  Sony  weren’t  so  nervous, 
but  I  knew  what  we  were  getting  into  — 
certainly  a  multimillion-dollar  invest¬ 
ment.  And  in  gray  hairs  and  worry,  it’s 
been  at  least  another  $2  million.”  □ 
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Intranets  Series 

Courses  conducted  over  the 
intranet  aren’t  always  cheap, 
but  the  80%  of  Fortune  500 
companies  that  plan  to  tty  one 
this  year  have  their  reasons. 
Such  as?  Reaching  employees 
who  otherwise  wouldn’t  get  to 
the  classroom.  Easily  keeping 
ials  current.  And,  long 
,  saving  megabucks  in 
travel  costs  and  employee  time 
away  from  the  office.  Our 
>ry  explains  all  the  reasons  - 
and  drawbacks  -  of  intianet- 

companies  v 

lets  has  really  taken  off. 
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We  just  dodged,  the  year  2000 
bullet  on  the  mainframe,  and 
now  we’ve  got  another  crisis 
with  nightmare  deadlines; 
the  Euro  Currency  conversion. 


ADPAC  CURRENCY  deals  with  the  Euro  Currency  conversion  on  MVS  systems  -  quickly,  easily,  and  accurately.  It  analyzes  the  impact  of 


a  change  to  any  currency  data  element  -  and  using  estimating  factors  you  set,  prepares  a  complete  cost  estimate.  In  over  30  reports,  it 


documents  the  use  of  any  currency  element  throughout  the  maze  of  transfers,  I/O  records,  copybooks.  And  it  creates  a  detailed  audit 


trail  for  future  use. 


Since  1963,  ADPAC  has  been  helping  companies  -  and  mainframe  consultants  -  save  time,  save  money,  and  solve  problems.  For  more 


information  or  a  demonstration  of  ADPAC  products,  call  800-797-8439  or  415-777-5400.  Or  talk  to  one  of  our  Consulting  Partners,  including 


The  Registry,  The  Trotter  Group,  and  MTS  People's  Source.  ADPAC.  425  Market  Street,  San  Francisco,  California  94105.  www.adpac.com 


CURRENCY  is  one  of  the  ADPAC  SystemVision  family  of  products. 


ADPAC 

The  Science  Ahd  Art  op  Programmihg 
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Computer  security 
breaches  increased  16% 
since  last  year,  affecting 
64%  of  520  U.S.  corpora¬ 
tions,  government  agen¬ 
cies,  financial  institutions 
and  universities.  Losses 
totaled  $136  million  for 
the  241  organizations  that 
counted  losses  -  up  36% 
from  last  year. 

Source:  Computer  Security  Institute, 

San  Francisco 

VPN  gear  leasing 

Cupertino,  Calif.-based  Con¬ 
centric  Network  Corp.  recent¬ 
ly  said  it  will  lease  and  man¬ 
age  security  equipment  used 
with  its  virtual  private  net¬ 
work  service,  rather  than 
have  customers  buy  and 
manage  the  equipment  them¬ 
selves.  The  Internet  service 
provider  will  lease  and  man¬ 
age  VPNet  Technologies,  Inc. 
encryption  devices  for  $225 
per  month  plus  a  $450  instal¬ 
lation  charge.  And  Raptor 
Systems,  lnc.’s  firewall  is 
available  for  $850  per  month, 
plus  a  $3,000  installation  fee. 

NT  clustering 

Vinca  Corp.  in  Orem,  Utah, 
has  released  the  Co-Standby 
Server  for  NT  that  provides 
fail-over  clustering  capabili¬ 
ties  fir  Windows  NT  Server. 
It  reconfigures  and  resynchro¬ 
nizes  NT  servers  in  the  wake 
of  network  crashes.  It  costs 
$3,999  until  March  31;  after 
that,  it  will  cost  $4,499  for 
a  server  pair.  An  evaluation 
copy  is  at  www.vinca.com. 

3Com  server  cards _ 

3Com  Corp.,  a  leader  in  the 
adapter  card  market,  has 
shipped  three  cards  to  ensure 
maximum  availability  and  up¬ 
time  in  servers.  The  adapter 
cards  can  reestablish  faulty 
connections  or  let  standby 
cards  take  over  if  a  primary 
adapter  fails.  They  cost  $199. 
3Com  also  announced  a  card 
that  provides  full-duplex 
Gigabit  Ethernet  bandwidth 
for  $1,695.  Another  card  lets 
users  link  Token  Ring  desktop 
devices  to  Fast  Ethernet  back¬ 
bone  networks.  It  costs  $249. 


[  _ 


The  Enterprise  Network 


LANs  *  WANs  *  Network  Management 


Private-key  nets  unlock  E-commerce 


►  Users  build  extranet-based  key  infrastructures 


By  Laura  DiDio 


while  a  wide-scale  public-key 
infrastructure  is  still  in  the 
planning  stages,  two  leading 
edge  users  are  moving  quickly 
to  build  their  own 
public-key  encryption 
networks  to  facilitate 
secure,  cost-efficient  Web-based 
transactions. 

Public-key  encryption,  in 
which  a  document  encoded  us¬ 
ing  a  private  key  can  be  decrypt¬ 
ed  only  by  the  creator’s  public 
key,  is  crucial  for  a  wide  range 
of  applications  such  as  secure 
electronic  mail,  electronic  data 
interchange  and  privileged  In¬ 
ternet  access. 


John  Pescatore,  an  analyst 
at  security  consultancy  Trusted 
Information  Services,  Inc.  in 
Rockville,  Md.,  said  users  have 
two  choices:  risk  having  their 
corporate  data  stolen  or  use 
public-key  encryption 
to  lock  out  prying 
eyes.  “The  old-fash- 
ipned  way  of  securing  data  — 
sending  floppy  disks  by 
overnight  mail  —  is  too  expen¬ 
sive  and  slow  to  cut  it  in  the 
21st  century,”  he  said. 

The  Federal  Reserve  Bank  in 
New  York  is  at  the  forefront  of 
public-key  encryption  for  those 
very  reasons,  said  Paul  Raines, 
vice  president  of  electronic 
security. 


NETWORK 

SECURITY 


•  Simpler  network  monitoring 

Net  mapping  app  provides 
more  help  than  user  wants 
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Multiple  groups  at  First  Data  Resources  can  now  access 
NetViz  maps  and  data  that  documents  network  connections 


By  Patrick  Dryden 


designing  networks  on  nap¬ 
kins  and  keeping  track  of  them 
in  mainframe  files  and  free¬ 
form  drawing  software  didn’t 
work  for  engineers  at  First  Data 
Resources. 

Like  many  other  network 
caretakers,  the  information  sys¬ 
tems  subsidiary  of  First  Data 
Corp.  needed  a  tool  that  would 
automate  the  process. 

Such  software  combines  com¬ 


puter-aided  drafting  and  data¬ 
base  functions  to  help  maintain 
an  up-to-date  map  of  network 
connections  and  devices. 

NEW  ISSUE 

Network  designers  solved  that 
problem  by  adopting  the  name¬ 
sake  package  from  NetViz  Corp. 
in  Rockville,  Md. 

But  that  created  another  prob¬ 
lem  —  control  over  a  valuable 
resource.  Other  technical 
Map  app,  page  50 


The  agency  has  deployed 
VeriSign,  Inc.’s  128-bit  public- 
key  encryption  and  certificate 
technology  to  secure  statistical 
report  transmissions  between 
the  Federal  Reserve  and  about  a 
dozen  local  banks  in  the  New 
York  area. 

“The  business  case  for  public- 
key  encryption  is  clear:  It’s 


cheaper,  more  efficient,  conve¬ 
nient,  and  our  customers  want 
it,”  Raines  said. 

Previously,  the  Federal  Re¬ 
serve  got  its  statistical  reports 
via  encrypted  faxes,  which 
meant  its  users  spent  hours 
manually  typing  in  the  informa¬ 
tion.  “Public  key  has  automated 
Private-key  nets,  page  50 


Load  balancing  speeds 
heavily  used  intranets 


By  Bob  Wallace 

companies  with  high-volume 
commercial  intranet  sites  are 
beginning  to  look 
at  load  balancing 
technology  that  will 
maintain  perfor¬ 
mance  levels  as 
they  add  sites. 

NationsBanc 
Montgomery  Secu¬ 
rities  is  planning  to 
use  a  load  balanc¬ 
ing  system  on  its 
wide-area  network 
to  balance  calls  be¬ 
tween  World  Wide 
Web  servers  at 
its  San  Francisco 


headquarters  and  servers  at  a 
new  facility  in  New  York. 

“We’re  adding  a  second  site 
for  redundancy  purposes.  Our 
system  fault-toler¬ 
ance  requirements 
are  very  high,” 
explained  Christo¬ 
pher  Branch,  a  se¬ 
nior  network  sys¬ 
tems  engineer  at 
NationsBanc.  “That 
way,  investors  dial¬ 
ing  in  to  access 
our  equity-based  re¬ 
search  will  be  di¬ 
rected  to  the  closest 
site.  Or  if  one  site 
is  down,  they’ll  be 
Load,  page  50 


Showtime/MTV's 
Peter  Pollack:  Dis 
perse  servers  for 
fast  response 


Directory  spec  inches  forward 

►  Standard  would  provide  central  administration 


By  Laura  DiDio 

A  DIRECTORY  SPECIFICATION  that 
could  cut  costs  and  simplify 
administration  of 
complex  networks 
if  it  becomes  a  stan¬ 
dard  has  moved 
closer  to  reality. 

Microsoft  Corp. 
and  Cisco  Systems, 

Inc.  have  submitted 
a  final  draft  speci¬ 
fication  for  Direc¬ 
tory-Enabled  Net¬ 
works  (DEN). 

When  complete, 

DEN  should  allow 
developers  to  build 
directories  that  pro¬ 
vide  a  single  point 


of  administration  for  all  net¬ 
work  resources  —  including  the 
internetworking  devices  now 
left  out  of  the  bulk  of  directory- 
based  management 
and  administration 
schemes. 

Cisco  and  Mi¬ 
crosoft  launched 
the  DEN  initiativt 
last  September, 
pitching  it  as  a 
standard  way  to 
integrate  the  man¬ 
agement  of  servers, 
internetworking 
devices,  applica¬ 
tions  and  access 
control  settings 
across  vanous  di- 
Directory,  page  52 


Restaurant  Consult 
Ing's  Christopher 


Crocker:  Remote 
access  management 
isn't  always  reliable 
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Snapshot 


WHERE  THE  MONE Y  GOES 


Which  technologies  consume  the  bulk  of  your  security  dollars? 

Now  In  two  years 

Firewalls 

87% 

50% 

Encryption 

7% 

43% 

Digital  certificates 

3% 

40% 

Remote  access  security 

17% 

23% 

Labor 

13% 

13% 

Consulting  and  services 

17% 

10% 

Awareness  training 

7% 

10% 

Base:  30  Fortune  1,000  companies;  multiple  responses  allowed 

ce:  Forrester  Research,  Inc.,  Cambridge,  Mass. 

Load  balancers  speed 
heavily  used  intranets 
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Map  app  provides 
too  much  help 
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Private-key 
networks  aid 
E-commerce 

CONT INUED  FROM  PAGE  49 

the  entire  process.  Everything  is 
in  digital  format,  there  are  di¬ 
rect  links  to  our  IBM  main¬ 
frame  database  and  there  is  less 
chance  for  error,”  Raines  said. 
But  deployment  of  public-key 
encryption  among  banks  in  the 
Second  District  is  limited  “to 
only  the  very  largest  banks,” 
though  usage  will  expand  rapid¬ 
ly  in  the  next  year,  he  said. 

Many  banks  use  expensive 
link  encrypters  —  which  cost 
about  $i,ooo  each  —  to  secure 
leased-line  data  transmissions. 
“With  public-key  encryption, 
everything  is  encrypted  in  soft¬ 
ware.  There  are  no  expensive 
add-ons  to  buy  and  maintain. 
And  ultimately  doing  business 
over  the  Internet  is  far  more 
cost  effective  and  productive 
than  setting  up  a  private  leased- 
line  network,”  Raines  said. 

Another  market  segment  in 
which  public-key  encryption  is 
fast  accelerating  is  online  data¬ 
bases.  The  West  Group,  Inc.  in 
Eagan,  Minn.,  publishes  more 
than  io.ooo  legal  databases  that 
serve  800,000  lawyers  nation¬ 
wide.  It  is  rolling  out  a  public- 
key  encryption  pilot  network 
that  will  go  live  this  summer. 

"With  public-key . . . 
there  are  no  expensive 
add-ons  to  buy  and 
maintain."  -  Paul  Raines, 
Federal  Reserve  Bank 

The  case  for  security  is  espe¬ 
cially  compelling  in  the  legal  in¬ 
dustry  where  lawyers  and 
clients  must  have  their  commu¬ 
nications  kept  confidential,  said 
Ruven  Schwartz,  the  West 
Group’s  project  manager  for  au¬ 
thentication  services. 

Lawyers  can  browse  the  West 
Group’s  World  Wide  Web  site 
and  get  a  public-key  encryption 
certificate  to  communicate  with 
their  clients,  who  are  issued  a 
similar  certificate. 

The  West  Group  uses  public- 
key  encryption  to  promote  its 
West  Legal  Directory.  “It  will 
definitely  improve  the  caliber  of 
our  directory.  The  more  infor¬ 
mation  we  get,  the  better  tire  di¬ 
rectory  is  and  the  more  infor¬ 
mation  our  customer  can  find 
online,”  Schwartz  said.  □ 


sent  to  the  one  that’s  up.  And 
it'll  all  be  transparent  to  our 
customers.” 

Vendors  are  rushing  to  deliv¬ 
er  systems  that  will  help  users 
such  as  Branch. 

Seattle-based  F5  Labs,  Inc. 
and  New  York-based  Hydra  Web 
Technologies,  Inc.  last  week  an¬ 
nounced  load  balancing  systems 
that  can  spread  calls  to  Web 
sites  separated  by  long  dis¬ 
tances.  Start-up  ArrowPoint 
Communications,  Inc.  in  West- 
ford,  Mass.,  will  join  the  fray 
later  this  month. 

DIRECTING  TRAFFIC 

A  load  balancer  takes  calls  sent 
to  a  Web  server  that  is  busy  or 
down  and  redirects  them  to  an 
available  server.  It  also  balances 
server  loads  to  boost  perfor¬ 
mance  and  prevent  any  one 
server  from  being  overbur¬ 
dened.  So  users  can  delay  or 
avoid  buying  more  servers  as 
hit  counts  climb. 

Load  balancers  are  available 
as  software  that  runs  on  a  com¬ 
mon  server  or  as  a  combined 
hardware/software  package. 

The  software-only  packages 
cost  as  little  as  a  few  thousand 
dollars. 

A  few  users  are  reaping  the 
benefits  of  WAN  load  balancers; 
networking  giant  Cisco  Sys¬ 
tems,  Inc.  and  start-ups  Bright 
Tiger  Technologies  in  Acton, 
Mass.,  and  Resonate,  Inc.  in 
Mountain  View,  Calif.,  for  sever¬ 
al  months  have  been  offering 
systems  that  serve  far-flung 
Web  servers.  “Moving  the  ‘con¬ 
tact’  close  to  the  customer  is  the 


name  of  the  game  because  it 
improves  performance,”  said 
Ted  Julian,  an  analyst  at  For¬ 
rester  Research,  Inc.  in  Cam¬ 
bridge,  Mass.  “The  increase  in 
the  number  of  users  on  the  ’net 
and  the  length  of  time  they  stay 
connected  [hurts]  performance. 
Load  balancers  are  a  way  to  ad¬ 
dress  that  problem.” 

WAN  load  balancing  systems 
let  users  disperse  servers  and 
let  them  work  as  one  system. 

“WAN  load  balancers  let  you 
locate  Web  servers  closer  to 
users,  which  produces  faster  re¬ 
sponse  times,”  said  Peter  Pol¬ 
lack,  chief  technologist  at  Show¬ 
time/MTV  Networks  in  New 
York.  “That’s  very  important, 
because  with  the  Internet  you 
have  a  geographically  dispersed 
customer  base.”  The  Internet 
benefits  from  load  balancing  be¬ 
cause  traffic  travels  shorter  dis¬ 
tances,  he  added. 

Mark  Haverland,  chief  archi¬ 
tect  and  engineering  manager 
at  Denver-based  MapQuest, 
Inc.,  uses  load  balancers  across 
the  online  map  and  travel  com¬ 
pany’s  WAN. 

“We’re  getting  more  and 
more  requests  from  our  cus¬ 
tomers  to  add  sites  closer  to 
them  and  for  redundancy  pur¬ 
poses,”  Haverland  said.  "We 
may  end  up  setting  up  other 
sites  and  would  want  a  WAN 
load  balancer  for  [that  effort].” 

MapQuest  uses  an  F5  Labs 
LAN  system  to  apportion  6  mil¬ 
lion  to  7  million  hits  per  day 
across  15  to  20  Sun  Microsys¬ 
tems,  Inc.  and  Silicon  Graphics, 
Inc.  Web  servers,  he  said.  □ 


groups  wanted  that  documenta¬ 
tion  to  help  support  connec¬ 
tions  with  1,400  customer  net¬ 
works  that  will  handle  more 
than  4  billion  credit-card  trans¬ 
actions  this  year. 

“The  requirements  have 
changed,”  said  Bill  Howell,  a 
network  analyst  at  First  Data 
Resources  in  Omaha.  “Now  we 
must  figure  out  how  to  share 
this  as  a  common  tool  for  all  IS 
groups.”  Analysts  said  the  prob¬ 
lem  is  becoming  more  common 
as  management  and  monitoring 
tools  begin  to  serve 
broader  needs. 

Howell  said  his 
design  group  used 
to  sketch  new  net¬ 
works  and  up¬ 
grades  on  “paper 
napkins  or  any¬ 
thing  we  could  get 
our  hands  on.” 

Then  they  tried 
Software  Publish¬ 
ing  Corp.’s  Harvard 
Graphics  software 
to  depict  network 
layouts  for  the  in¬ 
stallers,  “but  every 
diagram  was  differ¬ 
ent,  and  we  could¬ 
n’t  track  changes.” 

With  NetViz,  de¬ 
signers  started  to  build  a  central 
storehouse  of  standard  dia¬ 
grams  and  information  repre¬ 
senting  First  Data’s  network 
and  its  links  to  customer  net¬ 
works,  Howell  said.  “The  prob¬ 
lem  was  that  it  did  more  than 
we  envisioned,”  he  said,  so  its 
role  expanded. 

This  visual  database  im¬ 
proved  training,  assisted  with 
sales  of  network  upgrades  and 
proved  easier  to  navigate  than 
flat-file  mainframe  records  that 
describe  network  devices  and 
connections,  said  Howell  and 
other  IS  managers. 

During  a  network  outage,  Ed 
Koch,  telecommunications  vice 
president  at  First  Data  Re¬ 
sources,  directed  engineers  in 
the  network  operations  center 
to  call  up  NetViz  diagrams  to 
help  with  their  diagnosis. 

“Now  the  maintenance  and 
troubleshooting  groups  want 
these  diagrams  to  include  serial 
numbers  and  cabinet  location 
because  they  have  to  go  out  and 
fix  these  devices,”  Howell  said. 

A  read-only  viewer  lets  other 
groups  access  central  diagrams, 
but  only  the  design  engineers 


can  modify  them.  Until  others 
are  trained  and  qualified  to  ac¬ 
cess  NetViz  fully,  the  design 
group  must  keep  the  repository 
updated  as  details  trickle  in. 
Purchasing  information  comes 
in  after  installation,  for  exam¬ 
ple,  and  circuits  are  identified 
after  they  are  activated. 

IS  groups  face  similar  prob¬ 
lems  figuring  out  how  to  share 
enterprise  management  suites, 
service-level  monitors  and  other 
integrated  tools  that  cut  across 
the  boundaries  of  their  special¬ 


ists,  said  Sharon  Fisher,  a  re¬ 
search  director  at  Datapro  Infor¬ 
mation  Services  Group,  Inc.  in 
Delran,  N.J.  "Before  adopting 
any  tool,  it  helps  to  have  a 
process  in  place  for  sharing 
both  the  information  and  the 
responsibility,”  Fisher  said.  □ 


PRODUCT 


VERITAS  SOFTWARE  CORP.  has 

announced  NetBackup  for 
VMS,  storage  backup  and  re¬ 
covery  software  for  Digital 
Equipment  Corp.’s  VMS  op¬ 
erating  system. 

According  to  the  Moun¬ 
tain  View,  Calif.,  company, 
the  software  lets  users  per¬ 
form  backups  of  data  on 
VMS  clients  and  servers 
while  using  NetBackup’s 
central  management  and 
master/slave  capabilities. 

Pricing  starts  at  $700. 
Veritas  Software 
(650)  335-8000 
www.veritas.com 


With  NetViz,  designers  can  build  a  central 
storehouse  of  standard  network  diagrams 
and  information 
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Users  seek  more  remote  access 

►  Compaq  offers  Windows  NT  server  support  for  branch  office  staff 


By  Matt  Hamblen 


NETWORK  MANAGERS  trying  to 
keep  up  with  a  growing  number 
of  branch  offices  and  telecom¬ 
muters  are  looking  for  faster 
and  cheaper  ways  to  connect 
remote  users  to  company  net¬ 
works. 

At  Ruppman  Marketing  Tech¬ 
nologies,  Inc.  in  Peoria,  Ill.,  call 
center,  sales  and  other  person¬ 
nel  wanted  faster  connections  to 
the  company  network  for 
access  to  electronic  mail, 
the  Internet  and  other 
applications. 

Network  engineers  con¬ 
sidered  bringing  a  T1  con¬ 
nection  into  an  existing 
Rolm  private  branch  ex¬ 
change  (PBX)  switch.  But 
buying  a  circuit  card  that 
would  allow  the  connection 
would  have  cost  $25,000, 
said  Richard  Roberts,  a  net¬ 
work  engineer. 

Company  officials  then 
heard  about  a  new  Compaq 
Computer  Corp.  Remote 
Access  Server  (RAS)  up¬ 
grade  that  would  cost 
$10,000  less  than  the  PBX  sys¬ 
tem  for  a  T1  connection. 

It  also  would  let  users  reach 
the  company  network  at  Inte¬ 
grated  Services  Digital  Network 


speeds  of  at  least  64K  bit/sec. 

The  company  wants  to  enable 
remote  users  to  connect  even 
quicker  using  Asynchronous 
Digital  Subscriber  Line  (ADSL) 
speeds  of  1.5M  bit/sec.  or  faster, 
once  the  technology  becomes 
widely  available. 

“So  far,  ISDN’s  been  an  easi¬ 
er  solution  for  home  users,  and 
we  don’t  see  ADSL  for  at  least 
12  to  18  months,”  Roberts  said. 

Compaq  eventually  will  pro- 


Compaq  Remote  Access 
Server  5601 


Price: 

$15,069 

Features: 

•  One  ISDN 
PRI-T1  port 

•  24  digital 
K56flex 
modems 

•  Allows  up 
to  96  ports 


vide  ADSL  upgrades  of  its  RAS 
5601,  which  Ruppman  is  now 
testing,  Roberts  said. 

Compaq  is  promoting  Win¬ 
dows  NT  support  as  a  prime 


feature  of  its  5601,  but  Roberts 
said  the  NT  functionality  wasn’t 
an  attraction. 

WORK  REDUCTION 

Ruppman  is  migrating  its  mix 
of  OS/2  and  NT  servers  to  Nov¬ 
ell,  Inc.  NetWare  to  cut  down 
on  the  administrative  chore  of 
maintaining  multiple  operating 
systems. 

The  company  chose  a  Com¬ 
paq  server  because  it  was  more 
compatible  with  an  earlier 
Compaq  ProLiant  800, 
which  served  as  a  remote 
access  and  file  server. 

Still,  Compaq  views  its 
Windows  NT-based  Remote 
Access  Servers  as  a  way  to 
expand  into  the  business 
market. 

The  5601  will  allow  96 
ports  and  more  than  900 
simultaneous  users.  That 
makes  it  valuable  to  large 
companies  trying  to  con¬ 
nect  a  corporate  hub  to  a 
large  branch  office,  analysts 
said. 

“The  remote  access  prod¬ 
uct  market  segment  is 
among  the  fastest-growing  areas 
of  the  technology  sector,”  said 
Virginia  Brooks,  an  analyst  at 
Aberdeen  Group,  Inc.  in 
Boston.  □ 


Directory  spec  close  to  approval 


rectory  services  databases  in¬ 
cluding  Microsoft’s  forthcoming 
Windows  NT  5.0  Active  Directo¬ 
ry,  Novell,  Inc.’s  Novell  Directo¬ 
ry  Services  (NDS)  and  Unix  di¬ 
rectory  databases. 

“In  theory,  DEN-compliant 
products  will  allow  network  ad¬ 
ministrators  to  not  only  central¬ 
ly  manage  all  aspects  of  their 
network  but  to  customize  man¬ 
agement.  They  would  be  able  to 
perform  such  functions  as  pre¬ 
ferred  network  bandwidth  for  a 
particular  network  or  group  of 
super  users  or  establish  quality 
of  service  based  on  a  specific  set 
of  parameters  such  as  time  of 
day,"  said  Bob  Sakakeeny,  an 
analyst  at  Aberdeen  Group,  Inc., 
a  Boston  consultancy. 

The  initiative  now  heads  for 
the  Desktop  Management  Task 
Force,  a  standards  body  that 
oversees  the  development  of 
industry-standard  and  interop¬ 
erable  management  tools  and 
utilities. 


DEN  also  has  the  backing  of 
about  300  other  top  networking 
vendors. 

“The  business  case  for  the 
DEN  initiative  is  simplified  ad¬ 
ministration  across  the  enter¬ 
prise  and  potentially  lower  cost 
of  ownership,”  Sakakeeny  said. 

A  final  standard  could  be  set¬ 
tled  as  quickly  as  the  third  quar¬ 
ter,  clearing  the  way  for  prod¬ 
ucts  to  ship  by  early  next  year, 
industry  observers  said. 

BRING  IT  ON 

Some  users,  such  as  Christo¬ 
pher  Crocker,  senior  network 
engineer  at  Restaurant  Consult¬ 
ing  Services,  Inc.  in  Danvers, 
Mass.,  said  the  standard  can’t 
happen  soon  enough  for  him. 

“We  could  use  this  right  now 
to  manage  our  wide-area  frame- 
relay  network,"  Crocker  said. 
Currently,  Restaurant  Consult¬ 
ing  has  six  remote  LANs.  To 
monitor  them,  it  uses  remote 
access  software  packages,  which 


are  themselves  difficult  and 
time-consuming  to  manage  and 
“not  always  reliable,”  Crocker 
said. 

A  directory  services  database, 
such  as  NDS,  currently  lets  ad¬ 
ministrators  make  moves,  adds 
and  changes  to  users,  files  and 
some  network  devices  such  as 
printers. 

But  there  is  no  mechanism 
that  integrates  management  of 
network  applications  and  ser¬ 
vices  with  lower-level,  "network 
plumbing”-type  internetworking 
devices. 

But  other  users,  such  as  Phil 
Easter,  technology  strategist  at 
Greyhound  Lines,  Inc.  in  Dal¬ 
las,  voiced  skepticism. 

“It’s  a  nice  concept,  but  at 
this  point  it’s  still  another  pipe 
dream  that’s  12  to  18  months 
away  from  being  reality,”  he 
said.  He  said  he  already  has 
many  of  those  enterprisewide 
management  capabilities  in 
NDS.D 
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HP  tunes  net  platform 
for  service  management 


By  Patrick  Dryden 


Hewlett-Packard  co.  is  re¬ 
building  the  network  manage¬ 
ment  foundation  of  OpenView 
to  support  new  quality-of-service 
goals  for  its  line  of  enterprise 
management  software. 

Network  Node  Manager 
(NNM)  leads  the  $264  million 
market  for  network  manage¬ 
ment  platforms  with  about  one- 
third  of  users,  industry  analysts 
said.  Now  HP  is  stepping  up 
integration  efforts 
for  all  OpenView 
tools  to  help  infor¬ 
mation  systems 
managers  define 
and  maintain 
service-level  agree¬ 
ments  with  users. 

That  means  NNM 
needs  some  new  capabilities. 

“All  IS  services  involve  the 
network,  so  some  basic  avail¬ 
ability  and  performance  objec¬ 
tives  must  be  met  there,”  said 
Cristina  Mahon,  leader  of  HP’s 
NNM  development  team.  In  the 
second  half  of  this  year,  HP 
hopes  to  ship  Version  6.0  of 
NNM  with  the  following  major 
enhancements: 

■  Built-in  event-correlation  ser¬ 
vices  to  compare  network  con¬ 
figuration  and  alerts.  Operators 
or  other  tools  can  then  more 
quickly  identify  the  root  cause 
of  problems. 

■A  standard  compliant  data 
warehouse  that  will  gather  in¬ 
formation  about  network  topol¬ 
ogy,  events  and  managed  de¬ 
vices.  Operators  or  other  tools 
can  then  analyze  aggregated 
data  to  detect  trends  and  take 
action  before  problems  develop. 
■A  built-in  World  Wide  Web 
server  and  a  Java-based  client 
that  will  let  operators  view  net¬ 


work  maps  and  investigate 
alarms  from  any  browser. 

That’s  good  news  for  NNM 
users  already  under  the  gun  to 
meet  service-level  agreements. 

“Service  is  our  bread  and  but¬ 
ter:  If  users  or  customers  can’t 
get  to  a  server,  we’re  dead,”  said 
Michael  Stollery,  an  advanced 
systems  administrator  at  Elec¬ 
tronic  Data  Systems  Corp.  in 
Plano,  Texas. 

Current  tools  let  EDS  opera¬ 
tors  react  immediately  to  prob¬ 
lems,  he  said.  But 
prevention  is  still 
difficult.  “We’re 
trying  to  look  at 
what’s  occurred 
in  [the]  past  that 
led  to  a  failure  so 
we  can  take  steps 
[so]  it  won’t  hap¬ 
pen  again,”  Stollery  said. 
“That’s  why  we’re  very  interest¬ 
ed  in  these  upcoming  NNM 
enhancements.” 

Most  IS  groups  still  need 
more  education  about  service 
management  issues  before  they 
can  really  apply  HP’s  newly 
focused  tools,  said  Rick  Villars, 
director  of  network  software 
research  at  International  Data 
Corp.  in  Framingham,  Mass. 
“Not  many  organizations  have 
adopted  internal  service-level 
agreements  yet,”  he  said. 

HP’s  road  map  will  “bring  us 
closer”  to  defining  business  ser¬ 
vices  represented  by  network, 
system  and  application  pieces, 
said  Sandra  Potter,  a  telecom¬ 
munications  engineer  at  Air 
Products  &  Chemicals,  Inc.  in 
Allentown,  Pa.  But  automating 
control  over  such  services  re¬ 
quires  lots  of  new  information 
and  some  new  disciplines  first, 
she  said.  “It’s  still  the  early  days 
for  a  lot  of  people.”  □ 


"Service  is  our 

bread  and  butter:  If 
users  or  customers 
can’t  get  to  a  serv¬ 
er,  we're  dead.” 

-  Michael  Stollery, 
EDS 
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LAN  switches  give  users 
more  bandwidth  flexibility 


By  Bob  Wallace 


extreme  networks,  inc.  and  Xylan 
Corp.  have  designed  new  LAN  switches 
to  give  users  more  flexibility  in  deciding 
where  to  add  bandwidth 
in  their  networks. 

The  two  companies 
unveiled  versatile  sys¬ 
tems  that  can,  for  exam¬ 
ple,  give  low-require¬ 
ment  users  10M  bit/sec. 
connections  and  high-de- 
mand  servers  iG  bit/ 
sec.  links  —  all  using 
the  same  switch. 

“What  you’re  seeing  is  a  shift  away 
from  single-function  switching  systems 
to  switches  that  can  accommodate  the 
ever-increasing  bandwidth  needs  of  to¬ 
day’s  corporate  data  networks,"  said 
Daniel  Briere,  president  of  TeleChoice, 
Inc.,  a  Verona,  N.J.,  consultancy.  “Users 
don’t  want  to  buy  one  box  for  each  spe¬ 
cific  bandwidth  requirement.  It  makes 
management  a  nightmare.” 

Gigabit  Ethernet  start-up  Extreme  Net¬ 


works  in  Cupertino,  Calif.,  announced 
the  Summit^.  It  has  16  ports  that  can 
operate  at  10M  or  100M  bit/sec.,  and  six 
ports  for  iG  bit/sec.  Gigabit  Ethernet. 
Users  can  match  the  bandwidth  needs  of 
their  servers  to  the  dif¬ 
ferent  port  speeds.  For 
example,  a  mix  of  Mac¬ 
intosh  and  PC  servers 
can  use  the  10M  bit/sec. 
ports,  200-MHz  Pen¬ 
tium  servers  could  use 
the  100M  bit/sec.  con¬ 
nections  and  higher-end 
servers  could  use  the  Gi¬ 
gabit  Ethernet  ports. 

The  Summit^  is  shipping.  Pricing 
starts  at  $24,995.  Xylan  in  Calabasas, 
Calif.,  announced  switches  with  ports 
that  can  sense  whether  to  operate  at  10M 
or  100M  bit/sec.  The  Xylan  OmniStack 
4016  has  16  10/100M  bit/sec.  ports  and 
costs  $3,150.  The  OmniStack  5024  has 
24  10/100M  bit/sec.  “autosensing”  ports 
and  one  or  two  Fast  Ethernet,  Gigabit 
Ethernet  or  Asynchronous  Transfer 
Mode  uplinks.  It  costs  $7,000.  □ 


ATTACHMATE  CORP.  has  announced  Re¬ 
mote  LAN  Node  Version  5.0,  software 
for  providing  remote  access  to  host 
and  LAN-based  networks  and  applica¬ 
tions. 

According  to  the  Bellevue,  Wash., 
company,  the  software  gives  remote 
users  protocol-transparent  access  to  a 
Token  Ring  or  Ethernet  LAN  through 
a  dial-up  connection,  such  as  a  mo¬ 
dem,  Integrated  Services  Digital  Net¬ 
work  (ISDN)  or  X.25  connection.  New 
connectivity  options  include  support 
for  ISDN  B-2  protocols,  support  for 
multilink  Point-to-Point  Protocol  and 
support  for  IP/ IPX  Windows  95  or 
Windows  NT  dial-out. 

Pricing  starts  at  $2,130  for  server 
software  and  a  four-port  license. 
Attachmate 
(425)  644-4010 
www.attachmate.com 

LANART  CORP.  has  announced  the 
EXC0015,  a  ioBase-T  to  ioBase- 
FL  converter  for  twisted-pair-to-fiber- 
media  connectivity. 

According  to  the  Needham,  Mass., 
company,  the  converter  facilitates  data 
transmission  regardless  of  cable  cross¬ 


ing  requirements  by  identifying  con¬ 
nected  cables  as  either  crossed  or  un¬ 
crossed  and  then  matching  its  config¬ 
uration  accordingly. 

The  product  costs  $249. 

LANart 

(617)  444-1994 
www.lanart.com 

APONET,  INC.  has  announced  Band¬ 
width-Manager  Model  100  and  Band¬ 
width  Policy  Monitor  Model  100, 
devices  for  managing  100M  bit/sec. 
Fast  Ethernet  networks. 

According  to  the  San  Jose,  Calif., 
company,  Bandwidth  Manager  lets  cor¬ 
porate  intranet  managers  or  Internet 
service  providers  allocate  bandwidth  by 
individual  users  who  may  have  one  or 
many  IP  addresses.  Bandwidth  Policy 
Monitor  provides  data  on  bandwidth 
usage  patterns  to  help  set  policies  that 
guarantee  bandwidth  for  mission-criti¬ 
cal  applications. 

Bandwidth  Manager  costs  $8,950; 
Bandwidth  Policy  Monitor  costs 
$6,950. 

Aponet 

(408)  436-6550 
www.aponet.com 


"Users  don't  want  to 
buy  one  box  for  each 
specific  bandwidth 
requirement.  It  makes 
management  a  night¬ 
mare."  -  Daniel  Briere, 
TeleChoice 
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What  goo<  are  IT  career  opportunities  in 
Chicago,  if  your  hear ’s  s  ill  in  San  ranci 


...or  in  any  other  market? 


If  you’re  interested  in  career  opportunities 
where  you  live,  here’s  a  quick,  easy  way  to 
find  them. 

Introducing  IDG 
MetroCareers. 

With  this  new  service,  you  can  look 
up  IT  employment  ads  in  your 
area — the  Bay  Area,  Chicago  or  the 
New  York/Philadelphia,  metro  area — 
just  by  turning  to  your  copy  of 
Computerworld. 

Get  the  details. 

When  you  see  a  job  you  like,  you  can 
learn  more  about  it  by  visiting 

www. metrocareers.com  We’ll  include 
comprehensive  descriptions  of  the  compa¬ 
ny  and  opportunity  to  help  you  make  an 
informed  decision. 


Get  the  edge. 

But  there’s  more  to  our  service  than  just 
publishing  ads.  We  can  introduce  you  to 
IT  opportunities  that  match  your  exact 
requirements  and  background.  Give  us 
information  about  yourself  and  the  type  of 
opportunity  you’re  looking  for  by  filling  out 
a  brief  questionnaire  on  the  Web  site.  Then, 
using  advanced  push  technology,  we’ll 
e-mail  you  targeted  jobs — only  those  that 
are  the  perfect  fit.  And  you’ll  get  them 
before  they  run  in  Computerworld,  so  you’ll 
have  a  head  start  on  the  competition. 

Now  that  you’re 
pumped  up. 

Watch  for  IDG  MetroCareers  right  here 
in  Computerworld,  the  newsweekly  for 
Information  Technology  leaders.  And 
give  yourself  a  career  advantage. 


Register  now. 

Discover  the  best  IT  career  opportunities  in 
your  neighborhood  before  they  appear  in 
print!  Fill  out  the  questionnaire  at 

www. metrocareers.com 

and  register  for  our  free  e-mail  employment 

service. 
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Coming  soon,  IT  opportunities  in  Boston,  Southern  California,  Texas  and  Washington  D.C.  metro  areas. 


IDG  MetroCareers  is  a  trademark  of  International 
Data  Group,  Inc. 


Get  inside 

COMPUTERWORLD 

DO  IT  NOW 

and  save  over  73%  off 
the  single  copy  price. 
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Call  us  toll-free  at: 

800-552-4431 

Outside  U.S.:  (614)  382-3322 

Fax  your  order  to: 

(614)382-1058 

E-mail: 

circulation@cw.com 
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Insurance  company 
claims  object  gain 

►  Technology  helps  Travelers  keep  prices  down 


Travelers  Property 
Casualty  is  "trying 
to  develop  a  set  of 
applications  that  give 
our  claims  handlers 
more  power.” 

-  DOUG  LABODA, 
CIO,  TRAVELERS 


Briefs 


WAITING  GAME 


Manufacturing  attitudes  toward 
adopting  new  technology 


Large  companies* 


Small/midsize 

companies* 


■  Averse  to  technology 

■  Adopt  when  competitors 
benefit 

■  Adopt  when  technology 
matures 

Early  adoption 

First  to  adopt  leading- 
edge  products 


*  Small  and  midsize  manufacturers 
are  defined  as  having  annual  reve¬ 
nue  up  to  $249  million.  Large  man¬ 
ufacturers  have  annual  revenue  of 
$250  million  or  more. 

Base:  199  IS  and  business 
managers  at  manufacturing  firms 

Source:  Advanced  Manufacturing  Research,  Inc., 
Boston 

Workflow  for  NT _ 

Eastman  Software,  Inc.  in 
Billerica,  Mass.,  in  the  second 
quarter  plans  to  release  two 
workflow  products  and  an  up¬ 
grade  of  a  workflow  product 
for  Windows  NT.  Eastman 
Software  for  Windows  NT 
Version  3.2  has  a  new  task 
manager  that  lets  users  incor¬ 
porate  automated  task  proce¬ 
dures  into  routed  work  items. 
The  company  atso  will  roil 
out  Workflow  Connector  for 
the  World  Wide  Web  and 
Workflow  Connector  for  Mi¬ 
crosoft  Corp.’s  Exchange, 
which  lets  users  of  the  Web 
and  Exchange  messaging 
servers  participate  in  work- 
flows.  Pricing  information 
wasn’t  available. 


By  Craig  Stedman 


travelers  property  Casualty 
Corp.  likes  to  think  of  itself  as 
the  Cadillac  of  workers’  com¬ 
pensation  insurance.  But  it  ran 
into  a  problem:  Customers 
stopped  wanting  to  pay  Cadillac- 
like  prices. 

“I  need  to  keep  my  price  flat 
or  reduce  it  just  to  stay  even 
[with  the  competi¬ 
tion],”  said  Vincent 
Armentano,  sec¬ 
ond  vice  president  of  workers’ 
compensation  claims  at  the 
Hartford,  Conn.-based  unit  of 
The  Travelers  Group.  That  pres¬ 
sure  forced  the  $9.9  billion 
company  to  learn  how  to  make 
its  high  levels  of  service  less 
costly  to  maintain. 

So  it  turned  to  technology.  To 
boost  daims-handling  produc¬ 
tivity,  Travelers  Property  Casual- 


By  Barb  Cole-Gomolski 


although  it  had  installed  an 
imaging  system  to  speed  up 
mortgage  applications,  GMAC 
Commercial  Mortgage  in  Hor¬ 
sham,  Pa.,  hit  a  big  pothole 
when  it  came  time  to  pull  the 
home  inspections  done  by  out¬ 
side  contractors  into  its  system. 

The  contractors  have  no  di¬ 
rect  access  to  GMAC’s  network, 
so  inspection  documents  and 
paperwork  —  such  as  the  back- 
and-forth  between  loan  officers 
and  inspectors  —  all  had  to  be 
generated  manually,  said  Tom 
Reynolds,  senior  network  engi¬ 
neer  at  GMAC. 

GMAC  needed  to  be  able  to 
scan  in  business  documents 
from  its  contractors  via  the  uni¬ 
versal  interface  of  the  World 
Wide  Web  —  which  is  where 
new  software  from  Optika 
Imaging  Systems  in  Colorado 
Springs  entered  the  picture. 

Optika’s  EMedia  software 


ty  relies  on  a  combination  of 
object-based  applications  and 
more  than  100  database  servers 
distributed  throughout  its  of¬ 
fices. 

In  the  past  four  years,  the 
company  has  implemented  new 
applications  for  handling  claims 
for  workers’  compensation  and 
personal  and  commercial  prop¬ 
erty  losses. 

And  last  fall,  the 
company  used  the 
object  approach  to 
tie  workers’  compensation 
claims  to  medical  management 
services  that  are  aimed  at  get¬ 
ting  injured  employees  back  to 
work  faster  and  at  less  cost. 

The  combined  system,  which 
links  the  homegrown  claims  ap¬ 
plication  with  packaged  medical 
case  management  software,  is 
aimed  at  “using  technology  to 
set  us  apart”  from  rival  insur- 


culls  documents  stored  in 
imaging  systems,  legacy  appli¬ 
cations  and  Web  servers  and 
makes  them  available  from  a 
single  client.  That  eliminates 
the  need  for  multiple  desktop 
applications.  The  culling  is 


ers,  said  Doug  LaBoda,  chief 
information  officer  at  Travelers 
Property  Casualty’s  claims  ser¬ 
vice  unit. 

The  company’s  2,800  work¬ 
ers’  compensation  claims  han¬ 
dlers  and  500  nurse  case  man- 

Travelers,  page  56 


done  by  a  middleware  layer  that 
processes  end-user  queries  for 
information. 

The  software  also  supports 
threaded  discussions,  so  GMAC 
users,  customers  and  trading 
Mortgage,  page  56 


APP  DESIGN 

Bank  system 
turns  into 
service  edge 

By  Sharon  Gaudin 


the  challenge  facing  the 
Banque  Generale  Luxembourg: 
oncoming  competition  from 
banks  across  a  unified  Euro¬ 
pean  community. 

The  bank’s  goal?  Get  so  close 
to  information  affecting  con¬ 
sumers  and  their  banking  histo¬ 
ries  that  service  representatives 
can  answer  their  needs  in  one 
keystroke. 

Information  systems  man¬ 
agers  at  the  $25  billion  bank  in 
Luxembourg  are  trying  to  do 
that  with  a  new  object-oriented 
application  development  archi¬ 
tecture. 

ALL-IN-ONE 

Managers  are  using  the  technol¬ 
ogy  to  gather  all  of  a  customer’s 
information  —  savings,  check¬ 
ing,  investments,  securities  — 
in  one  file  so  bank  advisors 
have  it  all  at  their  fingertips 
without  having  to  make  multi¬ 
ple  and  lengthy  queries  to  vari¬ 
ous  databases. 

Bank  officials  want  customer 
service  staff  to  dispense  person¬ 
alized  advice  in  moments  in- 
Bank,  page  56 


DISTRIBUTED 

APPLICATIONS 


Mortgage  company  sold  on  imaging 

►  GMAC  finds  that  threaded  discussions  ease  document  management 


Optika's  EMedia  uses  a  middleware  layer  to  collect  docu¬ 
ments  from  various  storage  areas 
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Travelers  keeps  prices  down 

CONTINUED  FROM  PAOI15 _ 


agers  can  exchange  data  in  al¬ 
most  real-time  fashion,  Armen- 
tano  said.  They  now  also  sit 
side-by-side  and  have  common 
financial  incentives  designed  to 
foster  teamwork. 

Getting  nurses  involved  from 


the  start  in  scheduling  doctors’ 
appointments  for  injured  work¬ 
ers  and  tracking  their  cases  is 
expected  to  save  money  for 
Travelers  and  its  customers. 

Pilot  installations  at  two  com¬ 
panies  led  to  an  annual  10%  re¬ 
duction  in  claims  payments  and 
a  1 6%  drop  in  the  average  time 
injuries  kept  workers  away  from 


their  jobs,  Armentano  said. 

Travelers  Property  Casualty 
hasn’t  been  quick  to  bet  on  oth¬ 
er  new  technologies,  said 
Jeanne  Ross,  a  research  scientist 
at  the  Massachusetts  Institute  of 
Technology  in  Cambridge, 
Mass.,  who  has  written 
case  studies  about  the 
company.  For  example, 
the  company  hasn’t  done 
much  yet  with  either 
imaging  or  the  Internet. 

But  Travelers  recog¬ 
nized  objects  as  a  technol¬ 
ogy  horse  that  was  worth 
riding,  Ross  said.  LaBoda 
and  his  staff  are  adept  at 
“understanding  technolo¬ 
gy  and  being  able  to  think  about 
it  in  business  terms,”  she  said. 
“They’re  very  business-driven.” 

LaBoda  said  the  company  has 
spent  more  than  $27  million  on 
the  C++-based  applications,  in¬ 
cluding  the  cost  of  hardware 
and  databases.  But  benefits  in¬ 
clude  a  15%  cut  in  the  cost  of 
handling  personal  insurance 


claims,  largely  because  of  re¬ 
duced  personnel  needs.  And 
software  development  costs 
shouldered  directly  by  the 
claims  unit  have  gone  from  $7 
million  on  the  initial  workers’ 
compensation  application  to 
$1.5  million  and  $500,000  on 
the  systems  for  personal  lines 
and  commercial  property,  La¬ 
Boda  said. 

ROCKY  RIDE 

The  object  ride  was  rough  early 
on,  when  the  workers’  compen¬ 
sation  software  was  put  into  use 
even  though  it  was  barely  be¬ 
yond  beta-test  quality.  One  out 
of  eight  end-user  PCs  crashed 
on  a  daily  basis  at  first,  LaBoda 
said.  Now  Travelers  expects  to 
finish  rolling  out  the  object- 
based  applications  to  its  6,500 
claims  handlers  by  December. 
Simultaneously,  it  is  moving  the 
software  from  OS/2  to  Windows 
NT  and  switching  from  Sybase, 
Inc.  databases  to  Microsoft 
Corp.’s  SQL  Server.  □ 


The  company's  2,800  claims 
handlers  and  500  nurse  case 
managers  can  exchange  data  in 

almost  real-time  fashion. 

-  Vincent  Armentano, 

Travelers  Property  Casualty 


Mortgage  company 

CONTINUED  FROM  PAGE  55 _ 


partners  can  comment  on  the 
status  of  an  order,  ask  questions 
or  make  requests. 

Reynolds  said  E  Media  should 
reduce  paper  flow  and  speed  up 
the  processing  of  mortgage  ap¬ 
plications.  Internally,  dealing 
with  one  desktop  client  will 
mean  lower  administration 
costs,  he  said. 

Amie  White,  an  analyst  at  In¬ 
ternational  Data  Group  in  Fram¬ 
ingham,  Mass.,  said  EMedia  is 
unique  because  it  “captures  not 
only  the  electronic  paperwork, 
but  also  the  human  interactions 
that  until  now  have  slipped 
through  the  cracks  of  E-com¬ 
merce  software.” 

Companies  could  use  a  col¬ 
laboration  platform  such  as  Lo¬ 
tus  Development  Corp.  Notes  to 
build  an  EMedia-like  system, 


but  that  would  require  a  lot  of 
custom  programming. 

Gerry  Murray,  another  IDC 
analyst,  said  none  of  Optika’s 
traditional  imaging  rivals  has 
products  that  do  exactly  what 
EMedia  does,  though  some 
have  pieces  of  it. 

ACCESS  ADVANTAGE 

For  another  EMedia  user,  access 
to  multiple  repositories  from  a 
single  application  was  the  most 
appealing  benefit. 

Information  systems  man¬ 
agers  at  Payless  Cashways,  Inc. 
in  Kansas  City,  Mo.,  previously 
had  to  write  customized  appli¬ 
cations  to  give  accounts-receiv- 
able  clerks  access  to  the  compa¬ 
ny's  imaging  system. 

The  clerks  also  had  to  identify 
which  repository  they  wanted  to 


work  with,  said  Tim  Thomas, 
manager  of  infrastructure  at 
Payless  Cashways.  The  company 
runs  more  than  160  lumber 
stores.  "With  EMedia,  I  won’t 
have  to  program  a  custom  front 
end  for  someone  who  needs  ac¬ 
cess,”  Thomas  said.  And  users 
will  be  able  to  request  informa¬ 
tion  without  specifying,  or  even 
knowing,  which  system  it  is 
stored  in. 

EMedia  can  be  accessed  from 
the  front-end  applications  of 
operational  systems  such  as 
those  from  SAP  AG,  Redwood 
Shores,  Calif.-based  Oracle 
Corp.  and  PeopleSoff,  Inc,  in 
Pleasanton,  Calif. 

The  software  also  can  be  run 
from  a  Web  browser  or  Mi¬ 
crosoft  Corp.'s  Internet  Explor¬ 
er.  There  also  is  a  server  com¬ 
ponent  that  sits  between  the 
repositories  and  the  clients. 

EMedia  will  ship  in  the  sec¬ 
ond  quarter  and  will  cost  $150 
per  user.  □ 


Object-based  bank  system 
offers  a  service  advantage 


AT  A  GLANCE 


stead  of  days. 

“Our  customers  want  imme¬ 
diate  feedback,”  said  Yves  Stein, 
head  of  marketing  function 
at  Banque  Generale  Luxem¬ 
bourg.  “They  want  to  know  not 
only  that  their  advisor  knows 
their  needs  but  sees  their  whole 
financial  profile.  And  they  don’t 
want  to  hear  us  tell  them  that 
we’ll  get  back  to  them  in  a  few 
days.  Speed  performance  is  a 
critical  issue.” 

UNIVERSAL  ACCESS 

The  bank  has  been  working  on 
building  an  object-oriented 
three-tier  architecture  based  in 
the  Common  Object  Request 
Broker  Architecture  (CORBA) 
and  Java.  CORBA  will  act  as  an 
electronic  bus  that  delivers  in¬ 
formation  between  end  users’ 
clients  and  the  bank’s  data¬ 
bases.  CORBA  and  Java  both 
will  let  the  bank’s  customer  ser¬ 
vice  advisors  access  information 
on  any  kind  of  database. 

Business  logic  applications 
will  sit  on  the  Gemstone  Sys¬ 
tems,  Inc.’s  J  Application  Serv¬ 
er,  which  lets  thousands  of 
users  access  those 
shared  objects  at 
the  same  time. 

That  piece  was  designed  to  save 
users  considerable  time  because 
they  don’t  have  to  wait  in  line 
for  an  object  or  for  a  specific 
virtual  machine  to  fire  up. 

An  architecture  is  the  plumb¬ 
ing  that  connects  applications 
from  the  front  end  seen  by 
users  through  the  middle-tier 
application  server  and  out  to  the 
company’s  databases. 

It  also  embeds  a  lot  of  the 
guts  of  programming  —  trans¬ 
action  calls  and  communication 
functions  —  reducing  the 
amount  of  programming  need¬ 
ed  for  new  applications  and 
leaving  application  developers 
only  business  logic  to  be  fo¬ 
cused  on. 

An  object-oriented  architec¬ 
ture  lets  developers  store  and 


Company:  Banque 
Generale  Luxembourg, 
Luxembourg 

Total  consolidated 
assets:  $29.8B  (U.S.) 

1997  assets:  11.6% 
increase  from  1996 

Project:  The  bank  is 
building  a  Java-based 
component  architec¬ 
ture.  The  project  was 
started  last  year  and 
will  have  a  pilot  release 
next  month. 

reuse  objects  that  they  built  for 
previous  applications,  saving 
the  time  it  would  have  taken  to 
rewrite  that  code. 

Michel  Dauphin,  head  of  in¬ 
formation  technology  architec¬ 
ture  at  the  bank,  said  reusing 
objects  should  continue  to  save 
his  staffers  time  and  enable 
them  to  respond  quickly  to  new 
business  challenges. 

“Previously,  a  typical  develop¬ 
ment  period  was  six  months  to 
two  years,  and  we 
had  no  flexibility 
in  adapting  to  new 
banking  needs,”  he  said. 

Dauphin  has  been  switching 
his  old  Cobol  and  mainframe 
system  to  the  new  three-tier 
architecture  that  has  Windows 
NT  running  on  clients  through 
the  main  office  and  40  branch 
offices.  It  runs  Java  applications 
on  the  front  end  and  on  the 
server,  but  maintains  the  main¬ 
frame  and  20-year-old  Cobol 
applications  on  the  back  end. 

Karen  Boucher,  an  analyst  at 
The  Standish  Group  Interna¬ 
tional,  Inc.  in  Dennis,  Mass., 
said  banks  in  competitive  mar¬ 
kets  need  to  think  ahead.  “To 
sell  stock  information  and  secu¬ 
rities  [for  example],  they  need  to 
know  what  the  customer  is 
doing  and  what  they  want  to 
do,”  she  said.  □ 
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SEAGATE  TECHNOLOGY,  INC.  has 
announced  Backup  Exec  Small 
Business  Server  Suite  for  Win¬ 
dows  NT,  software  for  data 
backup,  restorations,  disaster 
recover)’  and  virus  protection. 

According  to  the  Scotts  Val¬ 
ley,  Calif.,  company,  the  suite 


works  with  Microsoft  Corp.’s 
BackOffice  Small  Business 
Server  to  protect  Microsoft 
SQL  Server,  Microsoft  Ex¬ 
change  Server  and  Microsoft 
Internet  Information  Server 
data. 

The  product  costs  $695. 


Seagate  Technology 
(408)  429-6356 
www.seagate.com 

FUNK  SOFTWARE,  INC.  has  an¬ 
nounced  AppMeter  II,  a  soft¬ 
ware  metering  tool  to  monitor 
application  usage  and  enforce 


concurrent-use  license  agree¬ 
ments. 

According  to  the  Cam¬ 
bridge,  Mass.,  company,  the 
tool  measures  and  documents 
usage  of  Windows  NT,  Win¬ 
dows  95,  Windows  3.1  and 
DOS  applications  installed  on 


Windows  NT  or  Novell,  Inc. 
NetWare  file  servers  and  work¬ 
station  hard  drives. 

The  tool  costs  $695  for  a 
single-server/25-user  license. 
Funk  Software 
(617)  497-6339 
www.funk.com 
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C  o  m  p  u  t  e  r  w  o  r  I  d  March  16,  1998  (www.computerworld.com) 

Shipper  changes  course  for  SAP  R/3 


By  Clare  Haney 
Hong  Kong 


companies  often  acquire  software 
packages  and  adapt  them  to  meet  com¬ 
pany  needs.  But  once  in  a  while  a  com¬ 
pany  finds  itself  changing  its  business 


processes  to  conform  to  a  software  pack¬ 
age. 

That  is  what  happened  to  Orient  Over¬ 
seas  Container  Line  Ltd.  The  shipping 
firm,  when  prompted  by  a  companywide 
decree  to  move  from  mainframes  to 
client/server  computing,  acquired  R/3 


financials  modules  from  Germany’s  SAP 
AG. 

The  Hong  Kong-based  company,  a 
subsidiary  of  the  public  Orient  Overseas 
International  Ltd.,  is  one  of  the  world’s 
leading  global  container  transportation 
companies.  It  has  144  offices  in  more 


than  45  countries.  The  shipping  giant 
owns  and  charters  about  34  container 
vessels  deployed  in  41  liner  services  car¬ 
rying  more  than  1  million  containers 
worldwide  every  year. 

Orient  Overseas  Container  embarked 
on  its  quest  for  a  client/server-based 
financials  package  in  1994  and  eventual¬ 
ly  narrowed  its  choice  to  SAP  and  Peo- 
pleSoft,  Inc.  in  Pleasanton,  Calif. 

Paul  Mok,.  general  manager  for 
finance  and  accounts,  said  SAP  met  the 
shipping  company’s  requirements  for 
handling  its  international  customers. 
Customers  can  choose  a  particular  cur¬ 
rency  for  payment;  the  country  in  which 
they  want  to  pay  the  bill;  and  which  par¬ 
ty  will  pay  —  the  shipper  or  the  con¬ 
signee,  Mok  said. 

Mok  said,  contrary  to  his  expectations, 
the  company  found  that  the  shipping  in¬ 
dustry  doesn’t  have  unique  accounting 
requirements  and  that  SAP  took  this  in¬ 
to  account.  “We  said  to  ourselves,  ‘Let’s 
change  our  requirements  to  suit  SAP 
modules,’  ”  he  said. 

OPEN  TO  CHANGE 

Adapting  the  shipper’s  existing  processes 
to  suit  the  standard  accounting  modules 
of  SAP  wasn’t  such  a  struggle  because 
the  company  already  had  an  inclination 
toward  change,  Mok  said.  “At  that  time, 
our  accounting  function  here  in  Hong 
Kong  employed  more  than  100  [staffers]. 
With  process  re-engineering,  the  head 
count  was  reduced  to  70,”  he  said. 

The  most  difficult  part  of  the  global 
implementation  of  the  R/3  financials 
modules  wasn’t  the  rollout,  but  the  de¬ 
sign  phase  that  preceded  it,  Mok  said. 
“Rollout  is  more  or  less  the  mechanical 
part  of  the  whole  process,”  he  said.  Dur¬ 
ing  the  design  phase,  the  company  invit¬ 
ed  representatives  from  its  offices  in 
North  America  and  Europe  to  Hong 
Kong  to  participate. 

Orient  Overseas  Container  also 
brought  in  Price  Waterhouse  LLP  in 
Hong  Kong  as  project  consultants  and 
used  the  consultancy’s  project  manage¬ 
ment  methodology  to  document  the  de¬ 
sign  process. 

All  the  implementations  of  the  R/3 
financial  modules  were  started  in  Hong 
Kong.  Then  the  company  operated  on 
country  by  country  and  module  by  mod¬ 
ule  as  it  rolled  out  R/3  financials  across 
its  overseas  offices. 

Orient  Overseas  Container  now  has 
R/3  financial  modules  installed  on 
Hewlett-Packard  Co.’s  HP  9000  servers 
running  HP-UX.  Although  the  company 
didn’t  buy  the  hardware  or  operating  sys¬ 
tem  specifically  to  run  R/3,  it  did  change 
its  database  engine  from  Sybase,  Inc.  to 
Oracle  Corp.  to  run  R/3.  At  the  time, 
Sybase’s  relational  database  lacked  a  fea¬ 
ture  known  as  row-level  locking  needed 
for  optimal  running  of  R/3  applications. 

The  project  went  live  with  R/3  in  Jan¬ 
uary  1997  and  is  running  Version  3.0E 
of  the  modules.  The  company  employs 
about  280  accountants  worldwide,  all  of 
whom  report  to  its  Hong  Kong  base.  □ 
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Words  We  Live  By.  Words  You  Work  By. 


When  you  pick  up  a  copy  of  Computenvorld,  you 
know  you’re  getting  the  most  objective,  unbiased  news 
and  information  in  IS.  Our  code  of  ethics  guarantees  it. 

Why  do  we  make  such  a  big  deal  out  of  editorial 
integrity? 

Because  the  words  you  read  in  Computenvorld  often 
have  a  dramatic  impact  on  your  business,  your  career, 
and  your  future. 

You  use  this  information  to  evaluate  new  products.  To 
get  a  candid  view  of  emerging  technologies.  To  find 
out  the  inside  story  on  corporate  strategies.  To  decide 
whether  to  jump  ship  or  stay  in  your  current  job.  To 
get  the  edge  on  your  competition. 

In  short,  Computenvorld  is  filled  with  the  words 
IS  professionals  like  you  live  by. 


Week  in  and  week  out,  our  editors  and  reporters  call  it 
the  way  they  see  it  -  on  issues  ranging  from  network 
management  to  reengineering.  They  dig  deeply  to  bring 
you  the  most  accurate,  comprehensive  news  in  IS. 

It’s  no  wonder  over  152,000  IS  professionals  pay  to 
subscribe  to  Computenvorld.  Shouldn’t  you?  Order 
today  and  you’ll  receive  51  information-packed  issues. 
Plus,  you’ll  get  our  special  bonus  publication,  The 
Premier  100 ,  an  annual  profile  of  the  leading  companies 
using  IS  technology. 

Call  us  toll-free  at  1-800-343-6474,  or  visit  us  on  the 
World  Wide  Web  at  http://www.computerworld.com. 

To  order  by  mail,  use  the  postage-paid  subscription 
card  bound  into  this  issue. 

You’ll  get  the  kind  of  straightforward,  impartial 
reporting  you  can  work  by.  You  have  our  word  on  it. 


COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


Haney  writes  for  the  IDG  News  Service  in 
Hong  Kong. 


MultiSync®  LCD400V™  MultiSync®  LCD400™  MultiSync®  LCD2000™ 

One  of  the  lowest-priced  14"  active-matrix  LCD  monitor.  With  XtraView™ — 160°  viewing  angle.  The  first  20"  LCD  monitor  on  the  market. 


The  broadest  line  in  the  business 
is  less  than  23  inches  wide. 


Viewable  Image  Size 
Maximum  Resolution 
Weight 

Dimensions  (wxhxd) 
Brightness 

160°  XtraView  Technology 


MultiSync  LCD400V 

MultiSync  LCD400 

MultiSync  LCD2000 

14.1" 

14.1“ 

20.1" 

1024  x  768 

1024  x  768 

1280  x  1024 

11.0  lbs. 

11.5  lbs. 

22.0  lbs. 

14.1"  x  14.2"  x  6.6" 

14.1"  x  14.3"  x  6.7" 

19.7“  x  19”  x  8.7" 

200  cd/m2 

180  cd/m2 

150  cd/m2 

no 

yes 

yes 

We  ve  squeezed 

MultiSync  something  for 

everyone  into  a  line 

of  monitors  that  is  known  for  being  thin. 

At  $1599,  our  MultiSync  LCD400V  is  one  of  the 
lowest  priced  14"  active-matrix  LCD  monitors  on  the 
market.  Yet  it  still  offers  eye-popping  image  quality. 

For  a  little  bit  extra,  the  14"  MultiSync  LCD400  includes  XtraView'”  technology,  which  expands  the  viewing  angle  to  an  unprece¬ 
dented  160°  And  for  those  who  believe  that  bigger  is  better,  there’s  the  MultiSync  LCD2000,  the  world’s  first  commercially  available 
20"  LCD  monitor,  also  with  XtraView.  All  of  our  monitors  are  misers.  They  take  up  at  least  60%  less  space  and  consume  at  least 
50%  less  energy  than  traditional  CRT  models.  And  all  of  our  LCD  panels  are  made  by  us— so  we  can  make  sure  that  the  broadest 
line  in  the  business  is  also  the  best.  To  find  out  more,  call  1-800-NEC-INE0  or  visit  www.nec.com.  For  more  on  XtraView  technology, 
visit  www.xtraview.com.  Expect  more.  Experience  more. 
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MultiSync  LCD400  MultiSync  LCD400  MultiSync  LCD2000 


Sync  MultiSync 


NEC  Technologies 


All  dollars  slated  in  U.S.  dollars.  Price  references  are  based  on  estimated  street  price.  Actual  pnce  may  vary.  Price  and  specifications  are  subject  to  change  without  notice.  MultiSync  is  a  registered  hademar*  and  LCD400V  LCD400.  LC02000,  XtraView, 
'Expect  more.  Experience  more.',  and  the  NEC  Technologies  icon  are  trademarks  of  NEC  Technologies.  Inc.  All  other  trademarks  or  registered  trademarks  are  the  property  of  their  respective  holders.  ©  1998  NEC  Technologies.  Inc. 
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SUPPORT  IS  SOMEONE 

TO  LEAN  ON. 

OUR  CORPORATE  FIELD 
REPRESENTATIVES  TRAVELTO 
YOUR  OFFICE  TO  BETTER 
UNDERSTAND  YOUR  NEEDS. 

As  a  Micron  corporate  customer,  you  can  now  enjoy  even 
better  access.  Our  corporate  field  representatives  foster  a  close 
relationship  with  you  and  develop  a  deep  understanding  of  your 
most  pressing  computing  issues  with  the  goal  of  helping  your 
business  maximize  its  competitive  edge.  And  the  Micron  family 
of  servers,  portables,  powerful  technical  workstations  and 
managed  PCs  are  packed  with  the  features  and  functionality 
your  company  needs  to  stay  on  top.  Micron’s  ClientPro® 
managed  PCs  are  certified  as  3Com  Network  Ready”  systems 


MICRON  CLIENTPROVxe 


Intel  166MHz  Pentium  processor  with  MMX  technology 
Microsoft  Windows  NT  Workstation  4.0 
Price  excludes  monitor 


Starting  at 

*999 

Bus.  lease  S  35/mo. 


MICRON  CLIENTPRO  Mre 

i 

THE  NEW  MICRON  CLIENTPRO  766X1 

Intel  233MHz  Pentium  processor  with  MMX™  technology 

|v 

Intel  266MHz  Pentium  II  processor  (features  MMX  technology)  l 

32MB  SDRAM 

64MB  SDRAM 

3.2  GB  SMART  Ultra  ATA  hard  drive 

3.2GB  SMART  Ultra  ATA  hard  drive 

15"  Micron  500Lx,  .28dp(13.7“  display) 

17'  Micron  700FGx,  .26dp  (16.0"  display) 

STANDARD  FEATURES 

STANDARD  FEATURES 

512KB  pipeline  burst  cache,  DM1 2.0  compliant, 

512KB  internal  L2  secondary  cache,  DMI  2.0  compliant, 

2MB  flash  BIOS 

2MB  flash  BIOS 

24X  variable  speed  ATAPI  CD-ROM  drive 

24X  variable  speed  ATAPI  CD-ROM  drive 

Network  adapter  with  3Com  Wake-On-LAN  technology 

Network  adapter  with  3Com  Wake-On-LAN  technology 

2MB  EDO  RAM  graphics  accelerator 

3.5'  floppy  drive 

3.5'  floppy  drive 

4MB  AGP  3D  video 

Advanced  hardware  monitoring  and  power 

Intel  LANDesk  Client  Manager  available 

management  features 

Advanced  hardware  monitoring  and  power 

Chassis  intrusion  alert 

management  features 

Intel  LANDesk'  Client  Manager  available 

Chassis  intrusion  alert 

Microsoft'  InrelllMouse™ 

Microsoft  intelliMouse 

Microsoft  Windows  NT"  Workstation  4.0* 

Microsoft  Windows  NT  Workstation  4.0 

5-vear/3-ve,ir  Micron  Pnwpr™  limited  warranrv 

5-vear/3-vear  Micron  Power 

limited  warranty 

'Additional  Microsoft  software  and  /  M  il  A  A 

operating  system  options  available.  ( 

C  *2.049 

Bus.  lease  S  53/mo. 


Bus.  lease  S72/mo. 


with  preinstalled,  tested  and  ready-to-run  network  solutions. 

The  ClientPro  and  3Com  solution  means  you  have  complete 
compatibility  between  system  hardware  and  software,  so  you 
can  be  sure  your  computer  will  be  networked  right  away 
Plus,  your  selection  of  a  reliable  Micron”  system  provides  you  the 
investment  protection  that  comes  with  one  of  the  best  limited 
warranties  in  the  industry.  Call  us  today  and 
discover  the  many 
advantages  Micron  can  give 
your  business.  You  can  lean 
on  Micron. 


Call  now  to  order. 


800-554-5230 


www.micronpc.com 


MICRON 
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1-.  2-  or  3-ynr  optenaf  serves  egnement  f»  Micron  desktop  and  server  systems 
30  days  of  tree  Mcw-appied  software  support  tor  Mkxmi  desktop  systems.  3  optional 
network  openftng  system  nerdent  tesduMns  included  tor  Micron  server  systems 
30-doy  money  bock  poky 
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g  s  ajbed  to  and  quaffed  by  Ifcron's  standard  tonited  warranties  and  terms 
•  M  sate.  Term  and  condoms  of  sde  moy  viry  for  specific  confiourotions. 


ano  ajobumt  « sale,  terms  ana  conatnns  of  use  may  vary 
Catm  d  the  kateri  may  be  obtamed  on  ourtffeb 


GSA  Contract  #GS35F4317D 

Micron  Sales  Mrs:  Mon-Fri  6am-10pm,  Sat  7am-5pm,  Sun  10am-5pm  (MT) 
Technical  Support  Available  24  Hours  A  Day,  7  Days  A  Week.  Toll-free  from  Mexico: 
95-800-708-1755  •  Toll-free  from  Canada:  800-708-1758  •  Toll-free  from  Puerto  Rico: 
800-708-1756  •  International  Sales:  208-893-8970  •  International  Fax:  208-893-7393 
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Servers  &  PCs 


Large  Systems  ♦  Workstations  ♦  Portable  Computing 


The  Palm  III,  the  next  version 
of  3Com  Corp.’s  PalmPilct 
personal  digital  assistant,  will 
be  released  next  month.  Offi¬ 
cials  at  Palm  Computing,  Inc., 
a  division  of  Santa  Clara, 
Calif.-based  3Com,  an¬ 
nounced  last  week  that  the 
Palm  ill  organizer  will  run  a 
new  operating  system  and 
will  cost  $399. 

Palm  III  users  will  be  able 
to  share  applications  and 
records  via  wireless  links  with 
one  another’s  organizers, 
company  officials  said.  The 
Palm  III  will  have  zM  bytes  of 
RAM,  which  will  allow  it  to 
store  6,000  addresses  and 
five  years  of  appointments  — 
or  about  3,000  entries,  1,500 
memos  and  200  electronic- 
mail  messages,  company  offi¬ 
cials  said. 


K 


: 

Intel  Corp.  in  Hillsboro,  Ore., 
is  shipping  TeamStation  Sys¬ 
tem  3.0,  a  PC-based  video- 
conferencing  system  that  im¬ 
proves  video  quality  over 
earlier  versions.  The  upgrade 
also  includes  new  remote 
camera  control  software  that 
lets  remote  users  zoom  in  on 
speakers. 

The  package  includes  a 
Pentium  II  processor,  video- 
conferencing  software,  a  LAN 
adapter,  a  speaker  phone, 
a  wireless  keyboard  and 
mouse,  and  a  camera.  Team- 
Station  System  3.0  costs 
$g,ggg.  A  29-in.  monitor  can 
be  added  for  $2,000. 

Small  Compaq  servers 

Compaq  Computer  Corp.  last 
week  took  aim  at  small  busi¬ 
nesses  with  the  release  of 
new  Pentium-based  Armada 
uniprocessor  servers.  The 
Armada  SB  line,  priced  from 
$2,399  to  $3,799.  the  com¬ 
pany’s  third  line  of  small 
business  products  introduced 
since  October. 

Topping  the  price  list  is  the 
Armada  1598DMT,  company 
officials  said.  It  features  a 
266-MHz  Pentium  MMX 
processor,  a  4C-byte  hard 
drive,  a  Universal  Serial  Bus 
port  and  a  13.3-in.  color  thin 
film  transistor  display. 


Fundamental  fail-over 


DOWN  ON  DOWNTIME 


In  a  survey  of  700  IS  managers  during  the  12  months  between 
the  summer  of  1996  and  summer  of  1997: 

I  43%  experienced  more  than  five  incidents  of  un¬ 
planned  downtime 

1  27%  reported  single  incidents  with  durations  of  be¬ 
tween  two  and  five  hours 

I  36%  had  incidents  that  lasted  more  than  five  hours 

Source:  Find/SVP,  New  York 


►  As  client/server 
matures,  users  want 
critical  apps  backup 

By  Nancy  Dillon 

when  mark  shoger  turned  on 
his  pager  recently  and  noticed 
an  alert  from  hours  earlier 
saying  that  one  of  his  Windows 
NT  servers  had  failed,  he 
couldn’t  believe  it.  He  hadn’t 
received  any  messages  from 
panicked  users  unable  to  access 
data. 

“I  figured  it  had  to  be  a  mis¬ 
take,”  said  the  network  admin¬ 
istrator  at  consulting  firm 
Keane  Federal  Systems,  Inc.  in 
Rockville,  Md. 


But  sure  enough,  when 
Shoger  checked,  his  primary 
domain  controller  server  was 
down.  Luckily,  he  had  been 
beta-testing  new  storage  replica¬ 
tion  software  that  had  detected 
the  server  failure  and  initiated  a 
fail-over  to  a  backup  system. 


“The  fail-over  just  stepped  in 
instantly,  and  no  one  even  no¬ 
ticed,”  Shoger  said.  He  has 
since  installed  ARCserve  Repli¬ 
cation  software  from  Islandia, 
N.Y. -based  Computer  Associates 
International,  Inc.  on  each  of 
his  five  NT  servers.  All  of  the 
servers  fail-over  to  one  dedicat¬ 
ed  secondary  server  with  a  6oG- 
byte  hard  drive. 

POTENTIAL  LOSS 

Shoger  estimated  that  with¬ 
out  the  fail-over  software,  the 
downed  server  could  have  cost 
tens  of  thousands  of  dollars  in 
lost  work  time.  “We  had  6o  ap¬ 
plication  developers  who  would 
have  been  unable  to  work  dur¬ 
ing  the  eight  hours  we  would 
have  needed  to  fix,  reload  and 
restore  the  server,”  he  said. 

ARCserve  Replication  uses 
file  replication  to  synchronize 
selected  drives  between  primary 
NT  servers  that  need  protecting 
and  secondary  NT  servers  that 
act  as  backup.  If  a  primary  serv¬ 
er  fails,  the  software  transfers 
access  to  the  protected  file  sys- 
Storage,  page  62 


PARALLEL  SYSPLEX 

IBM  alters 

licensing 

discounts 

By  Jaikumar  Vijayan 


USE  IT  OR  LOSE  IT. 

That’s  IBM’s  message  to  cus¬ 
tomers  who  are  taking  advan¬ 
tage  of  special  software  dis¬ 
counts  on  Parallel  Sysplex 
mainframe  clustering  architec¬ 
ture  but  haven’t  fully  installed 
the  technology  yet. 

In  a  move  aimed  at  clarifying 
its  requirements  for  Parallel 
Sysplex  charges,  customers 
must  show  they  are  using  the 
technology  if  they  want  to  keep 
getting  rebates.  In  the  past, 
mere  intent  to  deploy  a  Parallel 
Sysplex  in  their  data  center 
qualified  customers  for  dis¬ 
counts  on  related  software  for 

IBM's  new  criteria  for 
aggregated  Parallel 
Sysplex  pricing: 

■  All  processors  in  the 
Parallel  Sysplex  must 
be  physically  attached 
to  a  common  coupling 
facility 

■  At  least  one  applica¬ 
tion  function  must  run 
across  all  systems  in  a 
Parallel  Sysplex  cluster 

IBM,  page  62 


Slicing  PC  support  costs 

►  CyberMedia  app  allows  remote  control 


By  April  Jacobs 


officials  at  the  National  Insti¬ 
tutes  for  Health  (NIH)  have 
found  that  PC  management 
software  is  the  best  medicine  to 
reduce  support  costs. 

With  offices  spread  across  the 
country  and  many  remote 
users,  the  NIH  needs  to  be  able 
to  repair  PCs  from  a  home  of¬ 
fice  and  avoid  costly  help-desk 
house  calls. 

“Because  we  have  users  who 
are  spread  out  in  remote  of¬ 
fices,  being  able  to  troubleshoot 
from  a  central  location  and  re¬ 
store  their  desktops  from  a 
server  is  important,”  said  Tim 
Bames,  manager  of  information 
systems  at  the  NIH  in  Atlanta. 


Bames  said  configurations 
stored  on  servers  can  be  loaded 
onto  a  user’s  desktop  to  restore 
a  PC  to  working  order  in  sec¬ 
onds,  which  is  much  simpler 
than  reloading  software  on  a 
client. 

Barnes  said  remote  control 
also  makes  it  easier  to  update 
software  by  eliminating  the 
need  to  go  to  a  user’s  desktop. 

The  NIH  has  turned  to  the 
latest  version  of  Repair  Engine 
from  Santa  Monica,  Calif. -based 
CyberMedia,  Inc.  The  software 
has  cut  support  calls  in  half  and 
eased  remote  troubleshooting, 
Bames  said. 

The  new  version  of  the  serv¬ 
er-based  application,  dubbed 

CyberMedia,  page  62 
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Worldwide  market  for  end  user  shipments  of  mainframe  disk  arrays 
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CyberMedia  app  reduces  support  costs 


New  features  in  CyberMedia's  Repair  Engine  1.1: 

►  Scales  up  to  250  users  per  workgroup  server 

►  Enhanced  security  for  remote  troubleshooting  sessions 

►  Client  software  supports  Windows  3.1,  Windows  95  and 
Windows  NT 
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Repair  Engine  for  Workgroups, 
will  be  released  this  week.  It  al¬ 
lows  up  to  250  users  per  server 
compared  with  50  users  with 
the  older  version.  And  its  World 
Wide  Web-based  interface 
makes  it  easy  for  network  man¬ 
agers  to  replicate  remote  users’ 
desktops,  Barnes  said. 

Other  features  include  inte¬ 
gration  with  higher-level  system 
and  network  management  prod¬ 
ucts  such  as  Hewlett-Packard 
Co.’s  Open  View.  Integration  is 
also  possible  with  auto-repair 
applications  from  Mountain 
View,  Calif. -based  Remedy  Corp. 
for  problems  such  as  missing 
files,  Windows  crashes  and 
operating  system  conflicts. 

Paul  Jaffe,  IS  manager  at  Los 


Angeles  advertising  marketing 
company  AdLink,  said  the  busi¬ 
ness  value  in  PC  management 
software  such  as  Repair  Engine 
is  its  ability  to  reduce  support 
costs  that  run  higher  than  PC 
hardware  expenses. 

SAVINGS  STUDIED 

Meta  Group,  Inc.  in  Stamford, 
Conn.,  estimated  that  users  who 
deploy  desktop  management 
software,  coupled  with  best 
practices,  can  save  up  to  26% 
on  their  overall  desktop  costs 
compared  with  an  unmanaged 
environment. 

Gartner  Group,  Inc.,  also  in 
Stamford,  said  PC  management 
practices  can  trim  an  estimated 
25%  off  average  PC  costs.  Gart¬ 


ner  has  estimated  that  compa¬ 
nies  spend  $39,000  to  maintain 
and  support  a  PC  over  a  three- 
year  life  span. 

Good  management  practices 
include  server-based  adminis¬ 
tration,  which  reduces  house 
calls  and  simplifies  support, 
and  server-based  software  up¬ 
dates.  Users  also  can  imple¬ 
ment  tools  such  as  Microsoft 
Corp.’s  Zero  Administration, 
which  is  an  add-on  tool  kit  for 


Windows  NT  4.0  and  Windows 
95.  The  tool  kit  allows  remote 
wake-up  of  machines  for  central 
support  and  software  upgrad¬ 
ing,  for  example. 

Pricing  for  Repair  Engine  li¬ 
censes  is  server-based,  with 
costs  ranging  from  $2,375  to 
$21,000.  Repair  Engine  re¬ 
quires  Windows  NT  4.0  on  the 
server.  It  supports  Windows  3.1 
and  Windows  95  as  well  as  NT 
Workstation  clients.  □ 


Storage  replication  software  essential 
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tem  to  the  secondary  server. 
Once  the  problem  is  fixed,  the 
data  is  returned  to  the  primary 
server  and  automatic  fail-over 
protection  resumes. 

A  RCserve  Replication  for 
Windows  NT  was  announced 
March  3  and  costs  $2,995  for 
each  primary  server  license. 

Veritas  Software  Corp.  in 
Mountain  View,  Calif.,  an¬ 
nounced  similar  fail-over  soft¬ 
ware,  called  Storage  Replicator 
for  File  Systems,  the  same  day. 
The  Storage  Replicator  differs 
in  that  it  uses  a  peer-to-peer 
architecture,  rather  than  a 
master/slave  architecture.  That 


means  all  servers  share  the 
same  file  system  and  show 
the  same  data  at  all  times. 
Pricing  starts  at  $10,000  for 
servers  running  Sun  Microsys¬ 
tems,  Inc.’s  Solaris  operating 
system. 

INCREASED  DEMAND 

Analysts  said  as  client/server 
systems  mature  and  become 
more  mission-critical,  users 
want  the  kinds  of  reliability 
tools  and  applications  that  they 
have  enjoyed  in  the  mainframe 
world.  Replication  and  fail-over 
help  provide  that. 

“Replication  is  for  businesses 


that  can  no  longer  rely  on  sim¬ 
ply  rebuilding  server  systems 
from  previous  backups,  which 
are  typically  12  or  24  hours  old, 
or  whose  basic  operations  are 
seriously  affected  by  down¬ 
time,”  said  Bob  Abraham,  an 
analyst  at  Freeman  Associates 
in  Santa  Barbara,  Calif. 

Bradley  Bishop,  a  LAN  ad¬ 
ministrator  at  consumer  and 
mortgage  lending  firm  United 
Companies  Financial  Corp.  in 
Baton  Rouge,  La.,  works  at  such 
a  business.  He  manages  75 
Windows  NT  servers  that  con¬ 
trol  all  of  the  company’s  online 
financial  transactions. 


“In  our  environment,  we  ex¬ 
perience  about  100  hours  of  un¬ 
planned  downtime  each  year,” 
Bishop  said.  He  estimated  that 
with  downtime  affecting  2,000 
users,  his  company  spends 
about  $2.5  million  on  lost  pro¬ 
duction  time  annually.  He  uses 
ARCserve  backup  software  and 
plans  to  implement  the  replica¬ 
tion  software  soon. 

Other  server-based  storage 
mirroring  and  fail-over  software 
include  OctopusHA+  from 
Qualix  Group,  Inc.  in  San  Ma¬ 
teo,  Calif.,  and  Standby  Server 
from  Vinca  Corp.  in  Orem, 
Utah.  □ 


TATUNG  SCIENCE  &  TECHNOLOGY, 
INC.  has  announced  the  Comp- 
station  U10-300,  a  SPARC- 
based  workstation  for  engi¬ 
neering,  medical  and  ani¬ 
mation  industry  users. 

According  to  the  Milpitas, 
Calif.,  company,  the  system 
features  the  new  300- 
MHz  UltraSPARCII  Peripher¬ 
al  Component  Interconnect 
(PCI)  processor  from  Sun  Mi¬ 
crosystems,  Inc.  Standard  con¬ 
figurations  include  Sun’s  So¬ 
laris  2.6  operating  system, 
512K  bytes  of  external  cache, 
64M  to  iG  byte  of  memory,  a 
4.3G-byte  hard  drive  and  a 
PCI  graphics  card. 

Pricing  starts  at  $4,995,  not 


including  a  monitor. 

Tatung  Science  &  Technology 
(800)  659-5902 
www.tsti.com 

ACER  AMERICA  CORP.  has  an¬ 
nounced  four  notebook  PCs  in 
its  Extensa  390  family:  393C, 
393T-  394T  and  395T. 

The  San  Jose,  Calif.,  compa¬ 
ny  said  the  notebooks  have 
12.1-in.  Super  VGA  screens 
and  20-speed  CD-ROM  drives. 
The  393C  and  the  393T 
feature  166-MHz  Pentium 
processors  and  2.iG-byte  hard 
drives.  The  393C  has  16M 
bytes  of  memory,  and  the 
393T  has  32M  bytes.  The  394T 
has  a  200-MHz  Pentium,  32M 


bytes  of  memory  and  a  3.2G- 
byte  hard  drive.  The  395T  has 
a  233-MHz  Pentium,  32M 
bytes  of  memory  and  a  3.2G- 
byte  hard  drive. 

The  393C,  393T,  394T  and 
395T  cost  $1,499,  $1-999. 
$2,499  and  $2,699,  respec¬ 
tively. 

Acer  America 
(408)  432-6200 
www.acer.com 

CREATIVE  LABS,  INC.  has  an¬ 
nounced  the  VideoBlaster 
WebCam  II,  a  digital  video 
camera  for  the  desktop. 

According  to  officials  at  the 
Milpitas,  Calif.,  company,  the 
compact  color  camera  plugs  in 


to  a  PC  printer  port  and 
comes  with  a  one-piece  head¬ 
set  and  microphone. 

It  includes  Windows  95 
support  and  can  capture  video 
clips  for  use  on  World  Wide 
Web  sites,  in  presentations  or 
in  video  electronic-mail  mes¬ 
sages. 

It  also  comes  with  a  soft¬ 
ware-based  PC  Internet  tele¬ 
phone  that  lets  users  confer¬ 
ence  with  other  users  for  the 
price  of  a  local  Internet  con¬ 
nection. 

VideoBlaster  WebCam  II 
costs  $99. 

Creative  Labs 
(408)  428-6600 
www.creativelabs.com 
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their  MVS-based  mainframes. 

Intent  to  use  Parallel  Sysplex 
no  longer  qualifies  users  for  the 
discounts,  which  can  knock 
$250,000  to  $1  million  off  a 
company’s  software  licensing 
costs  on  multiple  mainframes, 
according  to  Carl  Greiner,  an 
analyst  at  Meta  Group,  Inc.  in 
Boston. 

Parallel  Sysplex  allows  users 
to  bind  mainframes  together. 
Advantages  include  near-contin¬ 
uous  availability,  better  use  of 
resources,  data  sharing  and  the 
flexibility  of  less  expensive  in¬ 
cremental  upgrades. 

ONE  LUMP  SUM 

But  instead  of  assessing  soft¬ 
ware  charges  on  a  per-main- 
frame  basis,  IBM’s  Parallel  Sys¬ 
plex  Licensing  Charge  allows 
users  to  claim  a  discount  on  the 
aggregated  whole.  For  instance, 
a  company  with  three  main¬ 
frames  would  ordinarily  pay  to 
use  the  software  on  each  main¬ 
frame.  But  under  the  old  pric¬ 
ing  scheme,  the  company 
would  have  been  eligible  for  the 
aggregate  pricing  if  it  planned 
to  implement  Parallel  Sysplex. 

“This  is  a  good  thing  IBM 
is  doing,”  said  Dan  Kaberon, 
Parallel  Sysplex  manager  at  He¬ 
witt  Associates,  Inc.,  a  human 
resources  outsourcing  company 
in  Lincolnshire,  Ill. 

The  tighter  requirements 
mean  users  who  were  taking 
advantage  of  the  pricing  scheme 
without  really  implementing 
Parallel  Sysplex  will  be  forced  to 
speed  things  up,  he  said. 

The  idea  was  to  lure  users  to 
try  the  new  technology,  Kaberon 
said.  “To  those  who  were  [say¬ 
ing  they  would  use  it]  just  to  get 
the  discounts,  IBM  is  saying, 
‘We  are  fixing  things.’  ” 

Although  IBM  hasn’t  speci¬ 
fied  a  deadline,  users  probably 
have  a  grace  period  of  six  to 
nine  months,  Greiner  said. 

“IBM  believes  that  Sysplex 
has  a  demonstrated  value,  and 
they  expect  users  to  start  using 
it  if  they  want  to  take  advantage 
of  the  special  pricing,”  said 
John  Young,  an  analyst  at  The 
Clipper  Group,  Inc.  in  Welles¬ 
ley,  Mass. 

Young  said  users  must  devel¬ 
op  a  Parallel  Sysplex  migration 
strategy  by  midyear  or  increase 
their  software  budgets  to  reflect 
full  prices.  □ 


1)112"  and  e Network  software 
give  sportscasters  instant  access 
to  background  information  about 
athletes  for  their  commentaries. 


OS/2®  Warp,  I)B2  and  CICS ® 
help  coordinate  event  planning 
and  accreditation  .for  the  entire 
Olympic  family. 


e-business 


We  connected  over  60,000  people  in  83  countries,  doing  over  a 
billion  dollars  worth  of  business.  And  we  did  it  with  your  software. 

The  Olympic  Winter  Games  are  more  than  a  sporting  event.  They  are  a  business  comprised  of  vendors,  suppliers  and  about  60,000  athletes, 
family  members  and  support  staff.  So  to  help  keep  the  Winter  Games  running  smoothly,  IBM  turned  to  the  same  software  that  you're  now 
using:  OS/2  Warp.  Together  with  its  related  software,  OS/2  Warp  helped  transform  the  Games  into  a  Web-enabled,  scalable  global  enterprise. 
Helping  people  and  vital  information  get  where  they  need  to  go  faster  and  more  securely.  And  while  your  company  may  not  be  of  such  grand 
proportions,  it’s  easy  to  see  how  the  solutions  that  OS/2  Warp  and  its  related  software  brought  to  the  Olympic  Winter  Games  can  easily  give 
your  business  the  competitive  edge  in  the  e-business  arena. 

See  how  your  business  can  get  a  competitive  edge.  Register  today  at  www.sottware.ibm.com/compete98a 
for  free  trial  code,  demos  or  more  information  about  the  software  of  your  choice. 

Worldwide  Partner 
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Managing 


Ethical  issues  are  never  far  below  the 
How  would  you  —  or  your  staff — 

four  situations? 


surface  in  IS. 
handle  these 


By  Rick  Saia 
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ipgrades.  : 
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Strategic  plan- 
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Ethics. 

Ethics? 

Ethical  issues  rarely  pop  up  on 
meeting  agendas  and  in  hallway  con¬ 
versations,  out  they;  re  always  present 
in  information  systems. 

“All  bona  fide  IS  managers  wrestle 
with  it,”  says  Maarten  van  Swaay, 
professor  'errieritus  of  computing  and 
information  sciences  at  Kansas  State 
University  in  Manhattan,  Kan.  “But 
many  I S  people  get  swamped  with 
the  fires  they  have  to  douse  and  don’t 
have  time”  to  wrestle  with  ethics. 

We  asked  two  top-level  IS  man¬ 
agers  —  Charles  W.  Lacefield  and 
Linda  L.  E.  Reino  —  to  tell  us  what 
they  would  do  if  faced  with  the  ethi¬ 
cal  problems  presented  in  four  hypo¬ 
thetical  scenarios.  The  questions  and 
answers  might  help  you  and  your 
staff  start  thinking  about  the  ethical 
dilemmas  IS  people  face  day-to-day. 

The  questions  were  developed  by 
Computerworld’ s  Allan  E.  Alter, 

Mitch  Betts  and  Rick  Saia,  along  with 
H.  Jeff  Smith,  associate  professor  of 
IS  at  Georgetown  University  in 
Washington. 


Charles  W.  Lacefield, 
vice  president  and 
executive  director 
for  business 
processes  and  IT  at 
Dow  Corning  Corp.  in 
Midland,  Mich. 


ETHICAL  DILEMMA* 


A  new  system  that  bills  cor¬ 
porate  clients  is  under  devel¬ 
opment,  and  there  is  a  dis¬ 
cussion  over  how  much  to  invest  in 
error  checking  and  control.  One  op¬ 
tion  would  add  about  40%  to  the 
overall  cost  but  would  vastly  improve 
the  quality  of  the  data  in  the  resulting 
database. 

If  you  go  the  other  way,  you  run 
the  risk  of  overcharging  some  midsize 
clients.  Would  you  invest  the  addi¬ 
tional  40%?  What  factors  would  you 
consider? 


REINO:  It  would  be  important  to  con¬ 
sider  the  option  that  provides  the 
most  accurate  data.  Not  only  for  the 
customers  involved,  but  also  for  the 
usage  of  the  data  internally.  Cus¬ 
tomers  deserve  to  be  billed  correctly.  I 
spend  a  fair  amount  of  time  verifying 
the  accuracy  of  the  larger  bills  I  re¬ 
ceive.  It  is  only  value-added  time  in 
that  I  often  find  errors  or  charges 
worth  questioning. 

Additionally,  it  would  become 
more  and  more  difficult  to  obtain 
correct  profitability  information  if 
improper  billing  information  was  be¬ 
ing  used. 


LACEFIELD:  One  of  the  ultimate  goals 
of  any  enterprise  should  be  maintain¬ 
ing  an  error-free  billing  system.  This 
performance  standard  needs  to  be 
managed  cost-effectively  to  meet  the 
challenging  competitive  environment. 
In  this  case,  investment  in  an  up¬ 
grade  that  costs  40%  more  should 
not  be  made  without  further  identifi¬ 
cation  of  the  causes  for  the  errors. 
Such  analysis  may  well  lead  to  the 
identification  of  a  more  cost-effective 
system  that  will  enable  error-free 
billing. 
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ND  ETHICAL  DECISIONS 


Charlie  is  more  than  your  boss.  He’s 
the  one  who  recommended  you  for  your 
fast-track  new  job.  You  regularly  have 
lunch  with  him  and  even  golf  together.  Then, 
over  drinks  one  day,  while  talking  about  the 
pending  desktop  upgrade,  he  lets  it  slip  that  XYZ 
Computer  donated  $1,000  to  “my  favorite  chari¬ 
ty.”  Charlie  asks  you  to  forget  about  it. 

Two  weeks  later,  you  learn  that  XYZ  has  the 
contract  wrapped  up,  even  though  ABC  Com¬ 
puter’s  bid  is  lower  and  your  company  has  had 
reliability  problems  with  XYZ’s  products  in  the 
past.  Would  you  blow  the  whistle  on  Charlie? 
Why? 


REINO:  This  situation  has  to  be  discussed  with 
Charlie  prior  to  just  blowing  the  whistle  on  him. 
You  need  to  discuss  with  him  your  thoughts  and 
concerns  and  offer  him  a  chance  to  respond.  The 
end  result  is  probably  the  same  —  you  need  to 
identify  to  someone  that  improper  practices  oc¬ 
curred.  You  probably  owe  it  to  someone  that  you 
have  a  relationship  with  to  discuss  it  with  them,  if 
possible,  first.  Maybe  they  might  take  up  the  offer 
to  report  it  themselves. 


opment  Corp.  office  software  suite  on  his  desk¬ 
top,  while  the  rest  of  the  company  is  standard¬ 
ized  with  Microsoft  Corp.’s  Office.  You’ve  asked 
him  to  buy  a  licensed  copy,  but  he  refuses.  What 
do  you  do? 


REINO:  Write  up  the  order  and  get  it  purchased 
for  him.  It’s  pretty  simple;  it  doesn’t  make  sense 
for  many  reasons  to  use  unlicensed  versions. 
There  should  be  a  clear  policy  on  this  to  back  up 
your  actions. 


LACEFIELD:  I  would  directly  discuss  with  the  em¬ 
ployee  that  software  utilized  by  an  employee  on 
behalf  of  the  company  must  be  licensed  when  re¬ 
quired,  otherwise  the  company  is  liable  for  mis¬ 
use.  Also,  the  employee  should  be  informed  of 
the  benefits  of  adhering  to  software  standards 
and  the  expectation  that  employees  will  abide  by 
them.  If  the  situation  persists,  I’d  recommend  an 
audit  of  software  installed  on  company  worksta¬ 
tions  as  a  further  step  leading  to  the  removal  of 
the  unlicensed  software.  When  standards  are  rou¬ 
tinely  enforced,  violation  of  them  could  lead  to 
disciplinary  action. 


LACEFIELD:  An  initial  approach  would  be  to 
discuss  the  bid  with  Charlie  to  understand  why 
ABC  was  not  awarded  the  upgrade  package.  It 
might  be  that  cost  is  only  part  of  the  total  bid 
package  in  addition  to  other  terms  and  condi¬ 
tions,  annual  maintenance  fees,  or  specific  prod¬ 
uct  quality  requirements  that  ABC  did  not  fully 
meet. 

Also,  it  might  be  advisable  to  talk  further  with 
Charlie  about  the  $1,000  contribution,  including 
the  supposition  that  it  has  the  appearance  of  be¬ 
ing  a  facilitative  payment.  Acceptance  of  such  a 
payment  is  not  good  business  ethics  and  should 
be  recognized  as  unacceptable  behavior. 

George  is  an  important  ally  of  your  IS 
department.  He’s  gone  to  bat  for  you 
before  the  CEO  on  important  IS  proj¬ 
ects,  such  as  that  big  sales  automation  package, 
and  has  valuably  assisted  in  implementing  some 
packages  within  his  group.  In  fact,  you’d  proba¬ 
bly  be  working  elsewhere  if  it  weren’t  for  George. 
But  you’ve  just  found  out  that  George  has  down¬ 
loaded  and  is  using  an  unlicensed  Lotus  Devel- 


What  would  you  do  if  you  found  out 
your  company  was  keeping  a  second 
set  of  accounting  books  on  another 
computer? 


REINO:  Identify  to  the  appropriate  senior  execu¬ 
tives  that  the  situation  exists. 


LACEFIELD:  The  initial  step  should  be  to  under¬ 
stand  why  two  sets  of  accounting  books  are  main¬ 
tained.  The  second  set  could  support  an  appro¬ 
priate  business  requirement,  such  as  part  of  a 
business  interruption  contingency  plan.  Beyond 
understanding  the  reason  for  maintaining  two 
sets  of  books,  it  then  is  important  to  know  if  the 
database  and  accounting  principles  applied  are 
the  same.  The  next  course  of  action  would  be  to 
discuss  the  findings  with  the  chief  financial  offi¬ 
cer,  possibly  suggesting  an  audit  be  conducted. 

Saia  is  Computerworld's  associate  editor, 
Managing. 


Why  IS  people  care 

jeff  Smith  detects  a  growing  concern  over  IS  and  ethics 
just  by  checking  his  electronic  mail  and  answering  the 
phone. 

The  associate  professor  of  IS  at  Georgetown  University 
says  he’s  getting  more  inquiries  from  IS  professionals  seek¬ 
ing  advice  on  ethical  matters. 

Smith  says  the  top  issue  raised  —  in  about  40%  of 
the  inquiries  —  involves  access  to  data.  For  example, 
an  IS  professional  is  bothered  that  someone  who  shouldn’t 
be  able  to  see  information  can.  Two  secondary  issues: 
intellectual  property  (“I  developed  an  application  on  the 
job,  and  I  want  to  take  a  job  with  a  competitor”)  and 
piracy. 

“Ethical  issues  are,  at  least,  troubling  to  them,”  Smith 
says. 

He  and  others  in  the  IS  field  say  IS  managers  should 
place  more  emphasis  on  ethics.  That’s  not  to  say  that 
IS  organizations  are  dotted  with  scoundrels,  but  with 
the  explosion  of  the  Internet  and  a  wider  exchange  of 
information  outside  a  company’s  walls,  many  say  there’s 
a  need  for  some  guiding  principles  and  even  written 
guidelines. 

Darwin  John,  managing  director  of  IS  for  the  Church  of 
jesus  Christ  of  Latter-day  Saints  in  Salt  Lake  City,  says  that 
as  companies  use  information  to  compete,  IS  managers 
should  raise  consciousness  about  accompanying  ethical  is¬ 
sues.  For  instance,  he  says,  someone  may  share  informa¬ 
tion  almost  inadvertently  with  a  competitor  or  someone 
with  close  ties  to  one. 

That’s  where  a  code  of  ethics  comes  in,  he  says,  not  to 
control  behavior  but  to  help  make  people  aware  of  the  po¬ 
tential  land  mines  they  face. 

But  some  say  IS  managers  are  looking  for  specific  guide¬ 
lines. 

Donn  B.  Parker,  a  management  systems  consultant  at 
SRI  Consulting  in  Menlo  Park,  Calif.,  who  has  written  books 
on  computer  ethics,  says  IS  professionals  need  a  formal  set 
of  guiding  principles. 

Parker  says  he  occasionally  fields  calls  from  program¬ 
mers  and  analysts  who  find  themselves  in  tight  spots 
when  they’ve  developed  software  in  their  jobs  and  seek 
to  make  it  available  through  their  employers.  But  then  an 
employer  refuses  to  proceed  with  commercialization,  frus¬ 
trating  the  programmer.  Should  he  commercialize  his 
product?  And  if  he  does,  would  he  run  the  risk  of 
losing  his  job?  Or  should  he  negotiate  a  deal  with  the 
employer? 

A  company’s  culture  can  also  help.  Dow  Coming’s 
Charles  W.  Lacefield  says  ethical  behavior  in  a  corporation 
begins  with  its  “fundamental  values.”  IS  professionals  at 
Dow,  he  says,  abide  by  a  set  of  seven  IT  principles.  One 
states  that  information  will  be  protected  against  loss  or  in¬ 
appropriate  use.  Although  IS  professionals  are  able  to  recall 
E-mail  that’s  been  purged  from  a  company’s  systems  but  is 
being  used  as  part  of  an  investigation  of  an  employee,  they 
can  do  so  only  if  the  vice  president  for  the  function  where 
the  employee  works  signs  for  it. 

Ethics  also  can  be  a  key  IS  issue  in  particular  industries, 
such  as  health  care.  “We  have  an  even  greater  responsibil¬ 
ity  to  the  patient  to  keep  their  information  safe  and  confi¬ 
dential,”  says  Universal  Health  Services'  Linda  L.  E.  Reino. 
“We  have  access  to  some  pretty  confidential  and  private  in¬ 
formation.  It’s  up  to  us  to  keep  that  as  secure  as  reason¬ 
ably  possible.” 

But  when  IS  professionals  raise  issues  of  ethics,  their 
bosses  can  feel  at  least  somewhat  assured  that  their  con¬ 
sciences  are  in  the  right  place. 

IS  professionals  “generally  do  extremely  well  if  you  con¬ 
sider  all  of  the  possible  disputes  that  could  arise,  especial¬ 
ly  with  new  technology,”  Parker  says.  “It’s  amazing  to  me 
we  have  as  few  disputes  and  complaints  of  unethical  prac¬ 
tice  as  we  do.” 

—  Rick  Saia 
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Why  sit  under  the  ‘bad  apple’  tree?  There  are  steps 
you  can  take  to  deal  with  the  malcontents  and  irritating 
characters  you  can’t  afford  to  fire 


GRUMPS! 


By  Alan  S.  Horowitz 


One  bad  apple  can  spoil 
the  whole  barrel,  goes 
the  old  saw,  and  that 
applies  to  more  than 
just  fruit.  Woe  to  the 
information  technolo¬ 
gy  department  that 
has  even  one  employ¬ 
ee  with  a  bad  attitude. 

Even  if  competent, 
“the  negative  effect 
that  an  adversarial, 
uncooperative  employee  has  in  an  en¬ 
vironment  is  very  destructive,”  says 
Jeremy  Seligman,  vice  president  and 
chief  information  officer  at  Frontier 
Corp.,  a  telecommunications  compa¬ 
ny  in  Rochester,  N.Y. 

With  today’s  tight  IT  labor  market 
making  it  difficult  to  replace  employ¬ 
ees,  it’s  important  to  turn  a  bad  apple 
into  apple  pie.  Laura  Crawshaw,  prin¬ 
cipal  at  Executive  Insight  Develop¬ 
ment  Group,  a  human  resources  con¬ 
sultancy  in  Salt  Lake  City,  cites  the 
following  risks  of  not  dealing  effec¬ 
tively  with  an  unhappy  employee: 
■Contagion  potential:  Other  employ¬ 
ees  often  develop  bad  attitudes  when 
their  work  environment  deteriorates 
because  of  a  bad  apple. 

■Weak  leadership:  Managers  who  fail 
to  deal  decisively  with  unhappy  em¬ 
ployees  have  their  authority  and  cred¬ 
ibility  threatened. 

■  Productivity  suffers:  Morale  declines 
and  group  focus  is  diverted,  hinder¬ 
ing  productivity  and  effectiveness. 

■  Damage  increases  with  position: 
The  higher  up  the  hierarchy  the  bad 


apple,  the  more  damaging  that  per¬ 
son’s  behavior  is  to  the  entire  organi¬ 
zation. 

A  further  possibility:  You  lose 
some  of  your  best  people  because 
they  don’t  like  working  with  negative, 
ineffective  colleagues. 

We  all  know  what  happened  to 
Rome  when  Nero  dallied.  The  same 
can  happen  to  your  department.  “Act 
quickly  and  decisively,”  says  David  Al¬ 
bright,  director  of  information  ser¬ 
vices  at  Minnegasco,  a  gas  utility  in 
Minneapolis.  “The  longer  you  let  it 
drag  on,  the  worse  it  is  for  everyone.” 

Since  lousy  attitudes  come  from 
someplace,  the  IT  manager’s  job  is  to 
find  out  where.  When  Rich  D ’Anto¬ 
nio,  CIO  at  Dixon  Ticonderoga  Co., 
has  an  unhappy  employee,  he  sits 
down  with  the  employee  and  tries  to 
learn  what  might  be  bothering  the 
person.  Dixon  Ticonderoga  is  a  con¬ 
sumer  and  industrial  products  com¬ 
pany  in  Heathrow,  Fla. 

“Many  times  you  hear,  ‘The  com¬ 
pany’s  not  communicating,’  or  ‘I 
don’t  know  what  direction  we’re  go¬ 
ing  in,’  or  ‘I  don’t  know  what’s  ex¬ 
pected  of  me,’  ’’  he  says. 

Twice  a  year  D 'Antonio  checks  his 
employees’  progress  on  meeting  their 
personal  goals  to  help  head  off  poten¬ 
tial  problems.  He  says  good  commu¬ 
nication  is  essential. 

Managers  should  use  employee  re¬ 
views  as  preventative  medicine,  rec¬ 
ommends  Dave  Cornine,  director  of 
applications  development  at  music  re¬ 
tailer  BMG  Entertainment  in  New 
York.  Involve  the  employee  with  the 
goals  that  are  set;  don’t  just  dictate 


them  and  expect  the  employee  to 
happily  pursue  them,  he  says. 

“The  difficult  part  is  coming  up 
with  clear  deliverables  you  can  mea¬ 
sure,”  Cornine  says. 

And  if  an  employee  still  doesn’t  get 
it,  be  very  specific  with  your  criticism. 
“Sometimes  you  need  to  sit  down 
and  say,  ‘At  the  meeting  today,  you 
ticked  off  everybody  in  the  room,  and 
let  me  tell  you  how  you  did  it,’  ” 
Seligman  says. 

MEET  EMPLOYEE  DESIRES 

Larry  Berrill,  director  of  information 
systems  at  retailer  Strauss  Discount 
Auto  in  South  River,  N.J.,  tries  to 
head  off  problems  by  accommodating 
employees’  desires  when  possible. 

“We  allow  [employees]  to  pursue 
what  interests  them  as  long  as  it  sup¬ 
ports  our  business  objectives.  I  think 
that  goes  a  long  way  towards  not  de¬ 
veloping  bad  attitudes,”  he  says. 

Agricultural  cooperative  Citrus 
World,  Inc.  in  Lake  Wales,  Fla.,  takes 
a  multipronged  approach  to  attitude 
problems,  says  MIS  director  Gary  De- 
Witt.  If  an  employee  has  a  personal 
problem  that  affects  his  on-the-job  at¬ 
titude,  such  as  marriage  difficulties  or 
drug  abuse,  he  is  encouraged  to  call 
a  company-recommended  counselor, 
he  says. 

Flexibility  also  helps.  Albright  had 
a  competent  employee  who  didn’t  get 
along  with  any  of  his  team  members 
or  users.  Instead  of  firing  him,  Al¬ 
bright  gave  him  some  job-related 
training  and  moved  him  to  another 
IS  area. 

“It  not  only  resolved  the  problem 


Guilty  of  promoting  a  bad  attitude? 

Laura  Crawshaw,  principal  at  Executive  Insight 
Development  Group,  offers  managers  the  fol¬ 
lowing  self-test  to  see  if  they  promote  bad  atti¬ 
tudes  in  their  departments: 

1.  Do  subordinates  frequently  seek  me  out  for 
gripe  sessions  about  other  employees  or  de¬ 
partments? 

2.  Do  I  promote  an  adversarial  “us  vs.  them” 
climate  instead  of  encouraging  win-win  solu¬ 
tions? 

3.  Do  I  make  critical  comments  about  person¬ 
ality  rather  than  performance? 

4.  Am  I  guilty  of  nonverbal  expressions  of 
derision? 

5.  Do  I  ignore  oppositional  behavior  and  allow 
employees  to  act  out  their  discontent? 

6.  Does  my  team  spend  more  time  expressing 
its  distress  than  resolving  it? 

7.  Do  I  avoid  defining  acceptable  standards  of 
conduct  within  my  team? 

8.  Is  morale  deteriorating?  Are  the  troops  more 
disgruntled  than  “gruntled?” 

(One  “yes"  is  cause  for  concern;  two  or  more 
mean  guilty.) 


with  that  person,  but  it  sent  a  positive 
message  to  the  organization  [that] 
we’re  flexible,  we’re  willing  to  work 
with  you,”  Albright  says. 

So,  bad  apples  don’t  have  to  turn 
rotten.  Many  can  be  converted  into 
sweet  desserts  if  IS  management  is 
willing  to  communicate  and  work 
with  them.  □ 


Horowitz  is  a  freelance  writer  in  Salt 
Lake  City. 
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f  you  think  year  2000  testing  can  be  ignored  until 
1999,  think  again. 

Like  everything  else  about  the  year  2000,  success 
with  testing  is  more  a  management  issue  than  a 
technical  issue. 

One  aspect  of  year  2000  testing  is  well-known 
to  anyone  who  has  managed  a  software  project: 


YEAR  2000 
ADVICE: 

PLAN  NOW 
FOR  TESTING 


Approximately  50%  of  the  money,  re¬ 
sources  and  time  will  be  spent  on  test¬ 
ing.  Thus,  the  organization  that  dawdled 
in  1997  with  awareness-building,  inven¬ 
tory  and  assessment  of  its  date-sensitive 
software  will  find  that  12  months  of  ef¬ 
fort  achieved  only  5%  of  the  overall  task 
of  year  2000  remediation. 

The  pace  is  picking  up  this  year  as  or¬ 
ganizations  staff  up  for  the  implementa¬ 
tion  phase.  But  that  will  get  them 
only  to  the  halfway  point,  and  it’s  likely 
to  dribble  into  the  first  few  months  of 
1999.  Thus,  half  the  work  will  be  com¬ 
pressed  into  12  months  or  less  in  1999. 
And  without  intricate  planning  and 
management,  the  chances  of  success  are 
very  low. 

Of  course,  that  depends  on  how  you 
define  success.  Some  year  2000  man¬ 
agers  will  find  themselves  saying,  “It’s 
Dec.  31,  1999,  so  we  must  be  done  with 
our  testing.  We  hereby  declare  success!” 
This  is  a  classic  issue  for  any  software 
project:  How  do  you  know  when  you’ve 
done  enough  testing?  Alas,  a  common 
answer  is,  “We’ve  done  enough  testing 
when  we’ve  run  out  of  time.”  A  less  cyn¬ 
ical  version  is,  “We’ve  done  enough  test¬ 
ing  when  we’ve  gone  several  days  with¬ 
out  finding  any  bugs.” 

The  appropriate  definition  of  success 
involves  coverage:  “We’ve  done  enough 
testing  when  we  can  demonstrate  that 
our  test  data  has  exercised  X%  of  the  in¬ 
structions  or  X%  of  the  logic  paths  in 
our  program.”  There  are  several  com¬ 
mercial  tools  that  provide  coverage  analy¬ 
sis;  the  technology  is  well-developed,  but 
the  practice  of  using  the  technology  is 
not.  If  you  want  to  succeed  with  year 
2000  testing  in  1999,  make  sure  that 
you  get  coverage-testing  tools  selected 
and  installed  in  1998  and  that  your  proj¬ 
ect  teams  know  how  to  use  them. 


TIME  TO  REGRESS 

While  you’re  at  it,  buy  some  regression¬ 
testing  tools,  install  them  and  make  sure 
your  people  know  how  to  use  them.  You 
need  them  because  the  attempt  to  fix 
year  2000  bugs  will  introduce  new  bugs 
in  other  parts  of  the  software.  A  regres¬ 
sion  test  checks  software  before  and  af¬ 


ter  a  change  is  made  to  see  not  only  if 
the  changes  work,  but  also  whether  an¬ 
other  part  of  the  software  was  broken  be¬ 
cause  of  the  change. 

We  often  overlook  that  risk  for  the 
simple  “one-line  patch”  phenomenon  in 
maintenance  projects,  though  legendary 
stories  abound  of  cataclysmic  disasters 
resulting  from  that  practice.  With  year 
2000,  it’s  an  utterly  unacceptable  prac¬ 
tice  because  of  the  magnitude  of  the  soft¬ 
ware  changes  required.  For  a  typical  For¬ 
tune  500  company,  80%  of  the  business 
applications  are  date- 
sensitive  and  therefore 
need  to  be  remediated. 

And  the  remediation  ef¬ 
fort  typically  will  involve 
modifying  5%  of  the 
code. 

While  they’re  at  it, 
programmers  are  tempt¬ 
ed  to  fix  a  few  other 
bugs  that  they  discover 
in  the  legacy  systems 
as  well  as  eliminate  "dead  code”  that 
may  or  may  not  turn  out  to  be  truly 
dead. 

According  to  metrics  guru  Capers 
Jones,  approximately  7%  of  the  code 
changes  in  year  2000  projects  introduce 
new  bugs.  And  when  you’re  dealing  with 
an  enterprise  portfolio  of  200  million  to 
300  million  lines  of  code,  that  means  a 
lot  of  new  bugs  are  introduced. 

Without  regression  testing  to  provide 
a  before-and-after  comparison,  the  proj¬ 
ect  team  won’t  know  if  everything  that 
used  to  work  still  does.  The  IRS  has  al¬ 
ready  acknowledged  one  such  experience 
in  its  year  2000  project,  which  resulted 
in  1,000  innocent  taxpayers  receiving  an 
erroneous  notice  of  late  tax  payments. 
More  interestingly,  a  major  Wall  Street 
brokerage  made  an  innocent  mistake  in 
its  year  2000  project  that  resulted  in  a 
windfall  $19  million  deposit  being  made 
in  each  of  its  clients’  accounts. 

Finally,  year  2000  project  managers 
need  to  implement  a  relatively  unfamil¬ 
iar  form  of  testing  now:  baseline  testing. 
If  you’re  not  familiar  with  the  concept  of 
baseline  testing,  think  of  it  this  way:  If 
you’ve  got  a  stable  legacy  system  mnning 


in  production  mode,  then  the  objective 
of  the  year  2000  effort  is  to  replicate 
today’s  behavior  with  the  year  2000- 
compliant  version  of  the  system. 

But  what  does  that  mean?  We  can’t 
simply  declare,  “Today’s  system  works, 
and  we  want  the  new  version  to  work, 
too,  when  we  make  the  year  2000  cor¬ 
rections.”  Instead,  we  must  say,  “We 
have  x  million  test  cases,  which  repre¬ 
sents  a  98%  coverage  of  the  logic  paths 
in  today’s  version  of  the  system,  and 
here  is  the  output  of  those  test  cases. 

After  we  finish  making 
the  year  2000  changes, 
we  will  run  the  same 
million  test  cases  to  veri¬ 
fy  that  we  get  the  same 
[logical]  output.  That’s 
how  we’ll  know  the  sys¬ 
tem  still  works.” 

BUGS  EVERYWHERE 

Is  this  trivial?  Consider 
the  fact  that  today’s  “sta¬ 
ble”  system  almost  certainly  contains 
bugs.  Some  bugs  are  known  but  not  yet 
fixed,  while  others  are  latent  and  un¬ 
known.  If  you’re  dealing  with  200  mil¬ 
lion  to  300  million  lines  of  code,  then 
control  and  configuration  management 
are  of  paramount  importance.  And  that 
means,  with  very  few  exceptions,  that  the 
year  2000  effort  must  replicate  the  bug¬ 
gy  behavior  of  today’s  system.  It  also 
means  that  if  you’ve  begun  remediating 
your  applications  without  having  con¬ 
ducted  a  baseline  test,  you’re  already  out 
of  control. 

There’s  a  lot  more  to  this,  of  course, 
and  there  are  some  excellent  year  2000 
testing  vendors  that  will  be  happy  to  lend 
you  a  hand.  But  don’t  call  them,  and 
don't  begin  making  your  plans,  in  1999. 
Even  though  you  may  think  that  the  pri¬ 
mary  activity  for  1998  is  implementa¬ 
tion,  you  must  begin  planning  for  year 
2000  testing  now. 


Yourdon  heads  up  the  Year  2000  Advisory 
Service  at  the  Cutter  Consortium  in  Ar¬ 
lington,  Mass.  His  most  recent  book  is 
Time  Bomb  2000.  He  can  be  reached  via 
E-mail  at  ed@yourdon.com. 
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at  least  for  most  users 


By  Kenneth  I.  MacLeish 

udgy  client  PCs  are  being  publicly  challe 
ing  and  by  a  variety  of  thin-client  machil 
those  network  computers  can  do  the  jo 
and  managers. 

In  an  effort  to  determine  the  state  of  the  network  computer 
art  and  what  network  computers  might  offer  to  the  corporate 
information  systems  manager,  Client/Server  Labs,  Inc.  tested 
samples  of  hardware  from  Sun  Microsystems,  Inc.,  IBM,  Neo¬ 
ware  Systems,  Inc.  and  Network  Computers,  Inc.  (NCI),  an  af¬ 
filiate  of  Oracle  Corp. 

We  set  out  to  assess  the  capabilities  of  this  group  of  network¬ 
centric  devices  and  to  see  how  well  they  live  up  to  the  sometimes- 
extravagant  promises  of  network  computer  promoters.  It’s  still  too  early 
in  the  development  of  this  class  of  computer  to  make  definitive  vendor 
recommendations.  Instead,  we  offer  observations  on  the  core  technology 
and  the  vendors’  strengths  and  weaknesses  to  help  you  decide  what  might 
work  best  for  your  organization. 


network  computers/thin  clients 


•  IBM 

•  Neoware  Systems,  Inc. 

•  Network  Computers,  Inc. 

•  Sun  Microsystems,  Inc. 

PRO:  Promises  of  simple,  server-based  software 
installs  and  easier  administration  seem  to  hold 
up  in  practice. 

CONS:  Client  hardware  is  expensive;  some  ven¬ 
dors  require  extra  server  hardware. 


In  our  tests,  we  didn’t  find 
much  that’s  negative  about  a 
network  computer-based  com¬ 
puting  arrangement.  Users 
who  work  with  video  editing, 
three-dimensional  modeling, 
software  development  and  a 
few  other  disciplines  might 
need  the  full  capabilities  of  a 
well-equipped  PC,  but  the  vast 
majority  of  business  computer 
users  spend  their  computing 
time  in  a  small  group  of  appli¬ 
cations.  That  group  could  al¬ 
most  certainly  be  switched  to 
network  computers  without 
missing  a  beat,  and  in  many 
cases  without  noticing  any 
functional  difference  beyond  a 
different  log-in  screen  and  a 
quieter  office. 

You  must  distinguish  be¬ 
tween  true  network  computer 


operation,  in  which  an  applica¬ 
tion  is  downloaded  from  a  serv¬ 
er  and  run  on  a  local  processor, 
and  thin-client  operation,  in 
which  applications  are  run  on  a 
server  and  the  local  machine 
performs  only  I/O  functions. 
All  four  vendors’  machines  are 
capable  of  both  modes  of  opera¬ 
tion,  depending  on  the  servers 
and  server-based  software  to 
which  they  have  access. 

COST  APPEAL 

The  most  powerful  appeal  of 
network  computers  lies  in  the 
capability  and  potential  cost  sav¬ 
ings  of  centralized  administra¬ 
tion.  For  example,  a  team  of 
people  might  have  spent  days 
deploying  an  application  for  an 
enterprise  that  we  had  one  per¬ 
son  do  in  less  than  an  hour. 


And  we  could  be  certain  that 
each  user  would  have  the  same 
operability. 

We  tried  sample  installs  of 
Microsoft  Corp.  Office  applica¬ 
tions  and  Netscape  Communi¬ 
cations  Corp.  Navigator.  What¬ 
ever  we  enabled  on  the  server 
was  what  the  network  comput¬ 
er  user  saw.  Keep  in  mind  that 
centralized  control  is  allowed, 
not  required.  By  establishing  a 
hierarchy  of  subadministrators, 
project  managers  or  workgroup 
leaders,  each  with  his  own 
permission  structure,  the  sys¬ 
tem  administrator  can  use  the 
server-based  software  to  dele¬ 
gate  tasks  and  responsibilities. 

The  Network  Computer  Ref¬ 
erence  Profile,  drafted  in  mid- 
1996  by  Apple  Computer, 
Inc.,  IBM,  Netscape,  Oracle  and 
Sun,  lays  out  the  basic  guide¬ 
lines  for  what  a  network  com¬ 
puter  should  be,  although  a  lot 
of  flexibility  is  allowed.  The 
purpose  was  to  lay  the  ground¬ 
work  for  a  successful  challenge 
to  the  increasing  dominance  of 
Windows/Intel  boxes  on  busi¬ 
ness  desktops.  That  was  done 
largely  by  establishing  Java  and 
the  Java  Virtual  Machine  as 
common  capabilities  of  all  net¬ 
work  computers. 

The  network  computers  we 
tested  share  the  following  and 
other  distinguishing  features 
common  to  the  network  com¬ 
puter  ideal:  small  size,  relatively 
low  price,  quiet  (or  silent)  oper¬ 
ation,  absence  of  local  drives 
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(although  the  Neoware  unit  was 
equipped  with  an  optional  1G- 
byte  hard  drive),  built-in  Ether¬ 
net  connectivity  and  audio  I/O 
connections.  Cost  without  a 
monitor  ranges  from  $739  for 
the  NCI  machine  to  $1,000  and 
more  for  IBM’s  and  Neoware’s 
offerings.  As  a  group,  they’re 
still  more  expensive  than  some 
good  $699  PCs.  All  machines 
offer  standard  keyboard/mouse/ 
video  connections,  as  well  as 
IBM  3270,  IBM  5250  and 
X-Windows  terminal  support, 
allowing  easy  replacement  of 
green  screen  terminals  with 
network  computers  that  offer 


added  functionality. 

For  our  tests,  we  used  the 
IBM  network  computer  with 
Dell  Computer  Corp.’s  2200 
Pentium- 1 1  servers,  one  run¬ 
ning  NT  4.0  and  one  running 
Citrix  Systems,  Inc.  WinCenter. 
The  Neoware  was  connected  to 
a  Hewlett-Packard  Co.  E45  serv¬ 
er  also  using  NT  4.0.  It  used 
the  same  Dell  WinCenter  ma¬ 
chine  for  Windows  applications. 

Because  the  network  comput¬ 
ers  are  more  dependent  on  the 
server  than  a  PC  would  be,  a 
basic  concern  would  be  whether 
they  impose  extra  demands  on 
server  setup  and  administration. 


In  general,  the  answer  is  no:  In¬ 
stallation  and  operation  of  serv¬ 
er  operating  systems  are  no 
worse,  and  in  most  cases  are 
better  than,  a  run-of-the-mill 
client/server  operation. 

But  one  aspect  peculiar  to  all 
but  the  Neoware  client  is  the  re¬ 
quirement  for  proprietary  serv¬ 
er  software  to  let  the  network 
computers  boot  and  initiate 
their  own  operating  system. 
Sun  and  NCI  go  a  step  further 
in  needing  their  own  server 
hardware  as  well.  The  IBM 
Model  1000  that  we  tested  can 
talk  to  any  IBM  AIX,  Microsoft 
Windows  NT  3.51/4.0  or  IBM 


OS/400  machine  with  the  addi¬ 
tion  of  IBM’s  Network  Station 
Manager  server  software.  That 
is  available  at  no  cost  from 
IBM’s  World  Wide  Web  site. 
The  Neoware  Universal  Client 
can  work  with  any  commonly 
used  server  configuration. 

That  difference  also  means 
that  the  Sun  and  NCI  machines 
would  require  multiple  servers 
on  the  back  end  in  order  to  of¬ 
fer  desired  combinations  of 
user  applications.  For  example, 
to  run  the  Microsoft  Office 
suite,  the  Sun  and  NCI  network 
computers  would  require  either 
a  Citrix  WinCenter  server  or  Mi¬ 


crosoft’s  Windows-based  Termi¬ 
nal  Server  (Hydra)  in  addition 
to  their  boot  server. 

Compatibility  issues  aside, 
the  installation  of  the  network 
computer-supporting  software 
from  Sun  and  NCI  is  simple.  In 
the  case  of  the  NCI  software,  it 
couldn’t  be  simpler:  Turn  on  the 
server,  put  the  CD-ROM  in  the 
drive,  and  press  the  reset  but¬ 
ton.  When  the  screen  prompts 
for  a  reboot,  you’re  done.  The 
system  now  has  administration 
functions  for  user  accounts  and 
SmartCard  programming,  and 
it’s  time  to  add  the  applications 
as  we  described. 


THE  PRODUCTS  AT  A  GLANCE 


IBM  1000 

$999 

PRO:  Third-generation  machine  from  a 
big  hardware  name  offers  versatile  back¬ 
end  possibilities. 

CON:  Steep  price  for  a  simple  device. 

IBM  positions  the  1000  as  the  “Java- 
focused  network  computer”  in  its  line 
of  three  network  computers.  The  earlier 
and  less  expensive  models  100  and  300 
are  touted  respectively  as  the  “access” 
computer  and  the  “Internet”  computer. 

This  model  was  one  of  two  machines 
in  our  group  to  incorporate  a  SmartCard 
reader  (NCI  was  the  other),  although  it 
wasn’t  an  integral  part  of  the  machine’s 
operation.  That  might  gain  IBM  easier 
access  to  remote  point-of-sale  installa¬ 
tions  and  companies  that  already  use 
SmartCards  as  company  identifications. 

IBM  has  also  equipped  it  with  a  single 
PCMCIA  connector  (Type  I,  II  or  III), 
making  it  the  best-equipped  of  the  group 
for  I/O  ports. 

Powered  by  a  PowerPC  603  CPU,  our 
sample  came  with  32M  bytes  of  RAM, 
which  is  expandable  to  64M  bytes. 

Its  maximum  video  resolution,  at 
1,600  by  1,200  pixels,  was  the  best  of 
the  group,  helped  by  2M  bytes  of  Video 
RAM. 


NCI  FNC-100 

$4,295  for  two-client  Network  in  the  Box 
with  two  monitors,  two  pairs  of  speakers, 
network  hub,  cables,  SmartCards  and 
server  hardware  and  software.  Additional 
network  computers  are  $739  each,  without 
monitor  or  speakers. 

PRO:  Incredibly  simplified  installation 
process  make  this  an  attractive  way  to 
try  network  computers. 

CON:  Must  buy  NCI  server  for  the  initial 
installation. 

NCI’s  Network  in  the  Box  is  the  easi¬ 
est  computer  product  to  set  up  we’ve 
seen.  The  package  of  two  network  com¬ 
puters  (built  by  Oracle’s  OEM,  Funai 
USA)  and  a  server  (built  by  NEC  Corp.) 
comes  with  a  large  diagram  that  shows 
how  everything  connects.  The  one-step 
server  software  install  finishes  the  pro¬ 
cess.  A  SmartCard  is  needed  to  get  a  log¬ 
in  prompt  on  an  NCI  machine,  which 
may  offer  benefits  in  ease  of  control  but 
may  also  present  real-world  problems 
with  lost  or  stolen  cards. 

The  network  computer  hardware  may 
also  keep  its  price  advantage  because  of 
the  use  of  standard  parts.  This  was  the 
only  system  to  use  a  Pentium  processor 
(133  MHz)  and  standard  PC  mother¬ 
board.  That  suggests  the  price  could 
drop  more  rapidly  for  an  NCI  clone  than 
for  any  of  our  other  samples.  But  an  NCI 
system  purchase  still  comes  high. 


Neoware  Supra-66 

$1,199 

PRO:  Neoware  calls  this  a  Universal 
Client,  and  it  lives  up  to  that  billing.  It’s 
the  most  versatile  machine  of  the  group. 
CON:  It’s  also  the  most  expensive 
machine  of  the  group,  although  this 
configuration  does  include  an  optional 
price-busting  hard  drive. 

Neoware  takes  pains  in  the  presenta¬ 
tion  of  its  thin-client  machines  to  stay 
away  from  the  terms  "network  comput¬ 
er”  and  “NC.” 

Yes,  the  machines  can  perform  all 
those  functions,  but  Neoware  wants  to 
be  known  as  the  Universal  Client  com¬ 
pany,  the  people  who  can  work  with  any¬ 
body’s  back-end  setup  (or  even  indepen¬ 
dently,  in  the  case  of  our  test  machine). 

Neoware  shipped  its  first  thin-client 
machines  in  June  1996  and  may  own 
the  distinction  of  the  longest  track  record 
with  thin-client  hardware.  The  current 
machine  uses  an  Intel  I960  processor, 
more  commonly  seen  on  SCSI  adapters 
but  well-suited  to  the  fast  I/O  needs  of 
this  situation.  The  system  board  has 
4M  bytes  of  RAM  built  in  and  two  sin¬ 
gle  in-line  memory  module  slots  for  an¬ 
other  64M  bytes  (our  sample  had  32M 
bytes).  However,  a  sound  capability  isn’t 
standard. 


Sun  JavaStation 

S 749 

PRO:  Unique  case  design  makes  it  the 
most  decorative. 

CON:  Combination  of  high  price,  mini¬ 
mal  connections  and  Sun-only  server  re¬ 
quirement  would  seem  to  put  it  at  a  dis¬ 
advantage  in  this  group. 

The  JavaStation  wasn’t  commercially 
available  at  the  time  of  this  review,  al¬ 
though  it’s  due  for  release  by  the  end  of 
this  month  [Review,  CW,  Feb.  9].  Sun 
has  deployed  several  thousand  of  them 
internally  and  in  collaboration  with 
selected  partner  companies  such  as  The 
Sabre  Group,  British  Telecommu¬ 
nications  PLC  and  Scottish  Telecom.  Sun 
sees  its  best  market  potential  in  large 
corporations  that  use  custom  appli¬ 
cations,  which  would  better  accommo¬ 
date  the  total  Java  focus  of  its  network 
computer. 

With  only  one  serial  port  for  peripher¬ 
al  connection,  the  initial  version  of  the 
JavaStation  lacks  some  basic  function¬ 
ality  that  may  slow  its  acceptance  in  the 
marketplace.  Sun  is  addressing  that 
omission  in  the  next  version,  due  as  ear¬ 
ly  as  the  second  quarter  of  this  year.  □ 

MacLeish  is  a  technical  specialist  at 
Client/Server  Labs,  Inc.  (www.cslinc. 
com)  in  Atlanta,  a  primary  test  partner  of 
Computerworld. 
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Microsoft's  %s 
Management 
Server  shows  promise 
in  a  review  by 
Computerworld  and 
Client/Server  Labs 


WATS  LIFE'S 
TTLE 
HEADACHES 


By  Garrett  Michael  Hayes 

OR  ANY  BUT  the 
smallest  organiza¬ 
tion,  the  most  diffi¬ 
cult  ongoing  chal¬ 
lenges  in  managing 
a  computer  net¬ 
work  often  revolve 
around  many  mun¬ 
dane  and  tedious 
tasks.  With  Version 
2.0  of  Microsoft 
Corp.’s  Systems  Management  Server 
(SMS)  package,  the  company  seeks  to 
address  many  of  those  issues,  at  least  for 
networks  largely  composed  of  Windows- 
based  systems. 

Now  in  its  first  general  beta,  this  ver¬ 
sion  (which  will  replace  1996’s  Version 
1.2  in  the  second  half  of  the  year), 
promises  to  add  some  very  useful  func¬ 
tionality  to  the  network  administrator’s 
arsenal.  Tools  are  included  to  aid  in 
tracking  equipment  and  its  configura¬ 
tion,  handle  the  various  licenses  and  ver¬ 
sions  of  software  in  use  and  provide 
assistance  to  widely  dispersed  users  — 
all  tasks  that  rapidly  siphon  off  immense 
blocks  of  valuable  time.  Though  the  lat¬ 
est  version  of  SMS  still  has  a  few  loose 
ends  and  isn’t  yet  a  fully  integrated  pack¬ 
age,  it  represents  a  significant  change 
from  what  has  been  a  disconnected  col¬ 
lection  of  disparate  utilities  to  a  much 
more  manageable  bundle  of  tools. 

A  DECENT,  IMPERFECT  START 

As  a  first-round  beta,  the  current  version 
seems  to  be  reasonably  stable  and  fairly 
complete  in  its  list  of  features.  Highly 
visible  debugging  information,  missing 
tool  tips  and  several  inconsistencies 
among  similar  screens  are  the  most  visi¬ 
ble  signs  of  youth.  Also,  some  functions, 
such  as  software  distribution,  seem  to  re¬ 
quire  too  many  less-than-intuitive  steps. 
Other  functions,  such  as  Remote  Diag¬ 
nostics  and  Remote  Control,  are  nearly 
ready  for  general  use.  1  tested  the  soft¬ 
ware  on  a  pair  of  Hewlett-Packard  Co. 
NetServer  systems,  one  running  Win¬ 
dows  NT  Server  4.0,  the  other  Windows 
NT  Workstation  4.0. 

The  most  noticeable  change  is  the  pre- 


PRODUCT  REVIEW 

►  Systems  Management 
Server  2.0  (beta) 

MICROSOFT  CORP. 

Redmond,  Wash. 
www.microsofi.com 

PRO:  Adds  some  useful  tools  In  a 
snap-in-style  architecture. 

CON:  As  an  early  beta,  it  has  the 
expected  bugs  and  some  less- 
than-intuitive  steps. 


sentation  of  the  entire  set  of  tools  that 
ties  in  to  an  umbrella  system  called  the 
Microsoft  Management  Console  (MMC). 
Planned  for  inclusion  as  part  of  NT  5.0 
but  also  included  with  SMS  for  NT  4.0, 
the  MMC  brings  management  utilities 
into  a  single  location  with  a  consistent 
presentation  similar  to  Windows  Explor¬ 
er.  Management  tools  such  as  SMS  sim¬ 
ply  snap  in  to  this  framework  when  they 
are  installed. 

SMS  provides  tools  in  the  four  prima¬ 
ry  areas:  Inventory,  Software  Distribu¬ 
tion,  Software  Metering  and  Remote 
Diagnostics.  Information  is  gathered  by 
the  server,  stored  in  a  Microsoft  SQL 
Server  6.5  database,  manipulated  and 
distributed.  Agent  software  running  on 
the  various  client  machines  passes  infor¬ 
mation  to  and  accepts  instructions  from 
the  management  servers.  In  the  first 
beta,  only  32-bit  agent  software  for  NT 
and  Windows  95  was  provided,  though 
16-bit  agents  for  Windows  3.1  and  Mac 
OS  are  planned  for  the  final  product. 

INVENTORY-RICH 

Underlying  all  the  other  functions  is  the 
hardware  and  software  inventory.  The  in¬ 
ventory  information  gathered  by  the 
agent  and  stored  centrally  is  both  rich 
and  detailed.  For  example,  using  simple 
menu  functions  or  database  queries, 
help  desk  operators  could  quickly  learn 
which  video  adapter  a  particular  system 
uses  before  dispatching  service,  or  an  ad¬ 
ministrator  could  find  every  location 
where  a  certain  network  adapter  is  used 


before  planning  an  upgrade.  A  similar 
level  of  detail  is  available  in  tracking  soft¬ 
ware  installations. 

Knowing  what  software  is  installed  is 
of  course  the  first  prerequisite  to  con¬ 
trolling  software,  and  here  also,  SMS 
provides  some  very  useful  functions. 
Using  simple,  menu-driven  setups,  an 
administrator  can  set  limits  on  what 
software  can  be  used,  where  and  when  it 
can  be  used  and  by  whom.  Those  func¬ 
tions  also  allow  for  sophisticated  con¬ 
cepts  such  as  floating  the  number  of 
licenses  among  different  locations  at  dif¬ 
ferent  times,  even  for  software  that 
wasn’t  designed  to  be  metered. 

Most  interesting  is  a  feature  that 
lets  the  administrator  set  limits  that 
won’t  be  enforced  during  a  start-up 
period.  Instead,  the 
system  will  monitor 
software  usage  of 
the  specified  piece 
of  software  during 
start-up  so  that 
administrators  can 
spot  usage  patterns. 

In  the  area  of  Re¬ 
mote  Diagnostics, 

SMS  includes  tools 
for  handling  two 
important  aspects  of 
help  desk-type  assis¬ 
tance.  The  first  pro¬ 
vides  direct,  real¬ 
time  access  to  the 
existing  diagnostic 
information  of  a 
client  machine 
through  tools  such 

as  NT  Diagnostics.  The  second  provides 
remote  control  features,  such  as  those 
that  might  be  found  in  various  third- 
party  applications,  that  let  an  adminis¬ 
trator  view  and  control  the  desktop  on  a 
remote  system  simultaneously  with  the 
user.  That  and  a  telephone  let  a  support 
technician  provide  same-room  type  sup¬ 
port  to  a  user  many  miles  away. 

The  most  powerful  features  in  SMS 
2.0  involve  software  distribution.  Mi¬ 
crosoft  approached  this  task,  always  a 
major  headache  for  systems  administra¬ 
tors,  with  some  obvious  care  and 
thought.  Unfortunately,  the  degree  of 


power  and  flexibility  that  Microsoft  has 
sought  to  provide  adds  complexity.  It 
may  take  the  administrator  some  effort 
to  become  familiar  with  concepts  such 
as  Collections,  Queries,  Packages  and 
Advertisements  as  well  as  the  relation¬ 
ships  among  them. 

Once  mastered,  though,  the  tools  let 
an  administrator  offer  almost  any  appli¬ 
cation  to  users  across  the  network.  Point- 
and-click  screens  let  the  administrator 
specify  things  such  as  which  user,  group 
of  users  or  group  of  systems  should  be 
offered  the  software;  when  the  software 
should  be  offered;  whether  the  installa¬ 
tion  is  mandatory;  and  which  user  rights 
go  with  the  software. 

Overall,  SMS  2.0  looks  quite  promis¬ 
ing.  The  second  beta  release,  expected  in 


The  Microsoft  Management  Console  gives  an  adminis¬ 
trator  a  single  view  of  all  SMS  components 


the  second  quarter,  will  bear  closer 
scrutiny.  Microsoft  plans  to  add  items 
such  as  support  for  Windows  3.1  and 
Macintosh  clients,  support  for  Novell, 
Inc.  NetWare  in  both  bindery  and  Novell 
Directory  Services  modes,  query  building 
features  that  will  bypass  the  need  to  use 
raw  SQL  queries  and  configuration  utili¬ 
ties  for  setting  up  different  levels  of  se¬ 
curity  for  different  administrators.  □ 

Hayes  is  system  controls  manager  at 
Client/Server  Labs,  Inc.  in  Atlanta,  a  pri¬ 
mary  test  partner  of  Computerworld.  You 
can  reach  him  at  ghayes@cslinc.com. 


In  Depth 


In  a  massive  IT  effort, 
a  California  start-up 
is  taking  over  the 
state's  power  grid. 

As  utilities  face  a 
deregulated  future,  all 
eyes  are  on  Cal-ISO 


By  Deborah  Radcliff 


hen  you  enter  the  California  Indepen¬ 
dent  System  Operator’s  (Cal-ISO)  un¬ 
marked  facility,  located  in  the  oak-studded 
hills  above  Folsom,  Calif.,  it’s  obvious  that 
this  is  an  organization  thrown  together  in  a 
hurry.  A  shabby  desk  is  the  only  piece  of  furni¬ 
ture  in  the  front  lobby.  Unopened  IBM  crates  are 
stacked  in  clean  rooms.  The  scents  of 
new  paint,  carpet  and  teak  pervade. 

But  when  you  step  into  the  hushed,  i50,ooo-sq.-ft. 
command  center,  there  is  a  sense  of  completion. 

That  and  an  urge  to  say,  “Beam  me  up,  Scottie.” 

The  focal  point  of  the  Star  Trek-like  command  center 
is  a  160-ft.,  curved,  map-board  wall  alight  with  multi¬ 
colored  indicators  that  show  the  location  and  wattage 
of  energy.  To  the  left,  four  Electrohome  Ltd.  video 
screens  project  weather  patterns  and  details  of  energy 
transmissions  coming  in  from  16  Western  states. 
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All  this  is  monitored  by  ad¬ 
ministrators  manning  12 
forward-facing  consoles.  Each 
console  houses  four  Digital 
Equipment  Corp.  workstations. 

Dennis  Fishback,  chief  infor¬ 
mation  officer  at  Cal-ISO, 
likens  the  system  to  an  air- 
traffic  control  center.  Following 
the  path  of  least  resistance,  en¬ 
ergy  flows  into  the  grid  from 
power  generators  and  out  of 
the  grid  as  orders  are  processed 
for  bulk  energy  from  20  certi¬ 
fied  power  marketers. 

Those  orders  then  trickle 
down  to  other  middlemen, 
wholesalers,  retailers  and  even¬ 
tually  to  California’s  27  million 
utility  customers.  The  wattage 
must  remain  balanced  at  an  ab¬ 
solute  constant  or  outages  will 
occur. 

This  is  technology  at  its  most 
critical. 

BRAVE 

NEW  WORLD _ 

Like  pieces  on  a  chessboard, 
players  in  the  $211  billion  ener¬ 
gy  industry  are  aligning  them¬ 
selves  to  compete  in  an  open 
market.  Existing,  regulated  util¬ 
ity  companies  are  divesting 
themselves  of  entire  divisions, 
buying  up  service  organizations 
and  spinning  off  unregulated 
subsidiaries  of  their  own. 

Cooperatives  and  new  enti¬ 
ties  are  emerging,  such  as  pow¬ 
er  schedulers,  which  auction 
wholesale  power  and  schedule 
deliveries;  power  marketers, 
brokers  that  match  wholesale 
buyers  and  sellers;  and  energy 
service  providers,  which  offer 
new  retail  services  for  busi¬ 
nesses  and  residential  users. 

The  complexity  of  federally 
mandated  deregulation  is  baf¬ 
fling  because  taxes,  regulatory 
efforts  and  the  like  differ  from 
state  to  state. 

Because  no  one  knows  how 
die  market  will  shake  out,  the 
key  to  success  is  flexibility. 
Business  processes  and  the 
technology  to  support  them 
must  be  fluid.  New  technologi¬ 
cal  deployments,  upgrades  and 
staffing  must  roll  out  at  break¬ 
neck  speed. 

"Power  is  the  last  big  deregu¬ 
lation.  In  the  scope  of  trans¬ 
formation,  power  deregulations 
are  more  important  than 
telecommunications,”  says 
David  Cain,  manager  of  infor¬ 
mation  systems  at  the  Electric 
Power  Research  Institute  in  Pa¬ 


lo  Alto,  Calif., 
a  technology 
development 
and  research 
company  that 
serves  utilities. 

As  deregula¬ 
tion  moves  for¬ 
ward,  all  eyes 
are  on  Califor¬ 
nia,  which  is 
the  first  state 
to  aggressively 
open  its  power 
grid  to  new 
forms  of  com¬ 
petition. 

At  the  heart  of  California’s 
deregulatory  efforts  is  Cal-ISO, 
a  state-chartered,  nonprofit 
start-up.  It  has  been  charged 
with  creating  a  new  infrastruc¬ 
ture  and  management  to 
babysit  most  of  the  state’s  pow¬ 
er  grid,  or  the  power  lines  and 
towers  that  snake  across 
124,000  square  miles  of  the 
Golden  State. 

Previously,  the  grid  was  man¬ 
aged  by  the  state’s  three  in¬ 
vestor-owned  utilities;  Pacific 
Gas  &  Electric  Co.,  San  Diego 
Gas  &  Electric  and  Southern 
California  Edison.  The  first 
such  grid-management  system 
to  start  from  scratch,  Cal-ISO 
must  bring  to  market  new  tech¬ 
nologies  intended  to  meet  sev¬ 
eral  complex  energy-manage¬ 
ment,  allocation  and  back-office 


ennis  Fishback  is  no  stranger  to  tough 
tasks.  During  his  22  years  at  Virginia 
Power,  he  managed  a  three-year 
transition  from  a  mainframe  to  a 
client/server  environment;  cut 
overall  computing  costs  in  half; 
and  improved  customer  service 
ratings.  He  had  the  luxury  of  time 
in  the  Virginia  Power  makeover. 
But  in  developing  the  infrastruc¬ 
ture  for  the  Cal-ISO,  he  had  to  for¬ 
go  many  traditional  business 


methodologies.  When  asked  for  advice,  he  of¬ 
fers  the  following: 

►  Don’t  skip  any  steps  in  traditional  business 
practices,  no  matter  how  rushed. 

►  Leverage  your  vendors  to  work  together  on 
integration,  implementation  and  testing. 

►  Put  your  staff  in  place  ASAP  to  tap  their  col¬ 
lective  brainpower  during  early  planning. 

►  Conduct  regular  meetings  with  all  users  of 
the  systems  during  all  stages  of  planning,  im¬ 
plementation,  testing  and  follow-up. 

—  Deborah  Raddiff 


business 
goals.  The 
deadline  is 
March  31. 


LATE  START 


PLUGGING  IN 


Cal-ISO  isn’t  the  only  new 
entity  to  spring  up  as  a 
result  of  deregulation.  Sever¬ 
al  power  schedulers  already 
are  scheduling  massive 
amounts  of  energy  on  a  dai¬ 
ly  basis.  And  World  Wide 
Web-based  entities,  such  as 
the  Oasis  Power  Project  in 
Lombard,  III.,  post  available 
energy  on  22  nodes  nation¬ 
wide  for  power  wholesalers. 

And  what  of  existing  utility 
companies?  They  risk  losing 
a  large  chunk  of  their  regu¬ 
lated  customer  base  to  a 
new  group  of  independent, 
aggressive  energy  marketers 
if  they  don’t  change  their 
business  models. 

This  is  the  first  in  an  oc¬ 
casional  series  of  articles  in 
which  In  Depth  will  examine 
the  technologies  behind  fast¬ 
changing  energy  organiza¬ 
tions. 


Fishback  joined  Cal-ISO  in 
September  to  pull  together  the 
infrastructure  and  communica¬ 
tions  system  on  which  that 
mission  depends. 

He  laughingly  calls  this  sys¬ 
tem  the  “WEnet,”  short  for 
Western  Energy  net.  It  is  a  so¬ 
phisticated,  large  private  net¬ 
work  built  by  AT&T  Network 
Services  that  criss-crosses  be¬ 
tween  the  state’s  power  substa¬ 
tions  and  all  other  network 
users.  WEnet  has  built-in  re¬ 
dundancy  and  a  capacity  high¬ 
er  than  that  of  the  AT&T-devel¬ 
oped  Nasdaq  private  network. 

“The  challenge  was  to  con¬ 
nect  many  organizations  to¬ 
gether  and  create  technology  to 
support  a  new  business  envi¬ 
ronment.  How  do  you  tie  all 
these  together?”  says  Jack  Ellis, 
executive  vice  president  of  op¬ 
erations  at  Automated  Power 
Exchange,  Inc.,  a  Los  Altos, 
Calif.,  start-up  power  scheduler. 

Ultimately,  Fishback  had  to 
push  a  state  assembly-mandat¬ 
ed  Jan.  1  deadline  back  to 
March  31,  which  wasn’t  surpris¬ 
ing  given  that  Cal-ISO  had  less 
than  a  year  to  find  a  building, 
develop  the  technology  and  in¬ 
frastructure  and  hire  staff. 

It  has  been  an  exercise  in 
creative  planning  and  problem 
solving,  Fishback  says. 

Expediency  forced  him  to  do 
design,  development,  produc¬ 
tion  simulation,  staffing,  test¬ 
ing  and  debugging  in  tandem. 
“We’ve  had  to  do  a  lot  of  activi¬ 
ty  in  parallel,"  he  says.  “There 
was  no  time  for  change  man¬ 
agement.  You  fix  problems  in 
real  time  and  put  the  fixes  back 
in.  It  was  chaotic.” 

The  energy  management  ap¬ 
plication,  an  off-the-shelf  pack¬ 
age  from  ABB  Systems  Control 
Co.  in  Norwalk,  Conn.,  is  un¬ 


dergoing  real-time  testing.  The 
second  phase,  a  custom-devel¬ 
oped  scheduling  application 
and  interface,  is  on  hold  until  a 
complicated  set  of  network  re¬ 
dundancies,  such  as  hot  fail¬ 
over,  fallback  and  fall-forward 
scenarios,  can  be  implemented. 

And  yes,  there  are  bugs  in 
the  management  system  being 
tested.  Ellis  compares  the  prob¬ 
lems  with  the  system  to  work¬ 
arounds:  annoyances  such  as 
transmission  errors  that  occur 
when  text  files  end  without  car¬ 
riage  returns  or  inconsistencies 
in  the  messaging  system  that 
lead  to  inaccurate  allocation 
confirmations  from  Cal-ISO. 

“This  has  been  done  on  an 
accelerated  schedule,  so  you  do 
things  where  you’ve  got  to  hold 
your  nose  a  little  bit,”  Ellis  says. 

JUMP  RIGHT  IN _ 

Problems  began  in  1996,  be¬ 
fore  Cal-ISO  incorporated  or 
hired  any  staff,  Fishback  says. 
The  original  input  for  develop¬ 
ing  the  grid-management  sys¬ 
tem  came  from  the  three  large 
utilities  that  then  owned  the 
grid.  Because  Fishback  and  his 
staff  didn’t  come  on  board  until 
late  1997,  they  had  absolutely 
no  input  during  the  planning 
stages. 

“The  technology  was  being 
delivered  before  any  of  us  got 
here,  so  we’re  stuck  working 
within  the  context  of  things  as 
they  are  instead  of  starting  the 
project  the  way  we  would  have 
wanted  to,”  he  says. 

With  an  eye  on  the  future, 
Fishback  brainstroms 
with  system  users  and 
the  business  units  in¬ 
volved  to  iron  out  kinks 
and  polish  the  business 
processes.  “Now  that  we 
have  more  breathing 
room,  we’re  trying  to  get 
more  proactive  about  our 
change  management,”  he 
says. 

Some  of  the  kinks  in 
the  processes  themselves, 


he  says,  were  caused  by  inade¬ 
quate  training.  For  instance, 
users  input  unbalanced  sched¬ 
ules  because  they  don’t  under¬ 
stand  their  applications  well 
enough.  Cal-ISO  provides  train¬ 
ing  materials  for  certification 
but  “it’s  also  a  matter  of  prac¬ 
tice  and  self-policing,”  Fishback 
says. 

Thus  far,  Cal-ISO’s  technolo¬ 
gy  price  tag  rings  up  at  just 
over  $105  million.  But  Fishback 
is  getting  his  money’s  worth  by 
putting  vendors  to  work. 

“It’s  a  matter  of  taking  ad¬ 
vantage  of  new  and  existing 
technologies  to  deliver  the  kind 
of  reliability  that’s  required  to 
manage  real-time  operation  of 
the  electrical  grid,”  he  says.  “So 
we  supplemented  the  subsys¬ 
tem  vendor  resources  with 
experts  from  Digital  Equip¬ 
ment  Corp.,  Oracle  Corp. 
and  Netscape  Communications 
Corp.  Together,  those  folks  are 
slugging  through  deployment 
problems.” 

According  to  analysts,  Cal- 
ISO,  though  not  perfect,  most 
likely  will  accomplish  its  goals 
by  the  new  March  31  deadline. 
“Everything’s  being  cooked  up 
in  California  and  about  13  other 
states  right  now.  But  there’s  no 
experience  base  to  learn  from,” 
Cain  says.  “Nobody  really 
knows  what  deregulatory  con¬ 
sequences  will  be  from  the 
standpoint  of  IT.”  □ 

Raddiff  is  a  freelance  writer  in 
Northern  California.  Her  Inter¬ 
net  address  is  derad@aol.com. 
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Recruiting  J.  D.  Edwards: 


The  search  for 


9  W  ^  By  Kerry  Lee 

perfection 


When  Tony  Labarbera,  pro¬ 
gramming  manager  at  Meto 
U.S.A.  in  Morris  Plains,  N.J., 
started  looking  for  a  }.  D.  Edwards  & 
Co.  programmer  to  help  with  a  busi¬ 
ness  implementation,  his  expectations 
and  hopes  were  high.  Both  quickly 
changed. 

“At  first  I  said,  ‘I  want  two  years’ 
J.  D.  Edwards  experience.’  [But]  then 
reality  came  back  and  said,  ‘You’re  not 
going  to  touch  them  for  anything  un¬ 
der  this  amount  of  money,’  ”  Labarbera 
recalls.  "So  then  I  said,  ‘OK,  then 
maybe  I’ll  take  one  year’s  experience,’ 
and  that  still  was  too  much.  So  I  said, 
‘Well,  OK,  give  me  a  good  solid  three 
years’  RPG,’  and  I  couldn’t  find  any¬ 
body  there.” 

Labarbera  spent  the  next  eight 
months  searching  for  an  RPG  pro¬ 
grammer.  “I  just  couldn’t  find  anybody 
who  would  fit  in  here  —  had  the  tech¬ 


nical  skills  and  the  personnel  skills 
dealing  with  people  —  and  finally  I 
just  gave  up,”  he  says. 

Eventually  a  recruiting  company 
helped  Labarbera  fill  the  position. 
But  his  story  reflects  an  ongoing 
problem  in  the  J.  D.  Edwards  market 
—  finding  people  who  have  the 
needed  J.  D.  Edwards  skills  and 
who  can  marry  those  skills  with 
good,  solid  business  skills. 

“It’s  clearly  a  resource-constrained 
world,”  says  Rodger  Cerritelli,  na¬ 
tional  partner  in  charge  of  enterprise 
package  solutions  at  KPMG  Peat 
Marwick  LLP’s  J.  D.  Edwards  practice 
in  Philadelphia. 

“Our  first  cut  of  the  marketplace  is 
to  find  experienced  J.  D.  Edwards  peo¬ 
ple.  When  you  can’t  find  that,  you  tend 
to  look  for  people  who  have  good  IT 
backgrounds,  application  development 
backgrounds,  backgrounds  with  similar 
packages,  people  who  come  out  of  the 
financial  functional  area  or  [human  re¬ 
sources]  or  supply-chain  manufactur¬ 
ing,  and  we  can  teach  them  the  nu¬ 
ances  of  the  package,”  Cerritelli  says. 

And  how  does  a  person  gain  the  cov¬ 
eted  J.  D.  Edwards  skills?  Catherine 
Bucher,  vice  president  of  client  services 
and  training  at  J.  D.  Edwards  in  Den¬ 
ver,  says  companies  most  often  will 
send  middle  managers  to  J.  D.  Edwards 
for  training.  Then  the  managers  take 
that  knowledge  back  to  their  compa¬ 
nies  to  build  project  teams. 

People  who  work  with  J.  D.  Edwards 
generally  take  training  —  and  view  the 
job  —  from  either  an  application  or  a 


Other  skills  you’ll  need 


TECHNICAL 

•  Relational  database  experience 

•  Ability  to  combine  data  from  J.  D.  Edwards 
with  data  from  legacy  systems 

•  Experience  with  custom  interfaces 

•  Experience  with  database  conversions 

•  Systems  integration  ability 

•  Programming  language  (more  than  one  if 
possible) 

•  An  understanding  of  the  connectivity 
between  PCs  and  the  AS/400 


NONTECHNICAL 

•  Industry  knowledge 

•  Integrity 

•  Ability  to  convey  confidence 

•  Project  management  skills 

•  Ability  to  relate  well  to  various 
people  and  groups 

•  Ability  to  listen  well 

•  Willingness  to  continually  learn 
software  upgrades 


technical  perspective,  Bucher  says. 
“From  the  application  perspective,  they 
would  be  receiving  training  in  how  to 
make  our  financial  systems  work  — 
how  to  implement  them,  how  to  make 
our  distribution  and  manufacturing 
systems  be  implemented  properly.” 

From  the  technical  perspective,  “We 
also  do  what  we  call  CNC  [configurable 
network  computing]  training  and  tech¬ 
nical  install  training,  which  is  how  to 
actually  configure  the  network,”  Bucher 
says. 

J.  D.  Edwards  professionals  also  need 
strong  interpersonal  skills,  Labarbera 
says.  “You’ve  got  to  be  able  to  deal  with 
all  different  kinds  of  users  and  not  be 
so  technical.  Be  able  to  explain  it  in  a 
language  a  user  understands.  Personal¬ 
ity  skills  are  a  definite  plus,”  he  says. 

So-called  “best  practices  skills”  are 
also  important,  Cerritelli  says.  By  that, 
he  means  “the  best  way  to  pay  an  in¬ 
voice,  process  payroll  [and]  handle  em¬ 
ployee  benefits.” 

J.  D.  Edwards  professionals  must  be 
able  to  listen  to  a  client’s  needs  and  ap¬ 
ply  the  software  accordingly,  says  Lee 
Dempsey,  a  manager  in  the  package  in¬ 
tegration  solutions  practice  at  KPMG 
in  Charlotte,  N.C.  Questions  that 
Dempsey  says  hiring  managers  need  to 
ask  a  J.  D.  Edwards-skilled  candidate 
include:  Is  the  person  a  good  listener? 
Can  he  assimilate  all  the  data  that  he 
gets  from  a  client  and  come  up  with  an 
improved  business  process  and  an  ac¬ 
curate  configuration  of  the  software? 

These  elusive  professionals  come 
from  two  distinct  vocational  groups, 
says  Jay  Price,  president  of 
AMX  International  in  Seattle. 
“The  first  and  probably  the 
largest  is  what  we  call  applica¬ 
tion  consultants,”  Price  says. 
“Application  consultants  are  of¬ 
ten  controllers,  CFOs,  VPs 
of  operations,  manufacturing 
managers,  who  have  installed 
J.  D.  Edwards  or  at  least  have 
that  industry  background  and 
experience  at  the  business  level 
or  the  application  level.  So  a 
very  good  catch,  too,  would  be 


J.  D.  Edwards  tutorial 

J.  D.  Edwards  is  an  enterprise  resource  plan¬ 
ning  system  from  J.  D.  Edwards  &  Co.  in 
Denver.  It  supports  financials,  distribution 
and  manufacturing.  It  is  targeted  at  discrete 
or  process  industries,  including  engineer- 
to-order,  assemble-to-order,  make-to-order, 
highly  repetitive  and  make-to-stock  environ¬ 
ments.  It  runs  on  the  AS/400  or  on  a 
client/server  platform. 


someone  with  a  CPA  [and]  a  certifica¬ 
tion  with  [the  American  Production  In¬ 
ventory  Control  Society],”  Price  says. 

The  second  group  is  involved  more 
with  the  technical  side  of  things.  These 
would  be  experienced  project  people  — - 
programmer/analysts  and  beyond,  MIS 
managers,  people  who  managed  com¬ 
plex  projects.  Price  says. 

Experience  with  J.  D.  Edwards  is 
applicable  to  various  industries, 
experts  say,  including  manufacturing, 
distribution,  energy,  chemical,  account¬ 
ing,  retail,  pharmaceuticals  and  real 
estate. 

Information  technology  professionals 
who  want  to  work  with  J.  D.  Edwards 
should  just  jump  in,  staffing  experts 
say.  Many  companies  will  train  an 
otherwise  qualified  individual  in  J.  D. 
Edwards  if  the  person  has  other  skills 
a  company  is  seeking.  □ 

Lee  is  a  freelance  writer  in  Austin,  Texas. 


The  demand  for  J.  D.  Edwards 


5%  of  companies  have  the  skill 

2%  of  companies  plan  to  train  for 
the  skill  this  year 

5%  of  companies  plan  to  hire  for 
the  skill  this  year 

21%  salary  premiums  are  being 
paid  to  contractors  with  the  skill 

Source:  Computerworid's  1997  Annual  Skills  Survey 
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n  the  frenzied  IT  job  market,  IT  pros  will  likely 
receive,  or  be  advised  to  give,  a  counteroffer. 

Before  launching  a  wage  war,  here’s  what 
to  expect: 


LINA  FAFARP) 


HOW  TO 
HANDLE 
AN  IT 
COUNTER 
OFFER 


Congratulations!  You  just  received  and 
accepted  an  excellent  IT  job  opportunity. 
Now  it’s  time  to  meet  with  your  boss  and 
resign.  You  can  do  this  by  E-mail,  set  up  a 
meeting  or  write  it  in  the  sky  ...  whichever 
way,  it’s  time  to  say,  “I’m  outta  here!” 

But  hold  on.  The  next  thing  you  know, 
your  boss  throws  himself  at  your  feet, 
wraps  his  hands  around  your  ankles  and 
says,  “Please  don’t  leave  us  now!  I  was 
just  going  to  put  you  in  charge  of  our 
hottest  project  and  schedule  training  for 
you  in  Java  and  ActiveX!  We  really  need 
you  now,  more  than  ever.  Whatever  your 
offer  is,  we’ll  beat  it!” 

Believe  it  or  not,  that  happens  more 
often  than  not  in  the  current  IT  market 
(maybe  not  quite  so  dramatic  or  with  such 
good  terms).  Recently,  while  attending  a 
Professionals  In  Human  Resources  Asso¬ 
ciation  meeting,  the  question  of  whether 
to  issue  a  counteroffer  was  posed.  Ap¬ 
proximately  200  human  resources  man¬ 
agers  were  there.  The  members  of  each 
table  had  to  decide  what  they  would  do  in 
this  particular  case.  Every  table’s  repre¬ 
sentative  stood  up  and  said  they  would 
issue  a  counteroffer  to  buy  them  enough 
time  to  replace  the  individual. 

They  also  said  that  even  if  the  individ¬ 
ual  accepted  the  counteroffer,  the  employ¬ 
ee  would  probably  be  gone  in  six  months. 
But  because  of  the  shortage  of  skilled  IT 
professionals  and  the  value  they  provide 
to  the  operation  of  the  company,  for  any 
duration,  it’s  worth  pulling  out  all  the 
stops  to  try  to  keep  them.  It’s  going  to 
cost  the  company  at  least  the  same 
amount  of  the  existing  employee’s  salary 


plus  a  io%  to  20%  increase,  recruiting 
costs  and  the  cost  of  downtime  it  takes  to 
refill  the  position. 

Some  call  this  a  desperate  measure,  and 
it  is.  Counteroffers  aren’t  a  new  practice. 
They’re  just  more  prevalent  now.  Usually 
if  a  person  accepts  the  counter,  the  re¬ 
placement  process  won’t  start  until  the 
employee  leaves.  That  position  will  be  tar¬ 
geted  for  replacement,  and  if  the  right 
person  comes  along  he  may  get  hired  into 
another  position  with  the  opportunity  to 
move  over  when  that  position  opens. 

DON'T  COUNT  ON  A  COUNTER 

The  impact  on  the  rest  of  the  IT  team  is 
risky.  Counters  usually  are  reserved  for 
needed,  desired  and  difficult-to-replace  IT 
personnel.  Therefore,  as  an  employee,  you 
can’t  count  on  getting  a  counter.  Beware 
of  going  on  a  “fishing  expedition”  —  seek¬ 
ing  another  offer  to  use  as  leverage  to  get 
a  raise  or  promotion  from  your  existing 
employer  or  to  merely  test  where  you  fall 
in  the  market. 

Most  people,  including  IT  professionals, 
decide  to  leave  their  positions  because  of 
the  differences  in  philosophies  and  work 
styles  of  their  immediate  environment. 
Those  issues  don’t  change.  Therefore,  ac¬ 
cepting  a  counteroffer  simply  prolongs  the 
inevitable. 

If  you  are  given  a  counteroffer,  look  at 
the  long-term  picture.  Imagine  yourself  at 
that  same  company  six  months  from  now, 
one  year  from  now  and  longer.  Do  you  see 
anything  changing  in  your  favor?  The  is¬ 
sues  that  made  you  decide  to  leave  proba¬ 
bly  won’t  change. 


Getting  a  counteroffer  is  flattering  as 
well  as  a  bit  confusing.  Not  all  companies 
give  them.  Some  companies,  as  a  matter 
of  policy,  won’t  issue  one.  Many  have  an 
additional  policy  that  states  that  anyone 
who  leaves  may  not  be  rehired.  And  if 
your  company  does  extend  you  a  coun¬ 
teroffer,  you  may  feel  that  it  should  have 
paid  you  that  salary  all  along,  and  it’s  now 
too  little,  too  late. 

On  the  other  hand,  if  money  really  is 
your  only  issue  (it  rarely  is),  you  may  feel 
uncomfortable  putting  your  employer  in  a 
position  to  need  to  extend  a  counteroffer. 
As  a  result,  the  potential  silent  resentment 
from  your  IT  manager  may  inhibit  your 
future  growth  with  that  company.  In  addi¬ 
tion,  you  may  feel  obligated  to  stay  longer 
with  that  company  than  you  would  have  if 
you  hadn’t  accepted  a  counter. 

Some  people  feel  an  emotional  connec¬ 
tion  and  sense  of  loyalty  to  their  associates 
at  work  and  don’t  want  to  leave  them  in 
the  middle  of  a  software  conversion  or 
rollout.  One  thing  you  can  do  is  to  offer 
to  work  as  a  contractor  on  weekends  or 
evenings  to  help  hand  over  responsibili¬ 
ties  and  get  your  existing  co-workers 
through  a  difficult  time.  You  can  still  keep 
your  commitment  and  accept  the  new  op¬ 
portunity  without  burning  a  bridge  or  feel¬ 
ing  that  you’re  abandoning  your  team.  □ 

Fafard  is  vice  president  of  training  and  mar¬ 
keting  at  The  Partners,  an  IT  search  firm  in 
Torrance,  Calif,  that  specializes  in  placing 
software  professionals  throughout  the  West 
Coast.  She  can  be  contacted  at  www. 
jobbrowser.com. 


XECUTIVE 


David  E.  Kepler,  45, 

director  of  global 
information  appli¬ 
cations  at  The  Dow 
Chemical  Co.,  has 
been  named  to  the  newly  created  posi¬ 
tion  of  vice  president  and  chief  informa¬ 
tion  officer  at  the  Midland,  Mich.-based 
chemical  company.  In  his  new  role,  Ke¬ 
pler  will  be  responsible  for  all  internal 
and  external  information  systems  activi¬ 
ties  within  Dow. 

Kepler  will  lead  a  1,300-person  IS  or¬ 
ganization,  which  includes  600  people 
from  Dow’s  1996  application  develop¬ 
ment  alliance  with  Chicago-based  An¬ 
dersen  Consulting.  Kepler  will  also  join 
the  company’s  corporate  leadership  team 
and  participate  in  ensuring  that  Dow’s 


TRACK 


information  systems  are  fully  integrated 
with  the  company’s  strategic  business 
goals. 

Roger  Gurnani  has  been  named  vice 
president  and  CIO  at  Bell  Atlantic  Nynex 
Mobile  in  Bedminster,  N.J.  He  is  re¬ 
sponsible  for  the  company’s  customer 
support,  billing  and  network  applica¬ 
tions.  Previously,  Gurnani  served  as  ex¬ 
ecutive  director  of  Broadband  Systems  at 
Bell  Atlantic  Corp.,  managing  the  devel¬ 
opment  and  implementation  of  systems 
for  fast-packet  data  and  switched  digital 
video  services. 

Marvin  L.  Walrath,  55,  has  been  named 
vice  president  of  information  technology 
and  CIO  at  Ingersoll-Rand  Co.  in  Wood- 


cliff  Lake,  N.J.  Walrath  previous¬ 
ly  served  as  executive  director  of 
information  technology  at  the 
company,  a  diversified  industrial 
equipment  and  components 
manufacturer. 


Honorio  J.  Padron,  45,  has  been 
named  senior  vice  president  of 
process  engineering  and  CIO  at 
Dallas-based  CompUSA,  Inc.,  a 
leading  computer  superstore  retail¬ 
er.  Padron  is  responsible  for  all  en¬ 
gineering  business  processes  and 
managing  all  information  systems 
functions  for  the  company.  He  pre¬ 
viously  was  senior  vice  president 
and  CIO  at  PepsiCo  Restaurants 
International  in  Dallas.  □ 
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Project  Leader;  $49,260/yr;  Re¬ 
sponsible  for  the  strategy  and 
integration  development,  imple¬ 
mentation,  and  administration  of 
a  company-wide  “real-time”  data 
historian  system  using  Oracle 
RDBMS,  SQL  and  C  in  a  Win- 
dowsAJNIX  client-server  environ¬ 
ment.  Integrate  digital  control 
system  equipment  with  applica¬ 
tion  packages  running  on 
process-attached  computers.  Re¬ 
search  trends  in  process  auto¬ 
mation  and  computing  and  pre¬ 
pare  migration  and  implementa¬ 
tion  plans.  Project  management 
including  conceptual  design, 
negotiations  with  suppliers,  and 
assembling  resources.  Bachelor 
of  Arts  degree  or  the  equivalent 
in  Computer  Science,  Mathe¬ 
matics,  Engineering  or  Computer 
Systems  plus  two  years  of  expe¬ 
rience  in  job  offered  or  two  years 
of  experience  as  a  Computer 
Technician/Technologist.  The  two 
years  of  experience  must  include 
integration  of  digital  control  sys¬ 
tem  equipment  with  application 
packages  running  on  process- 
attached  computers;  database 
administration  using  Oracie 
RDBMS;  and  programming  in  C 
and  SQL  in  a  Windows/UNIX 
client-server  environment.  Em¬ 
ployer  considers  two  years  of 
work  equivalent  to  one  year  of 
university.  Apply  at  the  Texas 
Workforce  Commission,  Hous¬ 
ton,  Texas,  or  send  resume  to  the 
Texas  Workforce  Commission, 
11 17  Trinity,  Room  424T,  Austin, 
Texas  78701,  J.O.#  TX0241803. 
Ad  paid  by  An  Equal  Opportun¬ 
ity  Employer. 


Software  Engineers,  to  design, 
develop,  implement,  and  main¬ 
tain  complex  business,  account¬ 
ing  and  management  information 
applications  and  systems.  Act  as 
lead  analyst  in  the  development, 
implementation  and  maintenance 
of  computer  systems,  including 
networked  and  client-server 
applications,  requiring  knowledge 
and  experience  across  a  variety 
of  computing  platforms,  data 
bases  and  computer  languages. 
Coordinate  and  instruct  program¬ 
mers  and  analysts  assigned  to 
their  projects.  Prepare  feasibility 
studies  of  potential  systems,  con¬ 
figuration  of  components,  inter¬ 
active  applications,  and  complex 
application  specifications. 
Bachelor's  in  Computer  Science, 
Engineering,  or  Physics  plus  five 
yr.  exp.  in  job  offered  or  five  yr 
exp.  as  Programmer/  Analyst  or 
Systems  Analyst  or  a  Master's 
degree  in  Computer  Science  or 
Elec.  Engineering  with  the  ability 
to  perform  the  essential  job 
duties,  req.  Salary.  $58,136/yr. 
job  site:  various  unanticipated 
sites  throughout  the  U.S. 
Employer  location:  Pittsburgh. 
Send  this  ad  and  your  resume  to 
job  #  7033512,  Greg  Schwing 
Office  of  Employment  Security, 
2100  Wharton  SL,  Pittsburgh,  PA 
15203. 


Analyst/Programmer  to  plan, 
develop,  test,  document  computer 
programs,  applying  knowledge  of 
programming  techniques  and 
computer  systems,  including 
those  for  both  PCs  and  main¬ 
frames.  Evaluates  user  requests 
for  application  systems  and  pro¬ 
grams  to  determine  feasibility, 
cost  &  time  req.,  compatibility 
with  current  systems,  computer 
capabilities.  Formulates  plans 
outlining  steps  to  design  and 
develop  system,  converts  project 
requirements  into  specifications 
for  coding  and  systems  develop¬ 
ment;  codes  and  tests  programs 
applying  knowledge  of  computer 
programming  techniques  and  lan¬ 
guages.  Uses  MVS,  DB2,  CICS 
and  COBOL  programming  envi¬ 
ronments.  Installs  and  tests  pro¬ 
grams  at  user  site  and  consults 
with  user  personnel  on  site. 
Analyzes,  reviews,  alters  pro¬ 
grams  to  increase  operating  effi¬ 
ciency  or  to  adapt  to  new  require¬ 
ments.  Bachelor’s  or  equivalent 
in  Computer  Science, 
Engineering,  Math  or  Physics, 
plus  2  yr.  exp.  in  job  offered  or  2 
yr.  exp.  as  Systems  Analyst  or 
Software  Engineerfwilh  ability  to 
perform  main  job  duties)  req. 
Salary:  $54,756/yr.  Job  site; 
Lexington.  KY.  Send  this  ad  and 
your  resume  to  Job  #  369819, 
Ginny  Burton.  Dept,  for 
Employment  Services,  275  E. 
Main  St.  2W,  Frankfort,  KY 
40621. 


Time  Customer  Service,  Inc. 

A  Time  Warner  Company 


Utilizing  advanced  technology,  the  high- 
caliber  information  systems  team  at  Time 
Customer  Service,  Inc.  facilitates  the  flow  of 
information  to  and  from  subscribers  to  Time 
Inc.  publications.  Join  us  and  share  in  a 
range  of  excellent  challenges  and  rewards. 


Applications  Development 


30  positions! 


PROGRAMMERS,  PROGRAMMER  ANALYSTS, 
SYSTEMS  ANALYSTS 

The  ideal  candidates  will  possess  a  mini¬ 
mum  of  4  years  experience  in  an  IBM  MVS 
environment.  Experience  in  COBOL/COBOL2,  and/or 
Assembler,  JCL,  and  TSO/ISPF  is  required.  Experience  in  DB2, 
PowerBuilder  and  Clist/REXX  is  a  plus. 

Data  Warehousing - 


DB2  DATABASE  ADMINISTRATOR  (2) 

Responsible  for  new  data  warehouse  implementations  and 
supporting  existing  data  warehouses.  A  thorough  knowledge 
of  DB2  physical  design  considerations,  in-depth  experience 
with  DB2  optimizer  operations  and  SQL  tuning  are  important 
assets.  5-7  years  of  DB2  database  administration  experience, 
preferably  with  large  decision  support  systems  are  required. 

ORACLE  DATABASE  ADMINISTRATOR 

Senior  level  position  responsible  for  the  support  of  both  opera¬ 
tional  Oracle  systems  and  Oracle  data  marts.  Responsibilities 
include  physical  design  of  databases,  database  monitoring,  and 
application  tuning.  5  years  experience  with  Oracle,  two  of 
which  with  Oracle  Parallel  Server  and  Parallel  Query  Option  in 
an  MPP  or  SMP  platform,  and  considerable  skills  with  the  UNIX 
(preferably  the  AIX  operating  system)  is  required. 

PROGRAMMERS,  PROGRAMMER  ANALYSTS 

Data  extraction  programmers  with  skills  in  using  PRISM  are 
required  for  developing  and  maintaining  feeds  to  the  data 
warehouse.  Mainframe  COBOL  and  JCL  skills  are  required 
with  a  minimum  of  3  years  experience  in  mainframe  develop¬ 
ment.  DB2  application  development  experience  is  required  for 
analyst  level  positions. 


Data  Center 


SYSTEMS  PROGRAMMING  PROJECT  LEADER 

Responsible  for  the  Systems  Programming  group.  7  years 
experience  working  with  OS/390  (MVS)  and  related  sub-sys¬ 
tems  is  required.  A  thorough  knowledge  of  IBM's  OS/390  strat¬ 
egy  and  prior  supervisory  experience  are  preferred. 

OS/390  (MVS)  SENIOR  SYSTEMS  PROGRAMMER 

This  position  is  part  of  a  team  that  supports  the  MVS/JES  envi¬ 
ronment.  5  years  experience  supporting  an  MVS  environment 
is  required.  Strong  assembler  and  OS/MVS  skills  are  preferred. 

DB2  SENIOR  SYSTEMS  PROGRAMMER 

5  years  experience  supporting  large  DB2  systems  will  qualify 
you  for  this  job.  Strong  installation  and  system  administration 
skills  are  required.  Experience  working  with  Oracle  in  a  multi¬ 
platform  environment  is  preferred. 

CICS  SENIOR  SYSTEMS  PROGRAMMER 

Responsible  for  CICS  and  related  operating  software.  This  posi¬ 
tion  requires  5  years  experience  working  with  CICS  in  an  MVS 
environment.  Prior  experience  as  a  CICS  programmer  is  pre¬ 
ferred.  Strong  assembler  and  TCP/IP  skills  are  a  definite  plus. 

SENIOR  SYSTEMS  SPECIALIST  (DASD) 

The  successful  candidate  will  have  4  years  experience  in  a 
large  enterprise  storage  environment  supporting  DFSMS, 

TMM,  DFDSS  and  DFHSM.  Project  management  skills  are  a 
must  for  this  individual  since  the  ever-changing  face  of  storage 
management  requires  interfacing  with  geographically  and  tech¬ 
nically  diverse  groups  of  people.  This  individual  should  also 
have  experience  with  CA-1  and  understand  the  concept  of  vir¬ 
tual  tape.  Also,  SAS  experience  and  exposure  to  NT  and  AIX 
storage  management  practices  preferred. 


Time  Customer  Service,  Inc. 

Human  Resources  Dept.  CW/398  •  1  North  Dale  Mabry  Hwy 

Tampa,  FL  33609 

Fax:  (813)  878-6208  •  resumes@customersvc.com  •  EOE/AA 


•DATA  J A  E  ANALYST  • 


Little  Rock  Wastewater  Utility  is  seeking  a  qualified  Individual  to 
provide  significant  technical  support  on  the  design,  implementation, 
and  utilization,  as  well  as  ongoing  support,  for  the  Utility’s  database 
systems.  Multiple  servers  utilize  Oracle,  Lotus  Notes,  Arclnfo,  and 
Intellution  that  run  on  Intel/NT  and  Sun/Solaris  platforms  in  a  multi¬ 
site  client/server  environment. 

This  position  offers  an  opportunity  to  participate  in  all  elements  of 
the  database  environment  and  supporting  infrastructure.  Candidates 
must  have  significant  experience  with  a  major  DBMS,  SQL,  and  ad 
hoc  query  and  reporting  tools.  Experience  with  the  specific  products 
utilized  by  the  Utility  is  highly  desirable  but  not  necessarily  required 
and  may  depend  upon  depth  and  scope  of  experience. 

Applications  for  Employment  and/or  resumes  with  salary  history 
will  be  accepted  through  Wednesday,  April  15,1998  at: 

Little  Rock  Wastewater  Utility 

Attention:  Human  Resources 
221  East  Capitol  Avenue,  3rd  Floor 
Little  Rock,  AR  72202 
Fax  (501)  688-1463 

Interested  applicants  may  call  the  Utility's  recorded  jobline 
at  (501)  377-1577  or  direct  to  the 
HR  Department  at  (501)  688-1437. 

Equal  Opportunity  Employer 
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Your  Career. 


o 

o 

Tired  of  over-hyped  consulting  jobs?  Want  challenging,  satisfy¬ 
ing  work?  At  RPM  Systems,  you'll  discover  leading-edge  pro¬ 
jects  with  Fortune  1000  clients.  We're  looking  for  experienced: 

CONSULTANTS 

Chart  your  course  in  SAP,  Baan,  Peoplesoft,  J.D.  Edwards,  and 
Oracle  resource  consulting.  Experienced  in  client/ server,  informa¬ 
tion  engineering  consulting,  turnkey  software  development,  data 
administration,  architecture  and  communications,  and  complex 
systems  integration  solutions.  [HP  RECRUITERS 

You'll  work  as  a  recruiter  on  SAP,  Baan,  and  Peoplesoft  outsourc¬ 
ing  projects.  Find  the  right  consultants  for  the  right  projects. 
Should  have  recruiting  experience  in  high-tech  environments. 
Industry-specific  background  a  plus.  Rp|y|  Systems 

We  offer  high  salaries,  benefits  with  medical,  dental,  vision,  and 
401(k)  plans.  Send  resume  to:  Pawan  Bahuguna,  RPM  Systems, 
4987  Golden  Foothill  Parkway,  EL  Dorado  Hills,  CA  95762.  Ph: 
(916)  933-4033.  Fax  (916)  933-4119.  Email:  pawan@rpmsystem.com 


TRIAD  DATA  INC. 


Since  1985,  Triad  Data  has  placed  talented  professionals  with 
Fortune  100  clients  nationwide.  We  are  a  computer  consulting 
company,  (noted  in  INC  Magazine  as  one  ot  the  top  500  private 
businesses),  with  opportunities  for  Prog  rammer/ Analysts,  Sys¬ 
tems  Analysts  and  Software  Engineers  with  the  following  skills: 

Cobol  (IMS  or  DB2)  ■  PL1  ■  Adabas/Natural  ■  CICS 
Unix  ■  C/C++/Jsva  ■  Oracle c  Visual  C++  ■  Smalltalk 
Peoplesoft  ■  Sybase  Devs  topers  wCNE  ■  Lotus  Notes 
Windows  NT  ■  PC  Support/Heip  Desk  ■  Oracle  DBA 
Delphi  ■  Informix  Developers  ■  Internet  Developers 
Systems  Administrators-Unix,  Windows  NT,  Novell 

Multiple  positions  are  available  in  the  blowing  metropolian  areas: 

■  Boston  ■  Madison  ■  Milwaukee  ■  Minneapolis 
■  Austin  ■  New  York  City  ■Atlanta  ■  Dallas 

We  offer  medical/dental  insurance,  vacation,  401 K,  reteral 
bonuses,  and  more.  For  immediate  consideration,  send  or  fax 
your  resume  to  M.  Jackman,  Tried  Data,  Inc.,  515  Madison 
Ave.,  Suite  1810,  New  York,  NY  10022;  FAX:  212-832-7091 
e-mail:  mjacfcman@nyc.triaddata.com 
_ http//www.tria  ddata.com _ 
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IT  CAREERS 


This  half-day  forum 
will  provide  high-level 
executives  with  an 
informative  look  at  the 
importance  of  Data  Mining. 

The  Data  Mining  Market 
Today  &  Tomorrow 

Henry  Morris,  Director  of  Data 
Warehousing  &  Information  Access,  IDC 

Increase  Your  Success 
Rate  with 

Professional  Services 

Alan  Parker,  Founder, 

APower  Solutions,  Inc. 

Data  Mining  in  Production 
Systems  - 

Closing  the  Decision  Loop 

Dr.  Robert  L.  Grossman,  Founder  & 
President,  Magnify,  Inc. 

March  27,  1 998 

8:00  am  - 12:00  noon 
Swissotel  •  323  E.  Wacker 
Drive  •  Chicago,  IL 

R.S.V.P. 

888-336-4768 


Magnify 


um  Bii 

r.v"  « 


Tivoli  offers  the  most  comprehensive  systems 

management  and  services  available  toda^ 


Commitment  Technology  Career  Opportunities  and  Fun 


Tivoli  Has  grown  to  become  a  leader  in  the  industry  because  of  our  innovative  practices  and  our 
dedicated  employees.We  have  a  strong  commitment  to  both  our  employees  and  the  marketplace  and 
believe  the  best  way  to  become  successful  is  to  invest  in  the  right  people,  the  right  products,  and  the 
right  technology  that  allow  you  to  be  your  best.  Right  now,  we  have  the  following  opportunities  at 
our  state-of-the-art  Austin, TX  facility: 


•  LOTUS  NOTES  ADMINISTRATOR 

•  UNIX  ADMINISTRATOR 

•  LEAD  SOFTWARE  DEVELOPER 

•  SOFTWARE  PROJECT  MANAGER 

•  DIRECTOR  OF  TECHNICAL  OPERATIONS 

•  MANAGERJT  PROCESS  DEVELOPMENT 


•  DATABASE  ADMINISTRATOR 

•  PROCESS  ENGINEER 
•NT  ADMINISTRATOR 

•  SOFTWARE  ENGINEERS 

•WEB  CONTENT  DEVELOPER  AND  WRITER 


Samantha  Silv 

Au« 

itin.TX  7#7‘ 

san 

lancha.silwe 

iot  Tivoli  has  to  offer!  For  immediate  consideration,  please  forward  your  resume  to: 

•r, TIVOLI  SYSTEMS,  Inc.,  9442  Capital  ofTexas  Hwy.,  North,  Suite  500, 
9.  Fax:  S 1 2-4 1 8-4 1 5 1 .  Ph:  S 1 2-436-8404.  E-mail: 


ir,  we  value  the  diversity  of  our  workplace. 


www.tivt 


Sunshine,  Hi  Tech,  Opportunity... 
The  only  thing  missing  is  YOU! 

New  Mexico  can  give  you  the  space  you  need  and 
the  NM  Department  of  Labor  has  the  job  you  want. 

The  state  of  New  Mexico  is  seeking  a  wide  variety 
of  technical  professionals  to  support  its  state-of-the- 
art  environment.  We  have  the  best  state  retirement 
package  in  the  country,  comprehensive  insurance, 
paid  vacations,  job  security  and  lots  of  sunshine! 

If  you’re  tired  of  downsizing,  corporate  buyouts, 
traffic  jams,  and  inclement  weather...send  your 
resume  to: 

New  Mexico  Department  of  Labor 
Attn:  Judith  Sizemore,  CIO 
PO  Box  1928,  Albuquerque,  NM  87103 
FAX  (505)  841-8993  Phone  (505)  841-8690 

EOE 
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By  Steve  Alexander 


REGIONAL  SCOPE 


Michigan 


Michigan  has  a  highly  competitive  IS  economy  in  a  northern  climate  where  the 
benefits  of  small-town  life  can  be  found.  In  Detroit,  Michigan’s  largest  city,  the  big 
auto  companies  and  their  suppliers  dominate  the  IS  market.  But  Ann  Arbor,  Grand 
Rapids  and  Lansing  are  distinct  regional  markets  with  lifestyles  that  are  a  world 
apart  from  the  Detroit  metropolitan  area.  Here’s  a  look  at  the  four  markets: 


HEAVY 

METAL 


IS  salaries  in  Michigan 

JOB  TITLE 

TOTAL  COMPENSATION 

Chief  information  officer 

$109,000 

Director  of  IS  operations 

$76,000 

Manager  of  voice  and  data  communications 

$71,000 

Project  leader 

$62,000 

Project  manager 

$60,000 

Database  manager 

$61,000 

LAN  manager 

$51,000 

Senior  systems  analyst 

$50,000 

Systems  analyst 

$48,000 

Computer  operations  manager 

Source:  Computerworld’s  1997  Annual  Salary  Survey 

$48,000 

DETROIT 

MARKET  SUMMARY:  The  city  is  a  mix  of 
heavy  industry  and  high  technology,  and 
it  seems  everyone  is  hiring.  “We  hire 
nearly  all  client/server  people,  and  we 
are  not  able  to  fill  our  more  than  30 
open  positions,”  says  Don  Brett,  CIO  at 
Detroit  Edison.  “If  we  hire  20  people  a 
year,  we’ve  done  well.  Since  every  year 
there  is  attrition,  we’re  struggling  to  stay 
even  with  what  we  have.” 

TOP  IS  JOBS  AND  SKILLS:  “The  skills 
we’re  really  looking  for  are  Java,  objects, 
data  warehousing,  data  mining,  software 
integration  and  middleware,”  says  Sue 
Unger,  executive  director  of  information 
services  at  Chrysler  Corp.  in  Center  Line, 
Mich.  “But  the  types  of  people  we  are 
looking  for  are  those  w’ho  can  really 
align  technology  with  the  business.” 

MAJOR  EMPLOYERS:  The  auto  industry 
is  Detroit’s  largest  IS  employer  and  has 
been  a  hybrid  of  mainframe  and  client/ 
server  use,  but  new  hiring  is  heavily 
client/server,  Unger  says. 

QUALITY  OF  LIFE:  Sources  declined  to 
talk  about  Detroit’s  lifestyle  as  a  recruit¬ 
ing  tool  for  IT  professionals. 


GRAND  RAPIDS 

MARKET  SUMMARY:  The  labor  pool  is 
tight,  and  contract  agencies  are  making 
good  money.  “The  thing  stretching  us 
the  most  is  not  so  much  the  other  com¬ 
panies  we  have  to  compete  with  but  the 
contract  programming  services,  which 
tend  to  eat  up  any  available  resource, 
then  remarket  it,"  says  Greg  Daniels, 
senior  vice  president  and  CIO  at  Old 
Kent  Financial  Corp.,  a  regional  bank  in 
Grand  Rapids. 

TOP  IS  JOBS  AND  SKILLS:  Year  2000 
projects  are  driving  the  hiring  of  main¬ 
frame  Cobol  programmers,  while  the 
growing  number  of  applications  is  push¬ 
ing  client/server  hiring.  Certified  Novell 
Engineers  are  hard  to  find.  The  ability  to 
manage  projects  is  a  highly  sought  skill. 

MAJOR  EMPLOYERS:  IS  employers  in¬ 
clude  Steelcase,  Inc.,  an  office  furniture 
manufacturer;  Meijer,  Inc.,  a  grocery 
and  general  merchandise  retailer;  and 
Amway  Corp.,  a  direct  sales  company. 

QUALITY  OF  LIFE:  The  area  offers 
small-town  ambience,  15-minute  com¬ 
mutes,  sports  farm  teams  and  a  sym¬ 
phony  orchestra. 


ANN  ARBOR 

MARKET  SUMMARY:  Ann  Arbor  is  a 
small  college  town  that  nonetheless  has 
a  significant  pool  of  IS  workers.  “Every¬ 
body  is  hiring.  We  are  probably  compet¬ 
ing  with  contracting  agencies  in  many 
cases,”  says  Michael  Karaman,  vice  pres¬ 
ident  and  chief  technologist  at  The  Med- 
stat  Group,  Inc.,  an  Ann  Arbor  health 
care  decision-support  systems  vendor. 

TOP  IS  JOBS  AND  SKILLS:  Oracle 
database  skills  —  both  developer  and 
database  administrator  —  dominate  the 
local  Unix  platform  market,  as  do  20% 
salary  premiums.  Also  sought  are  peo¬ 
ple  skilled  in  C,  C++  and  object-oriented 
programming  and  analysis.  Mainframe 
jobs  involve  mostly  Cobol  programming 
for  year  2000  projects. 

MAJOR  EMPLOYERS:  Employers  in¬ 
clude  the  University  of  Michigan  and 
automatic  data  processing  and  software 
firms. 

QUALITY  OF  LIFE:  The  university  of¬ 
fers  continuing  education  and  culture, 
despite  the  small  size  of  the  town.  Ann 
Arbor  housing  costs  are  high,  but  coun¬ 
try  living  is  only  10  minutes  away. 


LANSING 

MARKET  SUMMARY:  Lansing  is  a  volatile 
IS  market  in  which  some  companies  are 
hiring  aggressively.  In  some  cases,  the 
hiring  is  for  year  2000  efforts,  and  in 
others,  to  rebuild  IS  departments  that 
formerly  were  outsourced. 

Other  firms  are  trying  to  hold  on  to 
their  existing  IS  staffs,  says  Carl  D.  Bond, 
vice  president  of  the  information  systems 
division  at  Farm  Bureau  Life  Insurance 
Company  of  Michigan  in  Lansing. 

TOP  IS  JOBS  AND  SKILLS:  Hiring  LAN 
and  WAN  network  development  and  ad¬ 
ministration  talent  is  a  top  priority.  Hir¬ 
ing  is  client/server  dominated. 

MAJOR  EMPLOYERS:  The  IS  market  is 
diverse  and  includes  state  government, 
the  leading  IS  employer;  Michigan  State 
University;  several  insurance  companies; 
and  a  General  Motors  Corp.  facility. 

QUALITY  OF  LIFE:  The  area  promotes  it¬ 
self  as  an  attractive  smaller  city  with  less 
traffic,  shorter  commutes,  less  crime  and 
a  community  orientation. 

Alexander  is  a  freelance  writer  in  Edina, 
Minn. 
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Fiierv/Galaxy  a  dynamic  data 
processing  company,  offers 
career  opportunities: 

•  Programmers  *  Network 
Services  *  Conversion  Trainer/ 
Analyst  •  QA  Analysts  •  Data 
Communications  •  Trainers  ♦ 
Competitive  salary,  benefits 
and  great  working  environ¬ 
ment.  Mail/FAX  resume  to: 

Fiaerv/Galaxy.  Attn:  HRD 
5600  Crooks  Rd.  #101 
Troy.  Ml  48098 
FAX:  (248)  828  1333 

An  Equal  Opportunity  Employer 


we're  out  to  get 


the  best  and  the  brightest  on  board 


Gordon  Food  Service  is  the  largest  family  owned  food  distribution  company  in  the  US. 
You, re  thinking  "the  largest"  but  not  a  name  that  springs  to  mind  when  you  think 
"food."  Yet  we  are  a  $1 .5  billion  organization  that  ensures  that  quality  foods  get  to 
restaurants,  hospitals,  nursing  homes,  schools,  camps,  delis,  convenience  stores,  hotels, 
resorts  ‘  and  ultimately  to  people  throughout  the  Midwest.  What  began  as  a  small  butter 
and  eggs  delivery  service  100  years  ago  has  become  an  industry  leader  *  with  a  double 
digit  average  growth  rate  over  the  last  1 0  years. 

Now  let.s  talk  technology.  Simply  put,  our  team  of  top  performers  is  supported  by  the 
most  technologically  advanced  systems.  This  is  not  an  exaggeration.  We  were  the  first  in 
our  industry  to  fully  automate  the  distribution  function  and  our  distribution  centers  set 
standards  for  other  major  players  to  aspire  to.  Our  sales  force  is  supported  by  cutting  edge 
order  entry  and  information  retrieval  systems.  Yes,  the  leading  edge  is  alive  and  well  -  and 
living  in  Grand  Rapids. 

We  have  openings  for  technically  astute,  high  energy  individuals.  If  you  have  a  thirst  for 
knowledge,  excellent  communication  skills,  a  "can-do"  mindset  and  expertise  in  the 
following  technical  areas... you, d  be  a  good  fit  for  an  ambitious  team  that  is  out  to 
change  the  food  distribution  world. 

Java,  C++.  UNIX,  SQL.  Oracle,  DSS  Agent,  Tivoli.  OO. 
Enterprise  Data  Warehousing,  Visual  Basic,  PowerBuilder 

Another  interesting  fact.  Our  IS  department  has  an  extremely  low  turnover  rate  -  you, II  have 
to  agree  this  is  unheard  of  in  high  tech  circles.  Why?  Members  of  our  team  appreciate  the 
people  focus  of  the  company  and  the  determination  to  create  a  workplace  that  is  caring 
and  supportive.  An  openness  to  new  ideas  is  universally  apparent.  If  you  want  to  do  leading 
edge  work  outside  of  the  high  traffic,  high  tech  valleys  and 
corridors,  if  you  want  to  make  a  visible  contribution  in  a 
place  where  you  can  enjoy  the  view  not  to  mention 
numerous  lifestyle  options  and  a  lower  cost  of  living, 
please  contact  us  at:  Gordon  Food  Service,  Dept.  CW,  P.O. 

Box  2066,  Grand  Rapids,  Ml  49501;  Fax:  616-261-7602. 

Visit  our  website  at  www.gfs.com  Equal  Opportunity 
Employer. 
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Computer  Professionals... 


Enjoy  an  innovative  work  environment  that  is  set  in  the  midst  of  a  recreation 
wonderland.  At  Amway,  you’ll  have  global  influence  directing  the  communications 
needs  of  more  than  2.5  million  independent  Amway  distributors  in 
44  countries  around  the  world.  During  your  off-time,  you’ll  be  able  to  take  advan¬ 
tage  of  one  of  Michigan’s  most  stunning  landscapes  and  all  the  activities  the  area 
offers.  Plus,  you’ll  have  access  to  big-city  attractions  in  nearby  Grand  Rapids, 
Detroit  and  Chicago. 

We  continue  to  develop  systems  using  state-of-the-art  technologies 
including  Internet,  Intranet,  C/S,  Imaging,  Work  Flow,  and  Data  Warehouse.  We 
offer  our  diverse  team  of  employees  new  challenges  in  4th  generation  languages, 
computer  aided  software  engineering,  client-server  applications,  artificial  intelli¬ 
gence  and  voice  recognition.  Hardware  platforms  include  mainframe,  mid-range, 
PCs,  LANs,  and  WANs. 

With  an  ongoing  commitment  to  your  success,  we  offer  training,  tuition 
reimbursement,  promotions  from  within  and  international  travel  opportunities. 
As  you  can  see,  it’s  a  healthy  environment  inside  and  outside  the  office. 

That’s  why  some  of  the  top  IS  professionals  decide  to  work  here.  And  live  here.  We 
currently  have  the  following  openings,  for  IS  professionals  with  at  least  3-5  years' 
related  experience: 

Synon  Database  Administrator  (DB/400)  -  Creates  and  establishes  the 
AS/400  DBA  environment  as  well  as  performing  all  DBA  related  activities. 

Data  Warehouse  Analyst  (AS/400)  -  Projects  include  developing 
and  facilitating  data  access,  decision  support  and  overall  data  warehousing  activities. 

Software  Developer  -  Responsible  for  planning,  developing,  testing  and  main¬ 
taining  PC  and  web-based  applications  for  Amway  Distributors. 

Programmer  Analyst  (AS/400)  -  Responsible  for  developing,  installing,  and 
maintaining  business  applications  on  the  AS/400  (Synon  4GL  preferred). 

Programmer  Analyst  (Mainframe,  C/S)  -  Provides  plant/warehouse 
operational  systems  support,  primarily  relating  to  IBM  mainframe  systems  (CICS, 
IMS/DD,  APS  4GL). 

Amway  offers  excellent  compensation  and  benefits, 
including  a  comprehensive  relocation  package.  Send 
your  resume  via  e-mail  to:  MPearce@amway.com 
Or  to:  Amway  Corporation,  Dept.  97-7021, 

CW3/I6,  P.O.  Box  375,  Ada,  Ml  49301-0375. 

Or  Fax  to:  (616)  787-5675.  Amway  is  an  equal 
opportunity  employer,  M/F/D/V.  Systems  for  Success 
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RAPIDLY  EXPANDING  IT  COMPANY  SEEKS  TOP  TALENT 


SAP  PRACTICE  DIRECTOR 


Responsibilities  to  include  SAP  Project  and  CBT  Sales  and  the  ability  to  establish  strate¬ 
gic  alliances/partnerships  with  key  software  vendors.  Must  have  knowledge  of  full  life 
cycle  SAP  implementation  process  and  be  able  to  analyze  client’s  needs,  make  recom¬ 
mendations,  and  staff  projects  accordingly.  Seeking  a  self-motivated  individual  with  a 
minimum  of  5  years  experience  in  the  IT  industry. 


DIRECTOR  OF  IT  SALES  OPERATIONS 


Responsibilities  to  include  strategic  planning,  setting  goals,  managing  and  monitoring 
performance  of  Sales/Account  Executives,  mentoring,  implementing  company-wide 
training  across  the  U.S.  Individual  must  have  a  proven  track  record  in  effectively  manag¬ 
ing  a  national  sales  force  with  a  minimum  of  5  years  Sales  Management  experience.  IT 
industry  experience  preferred. 


BAAN/PEOPLESOFT/SAP 


Several  challenging  positions  are  immediately  available  both  locally  and  nationally  for 
Technical  Consultants  with  experience  in  BaaN,  Peoplesoft,  or  SAP.  We  are  looking  for 
candidates  with  a  minimum  of  4  years  in  the  IT  industry,  prefer  if  at  least  2  years  are 
with  on  of  the  ERP  packages.  We  are  staffing  both  junior  and  senior  level  openings. 

If  you  want  to  wake  up  every  morning  and  be  excited  about  coming  to  work  because  you  are  a  part 
of  one  of  the  fastest  growing  IT  companies  in  the  business,  then  come  join  our  team.  We  have  a 
top-of-the-line  compensation  and  benefits  package  and  a  rewarding  career  path  to  offer  you!  Don’t 
wait  e-mail  or  fax  your  resume  today  and  start  your  journey  to  success  in  the  new  millennium. 


Quality  Information  Systems 

"We  Make  I.T.  Happen" 

2300  Telegraph  Road.  Suite  590 
Southfield.  Ml  48034 


E-mail  to: 
hr@qis.com 
or  call  248-351-0500 
or  fax  248-351-5627 
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VED  Software  Services ,  Inc . 

A  Pledge  to  Perform 


31700  W  13  Mile  Rd.,  Suite  201,  Farmington  Hills,  Ml  48334 
Phone:  248  851  7400  Fax:  248  851  7401  E-Mail:  vssi@vedsoft.com 


VSSI,  headquartered 
in  Farmingtion  Hills, 
Ml,  is  a  fast  grow¬ 
ing,  nationwide 
provider  of  IT  and 
Software 
Consultancy 
Services.  At  VSSI, 
we  believe 
“People  are  our 
Resource  and 
Performance  our 
Business”. 


VSSI  offers  attractive  Salary  and  Benefit 
Packages  to  suitable  candidates.  If  you  have  the 
qualifications  and  experience  in  any  of  the  follow¬ 
ing  disciplines... 


We  need  Professionals  with 
expertise  in: 

•  Project  Management. 

•  Database  and  Systems 
Administration. 

•  Applications  Design,  and 
Development. 

•  Data  Modeling  and  Data 
Warehousing. 


We  Have  a  “Quest  for 
the  Best"...  Do  you?? 


•  Oracle,  Informix,  Sybase,  MS  SQLServer, 
SQLBase  and  MS  Access. 

•  C/C++,  VC++,  MFC,  Visual  Basic, 
PowerBuilder  and  Centura/SQLWindows 

•  Designer/Developer  2000,  Informix  4GL,  I- 
SQL,  and  ESQL7C,  OMT,  OOAD,  and 
CORBA. 

•  JAVA,  JDK,  J++,  HTML,  Perl,  and  CGI. 

•  UNIX,  WindowsNT/95,  Systems,  Sockets 
and  Real  Time  Programming,  Device 
Drivers,  TCP/IP,  SNMP  and  others. 

•  Oracle  Financials  &  Mfg.,  SAP,  Peoplesoft 
and  BaaN. 

•  DB2,  CICS,  COBOL,  IMS,  AS/400,  COBOL. 
RPG  &  Signon. 

•  Lotus  Notes,  Lotus  Script  and  Domino. 


...contact  Vikram  Bala  or  Beverly  Paulwell 
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Wired 

Yet? 


Hi-Tech  Jobs  Fast 
www.dice.com 

Don’t  gamble  with  your  job  search!  Point 
your  browser  to  WWW.dice.com 
for  free  access  to  thousands  of  contract 
and  full-time  job  listings  for  Programmers, 
Analysts,  Technical  Writing  professionals 
and  more! 


Data  processing 

I NDEPENDENT 

Consultant's1 
Exchange 


A  service  of  D&L  Online,  Inc.  51 5280.11 44 
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According  to  Information  Week, 
we've  already  won. 

You  heard  right.  In  Information  Week  magazine,  we  were  the  most  innovative  IT  user  in 
retail  and  one  of  the  very  best  in  the  nation.  And  get  this,  we  have  bigger  and  bolder 
plans  for  the  future.  You'll  help  direct  the  wave  of  change  at  our  Corporate  Headquarters 
in  Troy,  Michigan.  This  involves  working  with  cutting-edge  technology  to  deliver  impres¬ 
sive  results.  It’s  a  huge  challenge. 

A  great  career  opportunity. 

And  it’s  waiting  now  for: 


•  Mainframe  Developers/ 
Engineers 

•  Web  Developers 

•  Client/Server  Developers 

•  Telecommunications 

•  Oracle  Engineers 


•  Team  Management 

•  Database  Administrators 

•  UNIX  Systems  Administrators 

•  Systems  Programmers 

•  AS/400  RPG  III/400 
Developers  &  Engineers 


In  return  for  your  expertise,  we  offer  an  attractive  salary 
and  benefits  package  including  401(k),  childcare  assis¬ 
tance  and  tuition  reimbursement.  For  consideration,  please 
send  resume  to:  Kmart  Corporation,  Human  Resources, 
Attn:  DL-CW,  3100  W.  Big  Beaver  Road,  Troy,  MI 
48084.  FAX:  248-643-5570.  Email:  kisjobs@kmart.< 

An  equal  opportunity  employer. 

frankly,  wr'rr  out  to  win. 


.com. 


Johnson  Controls  is  a  global  company  with  51 
consecutive  years  of  growth  and  more  than  a 
century  of  commitment  to  exceeding  customer 
expectations.  A  Fortune  200  company,  the 
Johnson  Controls  family  has  70,000  employees 
on  six  continents.  With  a  proud  heritage  of  inno¬ 
vation  and  quality,  we've  achieved  outstanding 
success  as  a  leading  supplier  of  automotive  seat¬ 
ing,  interiors  and  batteries,  and  facility  manage¬ 
ment  and  control  systems. 

Right  now  our  Automotive  Systems  Group  -  the 
world's  leading  supplier  of  automotive  seating 
and  interior  systems  -  has  the  following  opportu¬ 
nity  based  in  Plymouth,  Ml: 

COMPUTER  OPERATIONS 
SUPERVISOR 

Candidates  for  this  position  will  be  responsible 
for  supervising  and  coordinating  the  activities  for 
the  Automotive  Systems  Group  Data  Center 
Operations  staff.  Data  Center  operations  cover¬ 
age  is  provided  7  days  a  week,  24  hours  a  day 
for  remote  manufacturing  facility  and  Plymouth 
group  office  support.  Other  major  areas  of 
responsibility  include  equipment  maintenance, 
hardware,  software  licensing  and  lease  procure¬ 
ment  for  equipment  under  Operations  staff  sup¬ 
port.  Candidates  should  have  experience  in  ven¬ 
dor  management,  staff  training,  data  center 
management,  helpdesk  support  and  operations 
procedure  development.  Experience  with  basics 
in  UNIX  and  VMS  operating  systems  required. 
Experience  with  Pick  or  Advanced  Pick  operating 
environment  a  definite  plus. 

Candidates  for  this  position  should  have  2-4  years 
previous  experience  in  computer  operations  super¬ 
visory  capacity.  Minimum  educational  require¬ 
ment  is  Associate's  degree  in  a  data  processing 
related  field  or  equivalent  experience.  Four  year 
degree  in  Computer  Science,  Business  Computer 
Systems  or  Business  Administration  preferred. 

We  offer  a  competitive  salary,  a  comprehensive 
benefits  package  and  advancement  potential. 
Interested  persons  should  forward  resume  with 
salary  requirements  to:  Johnson  Controls,  Inc., 
Automotive  Systems  Group,  P.O.  Box  8010, 
Plymouth,  Ml  48170.  Attn:  NCW  20163.  No 
phone  calls  or  agency  referrals,  please. 

Our  employees  take  pride  in  exciting  and  delighting  our 
customers.  Recognized  as  one  of  the  world’s  100  best- 
managed  companies,  we  invite  you  to  bring  your  skills 
and  experiences  to  our  diverse  team  of  dynamic  peo¬ 
ple  who  have  contributed  to  our  outstanding 
growth  and  reputation.  Johnson  Controls  is  com¬ 
mitted  to  valuing  the  differences  among  us. 


JQHNSON 
CONTROLS 


EEO/AA  Employer 


BAAN  PROJECT  MANAGER  y 


Tired  of  all  the  travel  and  uncertainty  of  c<  isulting? 
Losing  interest  in  your  current  BAAN  project?  Want  an 
exciting  (and  stable)  job  with  a  leading  international 
manufacturer  of  motion  technology  products?  NSK  Cor¬ 
poration  is  seeking  a  talented  professional  for  our  North 
American  headquarters  in  Ann  Arbor,  Michigan  to  lead  a 
strong  team  in  our  BAAN  system  implementation  project. 

Qualified  candidate  will  have  a  four-year  degree  and 
minimum  8  years  experience  with  proven  project  man¬ 
agement  capabilities.  Experience  with  BAAN  software 
and  financial  system  knowledge  preferred. 

We  offer  a  competitive  salary,  plus  bonus,  excellent  ben¬ 
efits  and  development  opportunities  in  a  team-oriented 
environment.  For  confidential  consideration,  please  for¬ 
ward  resumes  and  cover  letter  with  salary  requirement  to: 

/NSK  CORPORATION 

Human  Resources  -  TR  ^lr 

P.O.  Box  1507 

L*Ann  Arbor,  MI  48106-1507 
Fax:  (734)761-9509 
ttp://www. nsk-corp.com 


Information  Systems 
Technology  Manager 

(Second /Third  Deputy  Chief) 

The  City  of  Detroit's  Police  Department  has  a  "'dynamic"  job 
opportunity  for  an  Information  Systems  Technology  Manager. 
The  successful  candidate  will  be  responsible  for  leading  and 
managing  a  staff  of  30-plus  technical  and  non-technical  per¬ 
sonnel  in  providing  technological  services  for  the  entire  Detroit 
Police  Department. 

This  role  has  responsibility  for:  Information  Technology  Systems 
administration,  programming,  technical  and  user  support  sys¬ 
tems  availability  and  efficiency:  management  of  technology 
assets;  technical  and  strategic  liaison  for  systems  direction, 
planning,  implementation,  connectivity,  data  and  voice  commu¬ 
nications,  protection,  and  maintenance. 

To  qualify,  you  need:  a  Bachelor's  or  Masters  Degree  in 
Information  Systems,  Computer  Science,  or  a  related  field. 
Three  to  five  years  of  recent  leadership  experience  in 
Information  Systems  Management  with  multiple  systems  involv¬ 
ing  network  communications,  connectivity  issues,  systems 
development  and  implementation.  Experience  working  with 
public  safety  entities  a  plus. 

Third  Deputy  Chief  Salary  Range  of  $48,800  -  $70,000  and 
Second  Deputy  Chief  Salary  Range  of  $60,000  -  $80,000,  plus 
a  City  vehicle,  gas,  and  free  parking.  Comprehensive  benefits 
package  offered  and  relocation  assistance  is  available.  (The 
level  filled,  is  contingent  upon  the  successful  candidate's  back¬ 
ground/experience.) 

For  immediate  consideration,  please  fax  your  resume  to:  Naomi 
Taylor  at  (31 3)  224-5609,  or  you  may  mail  it  to:  City  of  Detroit 
Human  Resources  Department,  316  City-County  Building, 
Two  Woodward  Ave.,  Detroit  Ml  48226. 

The  City  of  Detroit  is  an  Equal  Opportunity  Employer 


Wolverine  World  Wide,  Inc.,  is  the  leading  wholesale  provider 
and  domestic  manufacturer  of  comfortable  and  work  footwear 
for  the  family,  including  Hush  Puppies  and  Wolverine  Work  and 
Outdoor  Footwear.  Wolverine  is  continuing  its  phenomenal 
growth  and  is  looking  for  professional,  energetic,  teamplayers  to 
work  within  our  global  environment.  The  following  position  will 
be  located  at  the  Corporate  headquarters  in  Rockford,  Michigan. 

DATABASE  TEAM  LEADER 

This  person  will  lead  project  delivery  and  operational  support  in 
a  global  integrated  systems  environment.  Responsibilities 
include  overseeing  the  development,  maintenance  and  opera¬ 
tion  of  one  or  more  business  systems;  providing  systems  plan¬ 
ning;  working  with  internal  and  external  customers  in  addition  to 
working  along  with  3-5  associates  providing  benefits  in  an  envi¬ 
ronment  of  expanding  business  needs.  Candidates  should  pos¬ 
sess  a  strong  working  knowledge  of  Windows  NT,  SAP  R/3, 
Designer/2000,  Developer/2000,  and  Executive  Information 
Systems  and  have  a  minimum  of  3  years  work  experience, 
preferably  in  a  wholesale  environment  with  a  concentration  in 
marketing  and  sales,  logistics  and  distribution  or  manufacturing. 

Wolverine  World  Wide,  Inc.  is  proud  to  offer  a  competitive  salary 
and  benefits  package,  as  well  as  a  friendly  and  casual  work  envi¬ 
ronment.  Interested  candidates  should  submit  a  resume,  and 
salary  history  no  later  than  March  31,  1998  to: 

Wolverine  World  Wide,  Inc. 

Employment  Office 
9345  Courtland  Drive  NE 
Rockford,  Ml  49351 
Fax  (616)  866-1049 
E-Mail:  stacyb@vwvwinc.com 

Qualified  candidates  may  call  or  E-mail  (above)  for  a  Wolverine 
World  Wide,  Inc.,  Informational  Packet  at  (616)  866-7303. 

Wolverine  Is  An  Equal  Opportunity! Affirmative  Action  Employer 


IS  PROFESSIONALS 


ASG  Renaissance  Is  a  minority-owned  firm 
specializing  In  technical  consulting  services. 
Quality  and  service  value  Is  our  competitive 
advantage.  We  are  seeking  professionals 
with  at  least  two  years  of  experience  In: 

•  MAINFRAME  PROGRAMMING 

•  CLIENT-SERVER  DEVELOPMENT 

•  WEB  DEVELOPMENT 

•  NETWORK  ADMINISTRATION 

We  otter  our  employees  challenging  pro¬ 
jects,  career  pathing  opportunities,  and  an 
excellent  benefits  plan.  Please  contact  Lisa 
Matthews  at  800-236-0690  or  send/fax  your 
resume  to:  ASG  Renaissance,  Attn  CW,  3000 
Town  Ctr.,  Suite  2237, 

Southfield.  Ml  48075, 
tax:  246-3564499. 
e-mall:  careers© 

asgren.com  eoe  RENAISSANCE 
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IT  CAREERS  EAST 


A 


Orvis 


America  s  oldest  mail  order  company  as  well  as  a  fly 
fishing  and  sporting  tradition  since  1856.  Located  in  beautiful  Manchester, 
Vermont  with  operations  in  Roanoke,  VA,  and  the  UK . 

Manager  Systems  Development  Sr.  Level 

Our  MIS  expansion  has  created  a  need  for  a  Manager  Systems  Development 
senior  level  professional.  The  successful  candidate  will  work  with  functional 
department  representatives/managers  to  determine  development  specifications 
and  direct  cost/benefit  analysis  for  each  project.  He/she  will  determine  develop¬ 
ment/implementation  options  and  direct  the  systems  and  technical  design  in 
partnership  with  internal  and  external  technical  specialists.  Will  prepare  project 
resource  requirements  and  estimated  schedules.  Manage  functional  department 
involvement  and  expectations,  direct  progress  reporting  to  project  sponsors  and 
MIS  management.  Must  be  capable  of  planning,  coordinating  and  managing 
multiple  projects  and  tasks,  insuring  internal  and  external  resources  are  effec¬ 
tively  delivering  high-quality  and  supportable  systems  solutions  on  time  and 
within  budget.  Significant  interaction  with  all  levels  of  business  management. 
Good  communication  and  presentation  skills,  including  delivery  to  systems  and 
functional  management  are  a  must. 

The  successful  candidate  will  possess:  ten  years  work  experience,  in  full  life 
cycle  project  and  team  management  including  multi-functional,  multi-month, 
sizable  projects.  BS  in  Computer  Science/Math,  MBA  preferred.  Technical  envi¬ 
ronment  includes  multiple  AS/400  and  NT  Servers,  WAN,  Oracle  and  Microsoft 
relational  data  bases,  Data  Warehouse,  SQL,  E-Commerce,  Client/Server  and 
Oracle  development  tools.  Experience  in  catalog/retail  service  or  other  high  vol¬ 
ume  and  distributed  operations  preferred.  Position  is  at  our  Vermont  location. 
Orvis  offers  competitive  salary  and  benefits.  For  confidential  consideration 
please  send  resume  to: 

The  Orvis  Company,  Inc.  •  Dept  CGW  •  Historic  Rt  7A  •  Manchester,  VT  05254 


No  phone  calls  or  recruiters  please. 


EOEJM/F/H/V 


Microsoft 


SOLUTION  PROVIDER 


Seeking  A  Change? 

EARN  $50,000  to  $700,000* 

as  a  Certified  Network  Professional 


Certified  Network,  Inc.  (CNI)  is  a  technical 
placement  and  consulting  company,  and 
has  immediate  positions  for  Certified 
Networking  Professionals. 

FACT:  Over  the  next  decade  3  of  the  1 0  highest 
valued  jobs  will  be  in  networking  technol¬ 
ogy.*'  To  fill  the  market's  critical  demand 
for  MCSE's,  CNI  is  seeking  qualified 
applicants  to  immediately  begin  the  certifi¬ 
cation  process.  CNI  offers  placement,  cer¬ 
tified  training  at  night,  and  100%  financ¬ 
ing  OAC.  (No  payment  until  completion  of 
training). 

We  are  seeking  to  fill  the  following  posi¬ 
tions:  MCT's,  MCP's,  MCSE's,  Cobol, 
Oracle  Applications,  Developers,  DBA's 
and  Programmers. 

For  an  immediate  interview  call: 

(888)  313-7701 

Certified  Network,  Inc. 

1201  Peachtree  Street 
400  Colony  Square 
Atlanta,  GA  30361 

*MCP  MAGAZINE  "MICROSOFT  FORUM 


SOFTWARE  ENGINEER:  (Multiple  openings)  Plan,  design,  develop,  test 
&  support  cross  platform  application  software,  Dynamic  Link  Libraries 
(DLLs)  &  Application  Programming  Interlaces  (API  s)  utilizing  technical 
skills  including  C.  C++.  Microsoft  Foundation  Classes  (MFC).  Windows 
Software  Development  Kit  (SDK),  Win  32  Application  Programming 
Interface  (API)  Relational  Data  Base  Management  Systems  (RDBMS), 
Object  oriented  programming,  Client  server  technology,  Source  code 
control  systems,  Win32  (Windows  NT/95)  S  UNIX  operating  systems  & 
Software  Development  Life  Cycle  knowledge;  enhance  existing  products, 
produce  prototypes  4  plan  development  of  new  product  components, 
prepare  functional  specifications  document  based  on  user  requirements, 
draw  design  documents  &  write  test  plans  using  Microsoft  Office,  code 
according  to  specifications  in  the  Microsoft  Visual  Studio  environment  & 
unit  test  program  according  to  test  plan  document,  verify  it  meets  user 
requirements  &  use  tools  including  BoundsChecker,  Spy  &  symbolic 
debugger  Req  B  S  in  Computer  Science,  Computer  Engineering, 
tngineeung,  or  related  held  plus  two  years  experience  in  field.  EOE  40 
hnVwx  salary:  S55,000/yr  Send  resume  (no  calls)  Box#  AS  to  Gary 
Braun,  Director  of  Human  Resources,  ROSS  SYSTEMS.  INC.,  1100 
Johnson  Ferry  Road,  Suite  750,  Atlanta,  GA  30342 


Applications  Consultant.  Duties: 
Evaluate  and  act  upon  customer 
requests  for  new  or  modified 
programs  relating  to  specialized 
software  for  the  printing  industry. 
Use  comprehensive  computer 
application  analytical  problem 
solving  skills  and  knowledge  of 
computer  control  and  application 
technology  to  assist  customers  in 
use  of  the  software.  Prepare  and 
conduct  Application/System  Ad¬ 
ministrator  training  of  “Super- 
users"  at  customer  sites.  Install 
and  test  UNIX-based  software  at 
customer  sites,  including  installa¬ 
tion  on  IBM/SUN  workstations 
and  servers,  and  on  Apple  and 
IBM-Compatible  PCS.  Trouble¬ 
shoot  software  problems  from 
Atlanta-based  office  and  at  cus¬ 
tomer  sites.  Report  errors  and 
“bugs"  in  specialized  software  to 
programmer  for  use  in  enhancing 
and  modifying  their  products. 
Requires:  B.S.  or  equiv.  in 
Printing  Technologies  or  related 
field  and  2  yrs.  exp.  in  the  job 
offered  or  2  yrs.  exp.  as  an 
Applications  Specialist.  Must 
include  2  yrs.  exp.  in  computer 
application  typographical  tech¬ 
nology,  particularly  applying  to 
newspaper  and  printing  indus¬ 
tries.  EOE.  40  hrs./wk.;  8:00  a.m. 
to  5:00  p.m.  Salary:  $64,980/yr. 
Send  resume  (no  calls)  to: 
Richard  Tamargo,  CCI,  Inc.,  1701 
Barrett  Lakes  Blvd.,  Kennesaw, 
GA  30144. 


Senior  Systems  Engineer 
wanted  to  design  &  develop 
advanced  machine  vision 
systems  &  customize  their 
application  for  specific 
Industries  &  markets  such  as 
semiconductor  &  auto  manu¬ 
facturing;  software  develop¬ 
ment  on  multiple  standard 
microcomputer  platforms, 
incl.  both  PC /Windows  & 
Macintosh:  design  &  imple¬ 
mentation  of  image  acquisi¬ 
tion  subsystems,  machine 
vision  algorithms,  &  applica¬ 
tion  specific  graphical  user 
interface.  Must  have  Master's 
degree  in  Mech.  Eng.,  Elec. 
Eng.,  Comp.  Sci.  or  related 
field,  5  yrs.  exper.  in  machine 
vision  (2D  &  3D)  applica¬ 
tions,  incl.  exper.  in  lighting 
&  optics,  image  acquisition, 
vision  processing  algorithms 
&  motion  control  or  robotics, 
demonstrated  proficiency  in 
software  development  on 
multiple  standard  microcom¬ 
puter  platforms  incl.  both 
incl.  both  PC/Windows  & 
Macintosh  using  C  or  C++,  & 
expertise  in  high  level 
machine  vision  or  robot  pro¬ 
gramming  languages  such  as 
RAIL.  Salary  $70.012/yr. 
Send  two  (2)  resumes  to  Job 
Order  #  98-132.  P.O.  Box 
989.  Concord.  NH  03302- 
0989. 


is  one  of  the  fastest  growing  consulting  organizations 
in  the  southeast  Our  client  base  consists  of  Fortune  500 
companies  offering  advanced  technology  opportunities. 
We  offer  competitive  salary  plans,  flexible  benefits,  and 
an  excellent  career  development  opportunity. 

IBM  MAINFRAME 
AS400  •  CLIENT  SERVER 
DB2  •  IMS/DB/DC  •  COBOL/CICS 
ADA  •  VISUAL  BASIC  4.0/5.0 
ORACLE  DBA  •  ORACLE  2000 
NETWORK  ENGINEER  •  WINDOWS  NT 
C++  •  UNIX  C/C++  •  SAP 
PEOPLESOFT  BILLING  •  PEOPLESOFT  HR 
TANDEM  TAL  »  TANDEM 
Y2K  IR/SR  PROGRAMMERS 
SYBASE  DBA  •  SYBASE  •  IAVA/HTML 
SQL  SERVER  •  TESTERS 
CLIPPER 

For  consideration  please  forward  your  resume  and 
salary  requirements  to: 

e-mail:  keithmm@gte.net 
Fax:  813-796-4537 
Phone:  813-796-4494 


(  larkson 

I  \  I  \  I  \t  s  i  i  v 


Systems  Administrator 


Perform  system  administrative  functions 
relating  to  UNIX  based  servers  and  the  clients  they  service.  Install 
and  maintain  server  hardware  and  software.  Assist  in  the  installa¬ 
tion  and  maintenance  of  client  hardware  and  software. 

Education:  B.S.  degree  in  Computer  Science  or  a  related  field,  or 
equivalent  experience.  Three  years  installing  and  maintaining  an 
operation  system  such  as  NetWare,  VM  or  UNIX,  and  associated 
hardware  peripherals  and  software  utilities/applications  in  a  net¬ 
worked  computer  environment.  Excellent  verbal  and  written  com¬ 
munication  skills;  demonstrated  ability  to  work  in  an  environment  ot 
rapid  technological  change;  strong  preference  for  an  individual  with 
significant  UNIX  administration  experience. 

To  receive  full  consideration,  please  submit  letter  of  application  and 
resume  to:  Mrs.  Gwendolyn  Mitchell,  Director  of  Human  Resources, 
Clarkson  University.  Box  5542,  Potsdam,  NY  13699-5542.  Clarkson 
University  is  an  AA/EOE.  POS  #90-97 


Proqrammer/Analyst  The  appli¬ 
cant  must  interact  with  cus¬ 
tomers,  develop  technical  specifi¬ 
cations  from  the  business 
requirements  of  customers,  set 
and  perform  customer  program¬ 
ming  projects  and  support  prod¬ 
uct  testing.  Will  be  working  pri¬ 
marily  with  customers  in  the 
granite  stone  business  who  are 
interested  in  international  tech¬ 
nology  transfer  and  customiza¬ 
tion  of  exiting  technology  for 
international  use.  May  ultimately 
supervise  other  programmer/ 
analysts.  Applicants  must  pos¬ 
sess  two  (2)  years  of  experience 
as  a  Programmer/Analyst  with  2 
years  of  experience  in  systems 
analysis  or  programming;  2  years 
of  experience  in  planning,  bud¬ 
geting,  financial  accounting  or 
payroll;  2  years  of  experience  in 
Visual  Basic;  COBOL;  IMS  DB/ 
DC  or  DB2;  IBM  Mainframe  Op¬ 
erating  Systems;  JCL;  and  TSO/ 
ISPF;  and  6  months  of  experi¬ 
ence  in  E-Plus,  Power  Builder,  C, 
C++  and  Oracle.  Terms:  40 
hrs/week;  $38,000/yr.;  Job  Order 
No.  NC3071947;  DOT  code 
030.162-014.  Applicants  should 
apply  via  resume  to  their  nearest 
Job  Service  office  or  to  Job 
Service,  1105  Briggs  Avenue, 
Durham,  NC  27703.  Each  resu¬ 
me  submitted  must  include  appli¬ 
cant's  social  security  number. 


SYSTEMS  ANALYST.  Analyzes 
user  requirements,  procedures 
and  problems  to  automate  pro¬ 
cessing  or  to  improve  existing 
computer  system,  using  POW¬ 
ER  BUILDING,  SCREENIO, 
APPC,  ADW,  ODBC,  OWL, 
VBX++,  SQL/400,  CL/400,  and 
DB2.  Bachelor's  of  Science  in 
Computer  Science,  Engineering, 
or  Math-related  and  2  yrs.  expe¬ 
rience  required  in  job  offered  or 
with  software  development  in 
Fortran  required.  Must  be  able  to 
travel.  Two  years  experience 
required  with  POWER  BUILD¬ 
ING,  SCREENIO,  APPC,  ADW, 
ODBC,  OWL,  SQL/400,  CL/400 
and  DB2.  $53,000/yr.  Interested 
applicants  apply  by  resume  only 
to  Georgia  Department  of  Labor, 
Job  Order  #  GA  6205707,  2943 
N.  Druid  Hills  Road,  N.E.,  Atlan¬ 
ta,  GA  30329  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 


AS 

PROGRAMMER 


HDUPFBUOE.  L0I10  ISLAND 

Leading  national  embroidery  co 
seeks  min  3  yrs  AS400  exp  to  de¬ 
sign  and  program  new  applications 
and  offer  departmental  support. 
We  offer  generous  compensation 
including  401  k  and  a  rewarding  en¬ 
vironment  in  which  to  grow.  Please 
forward  resume  to  MIRSCH INTL 
C0RP.,  VP  Human  Resources, 
200  Wireless  Blvd,  Hauppauge, 
NY  11788.  fax:  516436-7696 


BAY  SEARCH 
GROUP 


National  I/S 
Placement  Specialists 

VISIT  OUR  WEB  PAGE 

iAiwvu.baysearch.com 

Looking  for: 

Oracle,  SYBASE,  UNIX, 
Visual  Basic,  PowerBuilder, 
Web  Developers 

1-800-637-5499 
Fax:  1-888-737-9889 


Principal  Engineer:  Develop  and 
implement  simulation  and  verifi¬ 
cation  plans  using  event  driven 
and  cycle-based  simulators,  test 
pattern  generation  tools,  formal 
verification  tools  and  hardware 
emulators,  new  verification 
methologies  and  strategies. 
Knowledge  of  UNIX  and  NT 
operating  systems,  computer 
architecture,  system  compo¬ 
nents,  microprocessors,  RAMs, 
I/O  components  and  communi¬ 
cation  protocols.  M.S.  or  equiva¬ 
lent  in  Electrical  Engineering,  4 
yrs.  exp.  or  4  yrs.  exp.  as  a 
Software  Engineer.  M-F,  9-5,  40 
hrs/wk.,  $81,016  per  yr.  Send  2 
resumes  to  Case  #  70765,  P.O. 
Box  8968,  Boston,  MA  021 14. 


Software  Engineer.  Design  and 
develop  graphical  UNIX  applica¬ 
tions  to  support  and  use  multime¬ 
dia  services  such  as  video,  au¬ 
dio,  telephony,  scanning,  imag¬ 
ing,  and  faxing.  Demonstrated 
ability  designing  and  coding 
UNIX  GUIs  using  native  Xlib,  Xt, 
and  Motif  libraries  and  user  inter¬ 
face  builders  such  as  UIM/X, 
TeleUse,  Builder  Accessory,  or 
App  Builder;  desktop  managers 
such  as  CDE  or  HP  VUE;  demon¬ 
strated  ability  with  multimedia 
standards  such  as  tiff,  iges,  jpeg, 
gif,  Sun  raster,  mpeg,  NeXT/Sun, 
riff,  L16,  SND,  mu-law,  and  a-law; 
demonstrated  ability  with  UNIX 
development  tools  and  technolo¬ 
gies  such  as  C  or  C++  compilers; 
SPARCWorks,  Sottbench,  Cen¬ 
terline,  or  Pure  tools;  SCCS,  res, 
or  ClearCase;  demonstrated  abil¬ 
ity  in  cross  platform  software 
development  on  UNIX  platforms 
such  as  Sun,  HP  9000,  IBM  RS 
6000,  and  SCO.  $58,000/yr  40 
hr/wk.  9  a.m.  -  5  p.m.  Must  have  2 
yrs  exp  and  B.S.  Comp.  Sci.  rel. 
field/equiv.  Send  2  resumes: 
Case  #71751,  P.O.  Box  8968, 
Boston,  MA  021 14. 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  test,  implement, 
maintain  and  support  application 
software  systems  and  graphical 
user  interfaces  for  telecommuni¬ 
cations  industry  clients  using 
object-oriented  techniques,  dis¬ 
tributed  object  management 
techniques.  Rational  Rose,  C++, 
Visual  C++,  CMVC,  Java  Work¬ 
shop,  Java  JDK,  Orbix,  Orbix 
Web,  Rogue  Wave  and  CORBA 
Services  in  HP9000/HP-UX  and 
Windows  95  environments.  Re¬ 
quire:  M  S.  degree  in  Computer 
Science  or  an  Engineering  disci¬ 
pline  with  six  months  of  experi¬ 
ence  in  the  job  ottered  or  in  the 
related  occupation  of  Software 
Consultant;  Extensive  paid  travel 
on  assignments  to  various  client 
sites  within  the  U.S.  Salary: 
$80,000  per  year,  8  am  to  5  pm, 
M-F.  Apply  by  resume  to:  Roz  L 
Alford,  A.S.A.P.  Co.,  Inc.,  2521  E. 
Maddox  Road,  Buford  GA  30519; 
Attn:  Job  RRS. 
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Why  Pilot? 
Because  We  Are: 

The  leading  interstate  retailer 
A  Forbes  top  100  company 
A  top  50  restaurant  franchisee 
Doubling  in  size... 

Looking  for  GREAT  talent!!!! 


R 
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Data  Communications  Specialist 
Project  Leader 
Systems  Analyst 

Experience  required:  working  knowledge  of  client  server 
technology,  HP-UNIX,  Novell,  Oracle,  Cobol,  Visual  Basic, 
Windows  95,  networking  and  retail  technology  experience. 

Pilot  otters: 

•  Competitive  Wages 

•  Life/Dental/Medical 

•  401  (k)  Savings 

•  Paid  Vacation/Holidays 

•  Bonus  Plan 

•  And  Much,  Much,  More... 

If  you  are  looking  for  an  exciting  career  with  a  stable  growth 
company,  join  our  corporate  team  in  Knoxville,  TN.  Send  your 
resume  with  cover  letter  and  salary  requirements  to:  Pilot  Corp., 
Attn:  Monica  Perdue/TS,  P.0.  Box  10146,  Knoxville,  TN 
37939-0146.  Fax:  (423)  450-2825.  EOE 


wwwpllotcorpjsom 
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You  love  the  excitement  of  an  in-your-face  challenge,  and  you’re  ready  to 
tackle  more.  That's  the  attitude  of  an  information  systems  professional  at 
Liberty  Mutual.  Our  state-of-the-art  facility  allows  you  to  build  your  skill  set 
as  you  develop  business  solutions,  and  our  dynamic  Portsmouth,  NH 
location  accommodates  any  thrill-seeker’s  needs.  When  it  comes  to 
adventure.  Liberty  Mutual  I/S  is  where  it’s  at. 

At  Liberty  I/S,  we  keep  pace  with  the  latest  in  cutting-edge  technologies  for 
the  development  of  the  best  business  solutions  for  our  customers  and  our 
company.  You’ll  work  in  an  object-oriented,  client/server  environment,  using 
Win95/NT,  C/C++,  VC++,  CORBA,  OMT,  SQL,  Sybase,  DB2,  MQ  Series, 
RS6000AIX  and  MVA/ESA. 

mmmmm  systems 

Strategic  Architects 
Technical/Functional  Consultants 
Project  Managers/Project  Leaders 
Business  &  Data  Analysts/Architects 
OO  Client/Server  Developers 
Technical  &  Programmer  Analysts 
Database  Analysts 
Software  QA/Test  Analysts 
Desktop/Network/Telecom  Services 


HMh 


Liberty  I/S  has  begun  a  major  expansion  of  its 
software  development  centers  and  we  have 
opportunities  available  at  all  levels  for  our 
strategic  development  initiatives.  Enjoy  a  hassle 
free  commute  from  our  corporate  data  center  in 
Portsmouth,  or  our  Massachusetts  development 
center,  located  just  off  Rte.  128  in  Danvers. 
Please  send  your  resume  to:  Bill  Hickmott, 
Liberty  Mutual  Information  Systems, 
225  Borthwick  Avenue,  Portsmouth,  NH 
03801.  Liberty  Mutual  is  an  equal  opportunity 
employer  committed  to  workforce  diversity. 


LIBERTY 

MUTUAL; 


freedom  of  like r*'} 


Fax:  (603)  431-0709  •  email:  Jobs@Lmig.com  •  www.libertymutual.com 


MIS/IT  OPPOI  UNITIES 
ACROSS  NOR1  AMERICA 
$75 K  -  250K 


Minimum  of  2  years  experience  in  the  software  industry 

Director  of  Software  Engineering,  Telecom  (J.O.  #522) 

Director  of  Technology  Development,  CAD/CAM  Software  (J.O.  #659) 

Sr.  Project  Manager,  WinNT,  Visual  C++  (|.0.  #567) 

Sr.  Product  Dev.  Eng.  ATM,  Frame  Relay.  SS7/AIN.  Routers,  ISDN,  (|.0.  #670) 
VP  Saiea,  telecom  management  software  developer  (|.0.  #685) 

Dir  of  Salea/Satea  Acct  Mgr,  Solution  Sales  (|.0.  #683) 

Director  of  Market  Programa/Marketlng  Communications  (J.O.  #658) 

Dir.  Product  Marketing/Programs  Marketing,  e-commerce  (J.O.  #656) 

Dir.  Client  Sendcea,  Visual  C++,  VB,  Client/Server  databases  (|.0.  #640) 
Pre-Sale*  Engineer  -  OO/C++.  Real-time  programming  (J.O.  #692) 
Programmer/ Analyst  -  COBOL,  IBM  Mainframe  Preferred  (|.0.  #323) 

Object  Oriented  Developer  with  SQL  -  Server  (J.O.  #257) 

Orade/UNIX  SQL  Implementation  Engineer  (|.0.  #367) 

DBA'a  -  Oracle/Sybase  RDBMS.  SVR4  Unix  (|.0.  #690) 

Q/A  -  Oracle,  POweitullder,  SQL.  WinNT  (J.O.  #367) 

Network  Administrator  -  LAN/WAN,  TCP/IP.  WinNT  (|0  #264) 

Smalltalk  Programmcrt/Powerbuilder  Developers  (|O#408) 
Software/Internet  Developers,  HTML,  Visual  C++.  JAVA  (|.0.  #689) 

Lotus  Notes  Developer  -  Strong  experience  req.  (J.O.  #666) 

Call  416-363-5031  Ext.  250 
Steve  Brennan 


/A 


FUTURE  EXECUTIVE 
PERSONNEL  LTD. 

Iim  STAFFING  SOLUTIONS  SINCB  197S 

335  Bay  St.,  Suite  1101,  Toronto  ON  M5H  2R3 
Tel:  (416)  363-5031  Fax:  (416)  363-6530 
World  Wide  Web:  www.futureexec.com 
E-mail:  brennan@futureexec.com 
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Day-Timers,  Inc.,  (a  Fortune  Brands 
Company),  manufacturer  and  mar¬ 
keter  of  our  world  famous  Day-Timer 
personal  organizer  systems  has  open¬ 
ings  at  our  Corporate  Headquarters 
located  just  west  of  Allentown,  PA. 

WEB  MARKETING 
DIRECTOR 

The  successful  candidate  will  be  respon¬ 
sible  for  the  overall  strategy  for  web- 
related  projects;  specifically,  editorial 
content  and  appearance  of  the  web  site,  overseeing  tech¬ 
nical  development  and  graphic  design,  updates  to  indi¬ 
vidual  web  pages,  selection  of  items  that  should  appear  in 
our  store,  store  design  and  merchandising.  In  addition, 
they  will  be  responsible  for  the  advertising  budget,  selec¬ 
tion  of  appropriate  media  and  sites  for  advertising,  and 
supervision  of  a  Web  Technician. 

The  ideal  candidate  has  a  strong  mix  of  web  site  market¬ 
ing,  technical  skills  and  project  management.  Must  be 
well-versed  in  HTML  experience  with  web  software  appli¬ 
cations  and  hosting  environments.  Consumer  marketing 
skills  a  plus. 

This  position  reports  to  the  Vice-President  and  General 
Manager.  Applicants  for  this  highly  visible  position  should 
have  a  BS  degree  (MBA  a  plus). 


This  individual  will  be  responsible  for  the  daily  mainte¬ 
nance  of  the  Day-Timer  Web  Site,  input  store  entries  and 
update  product  information  and  pricing.  In  addition,  this 
position  will  act  as  the  coordinator  and  provide  assistance 
to  project  teams  for  our  marketing  staff. 

Qualified  individuals  must  be  knowledgeable  in  HTML 
coding  and  structure,  with  a  minimum  of  ( 1 )  year  experi¬ 
ence  in  web  design.  Also  requires  ability  to  use  Internet 
tools  (FRP  telenet,  etc.);  excellent  organizational,  written 
and  oral  communication  skills  and  a  creative  flare.  Should 
have  a  BS  degree  (MBA  a  plus). 

We  offer  an  excellent  salary  and  benefit  package  as  well  as 
a  generous  relocation  package.  Interested  applicants 
should  forward  a  resume,  including  salary  history  to:  M.W. 
Hausman,  1  Willow  Lane,  East  Texas,  PA  18046. 
FAX:  (610)  398-5112  or  Email:  dthumres*day- 
m.  EOE. 


Visit  our  website  at: 

http://www.daytimer.com. 


g  ft  DAY-TIMER- 


COOPERS  &  LYBRAND 


CONSULTING 

JDEdwards  Application  or  Implementation  Specialists 

If  you  are  experienced  at  transforming  business  needs  into  procedur¬ 
al  and  technological  solutions  we  would  like  to  meet  you. 

Our  reputation  as  one  of  the  largest  and  most  respected  consulting 
firms  in  the  world  has  lead  to  tremendous  growth  in  our  JDEdwards 
implementation  practice.  To  meet  this  demand,  we  are  seeking  several 
professionals  who  have  experience  implementing  JDEdwards 
Distribution,  Manufacturing  and  Financial  applications.  Candidates  with 
consulting  or  business  experience  in  the  above  disciplines  are  urged 
to  apply.  We  also  seek  technology  professionals  with  proficiency  in 
RPG  and  the  use  of  JDE  case  tools,  methodologies  and  standards. 

Coopers  &  Lybrand  Consulting  is  dedicated  to  providing  employees 
with  satisfying  career  opportunities.  We  offer  rewarding  assignments 
with  prestigious  clientele,  continuing  education,  competitive  compen¬ 
sation  and  comprehensive  benefits.  For  consideration,  please  forward 
your  resume  to: 

Coopers  &  Lybrand  L.L.P. 

Manager,  Professional  Staffing 
1301  Avenue  of  the  Americas,  Third  Floor 
New  York,  NY  10010-6013 
Fax:  (212)  259-1340 
Email:  stt_newjyork@us.coopers.com 

Visit  our  website  at:  http://www.comurtine.us.coopers.com.stt 


Coopers  coopers  &  Lytwand  L.L.P 

&  Lybrand 
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COMPUTER  MANAGEMENT  CONSULTANTS  offers  career 
growth  opportunities  for  all  levels  of  its  technical  staff.  As  part 
of  the  CMC  team,  you  can  achieve  your  professional  goals 
while  you  help  client  companies  implement  state-of-the-art 
systems. 

•Visual  C++/Visual  Basic  ‘LeasePak 
•00/Java/C++  •COBOUCICS/MVS/IMS 

•PeopleSoft  •UNIX/Orade/C++ 

•Technical  Writers/Testers 

If  you  are  skilled  in  any  of  the  above, 
- - —  please  call,  fax,  or  e-mail  to: 

Computer  Management 
Consultants 
6821  Southpoint  Drive  N, 
Suite  209 

Jacksonville,  FL  32216 

296-5063  •  (888)  296-5063 
FAX' (904)  296-5064 
E-Mail:creed@cmcjax.com 


•Leading  Edge  Technical  Tools 
•State  Of  The  Art 
Development  Platforms 
•Diverse  Project  Assignments 

These  are  just  a  few  of  the  reasons 
to  join  the  CMC  team. 

7AC! 


INFORMATION  SYSTEMS 
ADMINISTRATOR 

Tallahassee  Community  College  (TCC)  announces  an  opening  as  an 
Information  Systems  Administrator  (vacancy  EX5ISA01)  in 
Information  Systems  Department.  Salary  negotiable.  The  Information 
Systems  Administrator  works  to  support  all  activities  pertaining  to 
managing  the  college's  information  technology  infrastructure,  includ¬ 
ing  but  not  limited  to,  networks,  mainframe  systems,  and  administra¬ 
tive  applications,  as  well  as  the  coordination  of  state  reporting. 

The  position  requires  graduation  from  an  accredited  four  year  college 
or  university  with  major  course  work  in  MIS,  Computer  Science  or 
related  field  and  a  total  of  six  years  of  experience  in  the  MIS  field  at 
an  equivalent  level  of  a  Computer  Programmer/Analyst,  Systems 
Programmer,  LANA/VAN  Administrator,  or  Network  Analyst.  Two  of  the 
six  years  must  be  managing  a  major  MIS  support  team.  Also  requires 
demonstrated  experience  with  LANS,  WANs,  mainframes  and  appli¬ 
cation  systems. 

Post-secondary  course  work  may  be  substituted  for  part  of  the  edu¬ 
cational  requirement  if  adequate  and  appropriate  experience  substitu¬ 
tion  and  the  following  guidelines  are  used.  Course  work  beyond  60 
hours  or  course  work  from  a  vocational  or  technical  school  must  be  in 
MIS,  Computer  Science,  or  a  related  field.  Course  work  may  be  sub¬ 
stituted  on  a  year-for-year  basis  at  the  rate  of  30  semester  hours  from 
an  accredited  institution  or  720  classroom  hours  from  an  accredited 
vocational  or  technical  school.  Appropriate  experience  must  be  at  an 
equivalent  level  of  a  Computer  Programmer/Analyst,  Systems 
Programmer,  LAN/V7AN  Administrator,  Network  Analyst/Designer. 
Total  education  and  experience  claimed  must  be  at  least  1 0  years. 

Because  an  employee  in  this  position  has  access  to  confidential 
records  and/or  the  ability  to  alter  applications  programming,  any 
record  of  prior  convictions,  pleas,  or  sentences  for  felonies  or  third 
degree  misdemeanors  may  be  considered  in  making  a  selection. 

Preference  will  be  given  to  those  applicants  with  experience  in  dis¬ 
tance  support  for  information  technology  services. 

A  completed  Tallahassee  Community  College  administrative  applica¬ 
tion  is  preferred;  however,  resumes  will  be  accepted.  Official  or  unoffi¬ 
cial  transcripts  as  appropriate  and  three  letters  of  reference  are 
required  and  may  either  accompany  the  application  materials  or  be 
sent  directly  to  the  Human  Resources  Department  under  separate 
cover  no  later  than  April  13, 1998.  Aoplications/resumes  must  be  post¬ 
marked  no  later  than  Wednesday.  April  10. 1998. 

If  an  ADA  accommodation  is  needed  in  order  to  participate  in  the 
application/selection  process,  please  notify  the  Human  Resources 
Department  by  April  7.  1998;  TDD  (850)  921-2014  or  Fla.  Relay  (800) 
955-8771.  Applications  may  be  obtained  from  and  submitted  to 
Human  Resources,  Tallahassee  Community  College  (TCC),  444 
Appleyard  Dr.,  Tallahassee,  FL  32304-2895. 

Equal  Opportunity/Affirmative  Action  Employer 


ecurity  specialist 


Watson  Clinic  LLP,  a  large  multi-specialty  group  physi 
cian  practice  conveniently  located  between  Oiiando 
and  Tampa,  Florida,  currently  has  a  position  available 
for  a  MIS  Security  Specialist. 


This  position  requires  a  Bachelor's  degree  in  Computer 
Science  (or  equivalent  experience);  3  years  experience 
with  medical  or  financial  computer  applications  with 
responsibility  for  security  administration,  maintenance 
or  compliance;  experience  using  3270  security  appli¬ 
cation  (Alert.  CA-Top  Secret,  etc.);  and  Novell  Systems 
Administrator  Certification  (or  equivalent  experience). 
Strong  written/oral  communication  skills  and  the  ability 
to  type  on  a  CRT  in  order  to  write,  test  and  document 
computer  systems  are  also  necessary. 


Computer  Applications  Consul¬ 
tant.  Duties:  Consult  on  the  busi¬ 
ness  analysis  and  design  phas¬ 
es,  including  data  analysis,  on  a 
multi-platform,  enterprise-wide 
customer  information  system. 
Provide  software  and  methodol¬ 
ogy  support  for  the  ADW  and 
Objectware  range  of  tools.  Cre¬ 
ate  a  system-wide  Data  Direc¬ 
tory  using  Access  Data  Base 
which  includes  data  mapping, 
queries  and  reports.  Respon¬ 
sible  for  construction  phase  of 
multi-platform  customer  infor¬ 
mation  system  (Mainframe/ 
Client  Server)  with  ADW,  Micro¬ 
focus,  Cobol  and  Smalltalk 
using  DB2/CICS/COBOL  on  the 
mainframe  conversing  with 
Smalltalk  in  the  Client  Server 
environment.  Provide  imple¬ 
mentation  of  system  software 
application  enhancements.  Re¬ 
quires:  B.S.  or  equiv.  in  Com¬ 
puter  or  Info.  Science  or  a  relat¬ 
ed  field  and  2  yrs.  exp.  in  the  job 
offered  or  2  yrs.  exp.  as  a 
Systems  Analyst  or  Consultant. 
Exp.,  which  may  have  been 
obtained  concurrently,  must  incl. 
2  yrs.  exp.  in  the  business  analy¬ 
sis  and  design  phases  on  a 
mult-platform  information  sys¬ 
tem  and  2  yrs.  exp.  in  ADW  and 
Objectware  case  tools,  CICS/ 
COBOL  and  DB2  database. 
EOE.  40  hrs./wk.;  8:00a.m.  to 
5:00p.m.  Salary  $72,800/yr. 
Send  resume  (no  calls)  to: 
Charlotte  Edwards,  CTG,  Inc., 
9101  Southern  Pine  Blvd.,  Suite 
280,  Charlotte,  NC  28273-5519. 


C++  Software  Developer  II. 
(Multiple  positions)  Utilize 
knowledge  of  computational  the¬ 
ory  to  analyze,  design  &  develop 
software  logical  functions  for 
warehouse  management  soft¬ 
ware  system  utilizing  object-ori¬ 
ented  C++  and  CORBA  on  a 
Unix  platform  with  an  Oracle 
database.  Utilize  class  design  & 
class  implementation.  Requires 
M.S.  degree  in  computer  sci¬ 
ence,  information  technology,  or 
technical  discipline  (math,  engi¬ 
neering  or  physics)  and  one-year 
experience  with  C/C++  develop¬ 
ment.  $53-$65K  depending  on 
experience. 

PowerBuilder  Software  Ana¬ 
lyst  II  (multiple  positions) 

Design  develop,  code  &  test  soft¬ 
ware  for  distribution  operations  & 
materials  management  software 
system  on  client  server  based 
platform  using  Powerbuilder 
front-end.  BS  degree  in  comput¬ 
er  science,  engineering,  informa¬ 
tion  systems  or  related  technical 
degree.  1  yr  development  experi¬ 
ence  to  include  PowerBuilder 
development  with  class  libraries 
and  development  with  Unix  and 
Oracle  or  other  ROMS.  S53-65K 
depending  on  exp. 


For  consideration,  contact: 

WATSON  CLINIC  LLP,  Human  Resources 
1430  Lakeland  Hills  Blvd.,  Lakeland,  FL  33805 
Phone  (800)  356-5736  or  Fax  (941)  680-7598  EOE 


Resume  to:  J.  Lurey,  Manhattan 
Associates,  2300  Windy  Ridge 
Pkwy.  7th  FI  N,  Atlanta,  GA 
30339, 


To  develop 
and  grow \  you 
need  exposure 
to  all  the  right 
elements 


>RPC  RATE 
TECHNICAL 
RECRUITING 
CONFE  NCE 

COMPUTERWORLD 


ORLANDO 

FLORIDA 

May  17-20,  1998 
Marriott’s  Orlando 
World  Center  Resort 

1-800-488-9204 
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Interim  Technology, The  Consulting  Group,  is  a 

leading  provider  of  consulting  services  in  the  information 
technology  industry  With  over  2,000  IT  Consulting  profes¬ 
sionals,  working  from  an  international  network  of  offices, 
our  Fortune  1 000  clients  include  not  just  the  pace  setters, 
but  the  very  firms  defining  the  IT  industry. 

Our  nationally  recognized  Software  Quality 
Management  Practice  has  full  time  salaried  opportuni¬ 
ties  available  at  23  branch  locations  throughout  the  U.S. 


PROJECT  MANAGERS, 
BUSINESS  ANALYSTS, 

Ti  TING  ANALYSTS, 
and  TESTERS  for  both 
MAI*  :RAME 

CLIENT  SERVI  SYSTEM 


All  levels  of  experience  with  one  or  more  of  the  following  skills: 

•  Management  of  Structured  Testing  Activities 

•  Development  and  Execution  ofTest  Cases 

•  Development  ofTest  Plans 

•Tracking  and  Reporting  Software  Defects 

•  Regression  Testing 

•  Integration  Testing 

•  Acceptance  Testing 

A  career  with  Interim  Technology  offers  challenge,  personal 
and  professional  growth,  stability,  security  competitive  salary 
and  the  stimulus  of  working  with  the  IT  industry's  best  To 
speak  to  a  representative  immediately  please  call: 

1-800-382-9696 

24  hours/7  days  a  week 


Interim, 

Technology 


THE  CONSULTING  GROUP 


Butler  Technology 
Solutions. 

is  a  division  of  Butler 
International.  Through  unique 
partnerships  with  both  our 
clients  and  consultants  we  have 
quickly  become  a  leading 
provider  of  IT  Solutions  to 
some  of  the  nations 
top-  companies. 


On  The  Client  Side... 

As  a  world  leader  with  the  financial  strength  and 
infrastructure  to  take  on  projects  of  any  size,  scope,  or 
duration,  we  can  provide  you  with  the  top  talent  and 
resources  the  industry  has  to  offer. 


On  The  Consultant  Side... 

With  a  client  base  of  over  1600  customers  worldwide, 
we  are  able  to  offer  various  employment  options  and 
partnering  programs  tailored  to  meet  your  needs.  In 
addition,  we  offer  enterprise  wide  consulting  opportu¬ 
nities,  free  training,  401(k),  immediate  eligibility  and 
the  most  challenging  long  and  short  term  assignments, 
from  small  to  laige  scale. 


Opportunities  are  currently  available  for  talented  systems 
professionals  in  these  areas: 


•  PowerBuilder 

•  Oracle,  Developer  2000 

•  DBA  (Oracle,  DB2,  Sybase) 
•C/C++ 

•  AS/400,  COBOL,  RPG/400 

•  Systems  Admin  (Unix,  NT) 


•  SAP 

•  JD  Edwards 

•  COBOL,  BAL,  PL1 

•  CICS/DB2,  IMS  DB/DC 

•  Data  Analysts/Modelers 

•  Visual  C++,  Visual  Basic 


BUTLER 

TECHNOLOGY 

SOLUTIONS 

http://www.bullerintl.com 


1375  E.  Woodfield  Road 
Schaumburg,  IL  60173 
Phone:  (847)  969-2620 
Fax:  (847)  240-5919 
E-Mail:dgraffam@butlerintl.com 
110  Summit  Avenue 
Montvale,  NJ  07645 
Phone:  1-800-889-2880 
Fax:  (201)  573-8749 
E-Mail:  jhall@butlerintl.com 

EOE/M/F/V/D 


Senior  Software  Designer 

Responsible  for  the  design  and 
analysis  of  software  related  pro¬ 
jects;  writing  of  software  in  various 
languages,  i.e..  Assembler,  C, 
C++  and  Computer-Aided  Soft¬ 
ware  Engineering  (CASE);  inte¬ 
gration  of  the  software  with  hard¬ 
ware  in  embedded  real  time  con¬ 
trol  systems;  specification  writing 
and  consulting  to  marketing; 
ensuring  proper  documentation  of 
products,  including  user  refer¬ 
ence  manuals;  involved  in  the 
testing  and  verification  of  wireless 
communication  projects  including 
interpretation  of  results  with 
emphasis  on  Interim  Standard 
661  (a  nationally  recognized  stan¬ 
dard  for  personal  communication 
services).  As  a  member  of  a  self- 
managed  work  team,  takes  on 
project  leader  responsibilities  for 
various  software  requirements. 
Requirements:  Bachelor's  degree 
-  Computer  Science  or  Electrical 
Engineering  and  5  years  experi¬ 
ence  as  a  systems  analyst  and 
designer.  Experience  must  in¬ 
clude  at  least  2  years  in  wireless 
communication  product  develop¬ 
ment.  Wage:  $85,000  per  year. 
Apply  at  the  Texas  Workforce 
Commission,  Fort  Worth,  Texas, 
or  send  resume  to  the  Texas 
Workforce  Commission,  1117 
Trinity,  Room  424T,  Austin,  Texas 
78701 ,  J.O.#  TX0241 01 2.  Ad  Paid 
by  An  Equal  Opportunity  Employer. 


DATABASE 

EXPERTS 


Relocating  or  desire  more  Challenge? 
Our  locus  is  DA.  Technology 
We  list  outstanding,  permanent  positions 
across  the  U.S  A.  Ado  &  fees  Paid 


Sr.  DB  Expert  to  $90k+bonu: 

Dynamic,  multi-natl  corp 
Will  lead  corp  database  planning 
Requires  exp  in  multiple  RDBMS 

DBA/Tech  Support  to  $80k 

Stiong  performance  tuning 
Will  support  large  databases 

S/W  Development  to  $80+st«k 

C7C*+/dalabase  development 
skills  for  hs  tech  software  vendors 

DB  Specialists  $60-120+ 

Host  of  opportunities  for  database 
&  C/S  project  mgr's/developers. 
Large  Sc  small  companies, 
many  industries. 

HAMILTON 

P  O  Box369  WestHurley.NY  12491 
914-679-4050  Fax:914-679-5704 
cwad@hamiltonlech.com 
http/:  www. hamiltontech.com 


Data  Warehouse  Analyst  -  Hun¬ 
tersville,  NC  for  Design,  imple¬ 
mentation  and  maintenance  of  an 
Oracle  data  warehouse  using 
ERwin  as  the  designing  tool  and 
leading  the  conversion  projects. 
Conversion  of  Company’s  existing 
Sales  Database  (MS  Access  and 
Legacy  systems)  into  an  Oracle 
data  warehouse,  and  leading  the 
team  in  conversion  projects. 
Undertake  data  analysis/data  min¬ 
ing  activities  and  training  cus¬ 
tomers  in  the  use  of  ad  hoc  query 
tools  such  as  Business  Objects. 
8am  -  5  pm  M-F.  40  hrs/wk. 
$60, 000/year.  Require  B.S.  in 
Computer  Science  or  equivalent 
education  and  5  years  experience 
in  the  job  offered  or  as  a 
Programmer  Analyst  or  equiv. 
Experience  must  comprise  data¬ 
base  development  including  Or¬ 
acle  and  Access.  Employer  will 
consider  a  graduate  degree  in  lieu 
of  some  of  the  experience.  Up  to 
100%  travel  may  be  required.  JO 
No.  NC2675321.  DOT  Code 
039.162-014.  Apply  to  the  nearest 
Job  Service  Office  or  submit  a 
resume  to  Job  Service,  500  W. 
Trade  Street,  Charlotte,  NC 
28202.  Resume  must  include 
applicant's  social  security  number. 


Programmer/Analyst:  (Cedar 
Rapids,  IA;  Pittsburgh,  PA  & 
other  U.S.  client  sites)  Ana¬ 
lyze,  design,  develop,  code, 
test,  implement  &  maintain 
program  application  systems. 
Environment:  IBM  Mainframe; 
DB2;  CICS;  COBOL  II;  VSAM; 
TSO/ISPF.  Bachelor's  in  Comp. 
Sci,  or  Math  or  Engg  +  2  yrs 
exp  in  job  offered  or  Master’s 
degree  in  any  of  stated  fields 
of  study  +  6  mos  exp.  40 
hrs/wk;  8am-6pm.  $75K/yr. 
Send  resume  to  JO#  5016642; 
PA  Job  Center,  Mr.  Vince 
Mezeivtch,  Mgr.,  Mon  Valley 
Job  Center;  345  Fifth  Ave., 
McKeesport,  PA  15132. 


THIS  IS  WHY  I’M  HERE. 


Everyone  at  Arthur  Andersen  has  their  own  story  to  tell,  detailing  the 
unique  challenges  they  face  every  day  and  the  personal  rewards  that 
result.  Our  commitment  to  support,  growth,  and  state-of-the-art 
training  and  technology  is  compelling  evidence  for  why  they're  here. 
The  question  that  remains  is  why  aren't  you? 


JD  EDWARDS  PROFESSIONALS 


We  are  currently  seeking  self-motivated  individuals,  driven  by  client  satis¬ 
faction,  who  possess  JD  Edwards  skills.  Our  JD  Edwards  practice  is  one  of 
our  fastest  growing,  with  core  JD  Edwards  practice  centers  located  in  Los 
Angeles,  Minneapolis,  Kansas  City,  Chicago  and  St. Louis.  We  have  oppor¬ 
tunities  internationally,  including  Osaka,  London,  Milan,  Tokyo  and  every 
major  U.S.  city. 

As  a  member  of  our  JD  Edwards  practice,  you  will  be  part  of  a  team  of 
highly  motivated  professionals  committed  to  improving  our  clients  business 
through  implementation  of  JD  Edwards  One-World  client/server  software.  Our 
clients  are  located  throughout  the  country  and  internationally.  Many  practice 
centers  are  often  requested  to  support  local  and  international  JD  Edwards 
opportunities.  Ideally  you  will  possess  the  following  JD  Edwards  credentials: 

•  Experience  in  Financials,  Distribution/Logistics,  Project  Management, 
HR/Payroll,  or  Manufacturing. 

•  Strong  technical  and  industrial  background  in  a  client  server  environment. 

•  Strong  experience  with  Supply  Chain  Processes. 

in  return  for  your  expertise  we  will  provide  you  with  the  best  there  is  to 
offer  in  professional  training  and  development  in  an  excellent  career 
enhancement  environment. 


For  consideration,  please  forward  your  resume  and  salary  history  to:  Arthur 
Andersen  LLP,  33  West  Monroe,  MS  1108,  ATTN:  JDECW1,  Chicago,  IL 
60603.  FAX:  (312)  507-5222.  EMAIL:  resumes.exp@arthurandersen.com 
In  all  correspondence  please  reference  JDECW1  and  your  City  of  Preference. 
We  will  only  respond  to  candidates  of  interest.  Arthur  Andersen  LLP  is  an 
equal  opportunity  employer. 


Arthur 

Andersen 


www.arthurandersen.com 


Database  Analyst  -  60%  of  time 
at  client  sites  in  Atlanta,  GA  & 
Co.  loc  in  Marietta,  GA;  &  40% 
of  time  at  client  sites  nation¬ 
wide.  Analyze,  design,  code, 
test  &  implement  client  server 
applications;  provide  technical 
support.  Utilize  DB2,  CICS  & 
IEF  software.  Bachs/Engg, 
Comp.  Sci  or  Math.  2yrs/exp.  in 
job  ottered  or  2yrs  as  Systems 
Analyst  8i/or  Programmer/  Ana¬ 
lyst.  Exp.  in  job  offered  or  relat¬ 
ed  occ  must  incl.  2yrs/exp. 
using  DB2,  CICS  &  IEF  s/ware. 
Several  openings  avail.  40hrs/ 
wk  (8-5;  M-F)  $100,000/yr. 
Report  or  send  two  resumes  to: 
Georgia  Dept,  of  Labor,  Job 
Order  #GA  6204992,  465  Big 
Shanty  Rd,  Marietta,  GA 
30066-3303  or  the  nearest 
Dept,  of  Labor  Field  Service 
Office.  Must  have  proof  of  legal 
authority  to  work  in  the  U.S.  An 
employer  paid  ad. 


AS400 

PROGRAMMER/ 

ANALYSTS 


Familian  Northwest,  a  lead¬ 
ing  distributor  of  hard 
goods  in  16  NW  states  is 
seeking  a  Senior  PA  &  a  PA 
w/experience  in  RPG. 
Mincron  exper  helpful. 
Exciting  new  projects  com¬ 
ing  -  AS400  Webserver, 
Model  640  upgrade  and 
warehouse  automation.  We 
offer  a  competitive  salary  & 
outstanding  benefits  (med¬ 
ical,  dental,  vision,  life,  STD, 
LTD,  401 K,  pension).  Send 
resume  in  confidence  to  HR 
Dept/CW,  Familian  NW. 
PO  Box  17089,  Portland,  OR 
97217  or  fax  to  (503)735- 
4477.  AS400  RPG  referrals 
by  agencies  welcome  (fax 
only).  EOE 


AS/400  SR. 
PROG/ANALYST 


LAN 

ADMINISTRATOR 


VINNELL  CORPORATION,  an 
international  leader  in 
government  installation 
services  contracting,  military 
training  and  Job  Corps 
operations,  has  the  following 
opportunities  for  computer 
professionals  at  our 
headquarters  in  Fairfax,  VA: 

SENIOR  PROGRAMMER  ANALYST 

Requires  a  minimum  of  3  years  IBM  midrange  experience, 
total  command  of  RPG/400  programming  language  and  PC 
proficiency.  A  related  degree  a  plus.  In  this  position,  the 
successful  candidate  will  support  our  expanding  worldwide 
network  of  AS/400s.  Some  domestic  and  international 
travel  will  be  required. 

LAN  ADMINISTRATOR 

Requires  3+  years  of  handson  experience  with  Novell 
Netware  4.x  (CNE  preferred)  and  LAN  operations/hardware. 
Excellent  verbal  communications  and  customer  service 
skills  are  also  required.  Knowledge  of  MS  Office  products, 
Netscape  and  other  computer  software, 

VINNELL  CORPORATION  offers  a  competitive  salary  and 
excellent  benefits.  VINNELL,  a  BDM  international  company, 
was  recently  acquired  by  TRW.  Qualified  and  interested 
applicants  should  submit  a  chronological  resume,  including 
salary  history  to:  VINNEll  CORPORATION,  Attn:  MIS  98, 
12150  East  Monument  Drive,  Suite  800,  Fairfax  VA 
22033.  Fax:  (703)  385-3726.  E-mail:  jobs@vlnnell.com 
Vinnell  is  an  Equal  Opportunity  Employer. 

VINNELL 

CORPORATION 

^  f  A  BOM  International  Company 
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AJILON, 


Whether  it's  filling  an  immediate 
need  or  working  on  a  long  term 
project,  Ajilort  consultants  are 
always  in  demand.  AjUon  is  a 
premier  provider  of  information 
technology  consulting  services- 
one  of  the  first  U.S.  firms  to 
receive  ISO  9001  status.  Over 
5000  consultants  have  found 
challenge,  learning,  growth  & 
job  stability  with  Ajiion.  We'd 
like  to  hear  from  you  for  oppor¬ 
tunities  in  the  IT  area  requiring: 


Mainframe  Programmer  Analysts 

COBOL,  CICS,  FOCUS,  DB2,  IMS,  VSAM 

Database  Administrator 

ORACLE,  DB2,  SQL,  Server  6.5,  Sybase 

Businoss  Analyst 

Financial  Services  Expertise 

Client  Server  Development 

VB,  Powerbuiider,  JAVA,  ASR  C,  C+  + 

Project  Management 

Y2K,  Euro  Currency,  Testing 


We  offer  an  excellent  compensation  and 
benefits  package  with  multiple  career  paths. 
Please  call,  fax  or  send  your  resume  to: 

Ajiion,  2000  West  Park  Drive, 

Suite  160,  Westborough,  MA  01581 

www.ajilon.com 

email:  hdailey@bost.ajilon.com 


B  o  st  on 

C o m p uter  Scie nt i st 


Job  openings  available  utilizing  hot 
network  technologies.  If  you  have 
experience  with  TCP/IP,  SNMP,  routing, 
ATM  with  a  PC/Windows  or  UNIX 
background,  you  have  the  opportunity  to 
join  a  fast-paced  company.  Embedded 
and  driver  experience  a  plus  for  other 
positions.  Call  (888)  943-8747. 

Visit  Heuristics  Search,  Inc. 
Booth  #1013  at  ComputerWorld’s 
Internet  Commerce  Expo 
Job  Fair  in  Boston  March  24th-26th 

Horace  will  be  raffling  off  watches  every  half  hour! 


What's  your  propensity  for  intensity? 


KPMG  Consulting  -  New  England  Region 


New  challenges  demand  new  solutions.  Global  competition  and  information  technology  are  creating  a 
new  dimension  of  client  needs  which  require  a  new  type  of  business  advisor  -  an  integrated  team  of  pro¬ 
fessionals  who  combine  industry  experience  with  functional  knowledge.  KPMG  currently  seeks  client- 
focused  Professionals  to  join  our  team  in  the  Boston,  MA  area.  All  positions  require  a  BA/BS  degree 
(advanced  desirable) ,  strong  technical  skills,  experience  in  a  consulting  environment  and  a  willingness 
to  travel.  Opportunities  exist  for  individual  contributors  &  team/project  leaders. 

•Electronic  Commerce  Consultants 
•Customer  Value  Management  Consultants 

See  us  at  the  Job  Fair,  or  forward  your  resume  indicating  Job  Code.  RF  and  Dept.  055AM 16CM  to: 
KPMG  Staffing,  500  East  Middlefield  Road,  Mountain  View,  CA  94043,  Fax  650-960-0236,  or  Email 
to  rfriedlander@kpmg.com  We  are  an  equal  opportunity  employer.  KPMG  Peat  Marwick  LLP  is  the 
U.S.  member  firm  of  KPMG  International. 


COMPUTERWORLD 

c@r  e  e  r  s 

Internet/Tech 
Career  Fair 

at  the  Internet  Commerce  Expo 


The  Exclusive  Career  Fair  at 
The  Premier  Event  for  Internet 
Commerce,  Corporate  Intranets 
and  Extranets 


COMPUTERWORLD 

c@r  e  e  r  s 


Internet/Tech 
Career  Fair 

at  the  Internet 
%  Commerce 
Expo 


THE  EXCLUSIVE 
CAREER  FAIR  AT 
E  PREMIER  EVENT 
FOR  INTERNET 


COMMERCE,  CORPORATE 
INTRANETS  AND  EXTRANETS 


Career  Fair: 
March  24-26,  1998 

World  Trade  Center 

Boston 

ICE  Conference: 
March  23-26,  1998 

ICE  Exhibits 
G  The  Internet  Open: 
March  24-26,1998 


Sign  up  NOW  to  exhibit  your  hiring  company  at 

Computerworld’s  Internet/Tech  Career  Fair 

at  the  Internet  Commerce  Expo  in  Boston. 

Be  there  with  thousands  of  qualified 
I.T.  professionals  including: 

•  Application  Software  Developers 

•  Gient/Server  &  LAN  Administrators 

•  Commercial  Web  Developers 

•  Computer/Network/Internet  Consultants 

•  Independent  Software  Developers/Value  Added  Resellers 

•  Internet  &  Web  Consultants 

•  Internet  Technology  Managers 

•  IT  Managers/CIOs 

•  WebMasters 


To  exhibit  at  the  Career  Fair: 

I  -800-343-6474  xsooo 

To  attend: 

www.idg.com/ice 


(computerworldcareers.com)  March  16,  1998  C  o  m  p  u  t  e  r  w  o  r  I  d 
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LET  US  OPEN  \  )UR  EYES  TO  ON  :  OF  j 

TECHNOLC  Y’S  rf 
BIGGEST 


WE  HAVE  EXCITING  POSITIONS  AVAILABLE  IN  JOHNSTON, 
Rl,  HARTFORD,  CT  AND  ALBANY,  NY  AT  EVERY  LEVEL  IN 
THE  FOLLOWING  AREAS: 


■  Application/Systems 
Programmers 

■  Technical  Analysts/ 
Specialists 

■  Applications  Managers 


■  Project  Leaders 

■  Technology 
Relationship  Managers 

■  Business  Analysts 

■  Lead  Database  Analysts 


Some  of  the  skills  required  for  the  above  positions  include: 

•  COBOL  •  CICS  •  PowerBuilder  •  Lotus  Notes 

•  SQL  •  GUI  Design  •  C++  •  Focus  •  Sybase 

•  Oracle  •  Informix  •  Internet  •  Intranet 

•  HTML  •  VAX  COBOL  •  People  Soft  •  UNIX 

•  Windows  NT  Server  •  Netware  4.x  •  Oracle  RDB 


If  your  goal  is  to  work  on  teams  sharing  technical  expertise  on  multiple  projects  and 
technologies,  come  to  Fleet.  We  also  provide  comprehensive  training,  as 
well  as  an  environment  that  promotes  a  strong  work-to-life  balance. 
Please  send  your  resume,  indicating  position  of  interest  to: 

Fleet  Technology  Solutions,  Dept.  MBF-CW3/16,  P.O.  Box 
667,  Mailstop  RI/AL/406,  Providence,  Rl  02901. 


For  more  information 
about  Fleet,  please 
visit  our  home  page 
at:  www.fleet.com 


JH Fleet 

Ready  When  You  Are 

Fleet  values  diversity.  We  are  an  affirmative 
action/equal  opportunity  employer  M/F/D/V 


TM 


THE  BEST  MINDS,  THE  BEST  OPPORTUNITIES 


JOIN  A  SYSTEMS  TEAM 
THAT'S  REVOLUTIONIZED 
AN  ENTIRE  INDUSTRY. 


Fidelity  Investments  maintains  the  industry’s 
most  advanced  technology  infrastructure. 
Last  year  alone,  we  spent  half  a  billion 
dollars  on  the  latest  systems  developments 
and  applications  available.  But  it’s  our  people 
who  are  our  most  important  asset.  Our 
systems  professionals  are  among  the  best 
and  brightest  in  the  field.  They  thrive  on 
our  unyielding  commitment  to  technology, 
creating  a  culture  of  continuous  improve¬ 
ment  and  significant  achievement.  If  you’d 
like  to  be  part  of  it,  invest  in  a  systems 
career  at  Fidelity  today. 


Opportunities  available  in 
Boston  and  Marlborough,  MA; 
Merrimack,  NH;  and  Smithfield,  Rl 


Some  of  the  Positions  Available: 

•  Internet  Architect  *  Data  Architect 

*  Internet  Firewall  Architect 
«  Director  -  Internet  Production  Services 

•  Senior  Ul  Designer  *  Principal  Web 

Developer  »  Systems  Analyst 

•  Principal  Java  4  Software  Engineer - 

C++,  NT/95,  Visual  Basic 
*  Oracle,  PowerBuilder  Developer 


0 


Fidelity  ^Investments* 


WHERE  12  MILLION  INVESTORS  PUT  THEIR  TRUST." 


To  apply,  visit  our  booth 
or  send  your  resume  to: 


Regular  Full-Time  Positions 

Fidelity  Investments 
82  Devonshire  Street 
Mail  Zone:  G5A 
Job  Code:  ICEXPO 
Boston,  MA  02109 

E-mail:  resumes@fmr.com 


Temporary  Opportunities 

TempWorks/TempSource 
Fidelity  Investments 
82  Devonshire  Street 
Mail  Zone:  A4C 
Job  Code:  ICEXPO 
Boston,  MA02109 
E-mail:  tempsource@frnr.com 

Please  specify  position(s)  of 
interest  on  your  resume  and/or 
cover  letter. 

Visit  Fidelity's  Web  site  for 
employment  opportunities  at 
www.fidelhy.com/employment. 

Fidelity  Investments  is  proud 
to  be  an  equal  opportunity 
employer. 


J 


As  we  celebrate  our  25tb  anniversary  in  1998,  we  are  committed  to  addressing  the  needs  of  the  industry  into  the 
next  century.  Towards  this  goal,  we  recruit,  train  and  develop  a  tvorkforce  capable  of  meeting  this  challenge.  Our 
company  is  excited  to  offer  career-minded  individuals  the  opportunity  to  pin  our  team  of industry  professionals. 


Programmer  Analyst  or  Sr.  Programmer  Analyst 

Analyze  business  processes  and  support  them  through  automation.  Individuals  who  are  able  to  bring  business 
concepts  together  with  technology  ideas  excel  here  and  find  the  work  environment  to  be  helpful  and  friendly. 
Since  our  "bottom  line"  is  providing  high-quality  services,  you'll  find  we  encourage  people  to  improve  process¬ 
es,  not  just  follow  them.  You  will  help  shape  the  future  of  an  applications  development  and  support  group 
where  you  will  experience  opportunities  for  personal  challenge  and  professional  advancement. 


AlPSO's  focus  is  on  customer  service  and  teamwork.  Candidates  for  these  positions  must  have  a  strong  apti¬ 
tude  for  analytical  and  critical  thinking,  great  communication  skills,  and  the  ability  to  work  independently  as 
well  as  part  of  a  team.  These  positions  also  require  3-7  years  of  application  programming  and  development 
experience,  with  COBOL  experience  on  IBM  mainframe  and/or  PC  environments  being  a  plus. 


Sen-tux  l lie  Insurance  Industry 
iW  im 

An  equal  opportunity  employer 


Because  we  are  committed  to  meeting  the  needs  of  our  work¬ 
force,  we  offer  competitive  compensation  and  a  well-round¬ 
ed  benefits  package.  Interested  applicants,  please  forward 
a  resume  and  cover  letter  with  salary  requirements  to: 

Ms.  Donna  Hart,  Human  Resources  Department 
AIPSO 

302  Central  Avenue,  Johnston,  Rl  02919 
Fax:  (401)  528-1350 


Launch  Your  Future 


Why  not  start  your  IS  career  soaring? 

We've  been  here  for  more  than  1 0  years 
providing  application  support,  professional  services  and  most  recently  web 
integration  to  Fortune  1 000  clients  in  the  automotive,  healthcare,  financial  and 
government  sectors.  Our  current  openings  include: 


■  Programmers/Analysts  ■  Database  Administrators 

■  Technical  Project  Leaders 

You  will  be  focused  on  installing,  customizing  and  implementing  today's  most 
in-demand  software: 

■  Java/Corba  ■  COBOL/CICS/1MS/DB2 

■  PeopleSoft  ■  GEAC  (Dun  &  Bradstreet) 

■  Oracle  ■  Year  2000 

We  offer  competitive  salaries,  generous  benefits  (100%  paid 
medical  insurance)  and  exceptional  career  growth.  Send  your  d*t»  Communications Cowouikin 
resume  to:  recruiting@dcusa.com.  Fax:  (248)  952-5760  or  Mail: 

DataComm,  Attn.  G.  Hood.  5750  New  King  Street,  Suite  320. 

Troy,  Ml  48098.  EOE 


www.dcusa.com  Detroit  •  Austin  •  Orlando  •  Peorio 
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inc. 


Painted  Word  Inc.  is  a 
small,  rapidly  growing  IT 
consulting  firm  in 
Cambridge,  MA.  The  firm 
develops  financial  decision 
support  applications  and 
electronic  commerce  solu¬ 
tions.  Be  a  part  of  a  fast- 
paced,  innovative  environ¬ 
ment  while  gaining  signifi¬ 
cant  exposure  to  our 
Fortune  500  client  base. 


-jlProject  Managers 

Managers  lead  project  teams  in  the  definition, 
design,  and  development  of  enterprise-wide  busi¬ 
ness  solutions.  Typical  background  includes:  expe¬ 
rience  with  technology  and  business  concepts,  sev¬ 
eral  years  of  professional  consulting  or  corporate  IT 
project  management,  and  excellent  interpersonal 
skills.  Travel  required. 

L  Application  Consultants 

Senior  and  Associate  Consultants  to  develop  finan¬ 
cial  business  applications.  Typical  background 
includes:  BS  in  IT  field  and  1  to  3  years  experience 
with  multidimensional,  relational  or  GUI  technolo¬ 
gies  (e.g.,  Essbase,  Excel  VBA,  Oracle).  Good  inter¬ 
personal  skills  and  initiative  mandatory  with  train¬ 
ing  opportunities  available.  Travel  required. 

Please  send  resume  and  cover  letter  to: 
Painted  Word  Inc.,  HR-CW0398 
124  Mt.  Auburn  Street 
Cambridge,  MA  02138 

Fax:  (617)  349-0070 

E-mail:  resumes@paintedword.com 

Equal  Opportunity  Employer. 


your  initiative.  Notjust  the  60,000  kidney  dialysis  patients  whose  lives  depend  on 
Fresenius  Medical  Care's  innovative  services  and  technologies,  but  the  more  than 
20,000  professionals  who  will  work  with  you  toward  some  of  the  most  rewarding 
goals  imaginable. 

Information  Technology 

SAP  Basis  Administrator  ABAP/4  Programmers 

UNIX  System  Administrator  COBOL  Programmers 

ORACLE  Database  Administrator  Q/A  Analyst 

HnidHi  Care  Application  Analyst  Help  Desk  Associates 

Fresenius  is  a  powerful  business  entity  providing  competitive  salaries,  comprehensive 
benefits  and  genuine  recognition.  Please  stop  by  our  booth 
at  the  Job  Fair  or  send  your  resume,  including  salary 
requirements,  to:  Corporate  Human  Resources,  Fresenius 
Medical  Care,  Job  Code:  CW,  95  Hayden  Ave.,  Lexington, 

MA  02173;  Fax:  781-402-9005;  E-mail: 
hrOcorp.fmcna.com.  Spend  some  time  _ 

with  us  at  www.fmcna.com.  eoe.  Fresenius  Medical  Care 
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IT  CAREERS 


Long  Term  -  Atlanta-based  positions 
(100%  travel  throughout  Georgia): 

FI/C  ,  MM,  HR: 
TEAM  LEADS  (2yrs+) 
SUPER  USERS 
TRAINERS 


1975  North  Park  Place 
Atlanta,  GA  30339 
800-599-9550  *  770-955-1714 
FAX:  770-937-0423  •  800-457-9776 
e-mail:  slcl  1  @aol.com 
EOE,  MEMBER  NACCB 


/S/A  STRUCTURED 
LOGIC 

COMPA  INC. 

SAP  NATIONAL  Implementation  Division 


Integrated  Systems  Professionals 

A  Fast-Growing  National  Consultancy  Offers  Exciting 
Opportunities  For  Top  Quality  Professionals. 

Project  Managers 
Team  Leaders/Censwltants 

•Long-Term  Career  Opportunities 
•  Short-Term  And  Long-Term  Contract  Opportunities 

Experience  in  all  SAP  R/3  Modules  Basis  and  ABAP 
Oracle  • PeopleSofl  •Baan 

Performance-Based  Compensation  provides  exciting  opportunities 
tor  experienced  professionals.  (To  S250K  OR  $150  per  hour  for 
experienced  SAP  experts) 


Please  fax  resumes  to  516-625-0740  /7 /_5~)/-aQ  [jrSTifT^ 

or  visit  us  at  http://www.  iprr.com  ULruU  u  U\J 


Software  Engineer  to  design, 
develop  and  test  computer  pro¬ 
grams  for  business  applications; 
analyze  software  requirements  to 
determine  feasibility  of  design; 
direct  software  system  testing 
procedures  using  expertise  in 
DB2,  CICS,  VS  Cobol  II  and 
Expediter.  Requirements:  Bach¬ 
elor’s  degree  in  computer  sci¬ 
ence  or  related  field,  two  years 
experience  as  a  software  engi¬ 
neer  or  computer  programmer, 
and  knowledge  of  DB2,  CICS,  VS 
Cobol  II  and  Expediter.  Salary: 
$56, 000/year.  Working  condi¬ 
tions:  8:00  A.M.  to  5:00  P.M.,  40 
hours/week.  Apply:  PA  Job 
Center,  75  East  Maiden  Street, 
Washington,  PA  15301.  Job  No. 
1016659. 


Senior  Software  Engineer  (two 
openings):  Research,  design, 
and  develop  billing  software.  Use 
Object  Oriented  Analysis  & 
Design  to  design  software  com¬ 
ponents.  Use  C++  on  a  Unix  plat¬ 
form  and  Roguewave  dbtools  to 
develop  and  test  class  libraries 
and  database  access  routines. 
Analyze  software  requirements 
to  determine  feasibility  of  design 
with  time  and  cost  constraints. 
Req.  Master’s  degree  or  equiva¬ 
lent  (Bachelor  plus  5  years  pro¬ 
gressive  exp.)  in  computer  sci¬ 
ence  plus  minimum  of  one  yr  exp 
in  job  offered.  Sal.  $63K/yr.  Work 
40  hrs/wk.  Resume  referencing 
job  title  to:  Candace  Gorham, 
Universal  Business  Solutions,  40 
Technology  Pkwy  South,  NE, 
Norcross,  GA  30092. 


Software  engineer  with  3  years  of 
experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with  3 
years  of  experience  using  Informix, 
HP9000  and  HP-UX;  and  at  least 
one  year  experience  with  ESQL/C. 
Analyzes  s/w  reqs.  and  performs 
testing  and  user  training  after 
development.  Extensive  travel  and 
frequent  relocation.  Master's 
degree  in  one  of  several  limited 
fields:  engineering,  mathematics, 
computer  science  or  physics. 
$70,000/yr.  40  hours/wk.,  9:00  am  - 
5:00  pm.  Send  resumes,  listing  job 
order  number  8033342,  to:  Mr.  Tom 
Dembosky,  Manager,  Office  of 
Employment  Security,  350  North 
Fourth  Street,  Indiana,  PA  15701. 


Programmer/Analyst  -  40%  of 
time  at  client  sites  nationwide; 
60%  of  time  at  Co.  loc  in 
Marietta,  GA.  Analyze,  design, 
develop,  implement  &  maintain 
information  systems  using  DB2, 
IEF  (case  tool).  Provide  techni¬ 
cal  support.  Bachs/Engg,  Math 
or  Comp.  Sci.  2yrs/exp.  in  job 
offered.  Several  openings  avail. 
40hrs/wk  (8-5;  M-F)  $86,4Q0/yr. 
Report  or  send  two  resumes  to: 
Georgia  Dept,  of  Labor,  Job 
Order  #GA  6206051,  465  Big 
Shanty  Rd,  Marietta,  GA 
30066-3303  or  the  nearest 
Dept,  of  Labor  Field  Service 
Office.  Must  have  proof  of  legal 
authority  to  work  in  the  U.S.  An 
employer  paid  ad. 


Software  engineer  with  6  months 
of  experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with  6 
months  of  experience  using  MS 
Windows,  SAP  R/3,  and  ABAP/4. 
Analyzes  s/w  reqs.  and  performs 
testing  and  user  training  after 
development.  Extensive  travel  and 
frequent  relocation.  Master’s  de¬ 
gree  in  one  of  several  limited  fields: 
engineering,  mathematics,  com¬ 
puter  science,  physics,  or  Business 
Administration.  $140,000/yr.  40 
hours/wk.,  9:00  am  -  5:00  pm. 
Send  resumes,  listing  job  order 
number  7033190,  to:  Mr.  Terry 
Faust,  Manager  Washington  Job 
Center,  75  East  Maiden  Street, 
Washington,  PA  15301. 


Software  Engineer  to  design, 
develop  and  test  computer  pro¬ 
grams  for  business  applications; 
analyze  software  requirements  to 
determine  feasibility  of  design; 
direct  software  system  testing 
procedures  using  expertise  in 
Guardian  90,  Screen  Cobol,  TAL 
and  Enscribe.  Requirements: 
Bachelor’s  degree  in  computer 
science  or  related  field,  two  years 
experience  as  a  software  engi¬ 
neer  or  computer  programmer, 
and  knowledge  of  Guardian  90, 
Screen  Cobol,  TAL  and  Enscribe. 
Salary:  $60,000/year.  Working 
conditions:  8:00  A.M.  to  5:00 
P.M.,  40  hours/week.  Apply:  PA 
Job  Center,  8  Kensington  Square, 
New  Kensington,  PA  15068.  Job 
No.  6016697. 


Software  engineer  with  3  years  of 
experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with  3 
years  of  experience  using  Sybase, 
SQL*Server,  HP-UX,  and  S- 
Designer.  Analyzes  s/w  reqs.  and 
performs  testing  and  user  training 
after  development.  Extensive  trav¬ 
el  and  frequent  relocation. 
Master’s  degree  in  one  of  several 
limited  fields:  engineering,  mathe¬ 
matics,  computer  applications  or 
physics.  $66,000/yr.  40  hours/wk., 
9:00  am  -  5:00  pm.  Send  resumes, 
listing  job  order  number  2016817, 
to:  Mr.  Tom  Rusnack,  Manager 
Charleroi  Job  Center,  10  Paluso 
Drive,  P.O.  Box  210,  Charleroi, 


Software  engineer  with  3  years  of 
experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with  3 
years  ot  experience  using  ORA¬ 
CLE  RDBMS,  UNIX  and  C. 
Analyzes  s/w  reqs.  and  performs 
testing  and  user  training  after 
development.  Extensive  travel  and 
frequent  relocation.  Bachelor’s 
degree  in  one  of  several  limited 
fields:  engineering,  mathematics, 
computer  science  or  physics. 
$76,000/yr.  40  hours/wk.,  9:00  am 
-  5:00  pm.  Send  resumes,  listing 
job  order  number  7033378,  to:  Mr. 
Stan  Majesky,  Manager,  Green 
County  Job  Center,  653  East  High 
Street,  Waynesburg,  PA  15370. 


Software  engineer  with  3  years  of 
experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with 
3  years  of  experience  using 
Powerbuilder.  Analyzes  s/w  reqs. 
and  performs  testing  and  user 
training  after  development.  Ex¬ 
tensive  travel  and  frequent  relo¬ 
cation.  Master’s  degree  in  one  of 
several  limited  fields:  engineer¬ 
ing,  mathematics,  computer  sci¬ 
ence  or  physics.  $61,000/yr.  40 
hours/wk.,  9:00  am  -  5:00  pm. 
Send  resumes,  listing  job  order 
number  6016640,  to:  Mr.  James 
Clark,  Manager,  Uniontown  Job 
Center,  32  Iowa  Street,  Union- 
town,  PA  15401. 
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Career  Fair:  March  24-26,  1998 
World  Trade  Center  •  Boston 


Internet/Tech 
Career  Fair 

at  the  Internet  Commerce  Expo 


ICE  Conference:  March  23-26,  1998 


ICE  Exhibits  G  The  Internet  Open:  March  24-26,1998 


Sign  up  NOW  to  exhibit  your  hiring  company 
at  Computerworld’s  Internet/Tech 
Career  Fair  at  the  Internet  Commerce 
Expo  in  Boston. 

#  Be  there  with  thousands  of 

qualified  I.T.  professionals  including: 

•  Application  Software  Developers 

•  Client/Server  &  LAN  Administrators 

•  Commercial  Web  Developers 

•  Computer/Network/Internet  Consultants 

•  Independent  Software  Developers/Value  Added 
Resellers 

•  Internet  &  Web  Consultants 

•  Internet  Technology  Managers 

•  IT  Managers/CIOs 

•  Web  Masters 

To  exhibit  at  the  Career  Fair: 

1-800-343-6474  X8000 

To  attend:  .  _  . . 

www.1dg.com/1ce 

ICE  Career  Fair  Partner:  COMPUTERWORLD 

careers 

ICE  Sponsors: 

IWMM  Microsoft  Intel. 

^TANDEM  UNISYS  BamesandNoble.com 

f  a  Compaq  company 


^  Exhibit  at  Computerworld’s  Internet/Tech  Career  Fair 
Held  on  the  ICE  Show  Floor  and  get: 

•  Live,  in-person  exposure  to  thousands  of  I.T.  professionals 

•  Access  to  all  resumes  provided  by  attendees  as  they 
register  for  Computerworld’s  Career  Fair 

•  Your  recruitment  advertisement  appearing  on  a  special  Career  Fair  ban¬ 
nered  page  in  the  March  1 6  and  March  23  issues  of  Computerworld 

•  Your  recruitment  advertisement  reprinted  in  a  special  Career  Fair  guide 
available  to  thousands  of  ICE  attendees 

•  Your  hiring  company  profile  appearing  in  the  official  ICE  Show  Guide 

•  Your  recruitment  banner  and  up  to  10  jobs  appearing  for  60  days  on 
the  Computerworld  Careers  web  site 

ICE  Draws  Qualified  Professionals  with  the  Industry’s 
Most  Comprehensive  Program 

•  Over  100  Educational  Sessions 

•  Over  200  Expert  Speakers 

•  6  Keynote  Addresses  from  Internet  Industry  Luminaries 

•  Brand  Name  Vendor  Workshops 

•  Professional  Certification  Programs 

•  In-depth  Coverage  of  Today’s 
Most  Vital  Internet  Business  Issues 

•  The  Internet  Open 

•  The  Executive  Conference 

•  The  Internet  Town  Meeting 
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INTERNET  COMMERCE  EXPO 


INTERNET  SOLUTIONS  FOR  THE  ENTERPRISE 
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ICE  Participating  Associations: 


IDG 


BM ASTERS*  GUILD 


An  International  Data  Group  Company 
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Please  put  me  on  ICE! 

I  would  like  more  information  on: 


O  Exhibiting  at  the  Career  Fair  O  Exhibiting  at  ICE  )  Attending  ICE 
Name  _ . 


Title. 


Company  . 
Address  _ 


City/State/Zip . 
Phone  _ 


Fax. 


e-Mail _ _ 

1 1 1  Speen  Street,  P.O.  Box  9 1 07,  Framingham,  MA  01701. 
Phone:  800-667-4ICE  (4423)  Fax:  508-370-4325 


It’s  Not  How  Much 
You  Read. 

You  can  read  a  knee-high  stack  of  computer  magazines 
each  month  and  still  not  find  the  depth  and  breadth  of 
news  and  information  you’ll  discover  each  week  in  the 
pages  of  Computer-world. 

As  the  only  weekly  newspaper  for  IS  professionals, 
Computenvorld  is  filled  with  up-to-the-minute  articles 
on  topics  ranging  from  products  and  people  to  trends  and 
technology.  We  cover  it  all  —  PC’s,  workstations,  mainframes, 
client/server  computing,  networking,  communications, 
open  systems,  World  Wide  Web,  intranets,  and  more. 

It’s  everything  you  need  to  know  to  get  an  edge  on  the 
competition. 

That’s  why  over  152,000  IS  professionals  pay  to  subscribe 
to  Computenvorld.  Shouldn’t  you? 


It’s  What 
You  Read. 

Order  Computenvorld  and  you’ll  receive  51  information- 
packed  issues.  Plus,  you’ll  receive  our  special  bonus 
publication,  The  Premier  100,  an  annual  profile  of  the 
leading  companies  using  information  systems  technology. 

Call  us  toll-free  at  1-800-343-6474,  or  visit  us  on  the 
World  Wide  Web  at  http://www.computerworld.com. 

To  order  by  mail,  use  the  postage-paid  subscription 
card  bound  into  this  issue.  And  get  your  own  copy 
of  Computenvorld. 

Then  you  can  spend  less  time  reading  about  the  world 
of  information  systems.  And  more  time  conquering  it. 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 
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As  a  featured  speaker  at  the  Technology  Summit, 
you'll  have  the  opportunity  to  meet  Donna  personally. 

POSSIBLE 


Maf  h  26-27,  Austin,  Texas 


Creating  New 
Possibilities  for 

WOMEN  TO  ADVANCE 


September  17-18, 
Atlanta,  Georgia 


Octob  e  r  1  9-20, 

Boston,  Massachusetts 

7 


TECHNOLOGY  SUMMIT 

June  24-26, 

Santa  lara,  California 


TECHNOLOGY, 
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800.334.WITI 


Donna  Shirley 

Manager, 

Mars  Exploration  Program 
Board  Member, 

Women  In  Technology  International 

It  was  the  1950's,  and  Donna  Shirley  was  taking 
mechanical  drawing  instead  of  home  economics. 

In  college,  her  advisor  told  her  girls  couldn't  be 
engineers.  She  replied,  "Yes,  I  can." 

On  July  4, 1 997,  the  world  watched  as  the  Sojourner 
Rover  rolled  across  the  rough  terrain  of  Mars. 

Donna  Shirley  led  the  team  that  designed  Sojourner. 

When  asked  what  advice  she  would  give  to  young 
women  who  want  to  be  engineers,  she  replied: 

"Be  brave.  Persevere.  You  have  to  really  want  to 
do  it.  You  have  to  follow  your  passion." 


FREE 


PRODUCT/ 


ATTENTION! 
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The  same  algorithmic  technology  that  made 
PKZIP  DOS  famous  now  drives  enterprise 
networks  onboard  OS/390  CMOS  processors. 

With  PKZIP  MultiPlatform  from  ASi,  you  can 
compress  and  transfer  data  across  1 1  platforms 
from  MVS  to  Windows.  In  today’s  harsh  open 
systems  climate,  it’s  much  more  than  just 
something  nice  to  have. 

So  who  do  Fortune  500  companies  count  on  when 
the  chips  are  down?  ASi.  Start  your  FREE 
EVALUATION  today. 


TTownload 
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%/  Supports  UNIX,  Windows  NT, 
Windows  95,  and  Open  VMS 

%/  Notification  via  numeric  and  alpha 
pagers,  telephones,  and  custom 
methods 

%/  Interfaces  with  all  leading 
system/network  management 
products 

t/  Unlimited  escalation  guarantees 
the  right  people  are  contacted 


Attention!  will  page  you, 
or  call  you  on  the  phone 
when  critical  system 
or  network 
problems  occur. 

l/  Personnel  call  in  to  Attention!  to 
acknowledge  receipt  of  page 

/  Fault  tolerant  design  supports 
redundant  Attention!  servers  for 
immediate  failover 

\/  Event  filtering  suppresses  redundant 
notification  for  same  problem 

l/  Heartbeat  monitoring  guarantees 
systems  and  critical  applications  are 
running  24x7 


www.  attentionsoftware.  com 


2175  N.  Academy  Circle  •  Suite  100  •  Colorado  Springs,  CO  80909 
(719)591-9110  -  fax  (719)  591-9590 


Call  for  free  no  software  800-684-1 684 


Computer  Heal  Thyself! 

Repair  Engine™  fixes  most  Windows  problems 
remotely  and  automatically. 


REPAIR  ENGINE  ENVIRONMENT 

Scan  reveals  problem  Server  reports  it 


Windows  95 
Windows  NT 
Windows  3.1 


Administrator  fixes  it  by 
hand  or  enables  AutoFix " 


MS  Windows  NTS 
SQL  Server 
IIS/FP 


Any  Browser 


Repair  Engine  enables  computers  to  self-heal  under  the  administrator’s  control 


A  Alicomp 

Which  has  serviced  over  1 95  diverse  clients, 
specializes  in  providing  VM,  MV'S,  VSE  service  to  clients  who  need: 

•OUTSOURCING 
•REMOTE  COMPUTING 

•YEAR  2000:  Mainframe  Conversion  Test  Environment 
•TAPE  CONVERSIONS 

•SYSTEMS  PROGRAMMING  &  NETWORKING  SUPPORT  SERVICES 

Industry  j  ^Financial  Services  *Non  Profit  ‘Software  Developers 
Tdudes ■*  /  ‘Healthcare  ‘Manufacturing/Distributing  ‘Publishing 

We  are  the*‘Boutique”  of  the  Computer  Services  World 

Serving  Clients  since  1 980 

(201)  840-4900  •  (800)  274-5556 


“CyberMedia's  Repair  Engine  has  powerful  features  for  fixing  troubled 
desktop  configurations.  It  fixed  all  the  problems  we  set  up  in  our  tests." 
PC  Week  (January  26, 1998) 

“ Automated  management  tools are  the  most  effective  ways  to 

reduce  IS  costs  without  eliminating  the  perceived  value  of  IS." 
MetaGroup  (September,  1997) 


Get  the  Future  Now,  Get  Repair  Engine.  888-350-8550 


VARs  and  Resellers  inquiries  invited. 


CyberMedia 

3000  Ocean  Park  Blvd,  Ste.  2001 
Santa  Monica,  CA  90405 
www.enterprise.cybermedia.com 


CYBERMEDIA' 

slSfH 


Intel  Pentium  II  300  MMX 


•  512k  Pipeline  Cache 

•  64  Meg  EDO  Memory 

•  Mid  Tower  ATX  Case 

•  5.0  Gig  IDE  Hard  Drive 
.  24x  CD-ROM 

•  1.44  Floppy  Drive 


•  64  PCI  Sound  Card 

•  300  Watt  Spkr.  System 

•  Mouse/pad 

•  Keyboard 

•  Gooseneck  Microphone 

•  Multiple  CD  Sftwre.  packs 


$1,359.00 

Monitor  and  Operating  System  sold  separately 


DXM  Computer,  Inc. 

1  (888)  434-0017  •  Fax  1  (401)  434-0260 


www.dxmusa.com 


Price  reflects  a  2.5%  cash  discount.  Prices  subject  to  change  without  notice.  Complete  spec's  visit  our  web  site 
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We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 
Please  write  to: 

Computerworld,  P.O.  Box  2043,  Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable  source  of  information  for  you 
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Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine  label. 
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The  Week  in  Stocks 


Gainers 


e 


Losers 
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PERCENT 


Concentric  Network  Corp.  (H) . 40.6 

ObjectShare,  Inc.  (H) . 24.6 

SCO  Inc . 21.4 

PSINet  . 19.1 

Ardent  Software  (H) . 16.3 

Newbridge  Networks  Corp . 14.6 

Business  Objects  . 14.2 

IPL  Systems  Inc . 13.3 

[3d 

Lucent  Tech.  (H) . 10.13 

SEI  Corp.  (H) . 5.50 

Concentric  Network  Corp.  (H) . 5.38 

Computer  Sciences . 5.19 

America  On-Line  (H) . 4.94 

Northern  Telecom  Ltd . 4.75 

Sterling  Software  Inc.  (H) . 4.69 

Compuware  Corp.  (H) . 4.63 


Compag  Computer  Corp . ...-10.2 

Centura  Software  . -10.0 

Bay  Networks  Inc . -9.9 

Network  Computing  Devices . . . -9.7 

Checkpoint  Software  Technologies . -9.0 

Storage  Computer  Corp . -8.8 

SynOpsys . . . -8.8 

NEC  America  . . -7.5 


Dell  Computer  Corp . -4.72 

NEC  America  . -4.25 

Checkpoint  Software  Technologies . -3.50 

Bay  Networks  Inc . . . -3.06 

SynOpsys . -2.94 

Compag  Computer  Corp . -2.88 

Digital  Equipment  Corp . „..-2.69 

Stratus  Computer  Inc . -2.38 


1  N  P  U  S  T  R  Y  ALMANAC 


Gorillas  in  the  mist 

With  leading  technology  stocks  taking  a  dive  recently, 
the  book  The  Gorilla  Game  from  HarperCollins  Pub¬ 
lishers,  Inc,  due  in  April,  offers  investors  a  long-term 
buying  strategy  for  those  traditionally  volatile  shares. 

Q:  Who  is  the  “gorilla?” 

A:  The  gorilla  is  a  company  that  emerges  and  has  ownership 
in  a  product  space  through  a  proprietary  set  of  technologies 
or  architectures,  says  co-author  Paul  Johnson,  a  senior  tech¬ 
nology  analyst  at  BancAmerica  Robertson  Stephens  in  New 
York.  This  is  typical  of  the  computer  market,  where  the  most 
widely  used  product  morphs  into  an  industry  standard.  Goril¬ 
las  include  Cisco  Systems,  Inc.  (Nasdaq:CSCO),  Intel  Corp. 
(Nasdaq:INTC),  Microsoft  Corp.  (Nasdaq:MSFT)  and  Oracle 
Corp  (Nasdaq:ORCL). 

Q;  How  does  the  game  work? 

A:  Investors  must  try  to  spot  high-tech 
market  segments  that  are  experiencing  hy¬ 
pergrowth,  which  in  the  past  have  includ¬ 
ed  client/server  software  suites,  network¬ 
ing  technology  and  PC  software.  They  then 
must  buy  up  all  the  players  they  think 
could  possibly  become  the  gorilla  down 
the  road,  a  process  that  can  take  years.  At 
that  point,  investors  have  to  show  pa¬ 
tience  and  let  the  market  determine  who  the  gorilla  really  is. 
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Q:  Couldn’t  you  lose  money  on  shares  that  don’t  pan  out? 

A:  There  is  that  chance,  but  most  likely  the  eventual  gorilla 
stock  will  perform  so  well  that  its  gains  will  outpace  any  poor 
performance  of  other  stocks  that  you  hold,  Johnson  says.  The 
goal  is  to  limit  the  traditional  volatile  trading  in  high-tech 
stocks  while  building  long-term  investments.  But  investors 
must  be  ready  to  sell  off  their  gorilla  stocks  eventually,  he 
warned,  because  someday  a  gorilla’s  dominance  in  one  seg¬ 
ment  could  be  obliterated  by  emerging  technologies. 

Q:  How  do  recent  problems  with  some  PC  stocks  affect  “goril¬ 
la  game”  players? 

A:  In  Intel’s  case,  there  isn’t  cause  for  worry  because  gorilla 
stocks  are  resilient  and  are  still  great  investments.  As  for 
Compaq  Computer  Corp.’s  troubles,  they  aren’t  a  gorilla  can¬ 
didate  because  they  do  not  own  standards  in  the  PC  hard¬ 
ware  market.  This  means  gorilla  game  players  have  to  avoid 
the  likes  of  Dell  Computer  Corp.,  which  has  been  the  best 
high-tech  stock  performer  in  the  past  three  years.  Still,  the 
game  is  not  about  owning  every  stock  that  goes  up,  but 
bringing  sanity  and  strategy  to  investments.  —  Tim  Ouellette 
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0.50 

11.9 

CNCX 

18.75 

7.88 

Concentric  Network  Corp.  (H) 

18.63 

5.38 

40.6 

DIGI 

32.75 

17.00 

DSC  Communications 

18.06 

-0.13 

-0.7 

FORE 

24.88 

10.00 

FORE  Systems  Inc. 

15.00 

0.00 

0.0 

GDC 

9.50 

3.25 

General  Datacomm  Inos. 

4.50 

0.38 

9.1 

GSX 

53.00 

36.13 

General  Signal  Networks 

40.63 

-0.06 

-0.2 

GTE 

56.00 

40.50 

GTE  Corp.  (H) 

55.81 

0.81 

1.5 

LU 

117.19 

48.88 

Lucent  Tech.  (H) 

117.19 

10.13 

9.5 

MADGF 

10.13 

3.25 

Madce  Networks  NV 

6.06 

-0.13 

-2.0 

MCIC 

48.47 

27.31 

MCI  Com  mm  unications  Corp. 

46.50 

-0.75 

-1.6 

NETM 

5.25 

2.09 

NetManace  Inc. 

2.72 

0.00 

0.0 

NTRX 

3.50 

0.63 

Netrix  Corp. 

1.59 

0.09 

6.3 

NCDI 

14.50 

5.88 

Network  Computing  Devices 

11.69 

-1.25 

-9.7 

NWK 

22.38 

11.25 

Network  Equipment  Tech. 

15.81 

-0.69 

-4.2 

NN 

69.38  • 

18.94 

Newbridge  Networks  Corp. 

27.06 

3.44 

14.6 

NT 

58.56 

31.06 

Northern  Telecom  Ltd. 

58.56 

4.75 

8.8 

NOVL 

11.13 

6.28 

Novell  Inc. 

10.38 

-0.25 

-2.4 

ODSI 

18.63 

5.19 

Optical  Data  Systems  Inc. 

6.38 

-0.50 

-7.3 

PCTL 

15.38 

5.63 

PICTURETEL  CORP. 

7.19 

0.53 

8.0 

PTON 

3.50 

0.97 

Proteon  Inc. 

1.09 

0.00 

0.0 

RACO 

4.13 

1.00 

Racotek  Inc. 

2.94 

0.31 

11.9 

RADS 

29.38 

7.00 

Radiant  Systems  Inc 

20.00 

0.25 

1.3 

RETX 

7.63 

3.38 

Retix 

4.69 

-0.13 

-2.6 

SBC 

79.50 

49.25 

SBC  Communications 

79.50 

2.50 

3.2 

SFA 

24.94 

14.00 

Scientific  Atlanta  Inc. 

19.63 

0.50 

2.6 

SHVA 

16.44 

8.06 

Shiva  Corp. 

12.00 

-0.06 

-0.5 

FON 

69.94 

41.88 

Sprint  Corp.  (H) 

68.50 

0.19 

0.3 

QWST 

39.81 

13.19 

QWest  Communications  (H) 

39.00 

2.50 

6.8 

SMSC 

18.13 

8.00 

Standard  Microsystems  Corp. 

8.75 

-0.56 

-6.0 

USW 

55.00 

31.13 

U  S  West  Inc. 

54.19 

0.50 

0.9 

XIRC 

18.75 

7.50 

Xircom 

11.94 

-0.44 

-3.5 

XYLN 

26.38 

12.38 

Xylan  Corp. 

23.75 

-0.25 

-1.0 

PCs  and  Workstations 

OFF 

-2.2% 

AAPL 

29.56 

12.75 

Apple  Computer  Inc. 

26.25 

2.25 

9.4 

CPQ 

39.75 

14.25 

Compaq  Computer  Corp. 

25.19 

-2.88 

-10.2 

DELL 

71.94 

15.19 

Dell  Computer  Corp. 

63.25 

-4.72 

-6.9 

GTW 

46.25 

19.38 

Gateway  2000  Inc. 

39.69 

1.50 

3.9 

HWP 

72.94 

48.13 

Hewlett  Packard  Co. 

61.63 

-1.00 

-1.6 

MUEI 

25.38 

8.44 

Micron  International  Inc. 

11.69 

-0.44 

-3.6 

NIPNY 

74.00 

48.63 

NEC  America 

52.38 

-4.25 

-7.5 

SGI 

30.31 

10.94 

Silicon  Graphics 

13.81 

-0.69 

-4.7 

SUNW 

53.31 

25.88 

Sun  Microsystems  Inc. 

43.75 

0.69 

1.6 

Large  Systems 

OFF 

-0.7% 

DGN 

37.94 

13.38 

Data  General  Corp. 

18.13 

0.31 

1.8 

DEC 

62.63 

25.00 

Digital  Equipment  Corp. 

50.31 

-2.69 

-5.1 

BM 

113.50 

63.63 

IBM 

99.63 

0.19 

0.2 

MDCD 

5.75 

2.88 

Meridian  Data  Inc. 

3.38 

0.00 

0.0 

NCR 

43.38 

25.63 

NCR  Corp 

33.88 

1.13 

3.4 

PRCM 

18.63 

7.00 

ProCom  Technology,  Inc. 

8.75 

-0.31 

-3.4 

SQNT 

31.25 

14.50 

Sequent  Computer  Sys. 

19.63 

-1.34 

-6.4 

TEXM 

6.00 

2.19 

Texas  Micro  Inc 

3.75 

0.00 

0.0 

SRA 

60.75 

28.75 

Stratus  Computer  Inc. 

44.25 

-2.38 

-5.1 

UIS 

19.88 

5.75 

Unisys  Corp.  (H) 

19.88 

1.38 

7.4 

Software 

UP  2.4% 

ADBE 

53.13 

32.50 

Adobe  Systems  Inc. 

44.06 

-0.31 

-0.7 

AMSWA 

15.63 

5.38 

American  Software  Inc. 

7.28 

-0.47 

-6.0 

APLX 

12.50 

3.13 

Applix  Inc. 

5.63 

-0.19 

-3.2 

ARSW 

53.25 

17.00 

Arbor  Software 

45.75 

4.06 

9.7 

ARDT 

13.38 

5.88 

Ardent  Software  (H) 

13.38 

1.88 

16.3 

ARSC 

32.50 

17.75 

Aris  Corp. 

28.88 

1.75 

6.5 

ADSK 

51.13 

28.88 

Autodesk  Inc. 

45.91 

-1.59 

-3.4 

BGSS 

45.50 

27.50 

BGS  Systems  Inc. 

44.56 

0.06 

0.1 

BMCS 

82.75 

39.63 

BMC  Software  Inc.  (H) 

80.69 

3.56 

4.6 

BOOL 

38.50 

19.63 

Boole  and  Babbage 

35.38 

-0.13 

-0.4 

BORL 

12.19 

5.88 

Borland  Int  l  Inc. 

9.47 

0.53 

5.9 

BOBJY 

15.63 

6.63 

Business  Objects 

15.63 

1.94 

14.2 

CAYN 

4.63 

0.94 

Cayenne  Software  Inc. 

2.38 

-0.09 

-3.8 

CNTRC 

5.06 

0.88 

Centura  Software 

1.69 

-0.19 

-10.0 

CHKPF 

50.50 

16.25 

Checkpoint  Software 

35.25 

-3.50 

-9.0 

COGNF 

35.00 

17.63 

Cognos  Inc. 

26.00 

0.69 

2.7 

CA 

58.63 

24.88 

Computer  Associates 

51.38 

0.13 

0.2 

CPWR 

46.38 

14.63 

Compuware  Corp.  (H) 

45.88 

4.63 

11.2 

CSRE 

15.75 

4.25 

Comshare  Inc. 

7.88 

0.13 

1.6 

COSFF 

7.13 

1.40 

Corel  Corp. 

2.19 

0.06 

2.9 

DWTI 

5.38 

2.13 

Dataware  Technologies  Inc. 

3.88 

0.31 

8.8 

FILE 

38.38 

9.50 

Filenet  Corp.  (H) 

36.75 

3.75 

11.4 

FRTE 

26.75 

4.94 

Forte  Software 

6.44 

0.50 

8.4 

FTPS 

7.25 

1.50 

FTP  Software  Inc. 

2.25 

0.16 

7.5 

GPSI 

35.50 

20.38 

Great  Plains  Software,  Inc 

30.00 

-0.94 

•3.0 

HUMCF 

54.25 

22.00 

Hummingbird  Comm.  Ltd. 

35.25 

-1.25 

-3.4 

HYSW 

46.00 

13.00 

Hyperion  Software  Corp. 

40.81 

1.59 

4.1 

RIC 

20.00 

11.75 

Information  Resources 

14.13 

•0.69 

•4.6 

FMX 

17  88 

4.00 

Informix  Corp. 

7.75 

0.19 

2.5 

NGR 

14.19 

6.25 

Intergraph  Corp. 

9.25 

-0.13 

-1.3 

LEAF 

4.00 

0.81 

Interleaf  Inc. 

2.75 

•0.16 

•5.4 

SLI 

21.25 

6.25 

Intersolv  Inc. 

14.94 

0.06 

0.4 

NTU 

53.25 

21.25 

Intuit  Inc. 

47.75 

0.19 

0.4 

DEC 

40.63 

24.88 

J.D.  Edwards  Co. 

29.31 

•1.44 

-4.7 

TLC 

21.00 

5.50 

Learning  Co.  (The)  (H) 

20.50 

1.69 

9.0 

LGWX 

12.88 

4.13 

Locic  Works 

11.06 

0.06 

0.6 

MAPS 

14.25 

7.88 

MapInfo  Corp. 

12.38 

0.25 

2.1 

MATH 

4.63 

2.19 

MathSoft 

3.06 

-0.09 

•3.0 

MENT 

13.13 

6.50 

Mentor  Graphics 

10.56 

0.38 

3.7 

MIFGY 

60.63 

18.38 

Micro  Focus  (H) 

56  88 

-0.63 

•1.1 

MGXI 

11  88 

4.50 

Micrografx  Inc. 

10.88 

-0.81 

•7.0 

MSFT 

86  00 

43.75 

Microsoft  Corp 

81.81 

•0.13 

■0.2 

OBJS 

2.38 

0.44 

ObjectShare,  Inc.  (H) 

2.22 

0.44 

24.6 

OMTL 

15.00 

8.25 

Omtool  Ltd 

11.25 

0.25 

2.3 

ORCL 

42.13 

17.75 

Oracle  Corp. 

27.81 

1.31 

5.0 

PMTC 

33  38 

18.75 

Parametric  Technology  (H) 

33.06 

2.88 

9.5 

PS  FT 

51.38 

15.31 

Peoplesoft  (H) 

51  38 

4.50 

9.6 

PTEC 

1838 

11.00 

Phoenix  Technologies 

12.63 

0  38 

•2.9 

PSQL 

22.38 

6.50 

Platinum  Software  (H) 

1994 

0.44 

2.2 

PUT 

31.13 

10.25 

Platinum  Technology 

26.69 

0.50 

1.9 

PROS 

2863 

14.38 

Progress  Software  Corp.  (H) 

26  50 

•1.38 

-4.9 

RNBO 

30.00 

13.75 

Rainbow  Technologies  Inc. 

24.25 

063 

2.6 

REDB 

21.00 

5.00 

Red  Brick  Systems  Inc. 

5.56 

0.31 

6.0 

ROSS 

594 

1.75 

Ross  Systems.  Inc. 

297 

0.03 

1.1 

SAPE 

46  50 

15.00 

Sapient  Corp.  (H) 

44.75 

2.22 

5.2 

SCOC 

7.25 

3.13 

SCO  Inc. 

5.31 

094 

21.4 

Exch  52-Week  Range  Mar.  12  Wk  Net  Wk  Pct 

2pm  change  change 


SDTI 

44.38 

21.00 

Security  Dynamics  Tech. 

34.50 

1.06 

3.2 

SOTA 

22.25 

8.88 

State  of  the  Art  (H) 

22.00 

0.00 

0.0 

SSW 

55.94 

27.38 

Sterling  Software  Inc.  (H) 

55.94 

4.69 

9.1 

SDRC 

30.00 

15.25 

Struct.  Dynamics  Research 

26.38 

•0.56 

•2.1 

SYBS 

23.63 

6.88 

Sybase  Inc. 

10.13 

0.19 

1.9 

SYMC 

27.75 

12.00 

Symantec  Corp. 

25.25 

0.47 

1.9 

SNPS 

47.13 

21.75 

SynOpsys 

30.63 

-2.94 

-8.8 

SSAX 

17.63 

3.88 

System  Software  Assoc. 

7.44 

0.03 

0.4 

SYSF 

14.50 

3.00 

SYSTEMSOFT  CORP. 

3.94 

0.25 

6.8 

BAANF 

46.25 

20.00 

The  Baan  Co. 

44.50 

0.63 

1.4 

TRUV 

5.19 

1.50 

Truevision  Corp. 

2.19 

0.16 

7.7 

VSIO 

48.13 

18.13 

Visio  Corp. 

39.25 

-0.75 

-1.9 

WALK 

18.25 

10.50 

Walker  Interactive  Systems 

18.13 

1.19 

7.0 

WALL 

29.13 

11.31 

Wall  Data  Inc. 

15.25 

-0.06 

-0.4 

WANG 

29.59 

16.00 

Wang  Laboratories  Inc. 

28.38 

-0.94 

•3.2 

Internet 

UP  43% 

AMZN 

88.25 

15.75 

Amazon.com  (H) 

80.44 

4.31 

5.7 

AOL 

126.44 

38.63 

America  On-Line  (H) 

125.06 

4.94 

4.1 

ATHM 

38.13 

16.63 

At  Home  Corp.  (H) 

36.75 

1.88 

5.4 

EDFY 

22.13 

8.88 

Edify  Corp. 

17.81 

0.94 

5.6 

XCIT 

59.25 

7.50 

Excite,  Inc.  (H) 

51.06 

2.69 

5.6 

SEEK 

22.88 

4.38 

Infoseek  Corp.  (H) 

20.00 

1.56 

8.5 

LCOS 

48.75 

11.19 

Lycos  Inc.  (H) 

43.06 

-1.56 

•3.5 

NSCP 

49.50 

14.88 

Netscape  Comm.  Corp. 

18.94 

-0.44 

•2.3 

NSOL 

26.75 

11.75 

Network  Solution  Inc 

24.50 

2.13 

9.5 

OMKT 

19.75 

6.50 

Open  Market  Inc. 

18.75 

0.38 

2.0 

PEGS 

27.13 

12.50 

Pegasus  Systems  (H) 

25.13 

0.13 

0.5 

PSIX 

10.13 

4.25 

PSINet 

10.13 

1.63 

19.1 

QDEK 

3.94 

1.19 

Quarterdeck  Corp. 

2.09 

0.03 

1.5 

SCUR 

14.81 

4.75 

Secure  Computing  Corp. 

11.63 

•0.38 

•3.1 

SPYG 

12.00 

4.06 

Spyglass  Inc. 

8.81 

0.44 

5.2 

YHOO 

92.38 

14.69 

Yahoo!  Inc.  (H) 

83.50 

3.88 

4.9 

Semiconductors  OFF  -0.3% 

AMD 

48.50 

17.13 

Advanceo  Micro  Devices 

22.00 

0.06 

0.3 

ADI 

36.69 

21.00 

Analog  Devices  Inc. 

33.56 

1.44 

4.5 

CRUS 

17.75 

8.00 

Cirrus  Logic 

10.25 

-0.38 

-3.5 

CY 

18.94 

7.38 

Cypress  Semiconductor  Corp. 

8.81 

0.19 

2.2 

NTC 

102.00 

62.88 

Intel  Corp. 

76.50 

-1.38 

•1.8 

LSCC 

74.50 

39.75 

Lattice  Semiconductor 

50.75 

1.75 

3.6 

LSI 

46.88 

18.63 

LSI  Logic  Corp. 

22.75 

0.06 

0.3 

MCRL 

46.88 

13.00 

Micrel  Semiconductor  Inc. 

37.38 

0.13 

0.3 

MU 

60.06 

22.00 

Micron  Technology 

34.81 

-0.69 

1.9 

MOT 

90.50 

52.00 

Motorola  Inc.  (L) 

54.88 

1.25 

2.3 

NSM 

42.88 

19.63 

National  Semiconductor  (L) 

21.13 

-0.31 

-1.5 

RMBS 

86.75 

26.88 

Rambus  Inc 

43.25 

-1.25 

•2.8 

TXN 

71.25 

35.81 

Texas  Instruments 

54.13 

-1.75 

•3.1 

VLSI 

38.69 

16.38 

VLSI  Technology 

18.25 

-0.38 

•2.0 

XLNX 

58.50 

28.50 

XlLINX 

44.63 

-0.25 

■0.6 

Peripherals  and  Subsystems 

UP  0.7% 

ADPT 

54.25 

19.50 

Adaptec  Inc. 

23.50 

•0.75 

-3.1 

APCC 

34.38 

15.25 

American  Power  Conversion 

27.50 

-0.06 

-0.2 

CREAF 

29.38 

8.63 

Creative  Technology  Ltd. 

22.88 

0.50 

2.2 

RACE 

17.25 

2.13 

Data  Race  Inc. 

2.63 

•0.06 

•2.3 

DTM 

11.13 

7.88 

Dataram  Corp. 

10.75 

0.63 

6.2 

EMC 

39.25 

15.88 

EMC  Corp. 

36.81 

0.38 

1.0 

EMLX 

21.25 

10.00 

Emulex  Corp. 

11.00 

-0.13 

•1.1 

ESCC 

35.88 

22.13 

Evans  and  Sutherland 

28.50 

-0.25 

-0.9 

EXBT 

16.50 

5.63 

Exabyte 

7.75 

-0.13 

•1.6 

ISLF 

2.06 

0.94 

Intelligent  Info.  Systems 

0.97 

-0.06 

-6.1 

OM 

16.75 

7.06 

Iomega  Corp. 

8.50 

-0.44 

-4.9 

PLS 

2.81 

0.94 

IPL  Systems  Inc. 

2.13 

0.25 

13.3 

KMAG 

35.38 

11.75 

Komag  Inc. 

14.00 

0.00 

0.0 

MTSI 

34.88 

13.00 

Micro  Touch  Systems  Inc. 

16.75 

0.50 

3.1 

MTIC 

17.88 

3.50 

MTI  Technology  Corp. 

14.88 

0.75 

5.3 

AQM 

23.06 

2.25 

QMS  Inc. 

3.63 

•0.13 

•3.3 

QNTM 

43.25 

16.88 

Quantum  Corp. 

22.19 

0.50 

2.3 

RDUS 

8.13 

1.88 

Radius  Inc. 

3.13 

0.00 

0.0 

SEG 

54.25 

17.75 

Seacate  Technology 

23.19 

1.31 

6.0 

SOS 

17.50 

5.00 

Storage  Computer  Corp. 

5.81 

•0.56 

•8.8 

STK 

70.50 

33.25 

Storace  Technology 

69.50 

-0.06 

-0.1 

TEK 

46.44 

32.25 

Tektronix  Inc. 

45.50 

0.94 

2.1 

WDC 

54.75 

14.50 

Western  Digital  Corp. 

17.38 

0.69 

4.1 

XRX 

97.13 

54.75 

Xerox  Corp.  (H) 

95.00 

4.25 

4.7 

Services 

UP  1.3% 

AMSY 

30.00 

17.63 

American  Mgmt.  Systems  (H) 

28.00 

•2.00 

•6.7 

ANLY 

36.50 

14.19 

Analysts  Int  l 

33.75 

-1.25 

•3.6 

AUD 

64.56 

26.56 

Auto  Data  Processing  (H) 

63.44 

•0.13 

•0.2 

CATP 

49.16 

21.25 

Cambridge  Tech.  Partners  (H) 

49.16 

1.84 

3.9 

CEN 

50.63 

29.50 

Cerioian  Corp.  (H) 

49.69 

1.69 

3.5 

CDO 

42.25 

18.38 

Comdisco  Inc. 

42.13 

0.88 

2.1 

CPU 

38.00 

15.50 

CompUSA  Inc. 

28.69 

1.56 

5.8 

CHRZ 

53.50 

17.75 

Computer  Horizons 

50.50 

1.00 

2.0 

CSC 

113.50 

57.88 

Computer  Sciences 

101.00 

5.19 

5.4 

TSK 

49.38 

16.63 

Computer  Task  Group 

39.69 

1.94 

5.1 

EGGS 

12.75 

3.63 

Egchead  Discount  Software  (H) 

11.44 

0.63 

5.8 

EDS 

46.75 

29.56 

Electronic  Data  Systems  Corp. 

44.75 

1.63 

3.8 

ICO 

39.63 

19.75 

Inacom  Corp. 

31.94 

0.50 

1.6 

INEL 

7.50 

2.25 

Intelligent  Electronics 

7.09 

•0  09 

•1.3 

KEA 

49.13 

14.63 

Keane  Inc. 

46.88 

•0.81 

•1.7 

MICA 

29.75 

10.06 

Microace  Inc. 

13.50 

0.25 

1.9 

PAYX 

56.00 

25.63 

Paychex  (H) 

54.25 

2.63 

5.1 

PMS 

78.00 

41.50 

Policy  Management  Sys.  (H) 

74  88 

•2.31 

-3.0 

REY 

28.50 

13.75 

Reynolos  and  Reynolds 

21.25 

•0.25 

-1.2 

SCBI 

22.25 

10.69 

SCB  Computer  Tech.  Inc. 

18.50 

-0.50 

-2.6 

SEIC 

67.75 

18.75 

SEI  Corp.  (H) 

67.00 

5.50 

8.9 

SMS 

78.00 

36.75 

Shared  Medical  Systems 

72.88 

-1  88 

*2.5 

SSPE 

24.25 

10.00 

Software  Spectrum  Inc. 

20.00 

081 

4.2 

SOS 

35.13 

20.75 

Suncaro  Data  Systems 

32.75 

-1  88 

•5.4 

VST 

17.25 

6.50 

VanStar  Corp. 

13.00 

0.25 

2.0 

KEY:  (H)  «  New  annual  high  reached  in  period  (L)  -  New  annual 
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many  companies.  “The  notion 
of  dealing  with  handhelds  or 
remote  access  is  a  peripheral 
issue,”  said  Emil  Kobylecki,  ex¬ 
ecutive  director  of  the  Help 
Desk  Institute  in  San  Francisco. 
“Companies  are  overwhelmed 
with  databases  and  vendor  sup¬ 
port  and  PCs  and  service.  The 
notion  of  dealing  with  hand¬ 
helds  is  seen  as  just  another  de¬ 
vice.  I  think  that  could  end  up 
biting  people  in  the  end.” 

HELP  NEEDED 

Eric  Martin,  lead  LAN/WAN 
engineer  at  Harley-Davidson, 
Inc.  in  York,  Pa.,  which  uses 
more  than  ioo  3Com  Corp. 
PalmPilots,  said  handheld  users 
are  putting  more  pressure  on 
the  help  desk  to  keep  up  with 
new  applications. 

“A  week  doesn’t  go  by  when  I 
don’t  discover  a  couple  of  others 
that  have  acquired  them,”  Mar¬ 
tin  said  of  his  PalmPilot  users. 
“They  need  assistance.” 

Martin  said  palmtop  users 
call  in  to  a  central  help  desk 
number,  often  with  requests  for 
assistance  with  a  remote  IP 
connection  or  to  get  their  elec¬ 
tronic  mail  hooked  up. 

The  more  technical  questions 
about  handhelds  are  routed  to 
those  of  the  15  help  desk  staffers 
who  understand  how  to  install 
and  use  new  PalmPilot  applica¬ 
tions,  he  said. 

LACK  OF  COMMUNICATION 

Terry  Richards,  information 
technology  manager  at  the  Na¬ 
tional  Association  of  Realtors, 
said  it  is  difficult  to  keep  every¬ 
one  on  the  help  desk  informed 
about  new  handheld  applica¬ 


tions.  They  are  often  installed  by 
users  rather  than  information 
systems  and  can  come  with  con¬ 
nectivity  problems  unique  to 
mobile  users. 

CHECK  IT  OUT 

The  Washington-based  associa¬ 
tion,  which  uses  PalmPilots  and 
Hewlett-Packard  Co.  handhelds, 
is  beta-testing  an  Internet  ser¬ 
vice  provider  for  using  E-mail 
with  the  devices. 

“Our  challenge  is  making 
sure  a  new  application  works 
with  our  hardware  and  on 
our  network,”  Richards  said. 
“Sometimes  a  person  buys  in  to 
hype,  and  we’re  forced  to  get  it 
to  work  for  them." 

Corporations  need  to  hire 
more  help  desk  staffers  with 
mobile  computing  expertise  and 
train  their  help  desk  staff  on  is¬ 
sues  such  as  modem  technol¬ 
ogy,  using  Windows  NT  on 
notebooks,  communications 
protocols,  data  syncing  between 
PCs  and  handhelds  and  E-mail 
access,  said  Jack  Gold,  an  ana¬ 
lyst  at  Meta  Group,  Inc.  in  Stam¬ 
ford,  Conn. 

That  expertise  can  help  curb 
support  costs.  It  costs  up  to  50% 
more  to  support  a  mobile  user, 
or  about  $50  per  help  desk  call, 
compared  with  $20  to  $25  per 
desktop  user,  Gold  said. 

“People  are  not  yet  panicked, 
but  they’re  concerned”  about 
mobile  calls  flooding  the  help 
desk,  Gold  said. 

“Now  it’s  a  laptop.  In  a  couple 
of  years,  it  will  be  Windows  CE 
devices,  Jupiter  [subnotebooks] 
and  PalmPilots  connected  to  a 
[virtual  private  network]  or  mo¬ 
dem,”  he  said.  □ 
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percentage  point  is  meaning¬ 
ful,”  said  Jamie  O’Neill,  chief 
operating  officer.  Even  more 
encouraging:  The  time  between 
first  registration  and  first  pur¬ 
chase  is  decreasing,  he  said. 

Industry  observers  said  sever¬ 
al  factors  are  combining  to  ease 
initial  fears. 

As  more  people  buy  items  on¬ 
line  without  incident,  they  are 
spreading  the  word  and  then 
others  try  to  make  online  pur¬ 
chases,  analysts  said. 

Society  in  general  is  getting 
more  accustomed  to  using  the 
Internet,  and  sites  are  becoming 
more  sophisticated  at  address¬ 
ing  shopper  unease. 

REDUCED  HYPE 

And  publicity  over  security 
threats  seems  to  have  waned, 
said  Brian  Sugar,  new-media 
director  at  J.  Crew  Group,  Inc.  in 
New  York.  “The  real  reason  why 
people  were  scared  and  now 
they’re  not  is  [that]  traditional 
media  sources  have  stopped 
writing  bad  stories  about  it,”  he 
said.  “Back  in  the  height  of  the 
media  coverage,  we  definitely 
got  E-mail  [with  security  ques¬ 
tions].” 

One  way  to  encourage  con¬ 
sumers  to  buy  is  to  explain  secu¬ 
rity  and  privacy  issues  up  front 
on  a  site,  said  Ron  Frey,  Internet 
business  manager  at  Lands’ 
End,  Inc.  in  Dodgeville,  Wis. 

The  company’s  detailed  secu¬ 
rity  statement  “got  a  great  re¬ 
sponse  from  our  customers,”  he 
said.  “The  number  of  questions 
as  far  as  credit-card  security  has 
declined.” 

With  the  dramatic  rise  in 
affluent  investors  putting  bank¬ 
ing  and  stock  portfolios  on  the 
Web,  it  is  clear  that  Internet- 
based  businesses  can  win  con¬ 
sumers'  trust,  argued  Chris  Ste¬ 
vens,  an  analyst  at  Aberdeen 
Group,  Inc.  in  Boston. 

“They’ve  not  become  more 
comfortable  with  Internet  trans¬ 
actions,”  he  said.  “They’ve  be¬ 
come  more  confident  in  Inter¬ 
net  merchants.” 

TRICKY  METRICS 

Getting  a  handle  on  how  con¬ 
sumers  react  to  security  con¬ 
cerns  is  a  tricky  business. 

Although  83%  of  Internet 
users  said  their  main  concern 
about  online  shopping  is  pay¬ 
ment  security,  59%  of  them  said 
they  used  their  credit  cards  on¬ 
line  anyway,  according  to  a  poll 
of  500  consumers  last  Novem¬ 
ber  commissioned  by  the  Better 


Business  Bureau.  “You  can’t  re¬ 
ly  on  what  people  say,”  Stevens 
said.  “What  they  do  online  is 
very  different  from  what  they 
say.” 

Stevens  dismisses  the  many 
surveys  that  demonstrate  large 
consumer  concern. 

He  says  most  people  will  say 
“yes”  when  asked  if  they  are 
worried  about  online  security, 
much  like  many  people  might 
say  they’re  “worried”  about 
crime  but  haven’t  necessarily 
bought  more  locks  for  their 
doors. 

But  although  more  Web  surf¬ 
ers  are  buying  products  online, 
some  in  the  industry  said  more 
needs  to  be  done  to  broaden  the 
appeal  of  Web  shopping. 

“You  have  a  very  elite  group 
of  transactors,”  said  Josh  Bern- 
off,  an  analyst  at  Forrester 


IN  THE  CARDS 


83% 


59% 


Internet  users 
concerned  about 
payment  security 

Internet  users  who 
have  used  a  credit 
card  online 


170A  Online  shoppers 
'  who  ordered 

online  but  paid  the 
bill  off-line 

Source:  500  Internet  users 

Source:  Cybershoppers  Research  Report  survey, 
commissioned  by  the  Better  Business  Bureau  and 
conducted  by  Greenfield  Online,  November  1997 


Research,  Inc.  in  Cambridge, 
Mass. 

The  online  shopping  industry 
needs  “Joe  AOL”  to  feel  com¬ 
fortable  buying,  he  said,  “and 
we’re  a  long  way  from  that  hap¬ 
pening.”  □ 


Ready,  SET,  gone? _ 

As  consumers  grow  more  comfortable  with  sending  credit-card 
data  over  the  Internet,  is  there  still  a  need  for  the  Secure  Electronic 
Transaction  (SET)  protocol  that  is  being  developed  by  major  finan¬ 
cial  institutions? 

“That’s  the  $64,000  question,”  said  Judy  Neuman,  vice  presi¬ 
dent  of  interactive  media  at  Eddie  Bauer,  Inc  in  Redmond,  Wash. 
“I  don’t  know.”  The  case  for  SET  is  a  little  diminished  from  a  year 
ago,  she  said. 

SET  would  add  several  protections  to  basic  encryption.  Consum¬ 
ers  would  use  a  software  “wallet”  with  a  digital  certificate  that 
proves  their  identity,  making  it  harder  for  someone  to  use  a  stolen 
credit  card  or  to  claim  that  an  item  wasn’t  ordered  after  the  fact. 

The  standard  is  backed  by  Visa  International,  Inc.,  MasterCard 
International,  Inc.  and  American  Express  Co.  along  with  several  in¬ 
fluential  vendors,  including  IBM.  A  major  marketing  campaign  by 
such  powerhouses  could  conceivably  convince  the  public  that  SET 
is  necessary  for  secure  Internet  buying.  For  now,  the  protocol  is 
still  in  pilot  tests. 

Critics  complained  that  SET  has  been  way  too  slow  to  develop 
and  will  be  complicated  for  both  consumers  and  merchants  to  use 

“SET’s  a  really  complex  solution  that's  going  to  require  a  lot 
from  the  consumer  at  the  end  of  the  day,”  said  Scott  Smith,  an 
analyst  at  Current  Analysis,  Inc.  in  Sterling,  Va. 

Most  executives  who  run  World  Wide  Web  businesses  said  they 
are  watching  as  SET  develops.  If  consumers  want  SET  in  order  to 
feel  more  secure,  the  merchants  said  they  will  implement  it. 

“I  don’t  think  we  need  it,”  said  Brian  Sugar,  new-media  director 
at  J.  Crew  in  New  York.  But  if  SET  would  boost  customer  confi¬ 
dence,  j.  Crew  might  implement  it  after  weighing  the  costs  and 
likely  return  on  investment,  Sugar  said. 

For  now,  most  credit-card  transactions  use  Secure  Sockets  Layer 
technology,  which  encrypts  the  credit-card  number  as  it  is  sent 
over  the  Internet.  Several  SET  pilots  are  under  way,  but  Stevens 
said  he  didn’t  find  a  single  real-world  Web  site  in  the  U.S.  using  it 
for  non-beta  activity.  And  merchants  don’t  receive  the  actual 
credit-card  number  with  a  SET  transaction,  just  an  authorization. 
The  card  numbers  don’t  reside  on  their  servers,  tempting  hackers. 

Backers  said  SET,  or  something  like  it,  will  become  more  impor¬ 
tant  as  electronic  commerce  evolves. 

“You  need  to  ensure,  and  continue  to  ensure,  the  security  of 
transactions,”  said  Kate  Delhagen,  an  analyst  at  Forrester  Re¬ 
search,  Inc.  in  Cambridge,  Mass.  As  more  money  moves  over  the 
Internet,  she  said,  there  will  be  a  greater  need  for  security  software 
and  systems.  —  Sharon  Machlis 
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Office  Depot  ensures  tech  future 

CONTINUED  FROM  PAGE  1 


focus  for  retailers  that  are  trying 
to  allocate  less  time  and  re¬ 
sources  to  managing  their  stock, 
analysts  said. 

“There’s  no  doubt  that  Office 
Depot  has  made  a  lot  of 
progress  in  this  area,”  said  Dan¬ 
iel  Wewer,  a  senior  vice  presi¬ 
dent  at  The  Robinson-Hum- 
phrey  Co.,  an  Atlanta-based 
investment  bank. 

NOBLE  EFFORT 

Other  CIOs  gave  Gaffney  credit 
for  taking  what  they  called  a 
novel  approach  to  the  legacy 
systems  conundrum.  “But  I 
couldn’t  put  the  business  folks 
on  hold  for  a  year  —  I  couldn’t 
sell  this  [strategy]  to  my  senior 
management,”  said  Scott  Wa- 
leski,  director  of  information 
technology  and  services  at  Yan¬ 
kee  Gas  Services  Co.  in  Meri¬ 
den,  Conn. 

“Systems  firefighting  isn’t  go¬ 
ing  to  go  away  with  new  sys¬ 
tems,”  said  Rick  Carney,  vice 
president  and  CIO  at  Staten 
Island  University  Hospital  in 
New  York.  “The  sad  truth  is, 


[Office  Depot]  has  lost  14 
months”  of  generating  addition¬ 
al  sales  through  new  applica¬ 
tions,  he  added. 

Office  Depot’s  replacement 
strategy  has  paid  other  divi¬ 
dends.  In  late  1995  and  early 
1996,  the  company  was  having 
trouble  digesting  eight  station¬ 
ers  it  had  acquired  in  1994. 
Profit  margins  for  its  business 
services  division  (sales  to  cor¬ 
porate  customers)  sank  from 
8%  to  2.5%  during  that  time, 
Wewer  said. 

But  since  then,  Office  Depot 
has  folded  21  of  23  warehouses 
from  those  acquisitions  into 
common  order-entry  and  ware¬ 
house  management  systems. 
The  $25  million  integration 
project  —  aided  by  Office  De¬ 
pot’s  use  of  Ess- 
base  data  min¬ 
ing  tools  from 
Arbor  Software 
Corp.  in  Sunny¬ 
vale,  Calif.,  to 
better  under¬ 
stand  customer¬ 
buying  habits  —  has  helped 


propel  Office  Depot’s  industry¬ 
leading,  same-warehouse  sales 
growth  by  23%  for  its  fourth 
quarter,  ended  Dec.  27. 

Compare  that  with  a  mere 
10%  rise  for  rival  Staples,  Inc.,  a 


company  that  Office  Depot  once 
was  to  merge  with,  Wewer  said. 

Office  Depot  “really  has  its 
act  together,”  said  Peter  McMul- 
lin,  managing  director  at  South¬ 
east  Research  Partners,  a  Boca 
Raton,  Fla.-based  investment 
company.  McMullin  said  the 
company’s  comparable  same- 
warehouse  sales  growth  has 
been  outstanding. 

Gaffney,  31,  acknowledged 


that  Office  Depot  “still  does 
some  [systems]  firefighting  — 
everyone  does.” 

But  by  replacing  more  than 
100  creaking  IBM  AS/400  sys¬ 
tems  with  mostly  E S/9000  ap¬ 
plications,  Office  Depot’s  185- 
person  IS  staff  can  spend  more 
time  developing  a  “consultative- 
sales”-type  system. 

Furniture  sales  will  be  a  top 
priority  for  the  company  this 
year,  Gaffney  said.  He  added 
that  he  expects  a  furniture  sys¬ 
tem  pilot  to  go  live  among  a  se¬ 
lect  group  of  stores  in  south 
Florida  before  summer. 

Senior  management  at  Office 
Depot,  based  here,  also  is  con¬ 
fident  that  the  maintenance 
turnaround  will  benefit  its  busi¬ 
nesses.  Once  the  company  fin¬ 
ishes  converting  its  California 
warehouses  to  the  new  order- 
entry  and  warehousing  systems 
later  this  year,  company  staffers 
“will  stop  worrying  about  con¬ 
verting  systems  and  focus  in¬ 
stead  on  driving  new  business 
—  that’s  where  the  fun  is,”  said 
Office  Depot  Chairman  and 
CEO  David  Fuentes. 

“If  we  can  be  four  times  more 
l  productive”  building  applica- 
!,  tions  by  flip-flopping  the  80/20 
I  rule,  Fuentes  said,  “the  benefits 
i  will  be  enormous.”  □ 


Big-bang  R/3  rollout  forced  compromises 

CONTINUED  FROM  PAGE  1 


getaway  from  a  mishmash  of 
incompatible  mainframe  and 
minicomputer  systems  that 
were  weighing  the  manufac¬ 
turer  down. 

But  the  risk  was  that  some¬ 
thing  would  have  to  give  on  the 
business  side.  And  it  did.  A  re¬ 
duced  management  team  had  to 
try  to  keep  things  running,  and 
productivity  dropped.  For  exam¬ 
ple,  monthly  shipments  at  the 
privately  held  company  fell  well 
below  plan. 

“It  absolutely  affected  our 
financial  performance,”  said 
Scott  Beutler,  a  Nibco  business 
executive  who  jointly  led  the  $15 
million-plus  SAP  project  with 
two  other  business  managers. 
“The  business  jogged;  it  didn’t 
run,”  he  said. 

The  risk  of  stopping  business 
in  its  tracks  scares  most  com¬ 
panies  away  from  chancing  all- 
at-once  installations  of  R/3  and 
other  enterprise  application 
suites,  said  Bobby  Cameron,  an 
analyst  at  Forrester  Research, 


Inc.  in  Cambridge,  Mass. 

“To  do  that  kind  of  project, 
you  have  to  have  people  driving 
it  who  you  can’t  afford  to  pull 
out  of  the  rest  of  your  world,”  he 
said.  “The  rule  is  failure  rather 
than  success.” 

PUSHED  TO  THE  LIMIT 

And  the  bigger  the  company,  the 
harder  it  is  to  pull  off  a  big-bang 


NIBCO  AT  A  GLANCE 


Headquarters:  Elkhart,  Ind. 

Key  products:  Valves,  pipe 
fittings  and  other 
flow-control  products 

Annual  sales:  $500  million 

Employees:  3,000 

Current  R/3  users:  620 

R/3  implementation 
budget:  $15M  -  $20M 

Other  technology  used:  IBM 
RS/6000  SP  Unix  server, 
Oracle  database 


installation,  said  Joshua  Green- 
baum,  an  analyst  at  Hurwitz 
Group,  Inc.  in  Framingham, 
Mass.  An  organization  as  large 
as  Nibco  “is  pushing  it,”  he 
said.  “A  lot  of  people  have  been 
burned.” 

But  Nibco’s  senior  manage¬ 
ment  decided  some  short-term 
disruption  was  a  price  the  com¬ 
pany  could  afford.  And  hands- 
on  business  involvement  was 
seen  as  the  only  way  to  pull  off  a 
simultaneous  R/3  rollout  at  Nib¬ 
co’s  Elkhart,  Ind.,  headquarters, 
10  plants  and  four  distribution 
centers. 

“We  felt  the  team  had  to 
be  full  time,  not  part  time.  And 
we  tried  to  pull  the  best  people 
we  could  find,”  said  Jim  Davis, 
director  of  business  develop¬ 
ment  at  Nibco  and  one  of  the 
three  project  managers. 

A  total  of  20  business-unit 
employees  were  drafted  onto  the 
27-member  R/3  team,  which 
was  set  apart  in  its  own  office 
area  in  Elkhart. 


The  demand  for  a  one-day 
rollout  came  from  the  business 
side,  said  Gary  Wilson,  director 
of  information  services  at  Nibco. 
Wilson  and  his  two  project  co¬ 
managers  took  part  in  a  confer¬ 
ence  held  here  last  week  by 
IBM,  which  consulted  on  the 
R/3  project. 

An  early  plan  called  for  a 
more  gradual  rollout,  “but  users 
wanted  to  push  us  faster,”  Wil¬ 
son  said.  Nibco  was  relying  on 
“a  kludge  of  legacy  systems 
with  data  that  was  at  least  sus¬ 
pect,  if  not  corrupt,  and  people 
felt  it  was  impeding  our 
growth,”  he  said. 

But  the  business  problems 
ratcheted  up  the  pressure  on  the 
R/3  team  to  hit  its  late-1997  tar¬ 
get  date  for  getting  the  software 
in  place,  the  three  project  man¬ 
agers  said. 

EXECUTIVE  SUPPORT 

While  navigating  through  all  the 
business  pain,  it  helped  that 
Nibco’s  CEO  strongly  backed 
the  R/3  project.  Hitting  all  the 
development  milestones  during 
the  15-month  project  also  was 
in  the  R/3  team’s  favor,  Beut¬ 
ler  said. 


And  Nibco  executives  tried 
to  set  expectations  knowing 
things  wouldn’t  be  easy  while 
the  project  was  in  the  works. 
They  even  created  a  new  com¬ 
pensation  plan  for  all  employees 
in  recognition  “that  everyone  in 
the  company  was  going  to  be 
working  harder  for  a  time,” 
Wilson  said. 

Ten  weeks  after  the  rollout, 
Nibco  is  still  in  start-up  mode 
on  using  R/3  to  run  its  financial, 
manufacturing  and  sales  man¬ 
agement  systems. 

Some  users  "still  want  to  go 
back  and  do  things  the  way  they 
used  to,”  Davis  said.  But  long¬ 
term  benefits  are  expected  to  in¬ 
clude  tighter  links  across  the 
company  that  will  help  drive 
more  sales.  □ 


Metojjiiiieaders 


Our  Commentary  page  now 
follows  our  Editorial  and 
Opinions  pages.  Please  see 
page  36  for  this  week’s  col¬ 
umns  by  Allan  E.  Alter  and 
David  Moschella. 
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NEW 


INTELLIGENT  PARKING  METER 

Using  built-in  heat  and  motion  detectors,  this  meter 
knows  when  a  car  enters  or  leaves  a  space.  And  when 
a  car  departs,  the  meter  resets  itself  so  the  next 
driver  can't  benefit  from  any  remaining  time.  It  was 
developed  by  Intelligent  Devices  in  Harleysville,  Pa., 
and  Eastern  Business  Software  in  Broomall,  Pa. 


First,  Year  Two  Thousand. 
Now  currency  conversion? 
No  rest  for  IT 

Could  be  poor  planning 
or  a  mere  diversion,  or 
job  security 

-  julie  Sklut,  IT  staffer 
at  Pinkerton’s  in  Encino,  Calif. 


News  to  ponder 

Do  you  belong  in  Mensa, 
the  intellectual  society  for 
people  with  an  IQ  of  at 
least  132?  Find  out  at  the 
Internet  testing  center 
(www.test.com),  where  you  can 
take  an  IQ  test  developed  by 
Victor  Serebriakoff,  the  hon¬ 
orary  international  president  of 
Mensa.  Testers  who  score  in 
the  top  2%  are  recommended 
for  Mensa  membership.  The 
IQ  test  costs  $4  and  is  confi¬ 
dential. 


A  British  health  agency 

recently  issued  a  warning 
about  the  dangers  of  buy¬ 
ing  human  sperm  via  the 
Internet,  Reuters  reports.  The 


Human  Fertility  and  Embryolo¬ 
gy  Authority,  which  regulates 
sperm  banks  in  the  U.K.,  said 
there  are  no  guarantees  that 
the  sperm  will  have  undergone 
the  rigorous  screening  that  en¬ 
sures  it  is  disease-free  and  of 
high  quality. 

The  Sync,  an  Internet 
audio/ video  broadcasting 
company  (www.thesync. 
com),  claims  a  spot  in 
Internet  history  by  making  the 
first  modern  feature  film  avail¬ 
able  for  viewing  on  the  Web. 
Visitors  can  watch  the  1994 
American  independent  film 
Walls  of  Sand  —  all  115  min¬ 
utes  of  it  —  at  no  charge,  any 
time  from  their  Web- 
connected  home  PC. 


Superman's 

flashlight 

A  prototype  “radar 
flashlight”  that 
detects  a  human’s 
presence  through 
walls  and  doors 
could  make  police 
work  safer,  says 
researcher  Gene 
Greneker  (left)  at  the 
Georgia  Tech 
Research  Institute  in 
Atlanta.  It  detects  the 
slight  movement 
caused  by  breathing. 


Inside  lines 

The  Energizer  Media  Bunny _ 

Lately  it  seems  as  if  every  time  you  turn  on  the  TV,  there  is  Bill 
Gates  trying  to  show  us  his  softer  side.  First,  he  sang  “Twinkle, 
Twinkle,  Little  Star”  for  Barbara  Walters.  Then  he  trooped  off  to 
Washington  to  argue  with  cranky  senators.  Now  one  of  the 
world’s  richest  men  is  hawking  golf  dubs  for  Calloway  Golf  Co. 
in  Carlsbad,  Calif.  Please,  somebody  give  this  man  some  pro¬ 
gramming  routines  to  work  on! 

Top  of  the  mornlntj  la  you _ _ 

IBM  had  some  interesting  techniques  for  getting  attendees  going 
early  in  the  morning  at  its  manufacturing  conference  last  week  in 
the  Disney  World  swamps.  On  the  first  day,  a  12-piece  brass  band 
serenaded  everyone  at  8  a.m.  with  a  collection  of  Disney-oriented 
songs  such  as  “Zip-a-dee  Doo-Dah.”  The  next  morning,  a  general 
session  was  spiffed  up  by  a  “human  values  consultant”  who 
stalked  the  stage,  shouted  at  breakneck  pace  about  the  business 
wisdom  of  Aristotle  and  tossed  Snickers  bars  to  the  crowd. 

Gimme  good  numbers _ _ 

Lots  of ’netizens  are  apparently  interested  in  March  Madness. 
ESPN’s  SportsZone  ( http://espn.com )  says  it  registered  1.1  million 
site  visits  last  Monday,  which  it  claims  as  a  single-day  record  for 
sports  sites.  The  always  eagerly  awaited  NCAA  basketball  tourna¬ 
ment  pairings  were  announced  the  day  before. 

Midlife  crisis _ 

Search  Netscape  Communications  Corp.’s  Web  site  for  Recre¬ 
ational  Equipment,  inc.  and  you’ll  still  find  some  press  releases 
that  say  the  company  uses  Netscape’s  electronic-commerce  soft¬ 
ware  for  the  www.rei.com  Web  site.  The  only  problem  is,  IBM  last 
week  said  REI  is  using  Big  Blue’s  latest  NetCommerce  Pro  soft¬ 
ware.  “We  implemented  the  Netscape  software  nearly  two  years 
ago,”  says  Matt  Hyde,  online  store  manager  for  REI.  “N 
it’s  showing  its  age.” 

Certified  job  guarantee _ ; 

For  those  technology  workers  desperate  to  turn  themselves  into 
Microsoft  Certified  Systems  Engineers,  Mastering,  Inc.  has  an 
offer.  Based  on  its  96.5%  success  rate  in  training  people  for  the 
Microsoft  certification  test,  the  Scottsdale,  Ariz.,  firm  now  guaran¬ 
tees  that  all  students  who  take  its  prep  courses  will  be  certified. 

Bored  Games _ 

First  there  were  year  2000  stock  indexes,  then  millennium  radio 
programs.  Now  comes  a  computer  adventure  game  called  Uh-Oh. 
The  game,  created  by  Scott  Covert  and  styled  after  circa  1980s 
computer  games  such  as  the  Enchanter  series,  starts  you  off  in 
1998  in  an  office  during  the  assessment  phase  of  trying  to  prove 
the  year  2000  problem  to  your  boss.  By  the  time  you  reach  the 
survival  phase,  you’re  hunkered  down  in  your  rural  home,  relying 
on  your  wits.  A  free  shareware  version  is  available  at  U'H'H'. 
successinformation.com/game.htm.  For  the  full  version,  send  $10 
to  Scott  Covert,  R.R.  No.  8, 1956  O’Brien  Rd.,  Peterborough,  On¬ 
tario,  Canada  IK9J  6X9 

Sources  close  to  Microsoft  report  that  Windows  NT  5.0  code 
has  grown  from  its  original  26  million  lines  to  31  million  lines. 
Word  of  the  expanded  code  comes  among  rumblings  that  the 
NT  5.0  ship  date  may  slip  from  the  intended  fourth-quarter 
release  until  at  least  the  first  quarter  next  year.  “We  hear  Microsoft 
is  having  difficulty  with  the  Active  Directory  and  IntelliMirror 
caching  features  in  Windows  NT  5.0,  and  they  won’t  ship  NT  5.0 
without  it,"  said  Bob  Sakakeeny,  an  analyst  at  Aberdeen  Croup 
in  Boston.  Microsoft  declined  to  respond.  “It’s  not  our  policy  to 
comment  on  unannounced  products,"  a  company  spokesman  said. 
Fortunately,  we  don't  have  any  such  policies  at  Computerworld, 
so  feel  free  to  e-mail  news  editor  Patricia  Keefe  at  patricia_ 
keefe@cw.com  or  call  her  at  (508)  820-8183  Wt/i  your  quips  or 
news  tips.  -  ■  I 
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(800)  223*2215  ext.  cw9  or  www.amdahl.com/cw 


Ml  LLEN  N I U  M  700  SERI ES. 


CMOS  SERVERS  THAT  OUTRUN  EVERY  ECL  SYSTEM  IN  SPEED  AND  POWER. 


•  Millennium™  700  Series  Global  Servers  deliver  today’s  highest 
levels  of  S/390®  CMOS  power,  predictability,  and  availability. 

•  Extremely  flexible  features  and  configurations  -  up  to  12  CPUs 
producing  686  MIPS  while  consuming  remarkably  little  space, 
heat,  and  cost. 

•  Born  and  bred  to  run  the  most  mission-critical  applications. 

•  Need  S/390  processing  power  in  the  biggest  way? 

Talk  to  Amdahl. 
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AS/400e  series  now  supports  10,000  Lotus  Domino  users  with  unparalleled  reliability.* 

Six  months  ago  many  said  it  couldn’t  be  done.  But  we  did  it.  AS/400e  now 
supports  over  10,000  users  on  a  single  server,  with  only  one  copy  of  Lotus  Domino. 

So  whether  you  need  to  support  10  or  10,000  users,  the  best  choice  for  an  easy  — - — 

to  use,  reliable  system  is  the  AS/400e  business  server.  Visit  our  interactive  Domino  JL-ZSJETE.,, 

Advisor  at  www.as400.ibm.com/domino3  for  your  customized  business  solution.  Solutions  for  a  small  planet* 


‘  linst  d  on  lull  tests  of  over  10,000  simulated  mail  users  running  error-free  on  AS/400e  system  6 50-2243  using  a  single  copy  of  Lotus  Domino.  Actual  customer  results  may  vary.  IBM,  the  IBM  logo.  Solutions 
for  u  small  planet,  and  AS/400e  are  trademarks  or  registered  trademarks  of  International  Business  Machines  Corporation  in  the  U.S.  and/or  other  countries.  Lotus  and  Domino  are  trademarks  or  registered 
liatlemurks  a/  Lotus  Development  Corporation.  ©  199 H  IBM  Corporation. 


